"CAREER  ALERT: 


GLOOMY  OUTLOOK 

The  good  life  of  IT  workers  is 
about  to  crash  for  those  who  can’t 
adapt  to  a  new  reality.  Page  57 


SEEKING  SECURITY 

Good  security  chiefs  are  so  rare 
that  it  takes  companies  extra  time 
to  find  the  right  person.  Page  62 


HOMEGROWN  TALENT 

Smart  companies  breed  their  own 
talent  by  training  nontechies  for 
hard-to-fill  IT  jobs.  Page  106 
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CIO  KURT  WOETZEL  says  The  Bank  of 
New  York  still  has  to  convert  from  batch 
processing  to  continuous  processing.  In  all, 
such  conversions  will  cost  the  industry  $3.3 
billion  of  T*Ts  estimated  $8  billion  price  tag 


THAN’YEK 


THE  SECURITIES  INDUSTRY  HAS  BEEN  BUFFETED  BY  A  CONSTANT  SERIES  OF 
challenging  IT  projects:  preparing  its  systems  for  the  euro,  Y2k,  online 
trading,  decimal  stock  prices  —  and  now  T+l.  T+l  means 
trades  have  to  be  settled  in  one  day  instead  of  three,  and 
that  means  the  end  of  batch  processing,  reports  Maria 
Trombly.  The  cost?  Try  $8  billion,  several  billion  more  than 
the  industry  spent  on  Y2k.  Story  is  on  page  20. 


OLDER  SYSTEMS  HINDER  E-PAYMENTS 


Costly  methods  under 
review  by  lawmakers 

BY  PATRICK  THIBODEAU 

WASHINGTON 

For  Supervalu  Inc.,  a  food  dis¬ 


tributor  and  operator  of  some 
500  retail  stores,  developing  al¬ 
ternative  electronic-payment 
systems  has  become  a  bottom- 
line  issue. 

If  its  customers  use  credit  or 
debit  cards  to  make  purchases, 


Supervalu  often  must  pay  a 
transaction  fee  that  can  wipe 
out  a  “razor-thin”  margin  on  a 
small  sale,  said  Jacki  Snyder, 
manager  of  electronic  pay¬ 
ments  at  the  Eden  Prairie, 
Minn.-based  company.  “In 
some  cases,  the  fees  on  one 
grocery  order  exceed  $1,  more 
than  the  supermarket  profit  on 
the  same  order,”  she  said. 

The  example  highlights  one 
of  the  problems  involved  with 
electronic  payments  that  were 
outlined  last  week  by  Snyder 
and  other  financial  service  ex¬ 
perts  before  the  U.S.  House 
Subcommittee  on  Domestic 
and  International  Monetary 
Payment,  page  16 


MICROSOFT 
MAKES  BID  FOR 
ENTERPRISE 

Launch  of  high-end  operating  system  and 
.Net  enterprise  servers  takes  aim  at  Unix 


BY  CAROL  SLIWA 

Microsoft  Corp.  tomorrow  will 
stage  its  Enterprise  2000 
Launch,  laying  the  final  colos¬ 
sal  bricks  for  the  Windows 
2000  foundation  that  it  has 
been  building  to  challenge 
high-end  Unix  systems. 

But  no  matter  how  many  im¬ 
pressive  hardware  partners, 
customers  and  benchmark  per¬ 
formance  numbers  the  compa¬ 
ny  trots  out  in  San  Francisco,  it 
will  face  a  tough  challenge  win¬ 
ning  over  corporate  users  who 
have  grown  increasingly  skep¬ 
tical  of  Microsoft’s  reliability 
and  scalability  claims,  several 
analysts  said. 

Microsoft  may  have  a  greatly 
improved  operating  system  in 
Windows  2000  Datacenter  Serv¬ 
er  and  a  well-integrated  family 
of  enterprise  servers  and  tools 
on  which  to  build  its  .Net  strat¬ 
egy.  But  analysts  predicted  that 
users  won’t  rush  to  rip  out 
their  Unix  boxes. 


“You’ve  got  to  have  a  com¬ 
pelling  reason  [to  switch].  I 
could  think  all  day  and  all 
night,  and  I’m  not  sure  I  could 
come  up  with  a  good  function¬ 
al  reason,”  said  Randy  Richard- 
Microsoft,  page  129 


FORD,  IN  CRISIS, 
TURNS  TO  IT  TEAM 

But  analysts  question 
lack  of  timely  tire  data 


BY  BOB  BREWIN 
AND  DAN  VERTON 

Faced  with  mounting  con¬ 
sumer  complaints  and  intense 
media  coverage  of  a  series  of 
accidents  and  deaths  caused 
by  rollovers  of  its  Explorer 
sport  utility  vehicles,  Ford  Mo¬ 
tor  Co.  established  a  high-tech 
“war  room”  at  its  headquarters 
Ford,  page  129 


INSURER  ROLLS  OUT  WIRELESS  ACCESS 


Struggled  with  language 
but  kept  project  in-house 


BY  BOB  BREWIN 

After  a  crash  development 
project,  The  Progressive  Corp. 
last  week  announced  that  it’s 
starting  to  offer  wireless  Web 
access  to  holders  of  its  auto  in¬ 
surance  policies. 

Progressive,  the  fourth-larg- 
est  automobile  insurer  in  the 
U.S.,  with  more  than  8  million 
Wireless,  page  16 


Making  Claims 

Notable  aspects  of  Progres¬ 
sive’s  wireless  application: 

■  Developed  in-house  using  Wireless 
Markup  Language 

■  Can  be  accessed  through  any 
type  of  wireless  Web-enabled  phone 

■  Works  on  any  cellular  network  In 

the  country 

■  Provides  customers  with  fast  access 
to  claims  reps  and  account  information 

■Wireless  payment  module 

planned  within  a  matter  of  weeks 
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New  ARCserve  2000  Offers  Serverless  Backup  And  Restore  Plus  Hundreds  Of  Other  Enhancements 

It  couldn’t  have  come  at  a  better  time.  With  eBusiness  storage  leading  capabilities  like  shared  tape  libraries  and  high-speed 

needs  typically  doubling  every  1 8  months,  and  the  growing  data  transfer. 

demand  for  100%  uptime  and  availability  of  servers,  IT  adminis-  ARCserve  2000  leverages  industry  standards  for  assured 

trators  are  facing  ever-greater  challenges,  compatibility  with  high  performance,  ease-of-use,  and  unprece- 

New  ARCserve  2000  is  the  answer.  With  serverless  backup  dented  value.  Just  a  few  of  the  reasons  why  new  ARCserve 

and  restore,  ARCserve  2000  represents  a  major  breakthrough  2000  is  the  best  storage  solution  for  the  eBusiness  revolution, 

in  data  storage.  With  SAN,  there  are  many  new  industry-  Visit  www.ca.com/arcserve  for  more  information. 


|Q MPUTER 
ASSOCIATES 


Software  superior  by  design 


02000  Computer  Associates  International.  Inc..  Islandia.  NY  tt749.  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 


CLEAR  COMPUTING 


Apple  Computer  has  a  “clear”  vision  of  the  way  computer 
hardware  should  look  and  operate  and  isn’t  afraid  to  break 
out  of  existing  molds. 

Reviewer  Tom  Thomp¬ 
son  looks  at  the  new 
Power  Mac  G4  Cube, 
likes  what  he  sees  - 
and  doesn’t  see  -  then 
puts  a  demanding 
workload  through  it. 

Page  92 


OH,  THE  HUMANITY! 

When  developing  disaster  recovery  plans,  businesses  need  to  remember 
their  most  important  resource:  employees.  If  they  and  their  families  aren’t 
taken  care  of,  there  won’t  be  anyone  around  to  run  the  business  when 
disaster  does  strike,  warn  consultants.  Page  48 
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4  WINGSPAN  FOLDS  into  a 

test  lab  for  Bank  One  after 
failing  to  meet  the  high 
expectations  of  its  founders. 

6  BOEING  LAUNCHES  a 

marketplace  with  Lockheed 
Martin  and  others,  hoping  to 
cut  purchasing  costs  by  27%. 

8  ARIBA  DEBUTS  a  slew  of 

e-market  features,  packaging 
auctions  and  integration. 

10  UPS  STEPS  into  the  e-com- 

merce  fray  with  a  service  to 
help  return  online  purchases. 

12  USERS  UNITE  to  promote 

standard  security  expectations 
for  online  relationships. 

14  OPTICAL  FIBER  SAVES 

money  compared  with  copper, 
a  new  study  claims. 

16  WIRELESS  LANS  mature, 

as  host  of  products  ship 
ready-made  with  radio 
network  connections. 

24  YAHOO  SIGNS  Barnes  & 

Noble  as  its  default  bookseller, 
which  also  promises  free  Net 
access  from  its  brick  stores. 

28  MORE.COM  DENIES  it 

violated  its  privacy  policy  by 
sharing  customer  data  with 
third-party,  fulfillment  partners. 
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52  COMPANIES  ARE  catching 

on  to  wireless  workflow 
systems. 

54  ASPs  FOLLOW  the  lead  of 

manufacturers  by  implement¬ 
ing  supply  chains  —  to  track 
people,  not  products. 

WORKSTYLES 

56  THE  LIMITED’S  it  staff  is  in 

the  midst  of  a  major  project  to 
build  a  centralized  model  for 
its  various  businesses. 

57  THE  FUTURE  looks  grim, 

according  to  predictions  of 
what  the  workplace  will  be 
like  in  the  next  few  years. 

62  TALENT  IS  in  short  supply 

and  in  high  demand  on  the  se¬ 
curity  executive  hiring  scene. 

68  COMPANIES  STRUGGLE  to 

find  CIOs  with  business  and 
technical  skills  as  well  as  spe¬ 
cific  industry  expertise. 

QUICKSTUDY 

80  CHANNEL  CONFLICTS  are 

dividing  companies  rather  than 
enhancing  the  whole  package. 


88  CATERPILLAR  has  adopted 

a  new  satellite  videoconferenc¬ 
ing  system  that  may  make  vir¬ 
tual  meetings  more  viable  for 
many  companies  that  hadn’t 
considered  them  before. 

SECURITY  JOURNAL 

90  JUDE  THADDEUS  SAYS  he 

hopes  smart  cards  will  solve 
password-security  woes,  but 
the  project  gets  bogged  down 
almost  as  soon  as  it  starts. 

94  DATA  VISUALIZATION  soft¬ 
ware  is  emerging  as  a  serious 
business-analysis  tool  for  cor¬ 
porate  IT,  allowing  users  to 
quickly  spot  trends  in  multi¬ 
dimensional  data. 

96  POWERFUL  TOOLS  can 

simplify  the  job  of  setting  up 
new  PCs  or  migrating  to  a 
different  operating  system. 

QUICKSTUDY 

102  SYMMETRICAL  muitipro 

cessing,  with  two  or  more 
CPUs  in  a  box,  can  boost  your 
computing  power  —  provided 
you  have  the  right  software. 


As  IT  professionals  interact  with 
more  people  inside  and  outside  cor¬ 
porations,  recruiting  for  behavior  can 
become  as  important  as  —  and  in 
some  cases  even  more  important  than 
—  technical  savvy.  Gartner  Group's 
Barbara  Gomolski  offers  hiring  advice 
on  our  Workforce  Watch  page. 
www.computerworld.com/workforce 

On  Computerworld.com,  we  unveil 
our  latest  research  section,  IT  Reports, 
offering  access  to  white  papers 
and  analysts’  reports  on  everything 
from  business  processes  to  wireless 
applications.  http://itreports. 
computerworld.com 

In  our  E-Commerce  Community, 

reader  Joe  Reinhardt  laments  the 
loss  of  privacy  in  the  cyberage,  www. 
computerworld.com/ecommerce 

Do  you  work  with  someone  you 
think  is  truly  an  IT  leader?  You  can 
nominate  your  colleague  for  next 
year’s  Premier 
100  awards. 
www.computer 
world.com/ 
nominateplOO 

IT  LEADERS 


OPINIONS 

36  MARYFRAN  JOHNSON 

says  any  company  seeking  an 
IT  superman  is  asking  for  more 
trouble  than  it  already  has. 

36  ERIK  SHERMAN  urges  IT 

organizations  not  to  neglect  the 
desktop  when  it  comes  to  secu¬ 
rity. 

37  DAVID  M0SCHELLA  says  he 


believes  the  laptop’s  days  are 
numbered. 

40  GEOFFREY  JAMES  tells 

how  IT  consultants  are  akin  to 
snake-oil  salesmen. 

40  MICHAEL  GARTENBERG 

says  tomorrow’s  Web  must  add 
functionality  beyond  the  cur¬ 
rent  PC-based  infrastructure. 

48  KEVIN  FOGARTY  writes 

about  the  real  promise  of 


wireless  technology  in  the 
workplace. 

56  JIM  CHAMPY  tells  brick- 

and-mortars  that  are  consider¬ 
ing  forming  new  firms  for  the 
Web:  Don’t  neglect  what  got 
you  where  you  are  today. 

130  FRANK  HAYES  offers  a  list 

of  IT  things  that  remain  true, 
despite  what  vendor  represen¬ 
tatives,  industry  analysts  and 
pundits  say. 
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AT&T  Labs  to  Close 
San  Jose  Facility 

AT&T  Labs  will  close  its  San  Jose 
facility  and  lay  off  the  approximately 
40  employees  there,  the  company 
said  last  week.  Spokesman  Mike 
Dickman  said  the  operation  involves 
a  single  development  team,  whose 
members  have  the  option  to  trans¬ 
fer.  The  company  decided  to  close 
the  site  because  it  isn’t  focused  on 
an  area  of  current  interest,  he  said. 

Veterans  Records 
Found  Vulnerable 

The  information  systems  controls  at 
the  U.S.  Department  of  Veterans  Af¬ 
fairs  were  faulted  by  the  agency’s 
own  inspector  general,  who  told  the 
House  Committee  on  Veterans  Af¬ 
fairs  last  week  that  testing  on  bene¬ 
fits  records  found  them  vulnerable 
to  unauthorized  access.  Among  the 
problems  was  a  lack  of  strong  pass¬ 
words  by  end  users.  The  VA  is  up¬ 
grading  its  systems  and  plans  to 
spend  about  $1.4  billion  on  informa¬ 
tion  technology  initiatives. 

Protocol  Aims  to  Buoy 
Wireless  Content 

Sun  Microsystems  Inc.,  in  conjunc¬ 
tion  with  several  partners,  last  week 
announced  a  new  Java-based  pro¬ 
tocol  to  bolster  content  on  wireless 
devices.  Sun  said  its  Mobile  Infor¬ 
mation  Device  (MID)  profile  will  en¬ 
hance  personal  access  to  content 
such  as  local  weather  and  stock 
quotes  on  wireless  devices  with  en¬ 
hanced  features.  The  open-source, 
standards-based  protocol  will  work 
for  any  device  programmed  with  the 
MID  profile.  Some  20  companies 
helped  create  the  profile. 


New  ASP  Taps  Giants 

Technologies  and  services  from 
Microsoft  Corp.,  IBM,  Arthur  Ander¬ 
sen  LLP  in  Chicago  and  Avaya  Inc. 
in  Basking  Ridge,  N.J.,  will  power 
Enfrastructure  Inc.,  a  newly  created 
application  and  infrastructure  pro¬ 
vider  with  more  than  $100  million 
in  funding.  Aliso  Viejo,  Calif.-based 
Enfrastructure  will  provide  soft¬ 
ware,  hardware,  network  hosting 
and  human  resources  services  from 
25  campuses  worldwide. 


NEWS 


Bank  One’s  Wingspan 
Fails  to  Take  Off  Online 

Internet-only  bank  the  latest  to  seek 

real-world  anchor  in  parent  company 


BY  MARIA  TROMBLY 

ANK  ONE  Corp.’S 
WingspanBank.com, 
a  stand-alone,  Inter¬ 
net-only  bank,  will 
be  downgraded  to  a 
test  lab  because  it  didn’t  attract 
enough  customers,  bank  offi¬ 
cials  said  last  week. 

Wingspan  joins  a  host  of  oth¬ 
er  banks  launched 
exclusively  online 
that  have  had  to 
move  closer  to  their 
real-world  sponsors 
or  partner  with  other 
entities  to  survive. 

Most  recently,  Citi¬ 
bank  closed  down  its 
online-only  bank. 

“Pure  Internet 
plays  are  having  a  hard  time 
getting  off  the  ground,”  said 
Bank  One  Executive  Vice  Presi¬ 
dent  Bruce  Luecke.  “It’s  harder 


to  make  deposits.  It’s  harder  to 
make  withdrawals.”  He  de¬ 
clined  to  detail  the  online 
bank’s  fortunes  other  than  to 
say,  “It’s  weak  right  now.” 

When  Wingspan  was  first 
launched  in  June  of  last  year, 
bank  officials  said  they  would 
spend  between  $100  million 
and  $150  million  on  the  ven¬ 
ture.  Chicago-based 
Bank  One  hasn’t 
made  any  further 
statements  about  its 
investment,  and  offi¬ 
cials  refused  to  com¬ 
ment  on  how  much 
it  would  cost  to  fold 
Wingspan  back  into 
Bank  One’s  online 
offerings.  They  did 
say,  however,  that  Wingspan 
had  95,000  customers  at  the 
end  of  this  past  June  —  com¬ 
pared  with  8  million  customers 


at  Bank  One,  more  than 
600,000  of  whom  used  Bank 
One’s  online  services. 

Bank  One  will  use  Wingspan 
as  a  test  lab  for  online  banking 
products,  such  as  a  pilot  pro¬ 
gram  in  which  Wingspan  cus¬ 
tomers  can  open  their  ac¬ 
counts  at  Bank  One  branches. 
Currently,  Wingspan  custo¬ 
mers  have  to  mail  in  deposits 
or  use  electronic  transfers. 

High  Expectations 

Other  Internet-only  banks 
have  also  learned  their  lessons. 
New  York-based  Citibank  re¬ 
cently  decided  to  close  its  on- 
line-only  bank,  Citi  f/i,  and 
merge  it  with  Citibank.com, 
the  online  version  of  its  physi¬ 
cal  bank. 

And  last  spring,  Palo  Alto, 
Calif.-based  ETrade  Group  Inc. 
bought  the  nation’s  largest  in¬ 
dependent  network  of  central¬ 
ly  managed  automated  teller 
machines,  Portland,  Ore.- 
based  Card  Capture  Services 
Inc.,  which  had  a  total  of  8,500 


machines.  The  purchase  came 
shortly  after  ETrade  purchased 
Telebank,  a  leading  online- 
only  bank. 

Some  Internet  banks  have 
decided  to  partner  with  off¬ 
line  firms.  VirtualBank,  a 
wholly  owned  subsidiary  of 
IstVirtual  Inc.  in  Palm  Beach 
Gardens,  Fla.,  struck  deals  with 
three  companies  and  will  put 
physical  branches  in  or  near 
the  companies’  headquarters 
to  provide  banking  services  to 
their  employees.  Internet-only 
banks  are  targeting  other  niche 
groups  as  well. 

But  Wingspan’s  failure  to 
take  off  may  just  mean  its 
founders  expected  too  much, 
said  George  Barto,  an  analyst 
at  Gartner  Group  Inc.  in  Stam¬ 
ford,  Conn.  For  example,  Barto 
said,  NetBank  Inc.  in  Alpharet¬ 
ta,  Ga.,  has  reached  $1.5  billion 
in  assets  in  more  than  110,000 
accounts  —  and  boasts  nine 
consecutive  profitable  quarters. 

NetBank  picked  a  niche  — 
people  who  wanted  an  Inter¬ 
net-only  bank  —  and  stuck  to 
its  plans,  he  said,  which  made 
the  bank  successful.  “The  fail¬ 
ure  of  Wingspan  was  [the  re¬ 
sult  of]  the  expectations  of  its 
parent  company,”  he  said.  “They 
wanted  a  million  accounts,  and 
that  wasn’t  realistic.”  I 


LUECKE:  Wingspan 
is  “weak  right  now” 


Navy  to  Award  $12B-Plus  Intranet  Contract 


BY  DAN  VERTON 

After  nine  months  and  a  half- 
dozen  congressional  hearings, 
the  U.S.  Navy  this  week  will 
award  one  of  the  most  con¬ 
tentious  and  complex  out¬ 
sourcing  deals  in  history. 

Navy  officials  last  week  told 
Computerworld  that  the  ser¬ 
vice  will  award  the  long-await¬ 
ed  Navy/Marine  Corps  In¬ 
tranet  (N/MCI)  contract  early 
this  week.  The  eight-year  con¬ 
tract,  valued  at  between  $12 
billion  and  $16  billion,  has  been 
labeled  by  some  as  the  largest 
outsourcing  deal  in  the  world, 
and  one  that  represents  a  sea 
change  in  the  role  of  private  in¬ 
dustry  in  government. 

Naval  sources  have  repeat¬ 
edly  identified  Computer  Sci¬ 
ences  Corp.  in  El  Segundo, 
Calif.,  as  the  top  contender  for 
the  contract.  However,  other 
industry  notables  vying  for  the 
deal  are  Electronic  Data  Sys¬ 
tems  Corp.  in  Plano,  Texas, 
General  Dynamics  Corp.  in 


Falls  Church,  Va.,  and  IBM. 

N/MCI  is  designed  to  re¬ 
place  dozens  of  Navy  and  Ma¬ 
rine  Corps  networks  with  a 
centrally  managed,  contractor- 
run  intranet.  Naval  officials 
claim  that  N/MCI  is  necessary 
for  the  service  to  make  use  of 
new  technologies  and  fight 
the  battles  of  the  future  more 
effectively. 


Officials  also  said  the  in¬ 
tranet  will  enhance  security  by 
cutting  down  on  the  number  of 
disparate  networks,  security 
flaws  and  back  doors.  Work  on 
N/MCI  will  begin  Oct.  1. 

N/MCI  is  a  complex  “seat 
management”  pact  that  will  re¬ 
quire  the  Navy  to  transfer  tacit 
ownership  of  its  information 
technology  assets  to  a  com¬ 
mercial  contractor.  The  Navy 
will  then  purchase  IT  services 
as  a  utility,  similar  to  the  pur¬ 
chase  of  phone  services. 

The  Navy  would  have  need¬ 


ed  $3  billion  per  year  to  up¬ 
grade  all  its  IT  assets  on  its 
own,  according  to  Ron  Turner, 
the  Navy’s  deputy  CIO  for  in¬ 
frastructure,  systems  and  tech¬ 
nology. 

But  the  budget  couldn’t  sup¬ 
port  that,  so  the  Navy  asked  in¬ 
dustry  to  share  in  the  invest¬ 
ment  and  agree  to  spread  the 
costs.  In  addition,  the  winning 
vendor  will  give  the  Navy 
credit  for  all  existing  infra¬ 
structure  that  can  be  used  as 
part  of  N/MCI. 

The  Navy  also  plans  to  offer 
the  contractor  dollar  incen¬ 


tives  for  network  uptime,  en¬ 
hanced  security  and  perfor¬ 
mance.  Likewise,  there  will  be 
penalties  for  poor  perfor¬ 
mance  and  security  lapses, 
Turner  said. 

However,  some  industry  an¬ 
alysts  said  they’re  skeptical 
about  N/MCI’s  future. 

Chip  Mather,  a  senior  vice 
president  at  Acquisition  Solu¬ 
tions  Inc.,  a  federal  procure¬ 
ment  consulting  company  in 
Chantilly,  Va.,  said  the  two 
biggest  challenges  N/MCI  faces 
are  actual  deployment  and 
achieving  the  advertised  sav¬ 
ings  and  efficiencies. 

“To  date,  seat  management 
has,  at  best,  been  a  mixed  bag  in 
the  government,”  said  Mather.  I 


Navy/Marine  Corps  Intranet 

Contract:  Five  years  (three-year  option)  for  as  much  as  $16B 

Users:  As  many  as  350,000  Navy  and  Marine  users  aboard 
ships  and  at  hundreds  of  bases  around  the  world 

Service-level  agreements:  There  are  44  such  agree¬ 
ments  that  the  vendor  must  meet  or  it  will  risk  financial 
penalties  and  even  contract  termination. 


Information — it  can  drive  an  organization  forward. 
Inspire  companies  to  be  more  productive,  exceed 
expectations  and  achieve  greater  goals.  That’s  the 
power  of  i-business.  It  provides  you  with  an  intel¬ 
ligent,  real-time  view  of  your  overall  business.  Now 
companies  worldwide  can  immediately  integrate 
and  leverage  data  from  disparate  systems  and  deliver 
it  as  useable  information  via  the  Web.  Every  piece 
of  critical  data — accessible  instantly  and  on-demand 
so  employees,  customers,  and  partners  have  the 
information  they  need  to  make  better  decisions. 
Information  Builders’  i-business  software  solutions 
add  more  intelligence  to  e-business,  enabling  you  to 
outperform  competitors  and  dominate  markets.  And 
in  today’s  fast-paced,  global  arena  that  puts  you  in 
a  truly  inspiring  position — out  in  front. 


i-business  changes  everything 


www.informationbuilders.com 

1.800.969.INFO 


©2000  Information  Builders.  Inc.  All  trademarks,  registered  marks  and  service 
marks  are  the  property  of  their  respective  owners.  All  rights  reserved. 
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Aerospace/Defense  Exchange 
Could  Take  Flight  This  Month 

Exostar  could  affect  buying  patterns  throughout  the  industry 


BY  MARC  L.  SONGINI 

new  online  ex¬ 
change  founded 
by  aerospace  in¬ 
dustry  power¬ 
houses  The  Boe¬ 
ing  Co.,  Raytheon  Co.,  Lock¬ 
heed  Martin  Corp.  and  BAE 
Systems  is  due  to  go  live  this 
quarter,  possibly  as  soon  as 
month’s  end. 

Because  of  the  purchasing 
power  and  prominence  of  Boe¬ 
ing  in  the  aerospace  industry, 
this  exchange  could  have  a  rip¬ 
ple  effect,  squeezing  out  cost 
and  affecting  buying  patterns 
throughout  the  entire  industry, 
said  Joshua  Greenbaum,  an  an¬ 
alyst  at  Enterprise  Applications 
Consulting  in  Berkeley,  Calif. 

No  doubt,  that’s  what  Ex¬ 
ostar’s  partners  want,  he  said. 

“It  will  have  a  major  effect  in 
how  we  do  business  and  in  the 
market’s  supply  chain,”  said  a 
spokesman  at  Bethesda,  Md.- 
based  Lockheed  Martin. 

Seattle-based  Boeing  and 
Pleasanton,  Calif.-based  soft¬ 
ware  vendor  Commerce  One 
Inc.  last  week  announced  that 
they  have  successfully  com¬ 
pleted  a  test  drive  for  linking 
Boeing’s  trading  partners  to 
Washington-based  Exostar  Inc. 
aerospace  and  defense  busi- 
ness-to-business  exchange. 

Aiding  Smaller  Suppliers 

The  exchange  could  prove 
advantageous  to  smaller  sup¬ 
pliers  that  will  now  have  one 
way  of  linking  to  many  differ¬ 
ent  customers  —  instead  of 
having  a  different  set  of  appli¬ 
cations  for  each  buyer,  he  said. 

Lockheed  Martin  is  in  on¬ 
going  discussions  with  the  U.S. 
Department  of  Defense  to  see 
if  the  government  will  sign  on 
as  a  buyer.  The  Exostar  part¬ 
ners  shared  details  of  the 
exchange  at  Commerce  One’s 
user  conference  in  Las  Vegas. 

Exostar  —  first  announced 
in  March  by  Boeing,  Lockheed 
Martin,  Lexington,  Mass.-based 
Raytheon  and  U.K.-based  BAE 
Systems  —  will  let  suppliers  us¬ 
ing  electronic  data  interchange 
(EDI)  technology  connect  to 


buyers  via  a  service  from 
Gaithersburg,  Md.-based  GE 
Global  exchange  Services  that 
translates  EDI  transmissions 
into  an  XML  format. 

The  exchange  is  expected  to 
offer  a  variety  of  services,  in¬ 
cluding  auctioning,  purchase 
forecasting  and  the  ability  to 
issue  electronic  payments  and 
receipts. 

Such  an  exchange  is  particu¬ 
larly  significant  in  an  industry 
like  aerospace/defense,  where 
half  of  the  final  product  ini¬ 
tially  arrives  at  the  Boeing  or 
Lockheed  Martin  factory  as 
dozens  of  separate  compo¬ 
nents  awaiting  assembly,  ac¬ 
cording  to  spokesmen  from 
both  companies. 


BY  JULIA  KING 

Dell  Computer  Corp.  next 
month  plans  to  launch  an  elec¬ 
tronic  business-to-business 
marketplace  that  will  let  its 
largest  corporate  customers 
hone  in  on  Dell’s  millions  of 
users,  employing 
customized  sales 
pitches. 

For  example,  an 
electronics  suppli¬ 
er  selling  projec¬ 
tors  on  the  ex¬ 
change  might  list 
product  benefits 
such  as  “light¬ 
weight”  and  “high 
image  quality”  for  a 
less-sophisticated 
buyer  but  display 
all  of  the  technical 
specifications  for  a 
buyer  who  identi¬ 
fies  himself  as  an  engineer. 

“We’ve  built  in  technology  at 
the  marketplace  to  identify  the 
customer  and  pass  that  on  to 
the  supplier,”  which  can  then 
give  that  customer  a  personal- 


Boeing  alone  buys  $37  billion 
worth  of  goods  each  year  and  is 
now  looking  to  reduce  the  ad¬ 
ministrative  costs  of  its  pur¬ 
chasing  operations  by  as  much 
as  27%;  Lockheed  buys  $13  bil¬ 
lion  in  supplies  and  hopes  to 
see  a  10%  reduction  in  costs. 

High  Hopes 

While  there  are  no  specific 
suppliers  signed  on  yet,  Boeing 
said  it  has  high  hopes  for  Ex¬ 
ostar.  A  spokesman  said  the 
company  eventually  plans  to 
tie  its  enterprise  resource 
planning  system  and  other 
back-office  applications  to  the 
exchange  in  an  attempt  to  real¬ 
ize  even  greater  supply-chain 
efficiencies. 


ized  buying  experience,  said 
John  Hampton,  director  of  new 
ventures  at  the  Round  Rock, 
Texas-based  computer  com¬ 
pany. 

The  ability  to  laser-focus  on 
specific  sets  of  customers  is 
one  of  the  Dell 
exchange’s  key  ad¬ 
vantages,  suppliers 
said.  Most  other 
marketplaces,  in 
contrast,  allow  only 
for  posting  static 
product  catalogs, 
which  all  custo¬ 
mers,  regardless  of 
their  size  or  indus¬ 
try,  see  the  same 
way. 

This  “virtual 
showroom”  capa¬ 
bility  is  provided 
via  Austin,  Texas- 
based  Exterprise  Inc.’s  Active- 
Market  software,  which  is  em¬ 
bedded  in  the  Dell  exchange. 
3M  Co.’s  Office  Ergonomics 
products  will  be  the  first  to  use 
this  capability. 


On  the  Horizon 

The  aerospace/defense  in¬ 
dustry  is  in  line  to  get  a  new 
exchange,  called  Exostar, 
which  could  revamp  its 
supply-chain  infrastructure. 

Exostar’s  major  partners  in¬ 
clude  Boeing,  Lockheed 
Martin,  Raytheon  and 
BAE  Systems,  which 
have  a  combined  $71  billion 
in  procurement  spending 
and  37,000  suppliers.  Exo¬ 
star  will  use  software  and 
services  from  Commerce 
One  and  GE  Global 
exchange  Services.  The 
industry  represents  a  total 
of  $400  billion  in  annual 
procurement  spending. 


“We  can’t  get  any  more  tar¬ 
geted  with  our  ergonomic 
products,”  said  Paul  Mullaney, 
3M’s  office  supplies  division 
e-business  manager.  3M  is  one 
of  three  companies,  along  with 
Pitney  Bowes  Inc.  and  Motoro¬ 
la  Inc.,  involved  in  a  pilot  test 
of  the  marketplace,  which  is 
due  to  go  live  at  the  end  of  next 
month. 

“This  is  a  tremendous  op¬ 
portunity  for  us  to  market  to 
known  computer  users,”  Mul¬ 
laney  said. 

The  Dell  exchange  differs 
from  countless  other  business- 
to-business  exchanges  for  of¬ 
fice  supplies  in  that  suppliers 
and  buyers  can  execute  online 
transactions  according  to  pre¬ 
defined  trading  rules. 

On  the  buy  side,  the  new 
Internet  exchange,  www.dell 
marketplace.com,  is  tailored  to 
small  and  medium-size  compa¬ 
nies,  which  large  companies 
typically  reach  through  more 
expensive  means,  such  as  direct 
salespeople,  or  not  at  all. 

“The  Dell  Marketplace  is 
like  a  mall.  Dell  is  the  mall 
owner,  and  we’re  allowing  our 
customers  to  open  up  stores 
behind  us,”  said  Hampton. 


The  exchange  could  also 
help  give  Boeing  the  edge 
against  global  competitors 
such  as  the  massive  Airbus  In¬ 
dustrie  in  France,  analysts  said. 

Boeing  already  operates 
several  private  exchanges,  but 
Exostar  is  expected  to  be  the 
largest,  most  accessible  elec¬ 
tronic  marketplace  in  the 
defense/aerospace  industry. 

Interestingly,  the  industry 
has  been  rather  slow  to  move 
to  such  a  comprehensive  ex¬ 
change,  said  Craig  Schmitman, 
editor  of  AeroSpaceNews.- 
com,  an  online  news  service  in 
Ojai,  Calif. 

Boeing  takes  slow  but  firm 
steps  when  deciding  which 
technological  direction  to 
take,  and  then  moves  aggres¬ 
sively  to  implement  what 
it  has  chosen,  Schmitman 
said,  “[but]  clearly,  they’re  a 
believer  in  business-to-busi- 
ness  e-commerce.”  I 


MORETHIS  ISSUE 

For  more  about  business-to-business 
e-commerce,  see  page  8. 


Initially,  Dell  will  charge 
transaction  fees  for  each  order 
executed  on  the  exchange,  but 
these  fees  will  be  phased  out  as 
the  exchange  offers  more  val¬ 
ue-added  services  for  which  it 
can  collect  other  fees,  said 
Hampton. 

Looking  forward,  Dell  plans 
to  incorporate  credit  scoring 
and  finance  services  into  the 
marketplace.  It  will  also  offer 
systems  integration  services, 
such  as  helping  suppliers  cre¬ 
ate  electronic  catalogs  and, 
eventually,  linking  regular 
trading  partners’  internal  en¬ 
terprise  systems  through  the 
marketplace. 

The  Next  Phase 

“We  believe  the  next  phase 
will  be  interconnected  busi¬ 
ness  networks  connecting  in¬ 
ternal  processes  within  a  busi¬ 
ness  to  each  other,  such  as  con¬ 
necting  the  finance  organiza¬ 
tion  of  one  company  to  anoth¬ 
er’s  to  do  accounts  payable  and 
accounts  receivable  process¬ 
ing,”  Hampton  said. 

David  Yockelson,  an  analyst 
at  Meta  Group  Inc.  in  Stam¬ 
ford,  Conn.,  said  the  Dell  mar¬ 
ketplace  offers  a  “complete  net 
market  operating  system”  for 
buyers  and  suppliers  to  trade 
complex,  branded  products 
and  services  online.  I 


Dell  Marketplace  to  Enable  Custom  Pitches 


Exchange  will  give  largest  corporate 

accounts  access  to  millions  of  users 


“WE  CANT  GET  more 
targeted  with  our 


ergonomic  products,” 
says  3M’s  Mullaney 
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Surge  Expected  in 
Holiday  Web  Shopping 

Consumers  will  spend  an  estimated 
S12  billion  online  this  holiday  sea¬ 
son,  up  from  $7  billion  last  year,  ac¬ 
cording  to  Jupiter  Communications 
Inc.  The  New  York-based  research 
firm  attributes  the  increase  to  shop¬ 
pers  buying  more  holiday  gifts  on¬ 
line  and  to  predictions  that  6  million 
Internet  users  will  make  their  first 
online  purchases. 


EBay  Sets  Growth  Goal 

Online  auctioneer  eBay  Inc.  last 
week  set  a  goal  of  S3  billion  in  sales 
by  2005  based  on  its  estimate  of 
the  size  of  its  markets,  including 
computers  and  collectibles,  and  the 
continued  strength  of  its  global 
business  model.  The  goal  implies 
sales  growth  approaching  50% 
annually  over  the  five-year  period. 

Senate  Commitee 
Issues  Privacy  Guide 

The  Senate  Judiciary  Committee  last 
week  released  a  guide  for  consumers 
doing  business  with  companies  on¬ 
line.  “Know  the  Rules,  Use  the 
Tools”  points  out  that  most  con¬ 
sumers  are  unaware  that  personal 
information  about  them  is  being  col¬ 
lected  while  they  surf  the  Web.  How¬ 
ever,  the  guide  noted,  people  are 
worried  about  giving  out  their  per¬ 
sonal  data,  such  as  credit-card  num¬ 
bers,  over  the  Internet.  The  commit¬ 
tee  said  such  concerns  can  jeopar¬ 
dize  the  expansion  of  e-commerce. 


Short  Takes 

George  Bell  has  resigned  as  EX- 
CiTE@HOME’s  chairman  and  CEO. 
He  will  stay  on  as  CEO  until  a  re¬ 
placement  is  found  and  will  remain 
chairman  of  the  broadband  service 
provider  until  at  least  the  end  of 
next  year. . . .  LERNOUT  &  HAUS- 
PIE  SPEECH  PRODUCTS  NV  said 
it’s  cooperating  with  the  U.S.  Secu¬ 
rities  and  Exchange  Commission  in 
an  investigation  of  its  earlier  finan¬ 
cial  reports. . . .  Assistant  Attorney 
General  Joel  Klein,  who  legal  ob¬ 
servers  expected  would  argue  the 
government’s  side  in  MICROSOFT 
CORP.'s  appeal  of  the  breakup  order 
issued  this  spring,  plans  to  leave  his 
job  at  the  end  of  this  month. 


Ariba  Exchange  Opens 
Up  to  Outside  Buyers 


Company  spotlights  big  customer  win 


BY  JULIA  KING 

RIBA  INC.  capital¬ 
ized  on  the  lime¬ 
light  of  its  user 
conference  in 
Miami  last  week 
by  announcing  a  slew  of  fea¬ 
tures  and  enhance¬ 
ments  to  its  elec¬ 
tronic-marketplace 
software,  including 
integration  software 
that  lets  users  of 
non-Ariba  procure¬ 
ment  software  ac¬ 
cess  Ariba-powered 
marketplaces. 

Mountain  View, 

Calif. -based  Ariba 
also  announced  a 
major  new  cus¬ 
tomer,  Transora.- 
com.  Transora  is  a  Chicago- 
based  electronic  marketplace 
whose  initial  members  include 
more  than  50  global  food  and 


services  companies  represent¬ 
ing  about  $500  billion  in  trade. 

Alex  Gibbons,  Transora’s 
chief  technology  officer,  said 
the  company  opted  for  Ariba’s 
software,  which  he  character¬ 
ized  as  “best-of-breed,”  after 
extensively  evalu¬ 
ating  other  avail¬ 
able  technologies, 
presumably  includ¬ 
ing  software  from 
Ariba  rival  Com¬ 
merce  One  Inc.  in 
Pleasanton,  Calif. 
Commerce  One 
staged  a  dueling 
user  conference  in 
Las  Vegas  last  week 
(see  story,  page  6). 

Both  of  the  ven¬ 
dors  have  repeated¬ 
ly  claimed  to  be  leading  the 
fast-growing  market  for  soft¬ 
ware  to  power  new  digital  ex¬ 
changes.  But  many  of  their  new 


marketplace  customers  have 
yet  to  process  a  transaction. 

AMR  Research  Inc.  in  Bos¬ 
ton  is  forecasting  that  the  mar¬ 
ket  for  software  to  power  elec¬ 
tronic  marketplaces  will  reach 
$1.4  billion  by  2002,  compared 
with  $124  million  last  year.  Last 
week,  Ariba  said  about  half  of 
its  150  marketplace  customers 
are  up  and  running. 

Ariba’s  marketplace  platform 
includes  technology  from  sev¬ 
eral  partners,  including  IBM 
and  Dallas-based  12  Technolo¬ 
gies  Inc.  for  supply-chain  func¬ 
tions  and  Austin,  Texas-based 
Tivoli  Systems  Inc.  for  system 
management  and  security. 

“The  goal  [of  the  integration 
software]  is  to  supply  an  end- 
to-end  solution  for  building 
public  and  private  market¬ 
places,”  said  John  Corshen,  Ari¬ 
ba’s  vice  president  of  market 
development.  He  estimated  that 
Ariba’s  partners  have  complet¬ 
ed  about  60%  to  70%  of  the  in¬ 
tegration  necessary  to  do  that. 


ALEX  GIBBONS  says 
Ariba’s  software  is 
“best-of-breed” 


Integration  Status 

Ariba's  marketplace  software 
works  with: 

■  IBM’s  WebSphere  B2B 
integrator  infrastructure 

v 


i  IBM’s  DB2  database 


software 


.  . 


■  Tivoli’s  marketplace 

management  software 


But  analysts  disagreed. 

“They  seem  to  be  executing 
on  integration,  but  they’re  by 
no  means  70%  complete,”  said 
Pierre  Mitchell,  an  analyst  at 
AMR  Research. 

What  has  been  completed, 
Mitchell  said,  are  the  less  com¬ 
plex  integration  tasks,  such  as 
tying  in  catalog  management 
capabilities  to  the  marketplace 
software.  Furthermore,  market¬ 
places  that  have  rolled  out  the 
Ariba  software  are  using  it  pri¬ 
marily  for  simplistic  transac¬ 
tions,  he  added. 

In  its  current  iteration,  the 
Ariba  marketplace  software 
“takes  you  to  the  purchase  or¬ 
der,  but  after  that,  they  fade  to 
black,”  Mitchell  said.  “They 
don’t  have  heavy-duty  supply- 
chain  capabilities.”  I 


BroadVision  App  Targets 
Relationship  Building  Online 


BY  TODD  R.  WEISS 

BroadVision  Inc.  last  week  an¬ 
nounced  an  application  that  it 
said  would  help  automate  and 
personalize  the  creation  of 
business-to-business  market¬ 
places  on  the  Internet. 

BroadVision  President  and 
CEO  Pehong  Chen  said  the 
MarketMaker  application  adds 
relationship  management  to 
the  core  task  of  handling  trans¬ 
actions.  He  said  it  will  allow 
companies  to  fully  tailor  their 
online  catalogs  to  the  needs  of 
individual  customers,  showing 
only  the  30  pages  of  items  a 
customer  buys  from,  rather 
than  the  whole  500-page  in¬ 
ventory,  for  example. 

Personalizing  online  catalogs 
can  enhance  relationships  with 
suppliers,  he  said.  “Relation¬ 
ships  are  going  to  be  crucial  to 
the  exchanges”  and  not  simply 
based  on  business  transac¬ 
tions,  Chen  said. 


MarketMaker,  which  is  based 
on  the  firm’s  One-To-One  En¬ 
terprise  platform,  will  be  re¬ 
leased  next  week.  The  package 
is  expected  to  cost  an  average 
of  $400,000  per  company,  said 
a  spokeswoman  for  Redwood 
City,  Calif., -based  BroadVision. 

Joshua  Greenbaum,  an  ana¬ 
lyst  at  Enterprise  Applications 
Consulting  in  Berkeley,  Calif., 
said  the  product  expands 
BroadVision’s  offerings  in  the 
electronic-marketplaces  arena. 
BroadVision  has  been  leading 
the  pack  with  its  business-to- 
business  personalization  fea¬ 
tures,  he  said,  while  chief  com¬ 
petitors  Commerce  One  Inc.  in 
Pleasanton,  Calif.,  and  Ariba 
Inc.  in  Mountain  View,  Calif., 
have  provided  leadership  with 
their  transaction  engines  and 
procurement  components. 

“They  are  starting  to  con¬ 
verge,”  Greenbaum  said.  “What 
BroadVision  wants  to  do  is  get 


into  that  part  of  the  business,” 
while  Ariba  and  Commerce 
One  are  moving  to  implement 
personalization  in  their  tools. 

But  one  component  is  still 
missing  from  BroadVision’s 
line:  a  supply-chain  planning 
package  that  covers  every  base 
in  an  electronic  marketplace. 
Greenbaum  said  the  company 
has  indicated  that  it  will  find  a 
partner  to  add  that  capability, 
but  if  BroadVision  wants 
market  leadership,  it  should 
add  the  function  now.  As  com¬ 
panies  quickly  get  set  up  and 
involved  in  electronic  market¬ 
places,  he  said,  “user  compa¬ 
nies  will  need  supply-chain 
management  once  they  get  past 
square  one.” 

Personalization  Is  Key 

The  Online  Asset  Exchange 
in  San  Diego  selected  Broad¬ 
Vision  last  year  for  its  online 
industrial  equipment  market¬ 
place.  The  exchange  plans  to 
use  MarketMaker  to  give  cus¬ 
tomers  personalized  access,  in¬ 
cluding  sorting  for  industry 
types  and  locations  of  listed 
equipment  in  the  marketplace, 
said  George  Marootian,  chief 


technology  officer  at  The  On¬ 
line  Asset  Exchange. 

Rick  Sturgeon,  CTO  at 
Source  Alliance  LLC  in  Mor- 
risville,  N.C.,  said  the  personal¬ 
ization  features  are  another 
reason  the  online  electrical 
products  marketplace  is  imple¬ 
menting  MarketMaker. 

“BroadVision  was  just  head 
and  shoulders  above  the  other 
people  in  that  capability,”  Stur¬ 
geon  said.  I 


AT  A  GLANCE 


MarketMaker 

Features 

The  online  marketplace  plat¬ 
form  expands  Broadvision’s 
B2B  e-commerce  offerings: 

■  Runs  on  BroadVision's  One-To-One 
Enterprise  5.5  platform 

■  Allows  personalization  of  site  use  for 
customers  as  well  as  e-commerce 
transactions,  online  community  creation 
and  account  management 

■  Integrates  with  enterprise  data  systems 

■  Scalable  and  flexible  system  can  be 
expanded  as  needs  dictate 

■  Costs  an  average  of  $400,000  per 
company 
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Many  Happy  Returns 

Key  features  of  UPS’s  online  returns  service: 

■  Inbound  package  information:  Vital  package  information  enables  precise 
inventory  management. 

■  UPS  smart  label:  Package  information  contained  on  shipping  label  is  linked 
with  the  tracking  number  to  facilitate  internal  returns  automation. 

■  Customizable  e-mail:  Allows  merchant  to  send  customized  messages  to 
consumers,  vendors,  manufacturers  or  a  returns  depot. 

■  Customer  tracking:  Customers  get  real-time  information  on  status  of  returns. 

■  Proactive  UPS  service  locator:  Users  receive  a  URL  to  get  lists,  directions 
and  maps  to  the  nearest  UPS  drop-off  location. 

■  ASP  structure:  Because  the  service  is  hosted  by  a  third  party,  businesses  ben¬ 
efit  from  complex  technology  without  the  hassle  of  an  extensive  implementation. 


■  NEWS 

UPS  Service  Aims  to 
Ease  Online  Returns 


As  holidays  near, 
service  targets  major 
Web  retail  woe 


BY  LINDA  ROSENCRANCE 

NITED  PARCEL 
Service  of  Amer¬ 
ica  Inc.  last  week 
unveiled  an  on¬ 
line  returns  poli¬ 
cy,  called  UPS  Returns  on  the 
Web,  to  help  consumers  —  and 
merchants  —  deal  with  goods 
purchased  on  the  Web  that 
buyers  don’t  want  to  keep. 

As  consumers  and  mer¬ 
chants  alike  discovered  during 
last  year’s  holiday  season,  one 
of  the  biggest  challenges  to  on¬ 
line  shopping  is  making  the  re¬ 
turn  of  an  unwanted  item  as 
painless  as  possible  for  the 
shopper,  analysts  said. 

Atlanta-based  UPS’s  auto¬ 
mated,  browser-based  system 
allows  consumers  to  initiate 
returns  over  the  Internet  and 
provides  them  with  on-screen 
labels  they  can  print  on  stan¬ 
dard  paper  directly  from  a  PC. 

Consumers  can  then  take 
their  packages  to  a  drop-off  lo¬ 
cation,  hand  them  to  any  UPS 
driver  or,  in  some  cases,  have 
them  picked  up,  a  company 
spokesman  said.  Once  pack¬ 


ages  are  shipped,  shoppers  can 
keep  track  of  them  directly  via 
the  merchant’s  site  or  through 
the  UPS  Web  site. 

Online  retailer  Buy.com  Inc. 
in  Aliso  Viejo,  Calif.,  has  been 
piloting  UPS  Returns  since 
June.  Because  of  the  service, 
Buy.com  said,  the  number  of 
calls  it  receives  about  incoming 
returns  has  been  cut  by  40%. 

“This  is  exactly  what  UPS 
should  be  doing,”  said  Donald 
Broughton,  a  transportation 
analyst  at  A.  G.  Edwards  & 
Sons  Inc.  in  St.  Louis. 

In  contrast  to  UPS’s  system, 
Memphis-based  Federal  Ex- 


BY  MICHAEL  MEEHAN 

ORLANDO 

In  his  first  public  speech  since 
taking  the  helm  of  Orbitz,  the 
controversial  ticketing  Web 
site  that’s  due  to  launch  next 
June,  CEO  Jeffrey  Katz  last 
week  said  the  online  travel 
latecomer  needs  “more  money 
than  God”  to  make  its  gran¬ 
diose  technical  plans  work. 


press  Corp.’s  3-year-old  Net 
Returns  service  doesn’t  allow 
consumers  to  initiate  a  return 
request  over  the  Internet  or 
print  return  shipping  labels 
from  their  PCs.  Instead,  they 
must  make  contact  via  tele¬ 
phone  with  a  particular  mer¬ 
chant  using  FedEx’s  service. 

Jeff  Maddock,  FedEx’s  man¬ 
ager  of  reverse  logistics,  said 
the  merchant  processes  the 
return  request  and  schedules  a 
package  pickup  at  a  customer’s 
home  or  office  by  a  FedEx 
courier,  who  then  prints  out 
the  return  shipping  label. 

Maddock  said  merchants  are 


And  Orbitz  needs  to  break 
new  technical  ground,  because 
the  first  movers  in  the  online 
travel  business  moved  long 
ago,  he  said. 

“For  his  model  of  doing  busi¬ 
ness,  he’s  right,”  said  Michelle 
Peluso,  CEO  of  New  York-based 
online  travel  package  supplier 
Site59.com.  “They  have  a  huge 
customer  acquisition  strategy, 


able  to  route  packages  to  their 
destinations,  and  both  mer¬ 
chants  and  consumers  are  able 
to  track  returned  packages. 

Broughton  said  the  indicator 
of  whether  UPS  is  on  target 
with  its  new  service  will  be  de- 


and  that  costs  big  bucks.” 

John  Ackermann,  CEO  of 
Waltham,  Mass.-based  corpo¬ 
rate  travel  supplier  e-Travel 
Inc.,  an  Oracle  Corp.  sub¬ 
sidiary,  called  the  initial  invest¬ 
ment  in  Orbitz  “staggering.”  He 
said,  “It’s  hard  to  imagine  who 
else  would  be  willing  to  make 
that  kind  of  investment  on 
largely  unproven  technology.” 

Katz  said  an  advanced  search 
engine  being  built  by  Orbitz 
would  have  never  seen  the  light 


termined  by  whether  rival  Fed¬ 
Ex  responds  and  how  quickly. 

Maddock  confirmed  that 
FedEx  is  working  on  enhance¬ 
ments  to  its  current  returns 
system,  although  he  wouldn’t 
go  into  detail.  I 


of  day  were  it  not  for  the  $300 
million  being  pumped  into  the 
venture  by  United  Air  Lines 
Inc.,  American  Airlines  Inc., 
Delta  Air  Lines  Inc.,  Northwest 
Airlines  Inc.  and  Continental 
Airlines  Inc. 

The  search  engine  —  being 
built  with  help  from  ITA  Soft¬ 
ware  Inc.  in  Cambridge,  Mass. 
—  will  quickly  sort  through 
every  conceivable  fare  alterna¬ 
tive  and  pump  the  information 
out  to  users  of  its  Web  site. 
That  kind  of  capability  has 
long  been  a  goal  of  the  compa¬ 
nies  that  operate  the  big  com¬ 
puterized  reservation  systems. 

Katz  himself  looked  at  the 
idea  of  developing  such  a 
search  engine  when  he  was 
managing  Sabre  Inc.’s  reserva¬ 
tions  system  during  the  mid- 
1990s.  At  the  time,  Sabre  decid¬ 
ed  the  project  would  be  “too 
complex”  to  tackle,  he  said.  But 
now,  he  added,  “it  turns  out 
you  only  need  more  money 
than  God  to  make  it  work.” 

For  example,  Katz  said,  Orb¬ 
itz  plans  to  install  a  PC  server 
farm  that  can  handle  volumes 
of  users  “on  the  scale  of  an 
Amazon  from  the  get-go.”  Orb¬ 
itz  then  plans  to  have  at  least 
100,000  users  try  out  the  site 
during  a  beta-test  period  that’s 
scheduled  to  start  in  February. 

Still,  as  travel  sites  Travel- 
ocity.com  Inc.  and  Expedia  Inc. 
each  approach  $2  billion  in  an¬ 
nual  bookings,  Orbitz’s  launch 
has  been  delayed  until  June. 

“If  the  strategy  was  still  [just 
to]  get  in  fast,  we’d  already  be 
dead,”  Katz  said.  I 
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CEO:  Orbitz  ‘Needs  More  Money  Than  GotT 

Airlines  ante  up  to  help  site  break  new  ground 
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are  more  distributed  than  ever. 
And  now,  so  are  your  network 
problems.  How  to  deal?  Our 
solution  is  to  help  you  see  your 
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Group  Pushes  for  B2B 
Security  Standards 

Center  for  Internet  Security  models 
proposal  on  Visa's  e-merchant  guidelines 


BREFS 


Intel  Warns  of  Weak 
Third-Quarter  Results 

As  expected,  Intel  Corp.  stock  was 
drubbed  in  morning  trading  Friday 
on  U.S.  financial  markets  as  twitchy 
investors  unloaded  shares.  Intel  an¬ 
nounced  Thursday  that  slow  com¬ 
puter  sales,  particularly  in  Europe, 
would  lead  to  a  third-quarter  finan¬ 
cial  report  that  would  be  weaker 
than  estimates.  The  company  said  it 
now  expects  revenue  for  the  third 
quarter  to  be  about  3%  to  5%  high¬ 
er  than  second-quarter  revenue  of 
S8.3  billion.  Intel’s  share  price  was 
down  12.6%  to  $48.87  at  around 
11  a.m.  Friday. 

ICANN  Preps  for 
Online  Election 

The  Internet  Corporation  for 
Assigned  Names  and  Numbers 
(ICANN),  which  oversees  the  Inter¬ 
net  domain-name  system,  is  in  the 
final  stages  of  preparation  for  a 
worldwide  election  of  five  new  at- 
large  members  of  its  board  of  direc¬ 
tors.  ICANN's  76,000-plus  regis¬ 
tered  at-large  members  are  sched¬ 
uled  to  cast  their  votes  online  dur¬ 
ing  a  10-day  period,  starting  Oct.  1. 
One  director  will  be  elected  from 
each  of  five  regions:  Africa,  Asia/ 
Australia/Pacific,  Europe,  Latin 
America/Caribbean  and  North 
America.  The  election  will  be  con¬ 
ducted  by  Election.com  Inc.,  a  Gar¬ 
den  City,  N.J.,  company  that  plans 
to  provide  secure  log-in,  voting  re¬ 
sponse  and  tabulation  functions. 

DHL  Chooses  BEA's 
Transaction  Tech 

DHL  Worldwide  Express  has  chosen 
San  Jose-based  BEA  Systems  lnc.'s 
e-commerce  transaction  technology 
to  serve  as  the  foundation  of  the 
company’s  revamped  e-commerce 
system.  Redwood  City,  Calif.-based 
DHL  will  install  BEA’s  WebLogic 
Server  and  WebLogic  Enterprise  sys¬ 
tems  as  the  backbone  of  an  e-com¬ 
merce  system  supporting  operations 
in  228  countries  and  territories.  The 
system  will  help  speed  up  online 
customer  services  such  as  shipment 
tracking  and  will  serve  as  the  basis 
for  the  courier’s  DHL  Connect  ser¬ 
vice,  which  allows  business  users  to 
ship  and  track  express  packages 
from  their  desktops. 


BY  JAIKUMAR  VIJAYAN 

SIX-MEMBER  group 
that  includes  Visa 
International  Inc., 
AT&T  Corp.,  the 
SANS  Institute 
and  NASA  is  banding  together 
to  promote  common,  auditable 
security  standards  for  compa¬ 
nies  doing  business  with  one 
another  over  the  Internet. 

The  group,  which  is  calling 
itself  the  Center  for  Internet 
Security,  will  focus  on  defining 
and  pushing  the  minimum  se¬ 
curity  procedures  and  tech- 


Open-source-code 
version  of  e-mail 
sniffer  in  the  works 


BY  ANN  HARRISON 

Internet  service  providers  may 
soon  get  an  open-source  alter¬ 
native  to  the  FBI’s  controver¬ 
sial  Carnivore  computer  sur¬ 
veillance  system,  which  deliv¬ 
ers  court-ordered  information 
on  criminal  suspects. 

In  an  attempt  to  give  service 
providers  a  way  to  comply 
with  court  orders  without  in¬ 
stalling  Carnivore,  Network 
Ice  Inc.  is  developing  Alti- 
vore.c,  an  Internet-sniffing 
program  complete  with  in- 
spectable  source  code. 

San  Mateo,  Calif.-based  Net¬ 
work  Ice  has  released  the 
source  code  for  Altivore  and 
has  posted  a  demo  of  the  pro¬ 
gram  at  www.networkice.com/ 
altivore. 

The  new  e-mail  sniffer  was 
developed  in  response  to 
EarthLink  Inc.’s  questioning  of 
the  FBI’s  Carnivore  program. 
According  to  Network  Ice,  Al¬ 
tivore  gathers  information 
from  just  one  data  stream 
without  violating  the  privacy 
of  other  users.  The  FBI’s  Car¬ 
nivore  has  been  condemned 


nologies  that  companies  must 
implement  when  dealing  with 
others  over  the  Web,  said  Alan 
Paller,  director  of  the  SANS  In¬ 
stitute  in  Bethesda,  Md. 

Such  standards  are  becom¬ 
ing  important  at  a  time  when 
companies  are  increasingly 
linking  up  with  their  partners, 
distributors  and  suppliers  over 
the  Internet,  Paller  said. 

The  goal  is  to  ensure  that  all 
participants  in  such  business- 
to-business  environments  ad¬ 
here  to  common  standards  for 
the  safety  of  all  others  on  the 


by  critics  who  say  it’s  a  “black¬ 
box”  system  that  conceals  its 
source  code  from  companies 
forced  by  court  order  to  install 
it  on  their  networks. 

In  addition  to  privacy  issues, 
said  Ed  Hansen,  a  spokesman 
for  Atlanta-based  EarthLink, 
concerns  persist  about  how 
any  such  program  will  affect 
network  stability.  He  said 
EarthLink  has  developed  its 
own  program  in-house  but  is 
looking  at  Altivore  as  well. 

Programs  that  reveal  their 
source  code  like  Altivore  does 
are  much  better  tools  for  pro¬ 
tecting  the  privacy  of  sub¬ 
scribers,  according  to  Hansen. 


AT  A  GLANCE 


Alternative 

Snoop 

Network  Ice  says  its  demo 
program,  Altivore.c,  performs 
functions  similar  to  the  FBI’s 
Carnivore  surveillance  tool, 
including: 

m  Monitoring  a  suspect’s  e-mail  (either 
headers  or  full  content) 

■  Monitoring  a  suspect's  access  to  certain 
types  of  servers  (FTP,  HTTP  and  others) 

■  Full  “sniffing"  of  a  suspect's  Internet 
service  provider  address 

■  Discovery  of  a  suspect's  current  Internet 
provider  address  through  Radius  log-on 


network,  Paller  added. 

The  Center  for  Internet  Se¬ 
curity  will  initially  base  its 
proposed  standards  on  Visa’s 
recently  announced  guidelines 
for  online  merchants  for  guard¬ 
ing  cardholders’  information, 
according  to  Paller. 

Visa’s  10  new  requirements 
for  its  merchants  stipulate  that 
they  must  install  a  firewall, 
keep  security  patches  up-to- 
date,  encrypt  stored  and  trans¬ 
mitted  data,  use  and  regularly 
update  antivirus  software  and 
restrict  employee  access  to 
sensitive  data.  Other  require¬ 
ments  cover  the  assignment  of 
IDs  and  passwords  and  the  reg¬ 
ular  testing  of  security  systems. 

Organizations  such  as  AT&T 


“When  we  have  a  view  into 
what  the  program  is  doing,  we 
can  look  at  the  information  it 
returns,  where  it  is  coming 
from  [and]  what  it  is  about  and 
ensure  that  we  are  delivering 
discreet  information  to  the  in¬ 
vestigative  agency,”  he  said. 

Whether  law  enforcement 
agencies  will  accept  Altivore 
remains  to  be  seen,  but  the  FBI 
and  the  courts  have  said  Carni¬ 
vore  isn’t  the  only  tool  e-mail 
tappers  can  use.  In  July,  a  judge 
ruled  that  EarthLink  could  de¬ 
velop  and  use  its  own  tool. 

“In  the  best-case  scenario,  if 
an  ISP  chooses  to  construct 
their  own  intercepts  with  their 
own  tools,  that  works  out  best 
for  everyone,  as  long  as  they 
are  in  compliance  with  wire¬ 
tapping  statutes  and  are  will¬ 
ing  to  provide  evidence  on 
chain-of-custody  issues  such 
as  how  the  information  was  in¬ 
tercepted  and  who  had  access 
to  it,”  said  FBI  spokesman  Paul 
Bresson. 

Network  Ice  said  its  source 
code,  which  is  intended  only 
for  programmers,  still  requires 
extensive  debugging.  Instruc¬ 
tions  for  compiling  are  provid¬ 
ed  within  the  source  code,  and 
the  company  is  encouraging 
developers  to  add  features  to 
Altivore,  such  as  packet  re¬ 
assembly.  I 


Don't  Like  Carnivore?  How  About  Altivore? 
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AT  A  GLANCE 


Raising  the 
Standards  Bar 

Visa  has  10  new  requirements, 
including  the  following,  which 
stipulate  that  merchants  must: 

■  Install  a  firewall 

■  Keep  security  patches  up-to-date 

■  Encrypt  stored  and  transmitted  data 

■  Use  and  regularly  update  antivirus 
software 

■  Restrict  employee  access  to  sensitive 
data 

and  NASA,  which  have  accu¬ 
mulated  considerable  experi¬ 
ence  defending  themselves 
against  hacker  attacks,  will 
provide  technology  and  opera¬ 
tional  recommendations  to  the 
center. 

The  Information  Systems 
Audit  and  Control  Association, 
a  membership-based  organiza¬ 
tion  in  Rolling  Meadows,  Ill., 
that  focuses  on  information 
technology  governance,  con¬ 
trol  and  assurance  issues,  will 
be  responsible  for  providing 
the  auditing  recommendations. 

In  Need  of  a  Quick  Fix 

In  a  similar  initiative,  the 
National  Security  Council 
(NSC)  in  Washington  hosted 
another  group  of  security  ex¬ 
ecutives  from  several  compa¬ 
nies,  including  Microsoft  Corp., 
Oracle  Corp.,  Exodus  Commu¬ 
nications  Inc.  and  The  Boeing 
Co.,  to  discuss  the  need  for 
quickly  setting  minimum  secu¬ 
rity  standards  for  Internet- 
connected  companies. 

That  group  will  report  back 
to  the  NSC  in  one  month  with 
recommendations  on  how  to 
move  forward  with  such  a 
standard,  said  Bill  Hancock, 
chief  security  officer  at  Exodus 
in  Santa  Clara,  Calif. 

“A  committee  has  been  put 
together  to  study  what  kind  of 
standards  we  should  use,  what 
is  available  out  there,  what 
needs  to  be  created . . .  [and]  to 
look  at  organizations  imple¬ 
menting  best  practices  and  to 
find  out  what  we  should  be  do¬ 
ing  and  what  we  might  be  do¬ 
ing  already,”  Hancock  said. 

Much  of  the  impetus  for 
standard-setting  comes  from 
the  growing  threat  to  business- 
to-business  networks  posed  by 
malicious  hackers,  including 
political  interest  groups  and 
foreign  governments,  Hancock 
said.  ) 
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Users:  Optical  Fiber  Gives 
Copper  a  Run  for  the  Money 

Companies  agree  with  findings  of  study 


BY  JAMES  COPE 

HILE  COPPER 
cable  remains 
the  standard 
for  connect¬ 
ing  PCs  to 
LAN  hubs  and  switches,  opti¬ 
cal  fiber  may  soon  be  the  pre¬ 
ferred  way  to  make  10M  and 
100M  bit/sec.  Ethernet  connec¬ 
tions  to  corporate  desktops, 
according  to  a  recent  study 
completed  in  July  by  The  Tolly 
Group  in  Manasquan,  N.J. 

The  problem  in  using  optical 
fiber  has  been  the  cost,  said 
Kevin  Wilcox,  assistant  vice 
president  of  technology  at  fi¬ 
nancial  services  company  Fi- 
serv  Inc.  in  Brookfield,  Wis. 

But  in  a  recent  major  up¬ 
grade  to  the  LAN  that  con¬ 
nects  1,100  PCs  and  other  de¬ 
vices  on  Fiserv’s  two-building 
headquarters  campus,  Wilcox 
discovered  that  the  cost  to  in¬ 
stall  optical  fiber  throughout, 
including  horizontal  runs  di- 


BY  JENNIFER  DlSABATINO 

SNOWBIRD.  UTAH 

Users  and  vendors  at  the  Elec¬ 
tronic  Messaging  Association 
conference  here  last  week 
were  looking  for  ways  to  inte¬ 
grate  their  various  forms  of 
corporate  communications  into 
a  single  messaging  system.  But 
the  consensus  was  that  despite 
years  of  hype,  it’s  going  to  take 
time  for  that  to  actually  happen. 

“I  think  that  the  technology 
is  there  for  a  lot  of  it,”  said 
Clark  Loffman,  vice  president 
of  global  messaging  at  Zurich- 
based  Credit  Suisse  First 
Boston.  “But  I  don’t  think  that 
it’s  there  to  deploy  on  a  wide . . . 
24/7  basis.” 

The  convergence  idea  — 
known  as  unified  messaging 
(UM)  —  calls  for  the  integra¬ 
tion  of  all  forms  of  messages  — 
e-mail,  voice,  fax  and  calendar¬ 
ing  information  —  into  a  single 
system  that  can  be  accessed  by 
the  user’s  device  of  choice,  be 


rectly  to  desktops  and  vertical 
cable  runs  to  connect  different 
floors,  was  about  the  same  as 
using  Category  5  copper  Ether¬ 
net  cable. 

Wilcox’s  installers  used  opti¬ 
cal  fiber  and  connectors  from 
3M  Co.  in  St.  Paul,  Minn. 

The  Tolly  Group  study  sup¬ 
ports  Wilcox’s  experience. 

Tolly  Group  analyst  John 
Curtis,  who  completed  the 
study  in  July,  said  choosing  op¬ 
tical  fiber  over  copper  means 
you  don’t  have  to  install  work- 


OPTICAL  PATCH  PANELS  like  this 
one  are  replacing  wiring  closets 


it  phone,  cellular  phone,  e-mail 
client  or  Web-based  wireless 
device.  Ideally,  in  such  a  system, 
text  messages  can  be  translat¬ 
ed  to  voice  and  vice  versa. 

Business  travelers  “need  to 
have  as  much  with  them  as 
possible,”  Loffman  said.  “To 
simplify  and  improve  life  for 
users,  many  organizations 
would  like  to  unify  the  various 
types  of  electronic  communi¬ 
cations  people  receive,”  ex¬ 
plained  David  Ferris,  an  ana¬ 
lyst  at  Ferris  Research  in  San 
Francisco.  “The  earliest  adopt¬ 
ers  are  mobile  executives,  sales 
staff  on  the  go  and  call  centers.” 

Michael  Goldgof,  vice  presi¬ 
dent  and  general  manager  of 
enterprise  messaging  at  Lu¬ 
cent  Technologies  Inc.  in  Sun¬ 
nyvale,  Calif.,  said  integrating 
some  of  the  functions  users 
want  into  a  UM  platform  isn’t 
going  to  happen  soon. 

One  key  application  of  UM 
would  be  to  link  customer  rela- 


group  switches  and  routers  on 
each  floor  of  a  building.  In¬ 
stead,  networked  devices  in 
any  given  area  are  connected 
by  optical  fiber  to  an  optical 
patch  panel  nearby.  Other  opti¬ 
cal  fiber  runs  connect  these  in¬ 
dividual  patch  panels  to  a  cen¬ 
tral  network  wiring  closet  in 
the  building. 

In  the  new  optical  model, 
Curtis  said,  network  managers 
replace  switches  and  routers 
with  patch  panels  and  central¬ 
ize  functions  of  the  latter  in  a 
single  wiring  closet;  there’s  no 
need  to  duplicate  them  in  sev¬ 
eral  intermediate  wiring  clos¬ 
ets,  according  to  Curtis.  That 
means  less  equipment  to  main¬ 
tain  and  the  flexibility  to  make 
more  network  connections  in 
less  space. 

Gus  Jones,  director  of  tech¬ 
nology  information  at  George 
Washington  University  in 
Washington,  said  that  before 
he  revamped  the  university’s 
network,  he  hired  an  outside 
firm  to  compare  the  cost  of  us¬ 
ing  optical  fiber  and  a  central¬ 
ized  LAN  architecture  to  that 


tionship  management  to  a 
user’s  messaging  function.  But 
that,  Goldgof  said,  “still  seems 
it  will  be  a  year  or  two  out.” 

“[UM  is]  certainly  not  there 
yet,”  said  Melissa  Taylor,  se¬ 
nior  manager  at  WorldCom 
Inc.  Taylor  said  users  have 
been  hesitant  to  accept  the 
wireless  element  in  UM  be¬ 
cause  of  security  concerns.  ft 


What’s  Holding  Up 
UM  Adoption? 

■  Most  offerings  don’t  trans¬ 
late  from  text  to  voice  for 
access  over  the  phone. 

■  Many  UM  products  don’t 
have  one  standard  authenti¬ 
cation  protocol. 

■  Lack  of  security  for 
wireless  access. 

■  Ability  to  deploy  across  an 
enterprise. 


of  installing  distributed  archi¬ 
tecture  over  copper. 

The  cost  of  installing  a  cop¬ 
per-cabled  LAN  in  the  univer¬ 
sity’s  administration  building 
worked  out  to  approximately 
$250,000,  Jones  said.  But  using 
optical  fiber  was  only  $5,000 
more. 

In  the  end,  it  took  11  closets 
to  create  an  optically  connect¬ 
ed  LAN  covering  80  buildings 


Network  security, 
remote  connectivity 
tools  major  draws 


BY  JAMES  COPE 

John  Shelest  was  disappointed 
with  the  absence  of  a  “technical 
presence”  when  he  attended 
the  spring  Networld/Interop 
exposition  and  conference  in 
Las  Vegas  in  May.  “There  were 
mostly  sales  and  marketing 
people  giving  out  a  lot  of  busi¬ 
ness  cards,  and  many  of  my 
technical  questions  were  not 
being  addressed,”  Shelest  said. 

Nevertheless,  Shelest,  a  se¬ 
nior  network  engineer  at  Equi¬ 
ty  Residential  Properties  Trust 
in  Chicago,  said  he  will  be  in 
Atlanta  this  week  to  take  in 
the  fall  Networld/Interop.  He’s 
willing  to  put  up  with  the 
sales  pitches  from  vendors  to 
keep  up-to-date  on  networking 
trends,  he  said. 

The  two  areas  that  interest 
Shelest  most  seem  to  be 
prominent  at  Networld/In¬ 
terop:  network  security  and 
wireless  connectivity.  Shelest 
said  he  wants  to  see  the  new 
virtual  private  network  soft¬ 
ware  for  remote  offices  from 
Checkpoint  Software  Tech¬ 
nologies  Ltd.  in  Redwood  City, 
Calif.  He  said  he’s  interested 
in  using  the  product  to  secure 
network  connections  for  Equi¬ 
ty  Residential’s  1,000  remote 
offices. 

Shelest  is  also  among  those 
interested  in  wireless  LAN 
technologies  that  save  time 


on  the  George  Washington 
campus,  Jones  said,  compared 
with  an  estimated  160  wiring 
closets  had  he  used  copper. 

“Initially,  it  was  difficult  to 
find  manufacturers  who  would 
put  fiber  ports  on  their  LAN 
switches,”  Jones  said.  But  Paris- 
based  Alcatel  finally  came 
through  with  switches  that 
were  optical-ready. 

Another  reason  Wilcox  and 
Jones  chose  optical  over  cable 
was  distance.  The  maximum 
distance  for  sending  Ethernet 
signals  over  copper  is  about 
100  meters,  compared  with  325 
to  500  meters  over  fiber,  said 
Mike  Lynch,  a  3M  spokesman.  ft 


and  trouble  in  setting  up  net¬ 
works  in  remote  workgroups 
and  branch  offices. 

Internet  service  provider 
UUnet,  a  WorldCom  Inc.  sub¬ 
sidiary  in  Ashburn,  Va.,  said 
it’s  planning  a  major  wireless 
announcement  but  declined  to 
give  details  prior  to  Networld/ 
Interop. 

Another  busy  area  at  the 
show  will  be  network  man¬ 
agement  tools.  Among  those 
planning  to  show  their  wares  is 
New  York-based  Entuity  Inc., 
which  will  debut  its  Eye  of  the 
Storm  network  management 
suite. 

Mark  Clayam,  director  of 
network  services  at  applica¬ 
tion  service  provider  Sure- 
bridge  Inc.  in  Lexington,  Mass., 
said  his  company  will  soon  use 
Entuity’s  software  to  help  track 
down  and  fix  network  prob¬ 
lems  from  a  central  screen. 
Surebridge  hosts  enterprise- 
level  applications  for  large  cor¬ 
porate  customers.  “We  need  to 
be  able  to  detect  and  solve 
problems  [on  the  network]  be¬ 
fore  a  customer  is  interrupt¬ 
ed,”  dayman  said. 

Notable  among  the  network 
equipment  makers  that  will  be 
at  Networld/Interop  are  San 
Jose-based  Cisco  Systems  Inc. 
and  Lucent  Technologies  Inc. 
in  Murray  Hill,  N.J.  Cisco  will 
announce  enhancements  to  its 
Catalyst  6000  line  of  network 
switches,  and  Lucent  will  try  to 
give  Basking  Ridge,  N.J.-based 
Avaya  Inc.,  its  enterprise  net¬ 
work  equipment  spin-off,  some 
market  traction,  ft 


Unified  Messaging  Still  Needs  Ironing  Out 


Wireless,  Management  Top 
Agenda  at  Networld/Interop 
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Securing  the  Internet  is  no  longer  an  impossibility. 
With  advanced  levels  of  security  and  verification, 
people  all  across  the  European  Union  have  been 
sending  and  securing  everything  from  multi-million 
dollar  transactions  to  single  e-mails.  It’s  your  turn  now. 
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Dell  Building  Wireless  LAN 
Technology  Into  Notebooks 

Release  of  new  products  will  drive  down 
cost,  expand  wireless  market,  say  analysts 


BY  BOB  BREWIN 

HE  EVOLUTION  of 
wireless  LAN  tech¬ 
nology  from  niche 
to  mainstream  prod¬ 
ucts  took  another 
step  forward  last  week  with 
the  planned  introduction  by 
Dell  Computer  Corp.  of  two 
notebook  PC  models  that  will 
have  antennae,  and  eventually, 
built-in  wireless  modem  con¬ 
nections. 

The  additions  to  Dell’s  Lati¬ 
tude  product  line  for  corporate 
users  follow  a  similar  an¬ 
nouncement  by  IBM  earlier 


this  month  of  notebooks  with 
integrated  wireless  LAN  capa¬ 
bilities.  Both  companies  are 
supporting  wireless  LAN  an¬ 
tennae  and  modems  that  con¬ 
form  to  the  IEEE  802.11B  wire¬ 
less  networking  standard  and 
are  designed  to  work  in  the  2.4- 
GHz  frequency  range. 

Analysts  said  that  building 
the  wireless  components  into 
notebook  computers  —  in¬ 
stead  of  mounting  them  on  the 
edge  of  plug-in  Peripheral 
Component  Interconnect  (PCI) 
cards  —  should  save  users 
money  and  make  it  easier  to 


hook  the  portable  machines 
into  wireless  corporate  LANs. 
That,  in  turn,  could  help  drive 
wider  acceptance  of  wireless 
LAN  technology,  they  said. 

Pamela  Roberts,  vice  presi¬ 
dent  of  marketing  at  Mobile- 
Star  Network  Corp.  in  Richard¬ 
son,  Texas,  said  built-in  wire¬ 
less  LAN  support  should  “help 
wireless  take  off”  by  relieving 
end  users  of  the  need  to  buy 
and  install  peripheral  devices. 
MobileStar  is  deploying  a  se¬ 
ries  of  public-access  wireless 
LANs  at  airports  and  hotels 
around  the  U.S. 

Craig  Mathias,  an  analyst  at 
Farpoint  Group  in  Ashland, 
Mass.,  said  he  thinks  incorpo¬ 
rating  wireless  antennae  and 
modems  into  notebooks  will 


drive  the  cost  of  the  technolo¬ 
gy  down  to  about  $75  per  user 
by  this  time  next  year,  which 
compares  favorably  with  a  cur¬ 
rent  retail  price  of  about  $199 
for  wireless  LAN  add-on  cards. 

Integrated  wireless  support 
“is  a  natural  evolution  of  the 
technology,”  Mathias  said.  “It’s 
a  no-brainer.”  And  while  IBM 
and  Dell  can  claim  leadership 
among  vendors  of  Intel-based 
PCs,  Apple  Computer  Inc.  in¬ 
troduced  a  line  of  portable 
Macintoshes  with  built-in  an¬ 
tennae  and  drop-in  radio-fre¬ 
quency  modules  last  year,  he 
noted. 

Both  IBM  and  Dell,  in  Round 
Rock,  Texas,  are  initially  offer¬ 
ing  two  wireless-ready  note¬ 
book  PCs  with  prices  starting 


AT  A  GLANCE 


Wireless 

Notebooks 

Wireless  LAN-ready  note¬ 
books: 

■  Have  built-in  antennae  and  electronics  on 
plug-in  PCI  cards 

■  Are  easier  to  use  right  out  of  the  box 

■  Offer  lower  cost  to  consumers,  with 
$100  or  more  in  savings  over  cost  of 
current  peripherals 

■  Use  built-in  antennae  that  reduce 
chances  of  breakage 


at  about  $2,500.  Dell  demon¬ 
strated  the  new  Latitude  note¬ 
books  at  its  DirectConnect 
conference  last  week,  and  the 
first  model  is  due  to  go  on  sale 
today.  Availability  of  the  sec¬ 
ond  system  should  follow  with¬ 
in  60  days,  according  to  Dell. 

At  first,  users  of  the  Dell  ma¬ 
chines  will  still  have  to  use 
PCI-card  wireless  modems  be¬ 
cause  the  built-in  modem  isn’t 
ready  for  shipment  yet.  I 


Continued  from  page  1 

Wireless 

policyholders  and  net  premi¬ 
ums  of  $6.1  billion  last  year, 
plans  to  roll  out  the  mobile  ser¬ 
vice  —  which  it  developed  in- 
house  in  just  two  months —  in 
stages. 

Initially,  customers  will  be 
able  to  use  their  Web-enabled 
phones  for  activities  such  as 
getting  price  quotes,  reporting 
claims  and  accessing  real-time 
account  information  through 
the  company’s  Web  site,  said 
Fred  Khoury,  Progressive’s 
wireless  Internet  manager. 

The  Mayfield,  Ohio-based 
insurer  has  also  written  most 
of  the  code  needed  to  process 
wireless  bill  payments,  and 
Khoury  said  he  expects  that 
capability  to  be  up  and  running 
in  a  matter  of  weeks. 

Progressive  eventually  plans 
to  add  the  ability  to  push  time- 
sensitive  data  to  policyholders 
via  wireless  connections.  For 
example,  Khoury  said,  the 
company  “could  instantly  de¬ 
liver  [information  about]  an 
auto  recall  notice  to  a  custo¬ 
mer’s  cell  phone." 

Stephen  Williams,  president 
of  the  Insurance  Institute  of  In¬ 
diana  Inc.,  a  nonprofit  trade  as¬ 
sociation  in  Indianapolis,  said 
it’s  “not  uncommon  for  Pro¬ 


gressive  to  be  on  the  cutting 
edge  with  its  use  of  technolo¬ 
gy.”  If  Progressive  is  starting  to 
take  advantage  of  the  wireless 
Web,  other  firms  could  follow 
its  lead,  he  added. 

Jeffrey  Kagan,  an  Atlanta- 
based  wireless  technology  an¬ 
alyst,  agreed  and  called  Pro¬ 
gressive  “the  Nordstrom’s  of 
insurance  because  of  its  em¬ 
phasis  on  customer  service.” 
The  addition  of  wireless  access 
to  its  Web  site  “is  a  simple  but 
smart  way  to  use  technology” 
to  further  improve  the  compa¬ 
ny’s  service,  he  said. 

Progressive  decided  to  build 
its  own  wireless  applications 
instead  of  relying  on  middle¬ 
ware  vendors  and  application 
service  providers.  “It  was  not 
clear  we  could  get  a  better  ap¬ 
plication  from  an  outside  ven¬ 
dor  than  we  could  develop 
ourselves,”  said  Khoury,  who 
joined  Progressive  in  June. 

Progressive  opted  against 
signing  a  deal  with  major  wire¬ 
less  carriers  for  “premium” 
placement  on  cellular  phone- 
based  Web  browsers.  But  that 
shouldn’t  be  a  major  impedi¬ 
ment  to  the  company’s  custo¬ 
mers,  Khoury  said.  Policyhold¬ 
ers  simply  have  to  type  Pro¬ 
gressive’s  Web  address  into 
their  phones  or  connect  to  the 
site  through  search  engines 
that  specialize  in  wireless 
commerce,  he  explained. 


Khoury  said  the  toughest 
part  of  the  development  proj¬ 
ect  was  learning  how  to  use 
Wireless  Markup  Language, 
which  enables  firms  to  open 
their  Web  pages  to  wireless  de¬ 
vices.  “But  now  that  we  know 
it,  we  can  bring  other  applica¬ 
tions  online  quickly,”  he  said. 


Continued  from  page  1 

Payment 

Policy.  The  panel  is  trying  to 
determine  why  electronic-pay¬ 
ment  systems  are  largely  mar¬ 
ried  to  1970s  payment  technol¬ 
ogy  —  a  costly  circumstance 
for  businesses  and  consumers. 

Check  cashing  is  the  biggest 
culprit.  Paper  checks  remain 
the  dominant  method  for  pay- 


Paper  or  Wire? 

In  the 

1990s,  electronic  payments 
grew  from  18%  to  32%  of  all 
noncash  payments,  according 
to  the  National  Automated 
Clearing  House  Association  in 
Herndon,  Va. 


OLD  HABITS:  When  it 
comes  to  paying  consumer  bills, 
paper  checks  still  rule,  with 
about  68  billion  written  annually. 


The  back-end  systems  were 
built  to  handle  the  Wireless 
Application  Protocol  for  link¬ 
ing  mobile  users  to  the  Inter¬ 
net.  But,  Khoury  said,  any  data- 
capable  cell  phone  should  be 
able  to  access  Progressive’s 
wireless  Web  site  by  means  of 
translators  wireless  carriers 


ing  consumer  bills  and  are  also 
extensively  used  in  retail  and 
business-to-business  payments. 
“We  are  the  victims  of  our  own 
success:  We  have  created  a 
very  efficient  check-deposit 
system,”  said  Elliott  McEntee, 
president  and  CEO  of  the  Na¬ 
tional  Automated  Clearing 
House  Association  in  Hern¬ 
don,  Va. 

Americans  write  68  billion 
checks  annually,  with  an  esti¬ 
mated  combined  transaction 
cost  for  businesses  and  con¬ 
sumers  of  more  than  75  cents 
per  check.  That  includes 
postage,  bill  printing  and  pro¬ 
cessing.  In  total,  more  than  $50 
billion  is  spent  annually  on 
handling  this  payment  method. 

Consumers,  wary  of  chang¬ 
ing  financial  habits,  have  been 
a  major  obstacle  to  the  emer¬ 
gence  of  new  payment  sys¬ 
tems,  said  James  Van  Dyke,  an 
analyst  at  Jupiter  Communica¬ 
tions  Inc.  in  New  York.  But  ac¬ 
ceptance  is  growing.  For  in¬ 
stance,  auction  sites  have  ush- 


have  built  into  their  systems. 

A  spokeswoman  at  GEICO 
Corp.  said  the  Washington- 
based  company  takes  loss  re¬ 
ports  over  the  Internet  and  has 
been  doing  so  by  phone  for 
years.  “It  makes  no  difference 
if  [the  connection]  is  wireless 
or  landline,”  she  said.  I 


ered  in  a  new  breed  of  finan¬ 
cial  service  firms  that  transfer 
funds  electronically  from  the 
bank  account  of  the  buyer  to 
the  bank  account  of  the  seller. 
“This  is  becoming  the  payment 
method  of  choice,”  he  said. 

But  new  forms  of  payment 
also  face  potential  legal  and 
regulatory  problems,  noted 
Thomas  Vartanian,  who  heads 
the  e-commerce  and  financial 
services  transaction  practice  at 
Fried,  Frank,  Harris,  Shriver  & 
Jacobson  in  Washington.  Both 
state  and  federal  laws  govern 
financial  transactions.  “Whose 
laws  apply?”  asked  Vartanian. 

Supervalu  and  other  compa¬ 
nies  are  seeking  low-cost  pay¬ 
ment  alternatives.  For  exam¬ 
ple,  Supervalu  has  implement¬ 
ed  its  own  debit-card  system  in 
some  stores. 

Success  will  depend  on  a 
company’s  ability  to  convince 
consumers  that  these  payment 
systems  are  preferable  to  those 
offered  by  the  large  financial 
institutions,  Snyder  said.  I 


PERFECT  DATA  STORAGE 
FOR  YOUR  COMPA.. 


OH  WAIT,  YOUR  NEEDS  CHANGED  AGAIN. 


Given  how  quickly  your  business  is  changing,  picking  the  right  data  storage  solution  has  never  been  more  important. 
Or  more  difficult.  Imation  takes  the  uncertainty  out  of  that  decision.  Backed  by  nearly  50  years  of  industry  experience 
and  a  team  of  certified  data  storage  experts,  we’ll  give  you  an  unbiased,  independent  recommendation — a  data  storage 
strategy  based  on  your  needs.  We’ve  even  built  the  industry’s  first  independent  SAN  Solutions  Lab  to  help  you  test 
and  validate  your  solution — providing  you  with  an  independent  look,  before  you  lead  your  company’s  SAN  migration. 
We’ll  do  whatever  it  takes  to  maximize  your  current  storage  architecture  and  design  the  right  solution  for  your 
evolving  needs.  No  matter  how  often  they  change.  To  learn  more,  call  800-883-9891  or  visit  www.imation.com/solutions 
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SOURCE  SECURITIES  INDUSTRY  ASSOCIATION  ESTIMATES 


20  NEWSWALL  STREET  WATCH 

Bigger  Than  Y2l 


Narrowing  the  settlement  cycle  for  stock 
trades  will  cost  $8B  and  take  3+  years 


BY  MARIA  TROMBLY 

NDUSTRY  EXPERTS  fig¬ 
ure  it  cost  about  $5  bil¬ 
lion  to  prepare  Wall 
Street  information  sys¬ 
tems  for  the  year  2000 
date  rollover. 

But  preparing  for  something 
called  T+l  will  cost  even  more. 

The  U.S.  Securities  and  Ex¬ 
change  Commission  (SEC)  has 
urged  the  industry  to  clear  and 
settle  all  trades  within  24  hours 
—  or  T+l,  which  means  “trade 
plus  one  day.”  It  will  require  a 
major  overhaul  of  brokerage 
information  systems,  which 
have  been  required  to  settle 
trades  in  three  days,  or  T+3, 
since  1995. 

In  essence,  T+l  will  force  a 
switch  from  Wall  Street’s  tradi¬ 
tional  batch  processing  sys¬ 
tems  to  a  real-time  processing 
network  that  never  crashes. 

The  conversion  to  T+l  will 
take  until  2004  and  will  cost 
about  $8  billion,  according  to 
Don  Kittell,  executive  vice 
president  of  the  Securities  In¬ 
dustry  Association  (SIA)  in 
New  York  and  the  organiza¬ 
tion’s  chief  T+l  planner. 

The  good  news  is  that  Y2k- 
spurred  upgrades  —  as  well  as 
the  transition  from  T+5  to  T+3 
five  years  ago  —  have  helped 
lay  much  of  the  groundwork 
for  this  next  challenge. 

But  the  T+l  conversion  may 
be  more  complicated  than  the 
Y2k  conversion,  and  it  will  re¬ 
quire  an  even  greater  degree  of 
cooperation  among  industry 
participants  than  Y2k  did,  Kit¬ 
tell  said. 


Although  stock  trades  seem 
instantaneous  to  retail  cus¬ 
tomers  —  one  click,  and  the 
stock  is  in  the  portfolio  —  the 
actual  behind-the-scenes  pro¬ 
cessing  requires  several  steps 
and  several  days. 

Both  the  seller  and  the  buyer 
must  register  the  transaction 
with  a  central  clearing  organi¬ 
zation,  Depository  Trust  & 
Clearing  Corp.  (DTCC)  in  New 
York.  Then  the  two  accounts  of 
the  trade  have  to  be  reconciled, 
errors  have  to  be  ironed  out 
and  money  has  to  change 
hands.  In  addition,  there’s  the 
matter  of  handling  the  physical 
certificates. 

Currently,  the  system  works 
through  overnight  batch  pro¬ 
cesses,  usually  run  on  legacy 
mainframes. 

“This  monolithic  stream  is 
the  bane  of  our  existence,”  said 
Richard  Iturbe,  a  vice  president 
at  Goldman  Sachs  Group  Inc. 
in  New  York.  The  entire  indus¬ 
try  will  now  have  to  move  to 
continuous  processing,  he  said. 
“To  the  extent  that  your  sys¬ 
tems  can  operate  that  way, 
you’re  ready  for  T+l,”  he  noted. 

This  part  of  the  conversion 
will  cost  the  industry  about 
$3.3  billion  of  the  $8  billion  to¬ 
tal,  according  to  a  report  by  the 
SIA  and  Chicago-based  Ander¬ 
sen  Consulting. 

And  the  problems  of  con¬ 
verting  or  replacing  old  sys¬ 
tems  were  what  forced  the  in¬ 
dustry  to  push  back  the  dead¬ 
line  by  two  years,  said  Larry 
Tabb,  an  analyst  at  Needham, 
Mass.-based  TowerGroup.  The 


T+l  conversion  was  originally 
planned  to  conclude  in  2002. 

San  Francisco-based  Charles 
Schwab  &  Co.  has  already 
started  working  on  replacing 
its  batch  processing  systems, 
according  to  Vincent  Phillips, 
senior  vice  president  of  elec¬ 
tronic  brokerage  technology. 
He  said  Schwab  has  already 
worked  on  more  than  half  of  its 
legacy  systems,  not  just  be¬ 
cause  of  the  coming  T+l  con¬ 
version  but  also  because  of 
decimalization  —  and  cus¬ 
tomer  demand. 


CIO  KURT  W0ETZEL  says  The 
Bank  of  New  York  has  been 
preparing  for  T+1  since  1995 


“Our  customers  want  more 
and  more  and  more  real-time 
data,”  he  said.  People  who 
were  satisfied  with  day-old 
data  a  short  while  ago  now  get 
frustrated  if  their  accounts 
aren’t  updated  instantaneous¬ 
ly,  he  said. 

But  replacing  the  legacy  sys¬ 
tems  —  though  a  big  headache 
and  major  expense  —  will  pale 
in  comparison  with  the  larger 
difficulty  of  getting  all  the 
players  in  the  securities  trans¬ 
action  chain  to  work  together, 
said  Tabb. 

“[What]  they’re  going  to 
have  to  deal  with  is  the  politi¬ 
cal  problem  of  getting  every¬ 
one  to  agree  on  how  it’s  going 
to  work,”  he  said. 


One  key  link  in  the  chain  is 
DTCC,  the  clearinghouse  for 
trade  settlements.  It  not  only 
has  to  upgrade  all  its  internal 
processes  but  also  all  its  links 
to  the  other  industry  players. 

“We’ve  been  working  on  this 
for  at  least  a  year  and  a  half  or 
two,”  said  Steve  Letzler,  a 
spokesman  for  the  DTCC.  Al¬ 
though  Letzler  couldn’t  con¬ 
firm  the  numbers,  the  SIA  said 
it  expects  DTCC  to  spend 
more  than  $100  million  to  pre¬ 
pare  for  T+1. 

DTCC  has  begun  to  elimi¬ 
nate  its  overnight  batch  pro¬ 
cessing,  moving  to  a  multi¬ 
batch  system  with  Nasdaq 
Stock  Market  Inc.  and  five 
electronic  communication  net¬ 
works.  A  multibatch  system  re¬ 
places  one  overnight  process 
with  a  series  of  batch  process¬ 
es  that  run  throughout  the  day. 

In  addition,  DTCC  has 
formed  a  real-time  link  with 
the  New  York  Stock  Exchange, 
which  handles  about  300,000 
large  trades  daily. 

“Eventually,  we’ll  get  to  the 
other  systems  and  get  every¬ 
one  to  real  time,”  Letzler  said. 

A  Step  Ahead 

Another  firm  that  planned 
ahead  for  T+l  conversion  is  The 
Bank  of  New  York  Co.,  which 
provides  settlement  services  to 
more  than  half  of  the  broker 
dealers  in  the  U.S.  CIO  Kurt 
Woetzel  said  he’s  been  getting 
ready  since  the  move  to  T+3. 

“Starting  in  1995,”  he  said, 
“any  new  applications  that  we 
built  were  engineered  around 
the  following  factors:  They  re¬ 
flect  information  in  real  time 
and  process  information  [in] 
real  time,  and  they’re  message- 
based,  rather  than  moving  files 
around.” 

Although  there  are  still 
batch  processes  left,  the  criti¬ 
cal  systems  —  including  those 
for  delivering  information  to 
customers  and  taking  transac¬ 
tional  information  from  cus¬ 
tomers  —  are  already  running 
around-the-clock,  he  said. 

The  SIA  will  publish  the 
technical  standards  for  T+l 
conversion  by  the  end  of  next 
year,  with  full  compliance  ex¬ 
pected  to  come  by  the  middle 
of  2003.  P 


1+1  Timetable 

The  move  to  settling  stock  trades  in  just  one  day  will  cost  $8  billion  and  take  several  years. 
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►  Specifica¬ 
tions  for  settle¬ 
ment  process  to 
be  determined 


►  All  firms  must  commit  to 
build  or  outsource  new  internal 
processes  that  can  handle  T +1 

►  Deadline  for  industry  to 
agree  on  standardized  com¬ 
munication  protocols 


►Transition  to 
T+1  begins 


►All  participants  must 
be  compliant  with 
industry  communica¬ 
tion  standards. 


►Transition  to 
T+1  to  be  com¬ 
pleted 
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A  Voluntary 
Industry  Effort 
To  Reduce  Risk 

Unlike  Y2k,  which  had  the 
clear  deadline  of  Jan.  1,  T+1  is 
a  voluntary  industry  effort  so 
far.  Its  primary  goal  is  to  re¬ 
duce  the  risk  of  a  chain  reac¬ 
tion  of  financial  disasters,  said 
Don  Kittell,  executive  vice 
president  of  the  Securities  In¬ 
dustry  Association  (SIA). 

Shorter  settlement  cycles 
lead  to  increased  stability  for 
the  entire  global  banking  sys¬ 
tem,  said  Deborah  Williams,  an 
analyst  at  Meridien  Research 
Inc.  in  Newton,  Mass. 

Just  as  a  bounced  check 
can  have  a  ripple  effect  when 
you’ve  already  written  other 
checks  based  on  those  funds, 
large  trading  firms  can  have  the 
same  problem  that  ripples 
throughout  the  financial  world, 
Williams  said. 

It  isn’t  a  hypothetical  prob¬ 
lem,  either.  In  1987,  when  a 
market  downturn  caused  a  few 
securities  firms  to  go  under,  the 
five-day  settlement  period 
meant  the  problems  rippled 
throughout  the  industry,  caus¬ 
ing  other  firms  to  fail.  This 
spurred  the  move  from  T+5  to 
T+3,  said  Kittell. 

If  trades  were  settled  instan¬ 
taneously,  the  risk  involved 
would  be  nonexistent.  The  SIA 
will,  in  fact,  begin  studying  the 
feasibility  of  T+0  in  the  next 
year  or  two. 

The  U.S.  securities  industry 
is  also  facing  competition  from 
overseas.  Hong  Kong  and  Sin¬ 
gapore  already  are  at  T+1,  Kit¬ 
tell  said,  with  Japan  and  Eu¬ 
rope  heading  in  that  direction 
as  well.  By  beginning  the 
process  now,  the  U.S.  will 
maintain  its  leadership  posi¬ 
tion,  he  said. 

The  switch  to  T+1  will  also 
allow  the  industry  to  handle  in¬ 
creased  volume.  The  current 
batch  processes  are  coming 
close  to  their  capacity  limits. 
Kittell  said. 

Yet  another  reason  to  switch 
to  T+1  is  that  it  will  save  indus¬ 
try  participants  money  -  about 
$2.7  billion  per  year,  according 
to  an  SIA  study  -  meaning  that 
the  overhaul  will  pay  for  itself  in 
three  years. 

The  savings  will  come  from 
reduced  manual  processing, 
lower  error  rates  and  faster 
payments,  the  SIA  said. 

-  Maria  Trombly 
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Most  people  aren’t  too 
happy  when  power  problems 
shut  down  their  website. 
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Introducing  the  9330 
Powerware  UPS. 


Protect  yourself  with  the  new  Powerware  9330.  You  get  maximum  system  uptime  with  high-end  features  like  Powerware®  Hot  Sync 
paralleling,  plus  total  power  and  environmental  monitoring  software.  All  in  an  affordable  mid-size  UPS.  And  it’s  scalable,  modular  and 

flexible  to  grow  with  your  e-business  infrastructure.  Powerware,  formerly  Exide  Electronics,  has  been  .. - ■ - ^ 

protecting  mission-critical  customers  for  over  37  years.  No  wonder  50%  of  the  top  ISPs  choose  us  for  POWERWARE 
hardware,  software  and  service.  Visit  www.powerware.com/9330  or  call  1-800-469-4842. 


UNINTERRUPTIBLE  POWER  SYSTEMS 


www.powerware.com 
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High  availability  hosting. 
Put  your  Web  site  on  steroids. 

Face  it,  today  there's  no  room  for  wussies  on  the  Web.  Your  site  has  to  deliver  fast  and 
download  at  the  speed  of  light.  If  it  doesn't  your  customers  will  take  off  faster  than  you 
can  say  "lost  revenues"  The  quickness  and  dependability  of  a  dedicated  server  are 
critical  parts  of  any  e-business's  success.  So  pump  it  up,  and  call  Interland  today. 

Expertly  managed  and  engineered  Windows®  2000  and  UNIX®  dedicated  solutions  from  $799  -  $100,000  per  month. 
@ Engineered  for  100%  uptime  @ High-speed  multicarrier  redundant  backbone  connections  ©Uninterrupted  power 
supply  with  back-up  generators  @ On-staff  engineers  include  MCSP,  CCIE,  Red  Hat  and  more  @On-staff  experts  in 
Oracle,  SQL,  Real  Media,  Windows  Media  and  SANS  @24/7/365  state-of-the-art  technical  support  and  Network 
Operations  Center  @  Multiple  climate-controlled  Data  Centers  with  secure  entries 
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Dedicated  NT/UNIX  Web  servers  include  hardware  and  Interland  hosting 


Cobalt  Basic 

Business  Basic 

Business  Select 

Business  Corporate 

Business  Corporate  Plus 

Single  CPU  -  500MHz  •  Single  CPU  -  600MHz  •  Single  CPU  -  600MHz 


•  Processor  -  MIP's 

•  RAM  -  64MB 
•Drivel -13GB IDE 

•  100MB  Backbone 
Connection 

•  Monthly  transfer  -  150GB 

•  One-time  set-up  fee 

$429.00 

Only  $429.00 

per  month 


•RAM -128MB 

•  Drive  1  -  9GB  IDE 

•  100MB  Backbone 
Connection 

•Monthly  transfer  -  100GB 

•  One-time  set-up  fee 
UNIX  $599.00 

NT  $699.00 

Only  s499.00 

per  month 


•  RAM  -  256MB 

•  Drive  1  -  18GB  SCSI 

•  100MB  Backbone 
Connection 

•  Monthly  transfer  -  150GB 

•  One-time  set-up  fee 
UNIX  $699.00 

NT  $899.00 

Only  s799.00 

per  month 


•  Dual  CPU  -  600MHz 

•  RAM  -  512MB 

•3  Drives  x  18GB  UFW 
SCSI  (RAID5) 

•  100MB  Backbone 
Connection 

•  Monthly  transfer  -  250GB 

•  One-time  set-up  fee 
UNIX  $2,299.00 
NT  $2,499.00 

Only  $1,499.00 

per  month 


•  Single  CPU  -  600MHz 

•  Dual  CPU  -  600MHz 
•RAM -  1024MB 

•3  Drives  x  18GB  UFW 
SCSI  (RAID5) 

•  100MB  Backbone 
Connection 

•  Monthly  transfer  -  300GB 

•  One-time  set-up  fee 

UNIX  $2,799.00 
NT  $2,999.00 

Only  $1,999.00 

per  month 


High  Availability  configurations 


Silver  Plus 


•  Web  Platform  -  2  Dual  Processor 
Compaq  1 850R  Load  Balanced 

•  DB  Platform  - 1  Dual  Processor 
1859R  Dedicated  SQLDB 

•  Web  Content  -  30GB 

•  DB  Content  -  36GB 

•  Monthly  transfer  -  300GB 

•  One-time  set-up  fee 
$5,999.00 

Only  s5,999.00 

per  month 


Silver  Elite 


•  Web  Platform  -  3  Dual  Processor 
Compaq  1850R  Load  Balanced 

•  DB  Platform  - 1  Dual  Processor 
1859R  Dedicated  SQLDB 

•  Web  Content  -  30GB 

•  DB  Content  -  36GB 

•  Monthly  transfer  -  600GB 

•  One-time  set-up  fee 
$6,599.00 

Only  7,599.00 

per  month 


Platinum  Elite 


•  Web  Platform  -  3  Dual  Processor 
Compaq  1850R  Load  Balanced 

•  DB  Platform  -  2  Quad  Processor 
6400  Dedicated  Clustered  DB 

•  Web  Content  -  30GB 

•  DB  Clustering  -  72GB 

•  Monthly  transfer  -  600GB 

•  One-time  set-up  fee 
$18,599.00 

Only  S1 7,599.00 

per  month 


Additional  configurations  available 


The  Windows®  2000  and  Linux®  certified  experts. 


Call  Today  800.335.1327 

mw.interland.com  •  sales@interland.com 

404.586.9999 


interland 

We  make  the  Web  work  for  your 
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Yahoo  to  Feature  Barnes  & 
Noble;  Amazon  Deal  Expires 

But  Amazon  has  AOL  and  other  financial  concerns,  say  analysts 


BY  KATHLEEN  OHLSON 

ARNESANDNOBLE.COm 
Inc.  and  its  parent 
company,  New  York- 
based  Barnes  &  No¬ 
ble  Inc.,  last  week 
announced  an  agreement  that 
makes  the  online  retailer  the 
featured  bookseller  on  Yahoo 
Inc.’s  Web  sites.  Yahoo  prev¬ 
iously  had  a  similar  deal  with 
Barnesandnoble.com  rival  Ama¬ 
zon.com  Inc. 

“Barnes  &  Noble  has  taken  a 
fairly  cautious  approach  to  its 
Web  business,  unlike  Amazon, 
which  has  thrown  lots  of  mon¬ 
ey  around,”  said  Harry  Wolhan- 
dler,  an  analyst  at  ActivMedia 
Research  LLC  in  Peterborough, 
N.H.  The  Yahoo  deal  will  boost 
Barnesandnoble.com’s  profile, 
giving  the  online  bookseller  a 
chance  to  grab  some  of  Ama¬ 
zon’s  customers,  he  said. 

Under  the  deal,  links  to 
Barnesandnoble.com  will  be 
included  on  all  Yahoo  search 
results  and  book  category 


BY  MARIA  TROMBLY 

The  U.S.  has  lagged  behind  Eu¬ 
rope  when  it  comes  to  smart- 
card  technology,  with  New 
York-based  American  Express 
Co.’s  Blue  card  being  the  only 
credit  card  on  the  market  with 
an  embedded  chip. 

But  that’s  about  to  change,  as 
three  banks  have  announced 
plans  to  release  Visa  smart 
cards.  Providian  Financial 
Corp.  in  San  Francisco  and 
FleetBoston  Financial  Corp.  in 
Boston  are  launching  the  cards 
this  month,  and  First  USA 
Bank  NA  in  Wilmington,  Del., 
will  launch  them  sometime  in 
the  fourth  quarter. 

According  to  bank  officials, 
the  cards  will  provide  greater 
security  for  online  shoppers, 
reduce  costs  for  Web  mer¬ 
chants  and  allow  for  services 
such  as  electronic  ticketing. 

“The  technology  and  eco- 


pages,  and  the  site  will  be  fea¬ 
tured  on  Yahoo’s  online  shop¬ 
ping  portal.  The  physical  book¬ 
stores,  along  with  Yahoo  and 
Palo  Alto,  Calif.-based  online 
advertiser  Spinway.com  Inc., 
will  offer  free  Internet  access 
to  Barnes  &  Noble  customers, 
starting  next  month. 

Gus  Carlson,  a  Barnesand- 
noble.com  spokesman,  de¬ 
clined  to  detail  the  terms  of  the 


BY  LEE  COPELAND 

Unlike  the  typical  application 
service  provider  (ASP),  U.K.- 
based  Merant  PLC  not  only 
wants  to  host  applications,  but 
it  also  wants  to  allow  develop¬ 
ers  to  create  them. 


nomics  now  make  it  viable,” 
said  Jay  H.  Lee,  a  senior  vice 
president  at  FleetBoston. 

A  year  ago,  the  embedded 
chips  cost  $12  each;  now,  the 
price  has  dropped  to  around  $3 
each,  Lee  said.  In  addition,  the 
industry  has  started  to 
converge  on  standards  — 

Java  Card  for  the  applica¬ 
tions  that  are  stored  on 
the  smart-card  chips  and 
Europay  MasterCard  Visa 
(EMV)  for  payment  pro¬ 
cessing. 

“This  is  the  standard,” 
said  Theodore  Iacobuzio, 
an  analyst  at  TowerGroup 
in  Needham,  Mass.  Not  all 
cards  use  EMV  yet;  many 
European  systems  use 
proprietary  standards,  as  does 
American  Express  with  its  Blue 
card.  “But  people  are  moving  in 
that  direction,”  he  said. 

There  are  two  hurdles  to 


agreement,  but  he  character¬ 
ized  the  deal  as  “significant.” 

Santa  Clara,  Calif.-based  Ya¬ 
hoo  had  a  similar  deal  with 
Amazon,  but  Amazon  opted  to 
stick  with  its  other  portal  part¬ 
ner,  America  Online  Inc.,  when 
its  three-year  deal  with  Yahoo 
expired  earlier  this  month. 
Lizzie  Allen,  a  spokeswoman 
for  Amazon,  said  Dulles,  Va.- 
based  AOL  offered  a  “more 


Merant  recently  launched 
Merant  ASaP,  which  gives  de¬ 
velopers  access  to  source  code 
and  code-management  capa¬ 
bilities  over  the  Web. 

The  Merant  ASaP  portal  will 
allow  customers  to  access  their 


widespread  adoption,  said 
Frank  Prince,  an  analyst  at  For¬ 
rester  Research  Inc.  in  Cam¬ 
bridge,  Mass.  Consumers  have 
to  be  persuaded  to  use  them, 
and  merchants  have  to  shell 
out  the  money  to  install  smart- 
card  readers.  “It’s  a  chicken- 
and-egg  problem,”  he  said. 

The  banks  will  try  to  over¬ 
come  that  problem  by  issuing 


free  readers  to  their  custo¬ 
mers.  Providian,  for  example, 
will  give  out  50,000  readers. 
After  those  run  out,  customers 
will  be  able  to  buy  them  for 


compelling”  deal,  but  she  de¬ 
clined  to  elaborate. 

Robert  Hertzberg,  an  analyst 
at  Jupiter  Communications 
Inc.  in  New  York,  said  Amazon 
has  financial  problems  to  con¬ 
sider.  It  posted  an  $89  million 
operating  loss  for  the  second 
quarter,  ended  June  30,  com¬ 
pared  with  a  loss  of  $67  million 
for  the  same  period  last  year. 

“Yahoo  isn’t  as  critical  to 
Amazon  as  it  was  three  years 
ago.  . . .  Amazon’s  under  pres¬ 
sure  to  rationally  deploy  its 
marketing  dollars,  and  it’s 


own  source  code  from  a  Web 
browser  and  tap  into  version- 
control  capabilities.  The  ser¬ 
vice  also  offers  instant  chat, 
e-mail  and  the  ability  to  cap¬ 
ture  project  documentation 
online.  Merant  officials  said 
the  service  is  applicable  to  any 
development  language. 

Intel  Online  Services  Inc., 
the  ASP  subsidiary  of  chip 


around  $20  each,  according  to 
David  Alvarez,  who  heads  the 
integrated  card  business  at 
Providian. 

The  readers  will  allow  smart 
cards  to  be  used  with  online 
merchants,  which  only  have  to 
install  software. 

Merchants  with  brick-and- 
mortar  stores,  on  the  other 
hand,  will  need  to  install  new 
readers  to  accept  the 
cards.  It’s  for  that  reason 
that  smart  cards  will 
continue  to  also  have  a 
magnetic  stripe  for  many 
years  to  come,  Iacobuzio 
noted. 

The  cards  will  also  have 
embossed  numbers  for 
those  merchants  that 
still  have  nonelectronic 
swipers. 

Meanwhile,  a  handful  of 
other  Visa  card  issuers  are 
expected  to  release  their  own 
smart  cards  in  the  next  few 
months,  which  will  encourage 
even  more  merchants  to  get  in¬ 
volved,  Alvarez  said.  I 


Yahoo  isn’t 
as  critical  to 
Amazon  as 
it  was  three 
years  ago. 

ROBERT  HERTZBERG,  ANALYST. 
JUPITER  COMMUNICATIONS  INC. 

started  to  do  that  by  limiting 
its  portal  expenditures,”  Hertz¬ 
berg  said. 

But  Allen  said  Amazon’s  de¬ 
cision  to  part  ways  with  Yahoo 
had  nothing  to  do  with  any  ex¬ 
ternal  pressures,  i 


maker  Intel  Corp.,  is  hosting 
the  service  for  Merant. 

Rousseau  Aurelien,  CEO  of 
Cambridge  Information  Sys¬ 
tems  Inc.,  a  start-up  in  Cam¬ 
bridge,  Mass.,  said  Merant’s 
ASaP  service  helps  bridge  the 
gap  between  the  firm’s  two  of¬ 
fices  in  Cambridge.  The  start¬ 
up’s  25  developers  began  using 
the  service  two  months  ago. 

“Traditional  tools  are  not 
well  suited  for  high  levels  of 
collaboration  among  a  distrib¬ 
uted  workforce,”  Aurelien  said. 

Kneko  Burney,  an  analyst  at 
Cahners  In-Stat  Group  in  New¬ 
ton,  Mass.,  said  the  ASP  model 
is  a  sound  platform  to  connect 
developers  in  disparate  loca¬ 
tions.  “The  Web  environment 
enables  developers  to  design 
applications  more  quickly  and 
easily,”  said  Burney. 

Hosting  Advantages 

Rob  Enderle,  an  analyst  at 
Giga  Information  Group  Inc.  in 
Cambridge,  Mass.,  said  devel¬ 
opment  services  hosted  by  third 
parties  offer  the  advantage  of 
not  locking  developers  into  a 
particular  tool  set  or  platform. 

“What  ASPs  have  become 
are  aggregators  of  services,”  he 
said.  “It’s  very  similar  to  cable, 
where  the  companies  provide  a 
set  of  channels  from  a  wide 
number  of  providers,  like  HBO 
and  ABC,  so  viewers  have  lots 
of  options.  But  in  the  early 
years,  you  were  hard-connect¬ 
ed  to  just  one  provider.” 

Pricing  for  ASaP  starts  at 
$2,500  to  set  up  the  service,  plus 
additional  charges  of  as  much 
as  $100  per  user  per  month.  I 


Banks  Release  Smart  Cards 


Merant  Opens  Online  Development  Service 

Source  code  to  be  accessible  over  Web 


VISA  SMART  CARDS  like  this  Fusion  Cobalt 
Blue  card  are  starting  to  hit  the  U.S.  market 
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The  great  e-business  shakeout  is  well  under  way.  For 
those  who  didn’t  make  it,  our  condolences.  At  least 

the  end  was  quick. 

For  those  who  have  made  it,  who  broke  the  code  and 
figured  out  how  to  build  a  truly  viable  e-business,  our 

heartiest  congratulations. 

As  it  turns  out,  many  of  these  successful 
companies-including  the  majority  of  the  Fortune 
e-50-have  built  their  e-businesses  on  an 
exceptionally  strong  foundation. 

The  BEA  E-Commerce  Transaction  Platform.™ 

This  award-winning  set  of  innovative  software  and 
services  is  uniquely  designed  to  help  businesses 
rapidly  develop  and  launch  advanced  e-commerce 
initiatives.  It’s  an  end-to-end  solution  that  includes 
rich  personalization  and  complete  B2B  integration. 
In  fact,  it’s  now  the  global  standard  by  which  all 
e-commerce  software  is  measured. 


Which  explains  why  it’s  BEA’s  market-leading 
platform  that  powers  Nokia,  Chase  Manhattan, 
FedEx,  Amazon.com,  United  Airlines,  Wells  Fargo, 
E*TRADE,  Qwest  and  over  6,500  other  successful 
e-businesses.  Find  out  how  we  can  help  yours. 

Visit  us  at  www.bea.com. 


www.bea.com 


©2000  BEA  Systems,  Inc.  How  business  becomes  e-business  and  BEA  E-Commerce  Transaction 
Platform  are  trademarks  and  BEA  is  a  registered  trademark  of  BEA  Systems,  Inc. 
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We  turn  audiences  into  customers. 


YOU  ALREADY  KNOW  HOW  TO  BRING  PEOPLE  TO  YOUR  SITE.  THE  ONLY  THING  YOU  NEED  NOW  IS  SOMETHING  TO  SELL  T 

_  *  N,  ..  :)■  ' 

THEM  And  that’s  SOMETHING  WE  CAN  PROVIDE.  We  CAN  HELP  YOU  SELL  PRODUCTS  THAT  ‘ACTUALLY  MATCH  YOl 
audience’s  INTERESTS.  A  NT)  WE’LL  TAKE  CARE  OF  ALL  THE  DETAILS- FINDING  THE  RTGHT  SUPPLIERS,  PROCESSING  THE 
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TRANSACTION,  MANAGING  THE  INVENTORY.  So  YOU  CAN  FOCUS  ON  WHAT  ATTRACTED  THOSE  CUSTOMERS  IN  THE  FIRST  PLACE.  ' 
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More.com  Denies  It  Violated  Privacy  Policy 

by  linda  rosencrance  i  of  a  Missouri  lawsuit  claiming  i  third  party  after  promising  that 

Online  health  products  retailer  the  firm  violated  that  policy.  it  wouldn’t.  A  spokeswoman  at 
More.com  last  week  defended  The  lawsuit  said  More.com  More.com  referred  calls  to  a 
its  privacy  policy  in  the  wake  I  released  customer  data  to  a  I  company  statement,  which  said 


the  San  Francisco-based  firm 
couldn’t  comment  on  the  law¬ 
suit  pending  an  investigation 
of  the  claim  by  the  Missouri 
Attorney  General’s  Office. 

However,  More.com  said  in 
the  statement  that  it  had  fol- 
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For  great  performance,  it  pays  to  keep 
a  couple  tricks  up  your  sleeve. 


You’re  ready  for  anything. 


Get  the  information  and  tools  that  help  you  maximize  everybody’s  uptime. 
Microsoft®  Resource  Kits  for  Windows®  2000  pack  detailed  technical 
drilldown— plus  hundreds  of  timesaving  tools  and  utilities  on  CD— straight 
from  the  Microsoft  Windows  2000  team.  They’re  everything  you  need  for  a 
faster,  smoother  deployment.  Everything  it  takes  to  maximize  your  company’s 
uptime.  For  keeping  your  Windows  2000-based  systems  productive  every 
day,  no  one  knows  the  technology  better  than  Microsoft.  And  now  so  can  you. 
Get  Microsoft  RESOURCE  Kits.  And  you’re  ready  for  anything. 

rnspress.microsoft.com/4more/RK 


The  tools  you  need  to  put  technology  to  work. 
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lowed  its  privacy  policy,  which 
says  the  retailer  will  share  in¬ 
formation  with  third  parties 
who  fill  orders  for  the  site.  “As 
a  company  policy,  More.com 
does  not  give,  sell  or  rent  cus¬ 
tomers’  personal  information 
to  third  parties,”  the  statement 
said.  The  lawsuit  alleged  that 
More.com  released  a  custo¬ 
mer’s  personal  information  to 
a  third  party  after  an  investiga¬ 
tor  at  the  attorney  general’s 
office  tried  unsuccessfully  to 
order  contact  lenses  under  an 
assumed  name. 

The  attorney  general  said 
the  investigator  was  solicited 
by  Lens  Express  Inc.  in  Deer¬ 
field  Beach,  Fla.,  to  purchase 
contact  lenses  under  the  as¬ 
sumed  name,  even  though  the 
investigator  had  never  contact¬ 
ed  Lens  Express.  However, 
More.com’s  privacy  policy 
states  that  it  uses  a  third-party 
fulfillment  partner  —  in  this 
case  Lens  Express  —  to  fill  and 
ship  contact  lens  orders. 

Scott  Holste,  a  spokesman 
for  Missouri  Attorney  General 
Jay  Nixon,  said  it’s  up  to  the 
courts  to  decide  whether  or 
not  More.com  made  a  full  and 
accurate  disclosure  of  its  pol¬ 
icy  to  its  customers. 

Edmund  Ha,  an  analyst  at 
Giga  Information  Group  Inc.  in 
Cambridge,  Mass.,  said,  “There 
are  really  no  cyberlaws  in 
place.  But  if  [More.com]  had  a 
disclaimer  on  its  Web  site  [say¬ 
ing  it  shared  customer  data 
with  third-party  partners]  be¬ 
fore  the  lawsuit  was  filed,  they 
are  certainly  within  their 
rights  to  give  out  that  informa¬ 
tion  to  their  partners.”  I 
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It  could  be  a  fire. The  worst  storm  in  decades.  Or  a  deadly  virus.  But  when  it  hits,  it 


cost.  Unless  you  have  the  right  business  continuity  plan  in  place.  SunGard  can  help, 


THE  NET  BENEATH  YOU. 


less  on  a  pro-configured  SunGard  recovery  package  than  you  would  to  buy  a  backup 
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server.)  And  now  we  apply  our  disaster  recovery  experience  and  aggressive  pricing  to 
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the  people  who  need  it  always  have  access  to  your  company’s  information.  Call  us  or 
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visit  us  online  now.  you  ll  get  our  sungard  mousepad  with 
wrist  support,  free.  Then  relax.  When  plan  B  fails.  SunGard  won’t. 
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1-800-468-7483  EXT.  293  OR 
WWW.SUNGARDRESPONSE.COM/ADV 
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How  can  you  extend  your  brand  to  the  ends  of  the  earth?  To  prevail  in  the  Internet  economy,  you  need  an  intelligent  network 
that  gives  you  the  agility  to  flawlessly  facilitate  customer  transactions  at  warp  speed.  An  intelligent  network  that  has  the  QoS  and 
security  to  deliver  Virtual  Private  Network  solutions.  An  intelligent  network  with  bet-your-business  reliability.  How  can  your  network 


butting  your  company  on  the 


World  Wide  Web  o 
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become  so  intelligent?  With  Cisco.  Whether  you're  building  your  enterprise  network  or  extending  it  with 
Cisco  Powered  Network  services,  we  have  the  technologies  and  resources  you  need  to  transform  your 
e-commerce  capabilities.  Discover  all  that's  possible  on  the  Internet  at  www.cisco.com/go/lnternetBusiness 


Empowering  the 
Internet  Generation’ 


Cisco  Systems 

32 


Los  Angeles-based  defense  contrac¬ 
tor  Northrop  Grumman  Corp.  said  it 
has  agreed  to  purchase  the  federal 
systems  group  of  Islandia,  N.Y.- 
based  Computer  Associates  Inter¬ 
national  Inc.’s  Sterling  Software 
Inc.  subsidiary  for  S150  million. 
Northrop  Grumman  said  the  Sterling 
unit  will  be  incorporated  into  its 
Logicon  Inc.  unit  in  Herndon,  Va., 
which  had  revenue  of  about  $1.5 
billion  last  year. 

Sun  to  Buy  Maker  of 
Server  Appliances 

Sun  Microsystems  Inc.  said  it  plans 
to  acquire  Cobalt  Networks  Inc.,  a 
small  and  still  unprofitable  maker  of 
Linux-based  server  appliances,  in  a 
stock-swap  deal  valued  at  $2  billion 
based  on  the  current  price  of  Sun's 
shares.  The  purchase  is  scheduled 
to  be  completed  by  year's  end, 
according  to  Sun.  Mountain  View, 
Calif.-based  Cobalt  targets  its 
appliance  devices  at  application 
and  Internet  service  providers  and 
at  small  and  medium-size  corporate 
users.  The  3-year-old  company  lost 
$8.6  million  on  revenue  of  $28.3 
million  in  the  first  half  of  the  year, 
after  reporting  a  $22.3  million  loss 
on  revenue  of  $22.8  million  for  all 
of  last  year. 


Short  Takes 

Minnetonka,  Minn.-based  fiber- 
optics  company  ADC  TELECOMMU¬ 
NICATIONS  INC.  has  agreed  to 
acquire  Westboro,  Mass.-based 
broadband  developer  BROADBAND 
ACCESS  SYSTEMS  INC. . . .  COREL 
CORP.  said  an  unnamed  investor 
may  purchase  up  to  14.7  million 
shares  of  the  company  during  the 

next  two  years _ Mary  Coleman, 

who  ran  BAAN  CO.  for  seven 
months  before  leaving  the  strug¬ 
gling  applications  vendor,  was 
named  CEO  of  RIGHTWORKS 
CORP.,  a  San  Francisco-based 
company  that  develops  business- 

to-business  software _ Dublin- 

based  BALTIMORE  TECHNOLOGIES 
PLC  announced  that  it’s  acquiring 
U.K.-based  CONTENT  TECHNOLO¬ 
GIES  HOLDINGS  LTD.  for  $1  billion. 
Content  Technologies’  MIMEsweep- 
er  policy  engine  inspects  Web  con¬ 
tent  and  screen  data. 
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Andreessen  Targets 
Web  Outsource  Model 


Ease  of  software  use 
‘ reduces  barrier  of 
entry’ for  large  firms 

BY  CAROL  SLIWA 

OUDCLOUD  INC.,  the 
latest  venture  of 
Netscape  Communi¬ 
cations  Corp.  co¬ 
founder  Marc  Andree¬ 
ssen,  marks  its  first  anniver¬ 
sary  as  a  company  this  month. 
Thus  far,  Sunnyvale,  Calif.- 
based  Loudcloud  has  signed 
up  30  customers  of  the  Web  in¬ 
frastructure  technology  that  it 
develops  and  then  runs  on  an 
outsourced  basis  for  large 
companies,  e-commerce  busi¬ 
nesses  and  application  service 
providers. 

Andreessen,  who  is  Loud- 
cloud’s  chairman,  recently 
spoke  with  Computerworld 
about  his  new  company  — 
which  has  370  employees  and 
is  backed  by  more  than  $188 
million  in  venture  capital  fi¬ 
nancing  —  and  about  the  soft¬ 
ware  business  in  general. 

Q:  It’s  surprising  to  see  you  turn 
up  in  a  nitty-gritty  infrastructure 
company.  What  interested  you  in 
Loudcloud? 

A:  We’re  all  technology  people. 
We  said  Netscape  was  always  a 
technology  company.  This  is  a 
technology  company  in  many 
ways.  The  truth  is,  this  is  an 
actual  business  with  revenue. 
Our  customers  pay  us  mid- 
five-figures  to  mid-six-figures 
of  revenue  per  month  for  [our] 
service.  . . .  This  sort  of  comes 
full  circle  with  much  of  the 
stuff  we  saw  at  Netscape. 
Netscape  was  a  commercial 
software  company  with  all  of 
the  typical  characteristics  of  a 
commercial  software  company. 
We’d  take  all  of  the  customer’s 
money  up  front,  we’d  throw 
the  software  over  the  wall  and 
the  customer  would  have  to 
work  with  it.  . . .  The  financial 
model  of  a  software  company 
is  you  have  to  move  on  to  your 
next  customer,  because  you 
have  to  go  get  next  month’s 
revenue.  And  so  as  a  result, 
there’s  a  tremendous  amount 
of  software  that  got  built  at 
Netscape  that  never  got  effec¬ 


tively  deployed  by  customers. 
And  it’s  endemic  to  the  com¬ 
mercial  software  industry  that 
there’s  this  misalignment  of  in¬ 
terest  between  the  vendor  and 
the  customer,  where  the  ven¬ 
dor’s  not  necessarily  incented 
by  customer  satisfaction.  And 
therefore,  the  customer  is  not 
necessarily  incented  to  treat 
the  vendors  particularly  well. 

Q:  It  seems  like  a  real  hate/hate 
relationship. 

A:  It’s  a  nasty  business.  You 
know,  Gartner  Group  trains 
customers  how  to  screw  soft¬ 
ware  vendors  by  doing  negoti¬ 
ations  on  the  last  day  of  a  quar¬ 
ter  and  [about]  the  nature  of 
the  software  business  —  huge 
investments  and  zero  marginal 
costs.  Therefore,  the  customer 
knows  that  the  vendor  can  ac¬ 
tually  produce  the  next  copy  of 
the  software  for  free,  so  prices 
trend  to  zero.  And  the  only  way 
out,  the  only  profit  mantra  in 
the  software  business,  is  to  be 
a  monopoly.  . . .  There  are  all 
these  sorts  of  nasty  aspects  to 
the  [software  business]  model. 
It’s  incredibly  inefficient.  And 
the  situation  gets  worse  and 


BY  DAN  VERTON 

Hit  by  weak  sales  that  are  ex¬ 
pected  to  result  in  a  third- 
quarter  loss,  Menlo  Park, 
Calif.-based  Informix  Corp. 
last  week  announced  that  it’s 
splitting  into  two  separate  op¬ 
erating  companies  —  one  fo¬ 
cused  on  its  flagship  databases 
and  the  other  on  Web  publish¬ 
ing,  e-commerce  and  business 
intelligence  software  that  will 
work  with  multiple  databases. 

The  breakup  follows  Infor¬ 
mix’s  March  acquisition  of 
Ardent  Software  Inc.,  a  data 
warehousing  vendor  in  West¬ 
boro,  Mass.  The  as-yet-un- 
named  business  intelligence 
and  e-commerce  venture  will 
be  headquartered  at  Ardent’s 
facility,  while  the  database 
company  —  to  be  called  Infor¬ 
mix  Software  —  will  be  based 
in  Silicon  Valley. 

Informix  previously  said  it 
would  have  3,900  to  4,000  em- 


worse  and  worse  and  worse 
and  worse  all  the  time  because 
the  software  keeps  getting 
more  and  more  complicated. 
And  then  you  look  at  the  Inter¬ 
net,  and  you  say,  “Wow,  a  high¬ 
speed  network  interconnect¬ 
ing  all  businesses.”  . . .  Busi¬ 
nesses  should  be  able 
to  go  out  there  and 
pull  down  [the  infor¬ 
mation  technology] 
resources  they  need, 
all  kinds  of  services 
...  on  an  outsourced 
basis. . . .  And  it  really 
reduces  the  barrier  of 
entry  for  any  kind  of 
large-scale  Internet 
operation,  where  we 
are  stripping  the 
technological  complexity  out  . 
.  . .  If  we  can  pull  this  off,  it’ll 
be  a  pretty  fundamental  break¬ 
down  of  how  this  business  was 
created. 

Q:  When  do  you  think  your  com¬ 
pany  will  become  profitable? 

A:  For  the  company,  I  won’t  talk 
about  it.  But  the  [strategy]  is  to 
acquire  customers  and  then 
keep  them  for  a  long  period  of 
time.  We  get  paid  every  month. 


ployees  after  last  month’s  lay¬ 
offs  and  the  planned  hirings  of 
some  new  sales  and  support 
workers.  Last  week,  the  com¬ 
pany  said  the  two  separate 
companies  will  have  a  com¬ 
bined  workforce  of  about  3,400 
people. 

In  addition,  the  company 
warned  that  it  expects  to  re¬ 
port  a  third-quarter  operating 
loss  of  $15  million  to  $24  mil¬ 
lion,  which  will  be  widened  by 
restructuring  charges  and  oth¬ 
er  one-time  expenses  totaling 
as  much  as  $90  million. 

Meanwhile,  the  Informix 
Software  database  operation 
will  try  to  breathe  new  life  into 
the  company’s  core  database 
technology.  The  database  com¬ 
pany,  which  expects  revenue  of 
$780  million  to  $800  million 
this  year  and  will  start  out  with 
2,300  employees,  is  expected 
to  be  run  by  Jim  Foy,  another 
former  Ardent  executive  who 


And  the  [business]  model  also 
is  to  build  out  infrastructure 
and  then  fill  it  up  to  a  high  per¬ 
centage  of  utilization  over  time. 
So  like  a  telecom  company, 
you’ll  be  able  to  look  at  us  from 
a  financial  standpoint  on  a  per- 
customer  basis  or  . . .  evaluate 
us  per  unit  of  capacity. 

Q:  Your  company  talks  about  build¬ 
ing  “Opsware  automation  technol¬ 
ogy.”  What  is  that? 

A:  It’s  software  that  we  built  for 
provisioning,  managing  and 
scaling  our  infra¬ 
structure.  We  do  pro¬ 
visioning  of  every¬ 
thing  but  the  CPUs. 
So  [it’s]  app  servers, 
databases,  customer 
code,  customer  con¬ 
tent,  networking  con¬ 
figurations,  security. 
It’s  provisioning  of 
that,  and  then  it’s 
[hardware]  manage¬ 
ment  of  that,  and 
then  it’s  scaling  of  that.  It 
makes  it  really  easy  for  people 
to  start  out.  It  also  makes  it 
very  easy  for  people  to  scale, 
because  if  you’re  growing,  you 
just  bring  [capacity]  online  as 
you  need  it  as  opposed  to 
having  to  make  a  capital  in¬ 
vestment.  ...  If  you  don’t  need 
it  the  next  month,  we  bring 
the  capacity  back  down  again. 
We  can  use  it  to  run  another 
customer.  ) 


was  named  a  senior  vice  presi¬ 
dent  at  Informix  last  month. 

In  an  attempt  to  revitalize  its 
database  sales,  Foy  said,  In¬ 
formix  has  a  new  technical  ar¬ 
chitecture  on  the  drawing 
board,  after  having  recently 
completed  a  detailed  analysis 
of  its  existing  technology. 

One  More  Chance 

Consulting  firm  AMR  Re¬ 
search  Inc.  in  Boston  described 
Informix’s  breakup  move  as  “a 
last-ditch  effort  to  reinvigo¬ 
rate”  the  company’s  database 
business. 

The  move  may  have  come 
too  late  to  help  Informix  take 
back  much  database  market 
share  from  Oracle  Corp.  and 
other  rivals,  AMR  said.  But,  the 
company  added,  the  new  man¬ 
agement  team  from  the  Ardent 
side  of  the  company  “is  show¬ 
ing  it  can  make  tough  deci¬ 
sions  and  is  ready  to  fight.”  I 


Informix  Splits  Into  2  Separate  Companies 


ANDREESSEN:“lt’s 
a  nasty  business” 


How  do  you  choose  a  UPS 

when  you  can't  even  guess  how 
many  critical  systems  you'll 
have  to  support  next  year? 


By  picking  a  UPS  scalable  to 
your  network  requirements, 
space,  and  budgetary  needs. 
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For  over  30  years,  Liebert  has  provided  power  protection  for  the  world's  most  critical 
systems.  We  designed  the  new  Nfinity "  UPS  to  carry  on  the  tradition  of  Liebert  reliability 
in  today's  critical  network  applications. 

The  modular  design  allows  you  to  configure  Nfinity  to  match  your  changing  power  needs,  and  all  modules  are  hot- 
swappable,  allowing  for  uninterrupted  performance  when  you  service  or  expand  the  system.  You’ll  find  redundancy 
and  patent  pending  intelligence  features  in  the  power  and  battery  modules,  power  bypass  systems,  communication 
paths,  and  system  controls.  No  other  UPS  achieves  that  tremendous  breadth  of  reliability. 


To  find  your  local  Liebert  Representative 
or  for  information  on  becoming  a  VAR: 

800-877-9222  dept.  NF1 


Nfinity  offers  superior  value.  It's  extremely  cost-efficient  to  operate  and  ships  preassembled  and  pretested,  eliminating 
costly  user  assembly  time.  You're  also  backed  by  Liebert's  service  organization  -  trained  and  staffed  to  support  you 
24x7x365.  For  complete  product  information,  visit  our  website  at  www.nf1.liebert.com. 

Nfinity  -  the  easily  scalable,  incredibly  intelligent,  remarkably  redundant  UPS  that  takes  systems  availability 
to  the  next  level. 

e  2000  Uebert  Corporation.  All  rights  reserved  throughout  the  world.  Specifications  subject  to  change  without  notice. 

All  names  referred  to  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


www.nfi.liebert.com 


info@liebert.com 

Liebert 

KEEPING  BUSINESS  IN  BUSINESS.® 
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H^jjl  piQ  |  j  ^he  editors  of  PC  World  magazir  ;  judged  hundreds  i  products  base  I  on  performance,  consistency,  innovation  an 

WORLD  CLASS  value.  Their  verdict?  “AMD’s  Athlon  Processor  is  a  superstar  in  all  four”  and  “Athlon-based  PCs  sprinted  to  the  top  of  our 


corporate  and  home  PC  charts."  These  are  just  a  few  of  the  reasons  that  they  chose  the  AMD  Athlon "  processor  as  “Product  of  the  Year."  You’d  think 
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we’d  be  used  to  this  by  now.  After  all,  AMD  Athlon  processors  have  already  won  more  than  65  awards  worldwide.  But  when  we  hear  things  like  “record- 
breaking  performance,”  “architecturally  superior  to  Intel  Pentium  III”  and  “the  first  to  hit  a  clock  speed  of  1  gigahertz,  beating  Intel  at  its  own  game,” 
we  still  can’t  help  but  grin.  You  will  too  when  you  see  what  an  AMD  Athlon  processor  can  do  for  your  productivity.  Log  on  to  www.amd.com/pcworld. 

©2000  Advanced  Micro  Devices,  Inc  AMD.  the  AMO  logo,  AMO  Athlon  and  combinations  thereof  are  trademarks  of  Advanced  Micro  Devices,  Inc.  Pentium  is  a  registered  trademark  of  Intel  Corporation.  See  July  2000  issue  of  PC  World  for  complete  article 
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MARYFRAN  JOHNSON 

Superman  syndrome 

HAVE  you  HEARD  THE  one  about  the  health  care  com¬ 
pany  searching  for  a  new  CIO?  It  isn’t  asking  for  much. 
Just  a  candidate  who  can  provide  outstanding  leader¬ 
ship  in  all  things  IT,  understand  finance  and  business 
operations,  grasp  the  nuances  of  clinical  processes, 


care  deeply  about  managed-care 
philosophies  and  (naturally)  have  an 
advanced  degree  in  a  health  care 
field  or  computer  science.  Leaping 
tall  buildings  in  a  single  bound  is  en¬ 
couraged  but  strictly  optional. 

I’m  not  making  any  of  that  up. 

Well,  maybe  the  part  about  leaping 
buildings.  But  when  you  look  across 
the  IT  careers  landscape  today,  it’s 
blanketed  with  a  crazy  quilt  of  ex¬ 
pectations  and  demands  that  seem 
as  out  of  whack  with  reality  as  dot¬ 
com  valuations  used  to  be.  Not  only 
is  the  nature  of  IT  work  changing 
and  growing,  but  so  too  is  the  long  list  of 
“must-have”  skills.  As  the  headline  on  a  Ca¬ 
reers  story  in  this  issue  (page  62)  aptly  de¬ 
scribes  it,  “Wanted:  Security  Superman.” 

Problem  is,  Superman  was  essentially  a  con¬ 
sultant.  He  flew  in  at  the  last  possible  minute, 
made  a  flashy  rescue,  nodded  heroically  to  the 
grateful  citizens  and  then  retreated  to  anonym¬ 
ity  as  mild-mannered  Clark  Kent.  He  had  a  lim¬ 
ited  repertoire  of  skills  (superhuman  strength. 
X-ray  vision  and  the  ability  to  fly)  that  were 
ideal  in  certain  dire  situations  but  pretty  use¬ 
less  the  rest  of  the  time.  He  wasn’t  a  leader.  He 
was  a  rescuer. 


When  you  think  about  the  kind  of 
IT  that  successful  companies  need 
today,  you  realize  how  the  Super¬ 
man  syndrome  causes  more  prob¬ 
lems  than  it  solves  and  actually  fuels 
all  the  wrong  expectations.  Super¬ 
heroes  can’t  be  bogged  down  with 
mundane  chores  like  leading  diverse 
teams,  managing  people,  seeking 
opinions  from  their  business  col¬ 
leagues,  sanity-checking  their  own 
technology  biases  or  thinking  about 
customer  needs.  Step  aside,  please. 
There’s  a  building  to  leap. 

Of  course,  Superman’s  days  may 
be  numbered  anyway,  if  the  world  as  seen  by  a 
handful  of  futurists  materializes  (see  “Darker 
Days  Ahead,”  page  57).  They  claim  that  the  IT 
worker  shortage  will  vanish  within  five  years 
as  non-IT  people  flock  to  the  field  and  that  the 
globalization  of  technical  skills  will  disperse 
software  development  around  the  world.  They 
also  say  the  best  IT  people  will  emerge  as  the 
ones  with  “soft”  skills  in  managing,  communi¬ 
cating  and  leading. 

The  pundits  are  probably  dead  wrong  about 
the  details  but  right  on  about  the  trends. 

So  let’s  call  off  the  search  for  Superman.  He 
never  was  much  of  a  team  player,  anyway.  I 


MARYFRAN  JOHNSON  is 

editor  in  chief  of  Comput- 
erworld.  You  can  contact 

her  at  maryfranjohnson® 
computerworld.com. 
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ERIK  SHERMAN 

Don’t  neglect 
desktop  when  it 
comes  to  security 

Microsoft  finally  allows 
some  user  control  of  cookies 
with  Internet  Explorer.  Napster 
appears  on  tens  of  millions  of  PCs,  and 
security  experts  wonder  if  hackers  could 
use  it  to  invade  a  system.  Advocacy 
groups  express  alarm  at  the  amount  of 
user  profiling  on  many  corporate  sites. 

Issues  for  consumers?  Of  course,  but  don’t 
shrug  them  off.  Client  security  has  become  the 
most  neglected  and  vulnerable  link  in  the  corpo¬ 
rate  IT  infrastructure. 

Sometimes  the  problem  is  blatant,  like  unse¬ 
cured  dial-in  lines  con¬ 
nected  directly  to  a  PC. 

According  to  George 
Kurtz,  one  of  the  authors 
of  Hacking  Exposed  (Os- 
borne/McGraw  Hill;  1999) 
and  CEO  of  Foundstone 
Inc.,  a  security  consulting 
company,  it’s  possible  to 
break  into  a  corporate  net¬ 
work  through  dial-up  con¬ 
nections  more  than  90%  of 
the  time.  That  risk  extends 
to  the  home,  where  PCs  — 
especially  with  always-on, 
high-speed  Internet  con¬ 
nections  —  get  probed  10  to  20  times  a  day. 

Since  most  home  PCs  aren’t  configured  to  de¬ 
tect  and  repel  such  advances,  the  chances  are  sig¬ 
nificant  that  the  more  criminally  minded  could 
take  over  such  machines.  Add  a  VPN  connection 
into  a  company’s  network,  and  the  entire  business 
—  potentially  —  is  laid  open.  Software  such  as 
Napster  or  Gnutella  actually  invite  outsiders  onto 
a  hard  drive  to  swap  MP3  files.  Can  a  user  get 
anything  more  than  music?  There  have  been  no 
reports  of  a  security  failure  in  such  applications, 
but  who  would  have  thought  a  flaw  in  Microsoft 
Outlook  (now  corrected)  would  allow  hackers  to 
have  it  run  software,  like  a  virus,  for  them?  Bet¬ 
ting  on  the  invulnerability  of  code  is  like  using 
the  lottery  as  a  sole  form  of  retirement  planning. 
Think  Napster  is  missing  from  your  clients?  Kurtz 
tells  of  finding  the  program  on  the  production 
server  of  a  major  e-commerce  company. 

And  it  gets  worse.  Imagine  that  someone  could 
look  over  the  shoulders  of  developers,  engineers, 
marketing  people  and  business  planners  to  track 
the  Web  sites  they  opened.  Those  performing 
product  or  market  research  on  the  Web  could 
leave  a  visible  trail.  Such  information  would  be  a 
gold  mine  to  competitors.  Even  cookies  could 
provide  much  of  this  information,  let  alone  sur¬ 
reptitiously  placed  sniffer  programs,  and  we 


erik  sherman  is  a  writer 
in  Marshfield,  Mass.,  who 
regularly  covers  technol¬ 
ogy  and  business  issues. 

Contact  him  at 
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haven’t  even  started  talking  about  breaking  into 
e-mail.  Whether  the  competitor  does  the  actual 
snooping  or  simply  buys  the  information  from  a 
third  party  is  immaterial. 

Security  spending  and  awareness  are  typically 
directed  toward  servers.  It’s  time  to  remember 
that  the  biggest  breach  happens  at  the  weakest 
link  in  the  chain:  the  desktop.  Corporations 
should  treat  client  machines  seriously  by  thor¬ 
oughly  examining  security  and  updating  end-user 
policies.  Insist  that  Internet  software  vendors 
provide  strong  privacy  control.  Sure,  adding  such 
abilities  means  that  gathering  information  on 
your  customers  would  be  harder,  and  that  would 
make  the  marketing  department  unhappy,  but  is 
selling  an  extra  widget  to  John  Smith  really  worth 
leaving  the  company’s  back  door  unlocked?  I 

DAVID  MOSCHELLA 

The  laptop  era 
is  nearing  its  end 

HOW  LONG  DO  you  think  it  will  be 
before  traveling  businesspeople 
mostly  leave  their  laptops  at  the 
office,  or  perhaps  dispense  with  them  al¬ 
together?  In  a  world  with  more  than  half 
a  billion  PCs  in  use,  the  idea  of  schlep¬ 
ping  your  own  machine  around  just  to 
connect  to  the  Internet  has  clearly  seen 
its  day.  The  only  question  is  how  quickly 
this  unwanted  weight  will,  literally,  be 
taken  off  our  shoulders. 

Since  I  mostly  carry  a  laptop  to  keep  up  with  my 
e-mail,  I  see  this  issue  in  two  main  questions:  How 
well  do  pure  Web-based  e-mail  systems  work?  And 
how  easy  is  it  to  get  access  to  a  PC  or  some  other 

Web-enabled  device  from 
wherever  I  am  likely  to  be? 
Sadly,  in  both  areas,  there 
are  still  quite  a  few  obsta¬ 
cles,  but  real  improvements 
are  clearly  on  the  way. 

My  company  uses  Web- 
based  e-mail  from  an  ASP 
that  has  been  recognized 
as  a  market  leader.  Yet  de¬ 
spite  this  impressive  cre¬ 
dential,  the  company’s 
pure  e-mail  experience  re¬ 
mains  inexplicably  slow.  A 
service  that  works  great 
when  client  software  such 
as  Microsoft  Outlook  re¬ 
sides  on  a  particular  PC 
somehow  turns  to  sludge  when  accessed  through 
any  standard  browser.  Suffice  it  to  say  that  if 
you’re  thinking  about  relying  solely  on  Web-based 
e-mail,  don’t  take  response  times  for  granted. 

On  a  more  positive  note,  keeping  up  with  my 
personal  e-mail  while  away  from  home  has  never 
been  easier.  For  the  past  few  months,  I  have  been 


DAVID  MOSCHELLA  is  vice 
president  of  knowledge 
strategy  at  Meansbusi- 
ness,  a  Boston-based  In¬ 
ternet  start-up  that's 
building  a  database  of 
ideas.  Contact  him  at 

dmoschella@aarthlink.net. 


using  a  free  service  called  Mail2Web.  From  any 
PC  with  a  Web  browser,  I  can  read  and  reply  to 
mail  sent  to  my  Earthlink  address.  The  service  is 
so  simple  and  fast  that  I’m  surprised  most  ISPs 
don’t  offer  this  capability  themselves.  It’s  nice  not 
to  come  home  to  an  overflowing  in-box. 

Unfortunately,  getting  access  to  PCs  while  trav¬ 
eling  remains  much  more  difficult  than  necessary. 
Even  though  in-room  Internet  access  would  mean 
much  more  to  business  travelers  than  warm  cook¬ 
ies,  VCRs  or  bonus  points,  few  hotels  have  re¬ 
sponded.  The  one  I  stayed  in  earlier  this  month  in 
London  was  typical.  The  business  center  was  open 
from  7  a.m.  until  10  p.m.,  offering  two  Internet-con¬ 
nected  PCs  at  a  rate  of  $25  for  30  minutes.  If  used 
just  four  hours  a  day,  that’s  $7,300  per  year  per  PC. 

Fortunately,  an  attractive,  partial  solution  is  al¬ 
ready  available.  Until  hotels  and  airports  get  their 
acts  together,  businesspeople  should  rely  upon 
one  another’s  PCs.  Just  as  companies  provide  vis¬ 


itors  with  beverages,  bathrooms  and  phones, 
courtesy  will  soon  require  asking  if  a  guest  would 
like  to  connect  to  the  Internet.  By  spending  a  lit¬ 
tle  time  online  before  or  after  business  visits, 
travelers  could  avoid  having  to  slog  through  their 
messages  when  they  get  back  to  their  hotels. 

Think  about  it.  Road-warrior  psychology  might 
soon  turn  full  circle.  Not  having  a  laptop  could 
suddenly  become  cool,  while  having  to  lug  around 
an  expensive  machine  just  to  use  your  outdated 
client  software  could  become  almost  as  embarrass¬ 
ing  as  not  having  e-mail  became  in  the  mid-1990s. 

I’ve  always  thought  that  in  a  truly  network-cen¬ 
tric  era,  client/server  e-mail  products  such  as  Out¬ 
look  and  Notes  should  be  unnecessary.  We’re  not 
there  yet.  But  as  networks  become  faster,  Web  ser¬ 
vices  become  more  sophisticated,  and  business  ne¬ 
tiquette  evolves,  the  end  is  coming  into  sight.  And 
as  the  client/server  model  fades,  carrying  your  own 
client  will  become  the  exception,  not  the  rule.  I 
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Survey  freeze-out 

I  WAS  DISAPPOINTED 
that  Computer-world’s 
Annual  Salary  Survey 
[“Rising  in  Riches,”  Busi¬ 
ness,  Sept.  4]  once  again 
ignored  my  profession, 
technical  writing.  Tech¬ 
nical  writers  are  a  key 
component  in  the  soft¬ 
ware  development 
process,  documenting 
everything  from  pro¬ 
gramming  standards  to 
operations  documents  to 
user  materials.  We  also 
frequently  participate  in 
creating  design  docu¬ 
ments,  standards,  sales 
proposals,  sales  material, 
configuration  manag- 
ment  documentation, 


The  nerve  of 

Amazon,  charging 
different  cus¬ 
tomers  different  prices 
for  the  same  product 
[“Customers  Balk  at  Vari¬ 
able  DVD  Pricing,”  News, 
Sept.  11].  It’s  shocking,  I 
say,  shocking,  that  Ama¬ 
zon.com  would  be  so  dis¬ 
honest  as  to  base  pricing 
on  browser  preferences, 
frequency  of  purchase  or 
ISP.  Are  customers  also 
directing  their  anger 
against  grocery  chains, 
chain  stores,  gas  stations 
and  car  dealers? 

As  long  as  it  isn’t  a 
publicly  advertised  sale 
item,  an  item  sold  by  a 


test  scripts,  functional 
descriptions  and  more. 

Diana  M.  Ost 

Documentation  administrator/ 
webmaster 
Tampa,  Fla. 
Diana_0st@excite.com 

The  hype  for  ClearType 

IN  RUSSELL  Kay’s  arti¬ 
cle  “Copy  Protection: 
Just  Say  No”  [Tech¬ 
nology,  Sept.  4],  he  refers 
to  “ClearType’s  techno¬ 
logical  brilliance.”  That’s 
somewhat  like  someone 
touting  the  virtues  of 
antiskid  brakes  on  a  new 
car.  ClearType  is  old 
technology,  which  re¬ 
moves  its  polish.  I  am  not 
disputing  the  usefulness 


grocery  chain  can  have 
different  prices  in  adja¬ 
cent  postal  codes  and 
even  in  different  neigh¬ 
borhoods  within  the 
same  postal  code.  Then 
there  are  the  mailings 
sent  to  repeat  customers 
of  Company  Y.  Some 
customers  will  get  a  15%- 
off  coupon,  some  25%, 
some  10%.  The  value  of 
the  coupon  depends  on 
how  much  they  spent 
with  Company  Y  over 
the  previous  x  months. 
Most  companies  practice 
variable  product  pricing: 
Amazon  is  no  different. 
N.  Young 
Addison,  III. 


of  subpixel  technology: 
however,  Microsoft  didn’t 
do  anything  new  here. 

Dan  Van  Fleet 

IT  manager 

Equity  Land  Title  Agency  Inc. 
Vandalia,  Ohio 
danvanf@yahoo.com 

Russell  Kay  responds:  It’s 
true  that  the  technology 
(or  at  least  the  idea  of  it) 
was  demonstrated  many 
years  ago,  but  there  was 
no  real-world  presence  or 
technology  until  Micro¬ 
soft  decided  to  do  some¬ 
thing  with  it,  and  that’s 
what’s  worthy  of  praise 
and  recognition. 

Know  your  security 

Your  article 

about  security  cer¬ 
tifications  [“Se¬ 
cure  With  Your  Security 
Pros,”  Technology,  Aug. 
14]  points  out  the  need  for 
employers  and  recruiters 
to  understand  exactly 
what  they  require  to  fill  a 
job  opening.  The  differ¬ 
ence  that  prospective  em¬ 
ployers  and  recruiters 
should  be  aware  of  is  that 
if  they  are  looking  for  a 
senior  level  “hands-on” 
engineer  type,  they 
should  look  for  a  GIAC 
certification.  But  if  they 
need  a  senior  manager  or 
consultant,  they  should 
look  for  a  CISSP. 

Personally,  I  would 
want  my  hands-on  securi¬ 
ty  team  members  to  ob¬ 


tain  at  least  one  GIAC 
certification,  and  I  would 
want  my  management 
and  consulting  teams  to 
at  least  have  their  CISSP 
certification,  and  if  they 
had  a  GIAC  certification, 
that  would  be  even  better. 
Michael  D.  Tonick,  CISSP 
Senior  security  consultant 
Perot  Systems  Corp. 

Dallas 


Somebody’s  watching 

AS  I  RESPONDED  to 
Computerworld’ s 
Sept.  13  online 
survey  —  “Should  com¬ 
panies  be  barred  from  se¬ 
cretly  monitoring  work¬ 
ers’  e-mail  and  Internet 
usage?”  —  I  couldn’t  help 
but  wonder  if  anyone  in 
my  company  was  secret¬ 
ly  observing  and  making 
note  of  my  “yes”  vote. 

And  now  as  I  send  this 
e-mail . . . 

Jack  Kaufman 
Senior  programmer/analyst 
Ingersoll-Rand  Corp. 

Athens,  Pa. 

More  Letters,  page  44 

COMPUTERWORLD  welcomes 
comments  from  its  readers. 
Letters  will  be  edited  for  brevity 
and  clarity.  They  should  be  ad¬ 
dressed  to  Jamie  Eckle,  letters 
editor,  Computerworld,  P0  Box 
9171, 500  Old  Connecticut  Path, 
Framingham,  Mass.  01701. 

Fax:  (508)  879-4843.  Internet: 
letters@computerworld.com. 
Include  an  address  and  phone 
number  for  immediate  verification. 


Amazon’s  pricing  scheme  is  nothing  unusual 
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POINT  OF  VIEW 


Datacenter  Solutions  Lab  reflects  close 
Compaq-Microsoft  relationship 

Compaq  has  demonstrated  its  commitment  to 
Microsoft  Windows  2000  Datacenter  with  its 
Datacenter  Solutions  Lab,  which  will  be 
staffed  by  Compaq  and  Microsoft  personnel 
and  located  close  the  Microsoft  campus. 
www.windows2000advantage.com/pov/ 
09-11-00_datacenter.asp/300 


TECH  EDGE 


XML’s  critical  role  in  the  .NET  Framework 

This  articles  show  a  technical  snapshot  of 
XML  in  the  Microsoft  .NET  Framework  and 
identifies  key  product  components  such  as 
BizTalk  2OO0  and  SQL  Server  2000  that 
encompass  the  implementation  of  .NET. 
www.windows2000advantage.com/tech_edge/ 
09-04-00_xml.asp/300 


Microsoft's  Bruce  Olson:  Working  with 
Compaq  on  Microsoft  Windows  2000 
Datacenter  Server 

As  account  manager  -  Enterprise  Servers  for 
U.S.-OEM  Multinational  Accounts,  Bruce  Olson 
focuses  primarily  on  the  relationship  between 
Microsoft  and  Compaq. 
www.windows2000advantage.com/qa/ 
09-04-00_olson.asp/300 
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COLUMNS 


Ready,  Set,  Migrate!  Let  the  2000 
Games  Begin 

Olivier  J.  Thierry  believes  there  is  a  parallel 
between  the  preparation  required  to  compete 
in  the  2000  Olympic  games  and  the  prepara¬ 
tion  required  for  the  migration  and  deploy¬ 
ment  of  Microsoft  Windows  2000. 
www.windows2000advantage.com/columns/ 
09-11-00_migrate.asp/300 


CASE  STUDIES 


PRIMUS  selects  Compaq  to  launch  U.S. 
data  center 

PRIMUS  Telecommunications  Group  Inc. 
selected  Compaq  to  provide  a  full  suite  of 
professional  services  and  an  integrated  appli¬ 
cation  service  provider  infrastructure  -  based 
on  Windows  2000. 
www.windows2000advantage.com/ 
case_studies/08-14-00_primus.asp/300 


COLUMN  > 


Windows  2000  relationship  to 
Microsoft's  .NET  initiative 

The  .NET  Framework  is  based  largely  on  the  Next  Generation 
Windows  initiative  announced  earlier  this  year  by  Microsoft 
Chairman  Bill  Gates.  Coming  on  the  heals  of  the  February 
release  of  Microsoft  Windows  2000,  some  questions  were  raised 
concerning  the  future  role  of  the  new  operating  system  within 
.NET.  Let's  preface  this  article  with  a  clear  statement  that 
Windows  2000  is  the  centerpiece  of  the  .NET  initiative.  The 
current  .NET  beta  code  is  designed  to  layer  within  Windows 
2000  and  to  fully  utilize  the  most  powerful  features. 

For  the  full  story,  visit:  www.windows2000advantage.com/300 


CASE  STUDY  > 

Windows  2000  fever  can  be  infectious, 
just  ask  Datareturn.com 

After  thoroughly  testing  Microsoft  Windows  2000  Advanced  Server  as 
part  of  Microsoft's  Joint  Development  Program,  Datareturn.com,  a  Web 
co-location  service,  lost  no  time  migrating  its  own  Web  site,  and 
customers'  shared  Web  servers.  These  are  the  systems  over  which  it 
has  operating  system  revision  control,  says  Jason  Lochhead 
Datareturn.com's  CTO.  It's  up  to  the  customers,  however,  when  to  move 
their  dedicated  application  servers  from  Microsoft  Windows  NT  Server 
4.0  to  Microsoft  Windows  2000,  Lochhead  notes,  and  some  customer 
are  taking  their  time  preparing  for  the  move,  he  adds. 

For  the  full  story,  visit:  www.windows2000advantage.com/ 
case_studies/09-18-00_infectious.asp/300 


MOMENTUM  SERIES  > 

Compaq  bolsters  commercial  desktop  line 
with  Deskpro  EX 

Compaq  completed  the  redesign  of  its  commercial  desktop  line 
with  the  introduction  of  the  Compaq  Deskpro  EX.  Compaq  will 
also  expand  the  Deskpro  commercial  desktop  line  and  the 
Armada  commercial  notebook  line  to  include  new  Deskpro  EXS, 
Armada  E500S  and  Armada  100S. 

For  the  full  story,  visit:  www.windows2000advantage.com/ 
momentum/09-18-00_deskpro.asp/300 


www.Windows2000Advantaae.com/300 


TECH  EDGE  > 

Two  Microsoft  packages  achieve  Unix  functionality 
and  interoperability  with  Windows  2000 

As  Microsoft  Windows  2000  is  increasingly  deployed,  the  issue  of 
integration  and  co-existence  with  Unix  will  become  increasingly  important. 
Fortunately,  Microsoft  Windows  2000  already  adheres  to  many  standards 
common  to  many  variants  of  Unix  including  Domain  Name  System  (DNS), 
Dynamic  Host  Configuration  Protocol  (DHCP),  Lightweight  Directory 
Access  Protocol  (LDAP)  and  Kerberos.  Third-party  software  solutions  such 
as  Samba  can  facilitate  file  system  sharing. 

For  full  story,  visit:  www.windows2000advantage.com/tech_edge/ 
09-18-00_unix.asp/300 


2000  GENERATION  > 

Upgraded  SQL  Server  2000  facilitates  Web- 
based  applications,  offers  increased  reliability 
and  scalability 


With  the  upcoming  release  of  SQL  Server  2000,  Microsoft 
has  an  opportunity  to  play  in  the  major  leagues  when  it 
comes  to  enterprise-grade  database  servers.  The  new 
version  -  scheduled  to  ship  this  fall  -  has  received  a 
series  of  major  improvements  in  four  areas:  Web 
applications,  reliability,  scalability  and  data  analysis. 

For  the  full  story,  visit: 
www.windows2000advantage.com/2000gen/ 
08-21-00_sql.asp/300 


QUOTE  OF  THE  WEEK  > 

“With  Windows  2000  and  Compaq 
ProLiant  8-ways,  we  can  add  bigger 
blocks  of  processing  power,  which 
means  we  need  fewer  machines.  This 
in  turn  has  greatly  simplified 
management  of  server  farms." 

—  Jason  Lochhead,  CTO 
Datareturn.com 


What  Is  Windows  2000  Advantage? 

The  editorial  mission  of  Windows  2000  Advantage  is  to  become 
your  primary  source  of  timely,  useful  information  for  planning 
and  implementing  Microsoft  Windows  2000  on  Compaq  solu¬ 
tions  and  services. 

Windows  2000  Advantage  is  a  Web-oniy  magazine  because 
that  lets  us  bring  you,  the  IT  leader,  great  stories  that  apply  to 
your  day-to-day  work.  We'll  keep  you  up  to  date  with  a  weekly 
e-mail  alert  so  you  don't  miss  a  thing. 

Windows  2000  Advantage  is  underwritten  by  Microsoft  and 
Compaq.  Its  charter  is  to  address  the  issues  that  most  concern 
IT  managers  charged  with  keeping  their  companies  on  top  of 
the  latest  and  best  solutions  Microsoft  and  Compaq  have  to 
offer.  Toward  that  goal,  we  offer  a  wide  range  of  stories  includ¬ 
ing  case  studies,  columns  and  news  to  provide  you  with  infor¬ 
mation  you  can't  find  anywhere  else. 


www.Windows2000Advantaae.com/300  j 


QUICKPOLL  > 

\ 

How  important  is  wireless 
networking  technology  to 
your  company  over  the 
next  two  years? 


Cast  your  vote  now  at: 


31% 

Somewhat 

important 


15% 

Very 
Important 


38% 

Extremely 

important 


16% 

Not 

important 


i 


WWW.WindOWS2000AdVantage.com/300  Base:  53  Respondents 


Microsoft  COMPAQ. 
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NEWSOPINION 


GEOFFREY  JAMES 

Beware  of 
consultants 
peddling  snake  oil 

IF  LARGE  IT  projects  were  sold  like 
snake  oil,  maybe  people  wouldn’t  be 
so  surprised  to  learn  that  40%  of 
them  end  in  utter  failure,  according  to 
surveys  conducted  by  The  Standish 
Group.  Another  33%  are  “challenged,” 
meaning  that  they  were  completed  late, 
over  budget  or  with  fewer  features  and 
functions  than  originally  specified. 

The  failure  of  a  large  IT  project  can  involve 
huge  cost  overruns,  drive  a  company  out  of  busi¬ 
ness  and  even  (God  forbid)  get  a  CIO  fired.  Many 

IT  executives  believe  they 
can  prevent  such  failures 
by  hiring  consulting  firms 
to  do  their  development 
for  them.  But  that  can  be  a 
really  bad  idea,  because 
while  many  IT  consul¬ 
tants  have  high  business 
ethics,  some  firms  are  still 
engaged  in  business  prac¬ 
tices  that  would  put  a  sea¬ 
soned  con  man  to  shame. 

One  common  consult¬ 
ing  scam  is  the  “bait  and 
switch.”  In  this  game,  the 
consulting  firm  sends  high-powered  partners  to 
make  the  sale  to  top  management,  with  the  clear 
implication  that  these  luminaries  will  be  working 
on  the  project.  But  when  the  project  actually  be¬ 
gins,  it’s  staffed  by  MBAs  right  out  of  college. 

This  allows  the  consulting  firm  to  charge  big 
hourly  fees  to  the  client  while  paying  its  employ¬ 
ees  entry-level  wages. 

Another  frequently  used  consulting  scam  is  the 
“big  string-along.”  This  is  when  the  consulting 
firm  encourages  the  client  to  keep  adding  fea¬ 
tures  and  functions,  so  that  the  project  is  never 
completed.  Each  new  feature  adds  more  dollars  to 
the  consultant’s  bottom  line  because  there’s  very 
little  additional  sales  cost. 

One  of  the  cleverest  consulting  scams  is  the 
“blame  the  victim”  routine.  In  this  scenario,  the 
consultant  builds  a  paper  trail  (often  beginning 
before  the  project  commences)  that  documents 
everything  the  client  did  that  might  lead  to  proj¬ 
ect  failure.  That  way,  the  consultant  can  turn 
around  and  blame  the  client  when  the  project 
goes  south. 

Unscrupulous  consultants  have  numerous 
ways  of  covering  their  tracks.  Some  ask  a  client’s 
low-level  employee  to  sign  a  document  saying 
that  a  particular  piece  of  software  is  up  and  run¬ 
ning  before  it  has  been  adequately  tested.  That 
way,  if  the  client  ever  tries  to  sue,  the  consultant 


can  produce  a  legal  document  saying  that  every¬ 
thing  was  hunky-dory  when  delivered. 

Like  most  con  artists,  consulting  firms  rely 
upon  the  silence  of  their  victims  to  avoid  detec¬ 
tion.  Let’s  face  it  —  most  IT  managers  figure  it’s 
best  to  keep  their  mouths  shut  and  hope  for  the 
best  when  a  big  IT  project  goes  south.  After  all, 
who  wants  to  stand  up  in  front  of  the  board  of 
directors  and  admit  that  they  invited  the  foxes 
into  the  henhouse? 

What’s  ironic  about  this  is  that  many  IT  con¬ 
sultants  are  completely  unaware  that  they’re  do¬ 
ing  anything  unethical.  One  of  the  most  telling 
moments  in  the  1962  Oscar-winning  movie  The 
Music  Man  is  when  archetypal  con  man  Harold 
Hill  is  confronted  with  the  fact  that  he’s  selling 
musical  instruments  even  though  he  has  no 
intention  of  teaching  his  would-be  students  how 
to  use  them.  Hill,  crestfallen,  reveals  the  psychol¬ 
ogy  of  a  successful  con  man:  “I  always  believe 
that  there’s  a  band,  kid.” 

In  other  words,  con  men,  like  some  consul¬ 
tants,  are  at  their  most  persuasive  when  they’re 
believing  their  own  BS.  May  the  client  beware.  I 

MICHAEL  GARTENBERG 

What  do  you  want 
from  the  Internet 
of  tomorrow? 

IF  THE  FILM  The  Graduate  were  being 
made  today,  the  advice  given  to  Dustin 
Hoffman  wouldn’t  be  “plastics”  but 
rather,  “wireless.”  New  cell  phones  come 
Internet-equipped  and  include  tiny 
browsers.  The  experts  are,  of  course, 
already  speaking  of  trillion-dollar  markets.  But 
is  the  next-generation 
Internet  the  wireless  Web? 

Or  is  wireless  more  hype 
than  reality? 

The  problem  is  that 
many  within  the  industry 
are  confusing  the  next 
generation  of  the  Internet 
and  the  Web  as  being  nec¬ 
essarily  wireless  in  nature. 

This  is  a  mistake,  confus¬ 
ing  the  transport  of  infor¬ 
mation  with  the  actual 
functionality.  Today’s  Web 
isn’t  primarily  about  trans¬ 
port  and  wasn’t  successful 
because  of  HTTP  or  mfchaalo@dell9t.com. 

TCP/IP.  The  key  to  the 

success  of  the  Internet  of  today  and  tomorrow  is 
the  delivery  of  services  and  functions. 

Future  Internet  platforms  will  share  little  in 
common  with  the  prevalent  platform  of  today, 
namely  the  PC.  While  the  PC  will  continue  to 
exist  as  a  critical  information  device  for  many 
individuals,  many  additional  devices  will  supple¬ 


ment  it.  One  of  the 
first  will  be  the  cell 
phone,  which  is 
leading  the  charge 
that  the  next  itera¬ 
tion  of  the  Internet 
will  be  wireless  in 
nature.  The  truth  is 
that  wireless  de¬ 
vices  are  merely 
the  next  step  in  the 
evolution  of  the  In¬ 
ternet,  much  as  the 
Web  changed  the 
face  of  the  Internet 
in  the  early  ’90s. 

The  essence  of 
the  next  generation 
of  the  Internet  is 
that  it  will  be  very  different  from  today’s  wired 
Web.  Today’s  Internet  is  dominated  by  the  PC 
platform.  That  implies  high-bandwidth  connec¬ 
tions,  large  color  screens  and  complicated  operat¬ 
ing  systems  such  as  Windows  and  Linux.  The  de¬ 
vices  of  the  next  generation  may  not  share  any  of 
these  attributes.  The  result:  It  will  be  critical  that 
the  applications  created  for  the  next  generation 
of  the  Internet  for  commercial  business  use  don’t 
merely  mimic  the  existing  PC-centric  applications 
of  today.  Rather,  these  new  applications  must 
either  add  functions  to  today’s  applications  or  be 
entirely  new  in  nature  and  function. 

Have  you  ever  tried  to  use  a  Web-enabled  cell 
phone  to  do  something  as  mundane  as  purchasing 
a  book?  It’s  an  overly  complicated  process  that 
most  people  won’t  put  up  with  (except  for  possi¬ 
bly  the  technologically  infatuated,  who  will  en¬ 
dure  the  hassle  so  they  can  tell  people  how  they 
ordered  a  book  from  their  phones).  While  most 
people  won’t  want  to  purchase  books  or  airline 
tickets  from  their  cell  phones,  air  travelers  might 
be  interested  in  knowing  when  there  is  a  gate 
change,  or  if  the  flight  is  delayed  or  canceled. 

This  is  precisely  that  type  of  application  that 
extends  existing  functionality. 

But  that’s  only  half  the  story.  The  next  genera¬ 
tion  of  the  Web  will  also  enable  new  types  of  ap¬ 
plications  and  services  that  couldn’t  exist  on  the 
current  Internet.  For  example,  the  ability  to  have 
a  single  device  that  enables  a  person  to  search  for 
an  item,  compare  prices,  get  directions  to  the 
merchant,  check  inventory  and  use  the  device  to 
pay  for  the  item  is  a  reality  that’s  coming  soon. 

But  these  functions  aren’t  limited  to  wireless 
devices  and  cell  phones.  The  wireless  connection 
will  open  the  door  to  a  whole  new  class  of  de¬ 
vices  that  will  enable  new  types  of  commerce, 
communication  and  connectivity. 

IT  departments  need  to  spend  time  now  look¬ 
ing  at  new  devices  and  how  they  can  and  will  be 
implemented  and  deployed.  Existing  applications 
need  to  be  reviewed  for  how  they  will  be  present¬ 
ed  on  next-generation  devices  both  in  terms  of 
display  and  business  logic.  The  key  is  to  focus  on 
the  functionality  and  not  just  the  transport. 

What  are  you  doing  to  prepare  for  the  next 
generation?  I 


GEOFFREY  JAMES 

( www.geoffreyjames.com) 
is  the  author  of  numerous 
books  and  articles  on 
high-tech  business. 


MICHAEL  GARTENBERG, 

former  vice  president 
and  research  area  direc¬ 
tor  at  Gartner  Group  Inc., 
is  looking  for  the  next 
generation  of  Internet 
technologies.  He  can  be 
reached  at 


The  Web  of 
today  and 
tomorrow  is 
about  more 
than  just 
wireless. 


simplify  LAN  maintenance  with  inteLpro/l  00  network  adapters,  with  singledriver 

technology,  you  can  install  and  maintain  your  network  connections  using  just  one 
cd.  one  solution  from  top  to  bottom,  from  pcs  to  servers  to  notebooks,  the  result: 
valuable  time  and  money  saved,  this  is  just  one  of  the  many  new  ways  intel 
adapters  are  solving  problems  you  never  thought  adapters  could  solve,  make  sure 
you  specify  intel  adapters,  because  in  the  surge  economy,  lost  minutes  take 
months  to  make  up  for.  ( intelligent  way  to  connect  -»  intel.com/go/singledriver ) 


ne  work  maintenance  can  take 
up  2 f%  of  your  time. 


OPOOO  Intel  Corporation.  Intel  is  a  registered  tradema 
Headline  source:  IDC's  1998  Network  Support  and  Inti 
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Finally,  a  server  that  not  only  fits  your  company's  needs,  but  also  fits  in  your  company.  The  Dell™  PowerEdge™  2450, 
with  its  ultrathin  2U  form  factor,  allows  up  to  21  servers  and  42  processors  in  a  42U  Dell  rack.  But  don't  let  its  size 
fool  you.  Like  Dell's  complete  line  of  servers,  it  packs  a  lot  of  power.  With  dual  Intel®  Pentium®  III  processor  capability 
at  up  to  933MHz  and  133MHz  Front  Side  Bus,  the  PowerEdge  2450  will  give  your  company  all  the  computing  power 
(and  elbowroom)  it  needs. 


DELL  M  SERVERS: 


DELL™  POWEREDGE™  1300 


Affordable  Entry  Level  Server 

■  Intel®  Pentium®  III  Processor  at  700MHz  (up  to  800MHz) 

■  Dual  Processor/RAID  Capable 

■  64MB  100MHz  ECC  SDRAM  (up  to  1GB) 

■  9GB5  7200  RPM  Ultra-2/LVD  SCSI  HD  (up  to  36GB5) 

■  144GB  Internal  Storage  Capacity 

■  NIC  &  Integrated  SCSI  Controllers;  48X  Max  CD-ROM 

■  Dell™  OpenManage™  Server  Management  Solutions 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 


DELL  POWEREDGE™  2450 


Ultra-Slim  (2U)  Rack-Optimized  Server 

■  Intel®  Pentium®  III  Processor  at  733MHz  (up  to  933MHz) 

■  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  9GB5 10K  RPM  Ultra3  SCSI  HD  (up  to  36GB5) 

■  Up  to  180GB  Hot-swappable  Internal  Storage  Capacity 

■  Integrated  NIC/SCSI  Controllers;  24X  Max  CD-ROM 

■  Dell™  OpenManage™  Server  Management  Solutions 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 


$13990 


E-VALUE  CODE 
31345-290913 


BUSINESS  LEASE:  $39/MO.,48  MOS.” 

■  Small  Business  Upgrade  Bundle,  add  $1877 

■  2nd  Intel®  Pentium®  III  Processor  at  700MHz,  add  $699 


DELL  POWEREDGE™  2450 


$29390 


E-VALUE  CODE 
31345-290929 


BUSINESS  LEASE:  $81/MO.,48  MOS.” 

■  Single-channel  RAID  with  64MB  Cache,  add  $299 

■  MS®  Windows®  2000  Server,  add  $799 


DELL  POWEREDGE  4400 


Ultra-Slim  (2U)  Rack-Optimized  Server 

■  Intel®  Pentium®  III  Processor  at  733MHz  (up  to  933MHz) 

■  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  9GB5 10K  RPM  Ultra3  SCSI  HD  (up  to  36GB5) 

■  Up  to  180GB  Hot-swappable  Internal  Storage  Capacity 

■  Embedded  Single-channel  RAID  with  64MB  Cache 

■  Redundant  Hot-swappable  Power  Supplies 

■  Integrated  NIC/SCSI  Controllers;  24X  Max  CD-ROM 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 

<1*  OAAO  E-VALUECODE 

OHO  /  31345-290934 

BUSINESS  LEASE:  $96/MO.,48  MOS." 

■  Red  Hat®  Linux™  6.2,  add  $1X9  SO 


Departmental  Server 

■  Intel®  Pentium®  III  Xeon™  Processor  at  800MHz 
(up  to  933MHz) 

■  Dual  Processor/RAID  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  4GB) 

■  9GB5  7200  RPM  Ultra3  SCSI  HD  (up  to  73GB  10K  RPM) 

■  Up  to  510GB  Hot-swappable  Internal  Storage  Capacity 

■  Integrated  NIC/SCSI  Controllers;  40X  Max  CD-ROM 

■  Dell™  OpenManage™  Server  Management  Solutions 

■  1-Yr  DirectLine®  Network  Operating  System  Support 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 

E-VALUECODE 

HOOV  31345-290946 

BUSINESS  LEASE:  $128/MO.,48  MOS." 

■  Dual-channel  RAID  with  64MB  Cache,  add  $899 


DM10COM 


USE  THE  E-VALUE  CODE  TO  GET  EXACTLY  WHAT  YOU  WANT 


800.241.5853 


WWW.DELL.COM 


© 

TM 

USE  THE  POWER  OF 
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gagement  with  us  was  driven  more  by 
the  desire  to  protect  themselves  from 
any  issues  on  our  implementation 
rather  than  actually  helping  us  deploy 
our  system/application.  Even  after  we 
read  your  article  on  the  cache  problem 
[“More  Users  Slam  Sun  for  Memory 
Issue,”  Page  One,  Sept.  4],  our  Sun- 
Service  manager  still  claimed  igno¬ 
rance  of  the  issue;  maybe  the  non¬ 
disclosure  agreement  applied  inter¬ 
nally  also. 

My  experience  with  Sun  was  in  stark 
contrast  to  that  with  Sequent,  with 
which  we  had  worked  for  most  of  1999 
to  deliver  a  major  infrastructure  up¬ 
grade  on  another  major  U.K.-wide  IT 
project.  I  couldn’t  speak  highly  enough 
of  the  guys  with  whom  we  worked 
there.  Today,  my  preference  would  be 
to  deploy  Sequent/IBM  NUMA-Qs. 

Don  Thompson 
Belfast,  Northern  Ireland 


living  in  a  state  of  denial 

THE  ARTICLE  “Gimme  Some  Re¬ 
spect!”  [Business,  Sept.  4]  got 
me  thinking  about  training.  The 
state  of  Alaska,  for  which  I  work,  is 
nervous  about  providing  training,  for 
fear  that  it  only  increases  the  disparity 
between  an  employee’s  state  salary 
and  potential  private  industry  salary. 
To  solve  this  problem,  my  division  in¬ 
stituted  a  policy  that  requires  any  IT 
employee  who  receives  at  least  $501 
worth  of  training  to  commit  to  two 
years  of  additional  state  employment, 
or  else  reimburse  the  state  for  the 
training  expense.  That’s  two  or  three 
days’  salary. 

What  a  Dilbertesque  solution.  Does 
this  make  me  an  indentured  servant 
for  the  state? 

David  Grove 

Department  of  Health  and  Social  Services 
Juneau,  Alaska 


Reasons  for  raising  H-1B 
visa  cap  need  to  bo  rethought 

Norm  MATLOFF’S  argument  that 
the  H-1B  cap  shouldn’t  be 
raised  because  “insincere  em¬ 
ployers  use  the  shortage  of  program- 
specific  experience  as  an  excuse  to 
hire  foreign  workers  who  are  less  ex¬ 
pensive”  is  only  partly  correct 
[“Should  the  H-1B  Cap  Be  Raised?” 
Special  Report,  Aug.  28].  Cheap  labor 
is  just  one  aspect  of  it.  The  main  prob¬ 
lem  is  that  employers  reject  98%  of  lo¬ 
cal  applicants  for  programming  jobs 
without  realizing  that  any  competent 
programmer  can  pick  up  a  new  pro¬ 
gramming  language  quickly.  In  some 
cases,  the  overseas  programmer  has 
undergone  only  short  training  in  a  pri¬ 
vate  training  shop,  and  his  experience 
is  just  on  paper.  Once  the  programmer 
is  in  the  U.S.,  basic  insecurity  drives 


Sun's  ‘standard  practice'  of  nondisclosure  doesn’t  make  sense 


N  THE  LETTER  “Standard  Practice” 
[Readers’  Letters,  Sept.  11],  Com- 
puterworld  was  attacked  for  re¬ 
porting  Sun’s  practice  of  secrecy  and 
denial  concerning  memory  problems 
in  its  high-end  servers. 

Computer-world  was  absolutely  cor¬ 
rect  to  report  the  problem.  If  the  re¬ 
port  put  Sun  in  a  bad  light,  it  was  Sun 
that  is  responsible.  Nondisclosure 
agreements  would  make  sense  if  a 
vendor  was  working  closely  with  a 
customer  on  improvements  to  a  pro¬ 
prietary  design.  This  was  not  the  case. 
Sun  was  trying  to  conceal  an  ongoing 
problem. 

Computerworld’ s  readers  are  IT 
managers  who  need  to  know  if  they 
can  trust  a  vendor  during  and  after  a 
purchase.  If  Sun’s  support  policy  in¬ 
cludes  denial  and  concealment,  Com¬ 
puterworld  readers  need  to  know  that. 


I  commend  both  the  reporter  and  the 
editors  for  a  job  well  done. 

John  Pittaway 
IT  consultant 
Santa  Ana,  Calif. 
jpittawa@pacbell.net 

I  WORK  FOR  ONE  of  the  U.K.’s 
largest  IT  services  companies, 
where  we  run  all  levels  of  Enter¬ 
prise  servers.  In  the  last  12  months, 
we’ve  had  serious  problems  with 
ElOks,  E6ks  and  E4ks  on  services  we 
run  for  external  customers.  The  prob¬ 
lems  got  so  bad  on  the  E6500-based 
service  that  our  customer  was  close  to 
terminating  the  contract. 

I  ran  the  implementation  of  the  ser¬ 
vice  based  on  the  ElOks  and  was  singu¬ 
larly  unimpressed  with  Sun  (U.K.)’s 
customer  services  and  professional 
services  teams.  I  strongly  felt  their  en- 
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him  to  work  hard  and  learn  on  the  job 
fast.  The  government  may  increase  the 
H-1B  cap  to  any  level,  but  it  will  never 
be  sufficient  as  long  as  the  driving  fac¬ 
tor  is  cheaper  labor  and  there  is  wage 
disparity  between  the  U.S.  and  other 
countries. 

Arawat  Singh 
Norcross,  Ga. 
arawat@juno.com 


Quest  systems  Inc.  President 
Dave  Samuelson’s  thinking  on 
H-1B  visas  is  wrong  [“Trade 
—  Group  Urges  More  H-1B 
Visas,”  Computerworld.com,  Sept.  6].  I 
have  a  BSCS  and  10  years  in  C,  Unix, 
Oracle  and  SAP,  yet  even  though  I’ve 
taken  Java  classes,  I  can’t  get  any  re¬ 
sponse  from  companies  posting  devel¬ 
oper  jobs  in  the  San  Francisco  area. 
The  bottom  line  is  that  the  supposed 
need  for  H-1B  developers  is  baloney. 
It’s  time  to  put  the  brakes  on  this  run¬ 
away  train. 

Rob  Stuehler 
SAP  developer 
San  Francisco 
rasf@pge.com 


Easy  to  fall  behind  on  the  buzz 

IT  was  REFRESHING  to  read  “Lose 
the  Buzzwords”  [News  Opinion, 
Sept.  11].  I’ve  been  working  for  less 
than  two  years  as  a  programmer/soft¬ 
ware  developer,  and  I  already  feel  out¬ 
numbered  by  people  who  are  addicted 
to  buzzwords  and  saying  them  as  fast 
as  they  can.  I  guess  that  makes  them 
more  successful. 

Brad  Kilman 
Software  developer 
BMKInc. 

Oklahoma  City 
bkilman@jacksmerch.com 


Recording  industry  should 
embrace  technology’s  potential 

The  RECORDING  Industry  Asso¬ 
ciation  of  America  is  being 
shortsighted  [“Recording  Indus¬ 
try  Group  Urges  Court  to  Uphold  Nap¬ 
ster  Ruling,”  Computerworld.com,  Sept. 
11].  It  maintains  that  Napster’s  technol¬ 
ogy  hurts  recording  artists,  but  it  also 
provides  them  a  wealth  of  opportuni¬ 
ties  to  reach  more  potential  customers 
at  lower  cost. 

The  technology  to  capture  copy¬ 
righted  material  won’t  go  away,  and 
copy-protection  schemes  are  usually 
defeated  long  before  the  cost  of  devel¬ 
oping  them  is  recovered.  The  RIAA 
needs  to  embrace  the  technological 
revolution  that  is  upon  it  if  it  wants  to 
realize  the  benefits  it  can  provide. 

C.  Marc  Wagner 
Services  development  specialist 
Indiana  University 
Bloomington 
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OH,  THE 
HUMANITY! 

When  devising  busi¬ 
ness-continuity  plans, 
companies  take  steps  to 
make  sure  systems  and 
operations  can  continue 
with  little  or  no  inter¬ 
ruption.  The  one  piece 
often  missing  from  such 
plans  is  the  human  fac¬ 
tor  —  how  to  meet  the 
needs  of  employees  and 
their  families  so  they’re 
around  to  keep  things 
going  in  the  event  of  a 
disaster. » 48 


WHY  WIRELESS? 

Handhelds  are  cool, 
writes  Kevin  Fogarty, 
but  flexible,  broadband 
networking  is  the  real 
steak  in  the  sizzle  about 
wireless  technology. 

The  problem  is,  vendors 
have  yet  to  figure  that 
out.  >  48 


SPECIAL  EFFECTS 

At  Cinesite’s  digital 
effects  studio,  tracking 
help  desk  queries  has 
been  nothing  short  of  a 
nightmare.  So  the  com¬ 
pany  is  shifting  from  its 
old  paper-based  system 
to  a  new  wireless-acces¬ 
sible  workflow  software 
package.  It’s  an  idea 
that’s  catching  on 
among  companies,  but 
wireless  workflow  sys¬ 
tems  are  still  in  their  in¬ 
fancy,  say  analysts. » 52 


HUMAN 
SUPPLY  CHAIN 

For  years,  manufactur¬ 
ers  have  relied  on  sup- 
ply-chain  management 
to  track  their  merchan¬ 
dise.  Now,  service  com¬ 
panies  are  following 
their  lead  as  they  turn  to 
automated  systems  to 


help  track  intellectual 
capital  and  the  status  of 
projects. » 54 


THE  FUTURE 
IT  SHOP 

Finally  getting  used  to 
your  Gen  X  colleagues? 
Well,  make  way  for  the 
Millennial  Generation 
—  the  next  wave  of  em¬ 
ployees  expected  to 
swarm  into  the  labor 
market  in  the  next  five 
years.  Futurists  say  this 
new  workforce  will 
bring  vast  changes  to 
the  workplace.  Among 
them,  an  end  to  the 
worker  shortage,  more 
non-IT-trained  workers 
in  IT  jobs  and  lower 
salaries. » 57 


Hiring  is  tough  for 
everyone,  but  trying  to 
land  a  qualified  informa¬ 
tion  security  executive 
can  seem  impossible. 
Certified  security  chiefs 
are  in  short  supply  and 
are  choosy  about  their 
options.  Find  out  what 
they’re  looking  for  in 
their  next  jobs. » 62 


CHANNEL 

CONFLICT 

Stores,  telemarketers, 
Web  sites,  catalogs.  The 
channels  for  selling 
goods  are  increasing, 
but  rather  than  boosting 
productivity  and  sales, 
companies  often  find 
that  their  divisions  are 
in  conflict.  But,  experts 
say,  channels  can  com¬ 
plement  each  other  if 
managed  correctly.  >  80 
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Opinion:  Jim  Champy . 56 


IN  SEARCH  OF 
THE  RIGHT  CIO 

THE  STAKES  ARE  HIGH  in  any  CIO  search.  Companies  want 
to  find  people  with  the  right  balance  of  technical  skills 
and  business  instincts.  But  for  highly  specialized,  com¬ 
plex  fields  such  as  science  or  health  care,  it’s  just  as 
critical  to  find  people  with  industry 
expertise.  The  problem  is,  there  aren’t 
many  of  them  out  there. 


BUSINESS 
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Guarding  Staffers  From  Nature’s  Worst 


Taking  care  of  employees  is  as  critical  to 
business  continuity  as  protecting  systems 


BY  KATHLEEN  OHLSON 

When  Mother  Nature  un¬ 
leashed  her  wrath  during  Pres¬ 
idents  Day  weekend  this  past 
February,  an  ice  storm  para¬ 
lyzed  the  Southeastern  U.S., 
damaging  homes,  blowing  out 
electricity  lines  and  turning 
streets  into  skating  rinks. 

At  CheckFree  Corp.,  an  elec¬ 
tronic  payment  service  based 
in  Norcross,  Ga.,  20  key  infor¬ 
mation  technology  employees 
worked  around  the  clock  to 
ensure  that  the  company’s  sys¬ 
tems  didn’t  go  down  during  the 
storm.  As  part  of  its  contin¬ 
gency  plan,  CheckFree  housed 
staffers  and  their  families  in  its 
campus  hotel. 

“[Employees]  are  the  key 
resource  that  keeps  companies 
in  business,”  said  Brian  Mac- 
Kay,  senior  business  continuity 
coordinator  at  CheckFree.  “If 
employees  know  there’s  a  safe¬ 
ty  net  for  them  and  their  fami¬ 
lies,  they  won’t  hesitate  to  do 
the  job.” 

As  CheckFree  and  other 
companies  protect  themselves 
against  wildfires  raging  through 
the  Western  U.S.  or  hurricanes 
in  coastal  areas,  they’re  also 
paying  close  attention  to  em¬ 
ployees’  needs  as  part  of  their 
disaster-recovery  plans.  Oth¬ 
erwise,  there  would  be  nobody 
around  to  flip  a  server  switch 
back  on. 

“Companies  have  tradition¬ 
ally  focused  on  the  technology, 
not  the  employee,”  said  Linda 
Cerni,  a  disaster-services  prod¬ 
uct  manager  at  Comdisco  Inc., 
a  continuity  services  vendor  in 
Rosemont,  Ill.  But  companies 
are  starting  to  realize  that  “if 
they  don’t  support  employees, 
there’s  no  point  saving  the  data 
at  a  hot  site,  because  no  one 
will  show  up.” 

Companies  that  wait  until 
after  a  disaster  hits  before 
addressing  employee  needs 
may  find  that  it’s  too  late,  said 
Philip  Jan  Rothstein,  president 
of  Rothstein  Associates  Inc.,  a 
disaster-recovery  consultancy 
in  Brookfield,  Conn.  For  exam¬ 
ple,  a  financial  services  firm  he 
worked  with  failed  to  address 
transportation  for  its  employ¬ 
ees  in  its  business  contingency 


plans.  When  a  hurricane  hit  five 
years  ago,  employees  couldn’t 
get  to  the  data  center,  and  it 
took  two  days  for  the  business 
to  restart. 

“Most  organizations  don’t 
invest  enough  time  before  a 
crisis  to  see  if  a  plan  works,” 
said  Rothstein.  “If  it  doesn’t 
happen  in  the  beginning,  lots 
slip  through  the  cracks.” 

Attention  to  Detail 

When  two  tornadoes  ripped 
through  Fort  Worth,  Texas,  in 
March,  the  windows  at  Union 
Pacific  Resources  Group  Inc.’s 
(UPR)  corporate  headquarters 
were  shattered  by  flying  de¬ 
bris,  destroying  its  data  center. 


That  happens  sometimes 
in  the  news  business,  as  the 
pack  follows  some  flash  in 
the  pan  that  seems  to  be 
news  but  is  really  just  a 
symptom  of  a  larger  story 
that’s  undercovered.  Mon- 
icagate  wasn’t  about  an  in¬ 
tern,  after  all;  it  was  about 
hardball  politics  that  affect¬ 
ed  every  action  of  both  the 
White  House  and  Congress. 
But  the  pack  followed  the 
obvious,  lurid  details,  not 
the  background  story. 

I  realized  that  the  press  is 
undercovering  the  back¬ 
ground  story  on  wireless 
technology  a  few  weeks  ago 
at  a  conference  where  I 
moderated  a  session  on 
“Managing  Mobile  Workers.’ 

The  sponsoring  vendor 
and  conference  organizers 
wanted  us  to  talk  about  how 


Fortunately,  UPR  (which  was 
bought  the  following  month  by 
Houston-based  Anadarko  Pe¬ 
troleum  Corp.)  already  had  a 
contract  with  Comdisco  to  re¬ 
build  its  computer  center  and 
offer  business  support  in  case 
of  a  disaster. 


to  support  major-league  ap¬ 
plications  on  handhelds  and 
smart  phones  and  ways  to 
enable  nonmobile  workers 
to  become  mobile.  They 
wanted  the  same  sexy,  gad¬ 
get-focused  story  Computer- 
world  and  other  publications 
have  been  writing  for  the 
past  year. 

But  the  users  at  the  ses¬ 
sion  didn’t  want  to  talk 
about  that.  They  didn’t  trust 
handhelds.  They  loved  the 
convenience  of  wireless 
technology  but  didn’t  think 
it  would  have  any  impact  on 
their  core  applications  in  the 
next  two  years. 

Most  of  them  recognized 
that  they  would  have  to 
adapt  to  the  consumer- 
driven  trend  toward  mobile 
computing  enough  to  sup¬ 
port  PDAs  internally  and 


Though  UPR  ramped  up 
fairly  quickly,  its  contingency 
plan  needed  tweaking,  said 
Todd  Coates,  a  former  IT  man¬ 
ager  for  corporate  systems  se¬ 
curity,  standards  and  training 
at  the  natural  resources  firm. 

As  part  of  its  original  disas¬ 
ter-recovery  plan,  UPR  had  its 
data  operations  center  mir¬ 
rored  in  Carlstadt,  N.J.  Because 
the  data  center  was  repaired  in 


probably  create  a  mobile/ 
smart-phone  channel  for 
their  Web  sites.  That’s  not 
really  a  big  deal. 

But  creating  a  way  to  give 
employees  access  to  mis¬ 
sion-critical  applications 
from  the  road  is  a  scary, 
complex  thing.  Two-thirds 
of  the  IT  users  that  Comput- 
erworld  polled  for  a  July  31 
story  said  they 
planned  to  sup¬ 
port  wireless 
technology  in  the 
future,  but  half 
also  said  security 
and  reliability 
would  be  a  seri¬ 
ous  problem. 

My  session 
members  agreed. 

They  couldn’t  see 
how  they  could 
build  access  to 
core  applications 
for  devices  that  lack  firewall 
clients  and  encryption,  and 
that  drop  information  if  the 
batteries  fall  out  or  distrib¬ 
ute  it  to  the  public  if  the 
owner  leaves  it  in  an  airport. 

They  said  the  real  priority 


just  four  weeks,  the  company 
was  able  to  temporarily  set  up 
shop  at  Comdisco’s  technology 
service  center  in  Grand  Rapids, 
Texas,  rather  than  move  its 
entire  data  center  staff  to  New 
Jersey. 

“But  if  there  was  widespread 
damage,  it  would  be  hard  to 
convince  anyone  to  leave  for 
New  Jersey  if  they  were  hit  by 
a  tornado,”  said  Coates.  “Em¬ 
ployees  want  to  know  their 
personal  lives  are  taken  care  of 
and  they’re  not  at  the  mercy  of 
Mother  Nature.” 

Practical  Steps 

Just  as  companies  need  to 
think  about  the  physical  needs 
of  employees,  they  must  also 
provide  counseling  services, 
said  Gaeron  Caldwell,  presi¬ 
dent  of  Axcess  Disaster  Con¬ 
sulting  Group  in  West  Vancou¬ 
ver,  British  Columbia. 

Cindy  Custer  was  one  of 
thousands  of  citizens  who  rode 
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isn’t  connecting  Jill  Sales¬ 
person  to  her  contact  data¬ 
base;  it’s  connecting  the 
Wichita  office  to  the  VPN. 

Wireless  is  moving  rapid¬ 
ly  in  that  direction.  Despite 
the  high-profile  demise  of 
the  Iridium  network,  satel¬ 
lite  data  connections  are  be¬ 
coming  an  affordable  way  to 
connect  remote  offices. 

Broadband  wireless  is  also 
developing  so  fast  that  it 
may  overtake  DSL  and  ISDN 
as  the  best  way  to  cover  the 
last  mile  between  a  telco 
and  a  branch  office.  And 
wireless  LANs 
will  reach  22M 
bit/sec.  within 
the  next  year  or 
so,  eliminating 
much  of  the  need 
to  change  wiring 
and  a  lot  of  the 
crawl-under-the- 
desk  support  that 
sucks  up  so  many 
IT  resources  now. 

That’s  where 
wireless  can  real¬ 
ly  deliver.  That’s 
the  thing  about  wireless 
that’s  truly  important  to  IT. 

Yes,  handhelds  are  cool. 
But  when  wireless  really 
arrives,  PDAs  and  wireless 
e-mail  are  the  least  of  what 
IT  can  expect  from  it.  I 


KEVIN  FOGARTY/BRICKS  AND  CLICKS 

Missing  the  picture 


Y 


OU’D  THINK  that  with  all 
the  ink  we’ve  spilled  writ¬ 
ing  about  wireless  tech¬ 
nologies,  we’d  have  gotten 
to  what’s  important  by  now. 


KEVIN  FOGARTY  is 

Computerworld' s 
features  editor.  Contact 
him  at  kevinjogarty® 
comput0rworid.com. 
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Wireless  Workflow  Apps  Gain  in  Popularity 


BY  MATT  HAMBLEN 

At  Cinesite  Inc.,  a  digital  spe¬ 
cial-effects  studio  in  Holly¬ 
wood,  artists  pore  over  com¬ 
puter  displays,  banging  out  im¬ 
ages  for  upcoming  film  hits  us¬ 
ing  a  variety  of  desktop  plat¬ 
forms  and  programs. 

The  rigors  of  200  artists  cre¬ 
ating  digital  images  for  films 
like  X-Men  put  tremendous  de¬ 
mands  on  the  company’s  infor¬ 
mation  systems  and  help  desk. 

To  adjust,  the  studio  is  in¬ 
stalling  a  wireless  workflow 
software  package  to  replace  its 
old  paper-based  system  for 
tracking  trouble  reports  from 
employees  and  planning  new 
systems  installations,  accord¬ 
ing  to  Philip  Rowe,  senior  sys¬ 
tems  administrator  at  Cinesite. 

“What  we’ve  had  until  now 
is  basically  a  clipboard  list  of 
information  and  people  stop¬ 
ping  you  in  the  hall  to  ask 
what’s  going  on  with  a  system,” 
he  said  with  a  laugh. 

“Help  desk  jobs  were  not 
getting  done,  and  we’d  lost 
track  of  work  issues,  and  there 
were  problems  with  response,” 


Rowe  added.  “Nobody  would 
know  the  status  of  a  project,  or 
the  person  who  did  know 
would  be  out  sick.” 

Wireless  connections 
to  workflow  software 
products  are  gaining  pop¬ 
ularity,  as  they  help  work¬ 
ers  move  and  file  reports 
such  as  help  desk  re¬ 
quests  and  responses,  an¬ 
alysts  said. 

“Wireless  applications 
will  give  a  shot  in  the  arm 
to  workflow  vendors  just 
because  of  the  gains  from 
wireless  productivity,”  said 
analyst  Nathaniel  Palmer 
at  Delphi  Group  Ltd.  in 
Boston. 

Cinesite’s  staffers  ini¬ 
tially  will  input  help  desk 
records  on  Palm  VII  de¬ 
vices  that  are  tied  to  com¬ 
puters  with  a  synchro¬ 
nization  cradle.  But  even¬ 
tually,  they  will  be  able  to  1 
work  wirelessly  from  any  \ 
location,  even  from  home,  i 

Cinesite  bought  three  < 
products  from  Team- 
Share  Inc.  in  Colorado 


Springs  to  create  the  workflow 
automation  and  allow  access  to 
the  data  from  PalmPilots.  Pric¬ 
ing  starts  at  $840  per  user  for 


all  three  products,  according  to 
TeamShare.  TeamShare’s  wire¬ 
less  mobile  functionality  was 
added  in  July  with  synchro¬ 
nization  help  from  Aether  Sys¬ 
tems  Inc.  in  Owings  Mills,  Md. 

Many  companies  use  wire¬ 
less  LANs  for  workers  to  up¬ 


date  work  processes,  but  wire¬ 
less  access  over  a  wide-area 
network  is  “still  very  early,” 
said  Phillip  Redman,  an  analyst 
at  Gartner  Group  Inc.  in  Stam¬ 
ford,  Conn. 

However,  not  all  companies 
find  wireless  connections  nec¬ 
essary.  “Some  workers, 
like  insurance  auditors, 
can  work  in  untethered 
mode,  so  they  don’t  need 
to  pay  the  premium  cost 
for  a  wireless  network,” 
said  Shawn  O’Donnell, 
president  of  GlobalTech 
Source  Inc.  in  Melbourne 
Beach,  Fla.  O’Donnell’s 
company  provides  Win¬ 
dows  CE-based  handhelds 
with  keyboards  to  insur¬ 
ance  auditors. 

When  auditors  are  on 
the  road,  they  use  hand¬ 
helds  equipped  with  pre¬ 
set  forms  from  Ottawa- 
based  JetForm  Corp.  and 
make  a  toll-free  dial-up 
connection  to  Global- 
Tech’s  portal  to  transmit 
the  forms  to  the  network. 

But,  O’Donnell  said,  “I 
can  see  where  a  delivery 
person  or  many  others 
would  want  a  wireless 
connection.”  I 


PHILIP  ROWE,  senior  systems  administrator  at  digital  special-effects  studio  Cine¬ 
site,  says  the  company  is  installing  wireless  workflow  to  aid  in  help  desk  requests 


PIMM  FOX/VOICE  FROM  THE  VALLEY 

Novell’s  tragic  tale 


LAME  SOMEBODY.  Anybody.  Every¬ 
body.  But  the  saga  of  Novell  is  almost 
too  sad  for  words. 

Once  the  world’s  leading  vendor  of 
networking  software,  the  Provo,  Utah- 


based  firm  is  struggling 
with  competition  from 
Microsoft  as  well  as  the 
explosive  growth  of  Internet 
networking  strategies  that 
threaten  to  make  NetWare  a 
legacy  of  another  era. 

Sales  of  NetWare  fell 
short  of  expectations  (third- 
quarter  revenue  was  down 
17%  year  over  year),  partly 
because  of  Microsoft’s  intro¬ 
duction  of  Windows  2000 
but  also  because  of  Novell’s 
change  in  strategy. 

The  company  is  trying  to 
address  shifts  in  e-com¬ 
merce  as  well  as  introduce 
new  caching  software,  but  in 
the  meantime,  operating 


margins  are  falling.  Wall 
Street  has  taken  only  slight 
comfort  from  Novell’s  an¬ 
nouncement  earlier  this 
month  that  it  would  lay  off 
about  900  employees  in  an 
effort  to  cut  costs. 

Is  that  enough? 

“Look,  in  the  beginning 
there  were  no  networks; 
people  operated  computers 
pretty  much  stand-alone,” 
says  Philip  Sih,  an  informa¬ 
tion  technology  strategy  and 
architecture  consultant  at 
Cupertino,  Calif.-based  DBC 
Associates. 

“When  you  had  more 
than  one  computer,  people 
thought  connecting  them 


might  be  a  good  idea,  and 
they  used  stuff  like  SNA, 

RJE,  MRJE  and  HASP  to 
do  it  if  they  had  IBM  ma¬ 
chines,”  he  adds. 

Indeed,  in  the  pre-Novell 
world,  “you  had  to  be  an 
academic  institution  with 
bunches  of  grad  students  to 
keep  your  network  running,” 
says  Sih.  “After  1980  and  the 
PC,  everyone  wanted  to  be 
networked.  Now,  networking 
is  generic.  It’s  like  having 
a  remote  control  for  your 
television.” 

The  secular  decline  of 
NetWare  and  its  loss  of  mar¬ 
ket  share  is  an  example  of 
what  happens  when  your 
business  becomes  generic. 

Indeed,  says  Jonathan 
Hoopes,  an  analyst  at  Paine- 
Webber,  “without  traction 
in  Novell’s  new  line  of  direc¬ 
tory-enabled  applications, 


we  are  inclined  to  lower  our 
sum-of-the-parts  valuation. 
Aside  from  a  buyout,  we  do 
not  expect  any  catalysts  for 
significant  upside  until  the 
first  quarter  of  next  year, 
where  we  should  have  a  bet¬ 
ter  understanding  of  where 
the  new  business  prospects 
are  heading.” 

The  Internet  and  comput¬ 
er  networks  headed  in  one 
direction  and  Novell  stood 
still,  clinging  to  its  propri¬ 
etary  network.  So  the  one 
problem  looming  ahead  for 
Novell  —  like  a  10-ton  truck 
—  was  the  turn  from  propri¬ 
etary  branded 
networks  to  ones 
that  came  bun¬ 
dled  with  a  whole 
host  of  appli¬ 
cations  and 
services. 

A  strong  bal¬ 
ance  sheet  with 
$677  million  in 
cash  and  cash 
equivalents 
means  the  com¬ 
pany  won’t  be  on 


the  rocks  anytime  soon.  But 
can  investor  and  vendor 
patience  continue? 

“We  believe  this  whole 
issue  is  still  a  work  in  pro¬ 
gress  at  best,”  says  Martin 
Pyykkonen,  an  analyst  at 
CIBC  World  Markets  Equity 
Research. 

The  path  of  Novell  is  a 
reminder  of  how  “risk- 
aware”  corporate  decision¬ 
makers  and  investors  have 
become. 

“Professionals  do  not 
want  to  be  led  down  a  blind 
alley  where  they  have  to  rely 
on  one  vendor,”  Sih  says. 

“They  don’t  want 
to  be  locked  into 
higher  costs.  We 
want  wide  prod¬ 
uct  choices,  sup¬ 
port  and  compet¬ 
itive  pricing. 
Networking  ca¬ 
pabilities  are  a 
commodity  now. 
We  don’t  buy 
brands;  we  buy 
solutions  to  real 
problems.”  I 


P!MM  FOX  iS 

Computerworld' s  West 
Coast  bureau  chief.  Con¬ 
tact  him  at  pbnm.foxg 
computerworid.com. 


Dart-Poison  Frog 

Measures  no  longer  than  the 
length  of  your  thumb,  but  can  kill 
25,000  people  with  a  single  drop 
of  its  poisonous  sweat. 


Fig  i.  Small  size  —  yet  possesses  the  deadliest  defense  on  earth 


Fig  2.  Yep 


Introducing  the  NetScreen-1000.  Ensuring  untouchable  network  security.  This  one  box  provides  you  with 


the  most  complete,  powerful,  and  scalable  security  system  available,  capable  of  handling  100  secure  customer  domains,  500,000 
concurrent  TCP  sessions,  and  25,000  VPN  tunnels  all  at  gigabit  speed.  This  is  the  only  total  solution  that  can  improve  performance 
while  reducing  the  complication  and  cost  of  deploying  security.  Adding  new  customers  is  easy,  allowing  you  to  generate  not  only 
new  business,  but  new  revenue,  simply.  Call  1-877  NETSCREEN  or  visit  www.netscreen.com /NS1000 


and  learn  how  this  potent  solution  can  provide  you  with  the  best  possible  security.  NetScreen-1000. 
The  newest  addition  to  a  family  of  security  solutions.  Broadband  Internet  Security  Solutions 
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Service  Firms  Track  Staff, 
Projects  Using  Automation 


BY  MARC  L.  SONGINI 

Service-based  companies  are 
starting  to  turn  to  automation 
to  boost  efficiency  and  prof¬ 
itability,  just  as  manufacturers 
have  done  with  supply-chain 
management  products. 

Professional  services  auto¬ 
mation  (PSA)  software  can 
help  companies  keep  track  of 
their  staff,  projects  and  bid 
turnaround  times  in  days  or 
weeks  instead  of  months,  giv¬ 
ing  them  the  upper  hand  with 
competitors,  said  David  Hof- 
ferberth,  an  analyst  at  Ab¬ 
erdeen  Group  Inc.  in  Boston. 

The  PSA  software  market  is 
growing:  Hofferberth  projects 
that  businesses  will  spend 
$264  million  in  PSA  software 
license  fees  this  year,  and  as 


much  as  $1.3  billion  in  2003. 

Most  service  companies  have 
already  automated  some  of 
their  business  processes  but  in 
only  a  piecemeal  way,  said 
Marylin  Muller,  an  analyst  at 
Summit  Strategies  Inc.,  a  con¬ 
sulting  firm  in  Boston. 

Shearman  &  Sterling,  a  glob¬ 
al  law  firm  in  New  York,  is  in¬ 
stalling  an  eNiku  Java-based 
PSA  application  to  connect 
lawyers  and  offices  in  15  loca¬ 
tions  worldwide  with  one 
workflow  program.  The  appli¬ 
cation  is  made  by  Niku  Corp. 
in  Redwood  City,  Calif. 

Shearman  CIO  Eugene  Stein 
said  he  hopes  eNiku  will  help 
the  firm  connect  billing,  mar¬ 
keting,  contact  management 
and  time  and  expense  process¬ 


es  in  one  system.  Previously, 
Shearman  used  a  hodgepodge 
of  proprietary  and  off-the-shelf 
applications  running  on  a  2,400- 
user  Novell,  Windows  NT,  AIX 
and  Solaris  server  network.  It 
was  a  “nightmare”  to  update 
and  coordinate,  Stein  said. 

“The  No.  1  reason  for  re¬ 
sources  management  is  know¬ 
ing  what  [service  companies] 
have,  what  skills  and  qualifica¬ 
tions,  along  with  their  avail¬ 
ability  and  billing  rates,”  said 
Ted  Kempf,  a  senior  analyst  at 
Gartner  Group  Inc.  in  Moun¬ 
tain  View,  Calif. 

On  the  downside,  integrat¬ 
ing  PSA  software  into  a  legacy 
information  technology  infra¬ 
structure  can  be  a  struggle, 
said  Kempf. 

It’s  crucial  that  PSA  software 
be  Web-based  for  mobile  ac¬ 
cess,  said  Anthony  Brady,  vice 
president  of  e-commerce  prod¬ 
uct  development  at  Mellon 
Global  Cash  Management  Inc. 
in  Pittsburgh.  I 


Continued  from  page  48 

Disasters 

out  the  Red  River  floods  in 
April  1997,  when  108  feet  of 
snow  melted,  causing  the  river 
to  crest  to  60  feet.  The  normal 
flood  stage  is  28  feet. 

“It  was  an  emotional  time  for 
most  people,  and  we’re  a  huge 
corporation,  and  we  reaped  the 
benefits  of  that,”  said  Custer, 
an  information  systems  sup¬ 
port  manager  at  a  Grand  Forks, 
N.D.,  facility  owned  by  Ecolab 
Inc.,  a  cleaning  and  sanitizing 
company.  Allan  Schurnan,  Eco- 
lab’s  CIO,  told  employees  they 
would  still  be  paid,  and  “he 
stuck  by  that,”  Custer  said. 

St.  Paul,  Minn.-based  Ecolab 
also  set  up  a  catastrophe  fund 
and  sent  teams  to  clean  em¬ 
ployees’  destroyed  homes. 

Other  plans  should  include  a 
toll-free  emergency  number 
for  employees  and  their  fami¬ 


lies,  contact  information  for 
the  local  American  Red  Cross 
chapter,  shelter  provisions  for 
employees  and  their  families 
and  frequent  updates  about  the 
status  of  the  disaster  recovery. 

CheckFree’s  MacKay  said 
companies  need  to  have  the 
right  people  brought  in  before 
a  crisis  to  plan  who  will  per¬ 
form  certain  tasks  if  an  emer¬ 
gency  hits. 

“If  [employees]  have  to 
choose,  they’ll  take  care  of 
their  family,  and  work  comes 
second.  You  don’t  have  the  lux¬ 
ury  of  getting  more  people 
when  a  crisis  hits,”  he  said. 

But  the  key  is  to  be  ready, 
said  Darren  Irby,  a  spokesman 
at  Washington-based  Ameri¬ 
can  Red  Cross. 

“People  see  a  disaster  on  TV 
and  say,  ‘Thank  gosh  I’m  in 
North  Carolina  and  the  fires 
are  in  Montana,”’  Irby  said. 
“You  realize  at  some  point  it 
will  happen  to  you.  We’re  all 
vulnerable.”  I 
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WORKSTYLES 


What  it's  Like  to  Work  at . . . 
The  Limited  Inc. 


Interviewee:  Rodney  Fleming, 
advanced  technology  consul¬ 
tant  (a  research  and  develop¬ 
ment  position) 

Company:  Limited  Technology 
Services  (LTS),  the  information 
technology  arm  and  wholly 
owned  subsidiary  of  The  Limit¬ 
ed  Inc.,  whose  stores  include 
The  Limited,  Express,  Victoria’s 
Secret,  Lane  Bryant  and  others. 
Main  location:  Columbus, 
Ohio 

Number  of  IT  employees: 

About  700  companywide  in  six 
U.S.  locations  and  Hong  Kong; 
40  in  the  advanced  technology 
group 

Number  of  employees  (end 
users):  About  13,000 
Workday:  “Typically,  it’s  eight 
hours;  a  really  long  day  would 
be  about  12  hours,  but  I've  been 
here  all  night  before.  Even  when 
I  go  home,  I’m  still  on  the  com¬ 
puter  each  night.” 

Why  does  what  you  do 
change  so  much  from  day 
to  day?  “We’re  trying  to  go  to  a 
more  centralized  model.  Typi¬ 
cally,  the  IT  departments  here 
were  segmented  by  the  differ¬ 
ent  Limited  companies,  and 
each  department  was  making 
decisions  based  on  what  was 
good  for  that  brand. 

“With  the  formation  of  LTS, 
we  started  trying  to  corral  all 
those  strategies  into  one,  and 
our  immediate  goal  is  to  find  so¬ 
lutions  for  all  of  our  applications 
development  that  are  generic 
enough  to  fit  the  structure  of  all 
these  different  companies. 

“All  the  business  models  are 
somewhat  different,  so  we  want 
to  find  a  suite  of  tools  that  we 
can  use  across  each  brand.” 
Major  IT  initiatives:  “Lately, 
the  biggest  thing  is  our  intranet 
and  Internet  architecture 
schemes,  because  we’re  trying 
to  go  to  a  more  centralized 
blueprint.  Our  intranet  is  about 
8  months  old,  formally,  as  we’re 
trying  to  take  it  to  the  next  level 
[and]  give  it  more  features  that 
we  can  leverage  across  the 
company.” 

What  impact  does  the  back- 
to-schoo!  shopping  season 
have  on  IT  for  a  retailer? 

“It’s  not  as  big  of  a  deal  for  us 
in  comparison  to  Christmas, 
Valentine’s  Day  and  Mother’s 
Day." 

IT  training:  “We  don’t  have  a 


real  formal  training  agenda  on 
our  [advanced  technology  re¬ 
search]  team.  We’re  always 
looking  at  something  new,  so 
training  is  an  everyday  occur¬ 
rence.  I  may  know  nothing  on  a 
topic  on  Monday,  and  by  Friday 
I’ve  digested  eight  books  on  the 
subject.  The  only  thing  that’s 
formally  slated  is  more  ad¬ 
vanced  Java  training,  and 
maybe  Linux  certification  once 
that’s  more  settled  in  the  Linux 
community.” 

IT  bonus  programs:  Y2k 

bonuses  were  as  much  as  20% 
of  annual  salary,  and  spot 
bonuses  are  given  for  outstand¬ 
ing  performance. 

The  one  thing  everyone 
complains  about:  “Lately, 
the  transition  from  being  small 
and  decentralized  to  being  a 
large,  centralized  group.  LTS  is 
only  about  a  year  old.  Every¬ 
one’s  role  has  changed,  and 
people  are  always  apprehen¬ 
sive  about  that.” 

Favorite  project:  The  Victo¬ 
ria’s  Secret  online  runway  show. 
“I  was  involved  in  finding  those 
initial  technologies  and  working 
on  the  demo  and  prototype  of 
the  streaming  technology  for 
our  first  webcast  in  1998,  the 
year  we  broke  the  Internet. 

[Last  year],  we  were  doing  ac¬ 
tual  e-commerce  during  the 
streaming  media  show,  and  it 
came  off  pretty  much  without  a 
hitch.  I  prototyped  that  and  de¬ 
veloped  the  architecture." 
Percentage  of  staff  that 
telecommutes:  Last  month, 
the  company  announced  a  for¬ 
mal  telecommuting  and  flexible 
scheduling  policy  for  all  IT  em¬ 
ployees. 

Little  perks:  A  40%  discount 
on  the  company’s  products;  a 
$3,000  employee-referral 
bonus  program;  thank-you 
notes  with  movie  tickets  or 
restaurant  certificates  enclosed 
that  managers  can  give  out  ran¬ 
domly;  up  to  $1,000  per  year  in 
gift  certificates  to  CompUSA 
Inc.  stores  for  home  technology 
purchases. 

“All  the  individual  groups  in 
IT  meet  up  and  do  things  to¬ 
gether,  like  the  Victoria's  Secret 
guys  got  together  for  a  cookout 
and  golfing.  My  team  goes  out 
together  a  lot  after  work.” 

-  Leslie  Goff 
lgoff@ix.netcom.com 


JIM  CHAMPY 


BlejJJing  old,  niw 


THERE’S  A  NAIVE  but  seductive  proposition  making  the 
rounds:  If  you’re  a  brick-and-mortar  company  and  want 
to  move  into  the  digital  world,  start  a  “newco”  (or  new 
company).  In  other  words,  launch  a  new  enterprise 
with  a  structure  and  culture  independent  of  —  and  dif¬ 
ferent  from  —  the  existing  company.  It  usually  involves  a  mix  of 
new  hires  and  existing  staff  and  a  different  way  of  doing  business. 


But  it  usually  doesn’t  work. 

The  assumption  underlying  the  creation  of 
newcos  is  that  the  cultures  of  brick-and-mortar 
companies  won’t  support  new  business  models, 
such  as  digital  marketplaces.  The  cultures  of  so- 
called  old-economy  companies  are  seen  as  slow, 
bureaucratic  and  risk-averse  compared  with  the 
cultures  of  New  Economy  companies,  where 
the  watchwords  are  fast,  just  do  it  and  24/7. 

Newcos  have  also  looked  attractive  because 
until  recently,  Wall  Street  paid  a  high  price  for 
anything  digital.  So  executives  saw  them  as  a 
way  to  create  more  shareholder  value. 

The  creation  of  Barnesandnoble.- 
com  is  one  of  the  more  notable  ex¬ 
amples  of  the  newco  approach  and 
some  of  its  failings.  No  business 
can  just  be  a  hollow  shell  once  it 
creates  a  newco.  The  fact  is,  most 
existing  businesses  have  much  to 
contribute  to  a  new  enterprise.  If 
you  want  to  abandon  your  current 
business  in  favor  of  a  newco,  you 
had  better  plan  the  former’s 
demise  carefully.  A  sudden 
parental  disappearance  can  spell 
doom  for  a  fledgling  enterprise. 

But  creating  a  newco  and  ignor¬ 
ing  an  older  business  denies  at 
least  two  realities.  A  new  business 
requires  more  than  an  exciting 
Web  site.  It  must  be  linked  to  the 
physical  world  and  to  legacy  sys¬ 
tems.  This  is  true  even  if  you’re  a 
dot-com  start-up  selling  knowl¬ 
edge  or  providing  entertainment. 

Information  and  music  have  to 
come  from  somewhere.  And  if 
you’re  selling  a  product  over  the 
Internet,  you  must  be  linked  to 
someone’s  supply  chain. 

But  creating  linkages  to  the 
physical  world  is  a  challenge.  So 
many  companies  and  IT  services  organizations 
choose  to  focus  on  only  the  customer-facing 
aspects  of  a  newco.  The  results  are  businesses 
that  don’t  work  and  products  that  don’t  get 
delivered. 

It’s  also  important  to  recognize  that  in  exist¬ 
ing  companies,  the  current  business  pays  the 


bills.  Profits  from  the  old  build  the  new.  The 
people  and  customers  of  an  ongoing  business 
require  care.  If  managers  pay  attention  to  only 
the  more  seductive  start-ups,  they  may  lose  the 
assets  they  need  to  succeed. 

Creating  a  new  business  out  of  an  old  one  is 
certainly  challenging,  but  here  are  a  few  point¬ 
ers  to  get  you  started. 

Begin  by  considering  the  character  of  the 
new  business  you  want  to  create.  What  is  its 
distinctive  product  or  service?  What  assets  will 
be  required,  both  intellectual  and  physical,  to 
deliver  that  product  or  service?  What  customer 
segment  does  the  new  business 
target?  What  geography  will  you 
serve?  The  Internet  allows  you  to 
cover  the  world,  but  you  may  not 
have  the  capabilities  to  do  so. 

Next,  look  at  your  current  busi¬ 
ness  and  consider  what  aspects  are 
valuable  and  possibly  already  dis¬ 
tinctive.  What  do  you  want  to  pre¬ 
serve,  both  physically  and  cultural¬ 
ly.  Companies  like  General  Electric 
do  this  exceptionally  well.  The 
new  businesses  GE  creates  or  buys 
are  almost  always  based  on  its  in¬ 
dustry  knowledge  and  often  use 
pieces  of  existing  infrastructure. 

The  challenge,  of  course,  is  al¬ 
ways  to  figure  out  how  to  get  from 
the  past  to  the  future.  Your  success 
will  be  based  on  your  ability  to  ex¬ 
ecute  and  link  your  legacy  systems 
with  your  new  face  to  customers. 
Don’t  try  to  replace  or  reconfigure 
all  of  your  old  systems.  You  proba¬ 
bly  won’t  have  the  resources  or 
time  to  rebuild  everything. 

Newcos  don’t  come  out  of  noth¬ 
ing.  Shape  them  from  the  past  and 
for  the  future.  And,  while  you’re 
doing  this,  constantly  acknowl¬ 
edge  the  people  who  have  built  the  business  up 
to  now.  You  need  some  of  them  —  and  you  cer¬ 
tainly  need  their  profits,  ft 


Champy  is  chairman  of  consulting  at  Perot  Systems 
Corp.  in  Cambridge,  Mass.  He  can  be  reached  at 
JimChampy@ps.net. 
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The  good  life  of  IT  is 
about  to  change  -  dra¬ 
matically  -  with  tough 
times  ahead  predicted 
for  those  who  can’t 
evolve  into  a  new  breed 
of  business  technolo¬ 
gist.  By  Gary  H.  Anthes 

LL  IN  ALL,  it’s  going  to  be  a  tough  world 
for  information  technology  people, 
according  to  a  panel  of  futurists  and  IT 
managers  who  think  about  the  hereafter. 

The  new  IT  workplace  will  be 
shaped  not  so  much  by  changes  in  tech¬ 
nology  as  by  changing  demographics.  A 
tidal  wave  of  very  young  workers  —  many  of  them 
from  outside  the  U.S.  —  will  sweep  away  traditional 
notions  of  education,  job  satisfaction,  compensation 
and  loyalty. 

“The  key  population  will  be  the  Millennial  Genera¬ 
tion  —  people  born  after  1982,”  says  Atul  Dighe,  se¬ 
nior  futurist  at  the  Institute  for  Alternative  Futures 
in  Alexandria,  Va.  Those  people  —  who  are  high 
school  seniors  now  —  will  be  technically  savvy  and 

team-oriented,  Dighe  says. 

The  IT  worker  shortage 
will  shrink  as  the  Millennial 
Generation  workers  hit  the 
labor  force,  Dighe  predicts. 
They  will  be  a  competitive 
threat  to  entrenched  IT 
workers  by  virtue  of  their 
numbers  alone.  There  are 
more  of  these  children  of 
baby  boomers  than  there  are 
baby  boomers  themselves. 

Meanwhile,  Dighe  says,  a 
substantial  number  of  aging 
baby  boomers  looking  for 
second  or  third  careers  will 
also  join  the  IT  labor  force. 

The  1980s  saw  the  emer¬ 
gence  of  the  college  dropout 
as  an  important  contributor 
to  the  IT  workforce,  Dighe 
notes,  and  during  the  1990s, 
high  school  dropouts  began 
taking  IT  jobs.  “I  wonder  if 
the  next  killer  app  will  come  from  an  elementary- 
school  dropout,”  he  says  with  a  laugh. 

Indeed,  universities  offering  expensive,  lengthy 
degree  programs  are  “atrophying  as  we  speak,”  says 
corporate  futurist  Thornton  May,  an  occasional 
Computerworld  columnist  and  chief  awareness 
officer  at  Guardent  Inc.,  an  information  security 
Firm  in  Waltham,  Mass.  “What  am  I  going  to  learn 
at  MIT  that  I’m  not  going  to  learn  at  Akamai  [Tech¬ 
nologies  Inc.]?” 

>  “Octogenarians  will  be  on  project  teams  with 
|  teens,”  May  predicts,  a  phenomenon  he  calls  “Gerber 
t  meets  Viagra.”  The  groups  will  require  different 
2  Darker  Days,  page  58 


AT  A  GLANCE 


■  The  shortage  of  IT 
workers  in  the  U.S.  will 
vanish  within  five  years. 

■  There  will  be  a  glut  of 
programmers. 

■  Salaries  will  fall, 
perhaps  sharply. 

■  Savvy  IT  workers  will 
compensate  by  developing 
non-IT  skills  -  or  they  will 
join  the  ranks  of  the  digi¬ 
tal  proletariat. 

■  Meanwhile,  IT  shops 

in  Fortune  500  companies 
will  remake  their  cultures 
and  retool  their  employee 
relations  -  or  they  will  die. 

■  Even  the  high-tech 
start-ups  will  have  to  mu¬ 
tate  if  they  are  to  survive. 
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management  styles.  “The  18-year-old  wants  to  be  in 
the  network,  learning  and  contributing.  The  60-year- 
old  wants  to  be  recognized  for  the  contributions  and 
play  more  of  an  advisory-and-mentor  role,”  he  says. 

IT  professionals  will  become  “contingent  workers” 
who  will  be  brought  in  to  work  on  a  project  or  to 
deliver  a  specific  product,  Dighe  says.  Employees 
will  enjoy  unprecedented  freedom  to  pursue  their 
own  interests,  and  employers  will  benefit  because  it 
will  be  easier  to  vary  the  size  and  composition  of  the 
workforce,  he  says. 

Any  losers?  “If  you  are  not  very  good,  there  aren’t 
many  places  to  hide,”  Dighe  says. 

Minority  groups  lagging  in  IT  education  and  train¬ 
ing  today  —  such  as  blacks  and  immigrants  —  will 
fall  still  further  behind,  says  Joe  Coates,  president  of 
Coates  &  Jarratt  Inc.  in  Washington.  Com¬ 
panies  will  need  to  tap  into  this  potential¬ 
ly  rich  but  poorly  trained  talent  pool,  and 
the  way  to  do  that  will  be  to  establish 
cross-cultural  training  programs,  he  says. 

Non-IT  skills  will  distinguish  the  most 
sought-after  IT  people,  says  Arnold  Brown, 
chairman  of  Weiner,  Edrich,  Brown  Inc.  in  New  York. 
“Employers  will  start  with  the  premise  that  everyone 
knows  the  computer,”  he  says.  “What  you  have  to  know 
to  make  you  stand  out  from  the  crowd  is  people  skills  — 
how  to  motivate  people,  resolve  disputes,  communicate.” 

As  companies  move  into  the  future,  they  should 
look  to  their  pasts,  says  Charlie  Feld,  CEO  of  The 
Feld  Group  in  Irving,  Texas.  “The  new  Fortune  500 
will  be  companies  that  rebuild  their  cultures,”  says 
Feld,  formerly  CIO  at  Atlanta-based  Delta  Air  Lines 
Inc.  and  Plano,  Texas-based  Frito-Lay  Inc. 

“When  I  started  with  IBM  [in  1966],  I  had  a  very 
strong  indoctrination  into  the  values  of  IBM  —  what 
the  customer  meant,  how  we’d  treat  each  other,  a 
sense  that  my  work  meant  something,”  Feld  says. 

“By  the  time  I  left,  400,000  people  later,  it  was  like, 
‘Who  cares?’  ” 

Feld  says  the  IT  shops  in  many  large  companies 
are  stultifying  places  populated  by  demoralized  peo¬ 
ple.  They  are  companies  that  have  lost  the  pride  and 
spirit  they  had  when  they  began. 

“When  I  go  into  a  troubled  IT  shop,  I  assume 
everyone  there  is  good  but  has  been  poorly  led,”  Feld 
says.  “There’s  no  shortage  of  IT  workers,  there’s  a 
shortage  of  IT  leadership.” 

And  the  shortage  of  inspired  —  and  inspiring  — 
leadership  leads  to  a  sort  of  malaise,  Feld  says.  “IT  folks 
tend  to  be  pessimistic.  But  if  they  are  going  to  change 
the  world  in  this  New  Economy,  they  are  going  to  have 
go  back  to  a  spirit  of  manifest  destiny.  That’s  what  the 
start-ups  have  —  optimism  almost  to  a  fault,”  he  says. 


Human  resources  departments  will  fade  away,  May 
predicts,  because  they  tend  to  be  overly  rigid  in 
rapidly  changing  environments.  “Their  rules  not  only 
take  a  long  time  to  comply  with,  they  are  actually 
toxic,”  he  says.  Smart  IT  managers  will  be  their  own 
human  resources  managers,  he  says. 

Successful  IT  shops  will  “celebrate”  the  contribu¬ 
tions  of  their  employees,  May  says.  The  common  fail¬ 
ure  to  do  that  is  one  of  the  drivers  of  the  open-source 
movement,  where  developers  get  tremendous  satis¬ 
faction  from  the  applause  of  colleagues  and  users. 
“It’s  a  huge  meritocracy,  and  the  reason  people  play 
is  to  score  points,”  he  says. 

Compensation  will  be  defined  more  broadly  to 
include  nonfinancial  items,  such  as  the  opportunity 
to  work  on  exciting  projects  with  like-minded  team¬ 
mates,  Dighe  says.  Strictly  financial  rewards  will 
increasingly  go  to  those  people  willing  to  do  less 
attractive  work,  and  maybe  that’s  what  the  retrained 
baby  boomers  will  do,  Dighe  speculates. 

A  Surplus  of  Labor 

There  is  a  “dark  cloud”  hanging  over  this  shift 
from  paying  people  for  time  and  place  to  paying 
them  by  task,  Coates  says.  “We  have  no  good  data  on 
the  price  elasticity  of  demand  for  white-collar  work¬ 
ers.  What  if  there  is  a  4%  labor  surplus  in  your  com¬ 
munity,  and  people  start  bidding  down  for  the  job?  A 
small  labor  surplus  could  send  the  whole  wage  struc¬ 
ture  plummeting.” 

And  there  will  be  a  surplus  of  IT  workers  in  the 
U.S.  within  five  years,  Coates  says. 

“Software  [development]  is  being  exported  so  fast 
from  the  U.S.  that  this  shortage  can’t  be  anything  oth¬ 
er  than  ephemeral,”  Coates  says.  Those  who  argue 
that  less-developed  countries  will  never 
be  able  to  match  the  software  skills  found 
in  the  U.S.  “are  just  whistling  Dixie,”  he 
says. 

“Software  is  actually  a  labor-intensive, 
not  a  technology-intensive,  enterprise,” 
Coates  says.  “You  have  all  these  educated 
but  underemployed  people  in  India  and  Central  Eu¬ 
rope.  Each  time  they  undertake  a  software  job  they  are 
building  sophistication  for  the  next,  more  elaborate 
job.  So  nothing  is  going  to  elude  them.  In  America, 
there  will  be  a  lot  of  disappointed  people  when  the  job 
they  were  getting  $50,000  for  can  be  done  in  India  for 
$28,000.” 

Indeed,  May  predicts,  large  U.S.  companies  will 
recruit  much  more  aggressively  overseas  and  will 
establish  IT  schools  in  less-developed  counties. 

“The  objective  will  be  to  extract  from  these 
‘colonies’  not  mineral  resources  but  cerebral  raw 
materials,”  May  says.  I 


Octogenarians  will  be 
on  project  teams  with 
teens  —  a  Gerber  meets 
Viagra  kind  of  thing. 

THORNTON  MAY, 
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MORETHIS  ISSUE 

Smart  employers  will  increas¬ 
ingly  hire  nontechnologists 
for  IT  roles  and  retrain  them, 

see  page  106. 


00LS  OF 
THE  FUTURE 
TRADE 


A  Man’s  Car  Is  His  Castle 

■  “I  see  the  automobile  as  a  perambulating 

office,”  says  Joe  Coates,  president  of  Coates  &  Jarratt 
Inc.  in  Washington.  Cars  will  be  fitted  with  a  pull-out 
frame  on  the  passenger  side  that  will  hold  a  flat-panel 
screen  and  keyboard.  Voice  input  and  output  will  be 
common. 

“This  has  been  so  neglected  so  far,  but  people  [in 
cars]  will  be  a  fair  part  of  the  new  distributed  work¬ 
force,”  Coates  says.  And  there  will  be  software 
“knowbots,”  he  adds. 

For  example,  “suppose  you  have  a  30-page  article 
and  you  don’t  want  to  read  the  whole  thing.  You  tell  the 
intelligent  agent  you  want  a  digest  that’s  3°/o  of  the 
article,  or  8%  or  12%.  It  will  produce  a  reliable 
summary  at  that  percentage,  and  the  agent  will  learn 
your  interests,”  Coates  says. 

There’s  No  Equipped 
Place  Like  Home 

■  IT  employees  will  have  more  advanced  IT 
gear  at  home  than  at  the  office,  says  Thornton 
May,  chief  awareness  officer  at  Quardent  Inc.  in 
Waltham,  Mass.  Employers  will  offer  their  ever-growing 
legions  of  off-site  workers  an  allowance  of,  say, 

$15,000  to  buy  their  own  hardware  and  software  off 

a  menu. 

The  burden  of  overcoming  the  resulting  complexity 
will  fall  on  employees,  May  says.  “Those  who  can’t 
figure  it  out  will  be  on  the  slippery  slope  to  second-class 
digital  citizenship,”  he  says.  “If  it  weren’t  for  open 
protocols  and  the  Internet,  we’d  all  be  screwed." 

And  even  those  who  can  make  it  all  work  will  face  a 
number  of  cyberperils.  “Security,  which  is  underfunded 
in  the  corporate  world  today,  will  at  least  initially  be 
ridiculously  neglected  in  the  nomadic,  personal 
technology  arena,"  May  says. 

Being  Good  to  Your  Body 

■  Office  design  will  increasingly  take  into 
account  recent  discoveries  about  human 
biology,  says  Arnold  Brown,  chairman  of  Weiner, 
Edrich,  Brown  Inc.  in  New  York.  For  example,  studies 
have  shown  that  the  brain  needs  natural  light  to 
produce  serotonin,  a  chemical  in  the  brain  that  aids 
wakefulness.  For  that  reason,  cubicles,  which  are  the 
typical  workspace  for  programmers  now,  will  see  less 
use,  he  says. 

And  stress,  the  leading  cause  of  on-the-job  health 
problems,  could  be  reduced  by  giving  employees  more 
control  over  their  environments,  Brown  says.  There  are 
hundreds  of  small  things,  such  as  providing  windows 
that  can  be  opened,  that  would  give  employees  more 
control  and  reduce  stress,  he  says. 

—  Gary  H.  Anthes 
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.ook  at  all  the  ads  In  this  magazine  then  ask 
yourself:  “Does  anyone  have  anything  different  to 
say?”  They're  all  promising  you  the  world,  yet  when 
you  scratch  below  the  surface,  there's  nothing  really 
earth-shattering  about  them.  So  in  an  effort  to  cut  to 


the  chase,  we’d  like  to  say  we  couldn’t  possibly  tell 
you  how  unique  and  “different"  we  really  are  in  one 
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you  really  want  to  get  down  to  the  nuts  and  bolts  of  it, 


.com. 


It’s  there  you’ll  learn  about  how  we  employ  some  of 
the  top  XML  developers  in  the  world.  Or  how  we've 
joined  forces  with  ISOGEN  to  form  the  largest  XML- 
based  porta!  solutions  company  and  in  doing  so, 
created  a  new  category  we  call  Business  to-Anyone. 

Oh  sure,  you  may  find  a  few  “revolutionary  new 
ways”  or  “e-business  solutions”  but  you  will  also  find 
that  we  support  all  those  statements  with  actual  facts, 
data  and  smart  solutions  that  are  all  based  on  our 
experience.  And  that’s  enough  to  get  everyone  talking. 
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rK '  SfflrageNehvorks  and  Storage  Services' tor  the  Economy  are-service  marks  of  StorageNetworks,  Inc.  fit!  other  company,  brand  and  product  names  contained  in  this  ad  may  be  trademarks  or  registered  trademarks  of  their  respective  ne’ders 


Neither  your  competition  nor  new  market  opportunities  will  wait  for  you 
to  add  data  storage  capacity,  hire  the  right  people  to  productively 
employ  that  data,  or  to  complete  data  backup  and  restore.  That’s  why 
StorageNetworks5"  provides  an  on-demand  data  storage  infrastructure, 
network  and  software  solutions  that  ensure  secure,  scalable  and 
accessible  data  storage,  and,  of  course,  the  expertise  to  make  it  all 
come  together.  This  way,  we  save  you  from  the  distracting  and  costly 
task  of  storing,  protecting  and  managing  your  data.  In  fact,  we  do  this 
better  and  more  cost-effectively  than  you  ever  could  yourself.  Allowing 
you  to  focus  on  leveraging  your  information  and  honing  your  competitive 
edge.  To  learn  more  about  our  secure,  scalable,  “easy-to-access" 
approach  to  data  storage,  visit  us  at  www.STORAGENETWORKS.com. 
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WHAT  REALLY  ATTRACTS 
Dale  Bachman  to  a  com¬ 
pany  are  “cool  toys  and 
great  projects.”  Pete  van 
de  Gohm  looks  for  work 
that  offers  him  “brand-new  opportuni¬ 
ties  in  brand-new  markets.”  What 
draws  Dan  Doherty  to  a  new  job  is  the 
opportunity  for  growth  and  an  ener¬ 
gized  work  environment.  For  Howard 
Schmidt,  the  main  attractor  is  support 
that’s  “more  than  lip  service”  from  the 
top  echelons  of  the  corporation. 

These  employees  hold  titles  such  as 
chief  security  officer,  national  security 
practice  manager,  corporate  security 
officer  and  director  of  information 
asset  protection. 

There  aren’t  many  such  people  to  go 
around.  One  reason  is  that  senior-level 
security  positions  like  these  call  for 
certifications.  The  de  facto  security 
management  certification  is  the  Certi¬ 
fied  Information  System  Security  Pro¬ 
fessional  (CISSP).  Only  3,000  have 
been  issued,  according  to  Jim  Duffy, 
president  of  International  Information 
Systems  Security  Certifications  Con¬ 
sortium  Inc.  (ISC2)  in  Framingham, 
Mass.  ISC2  is  the  CISSP  certifying  body. 

In  such  a  tight  information  technol¬ 
ogy  labor  market,  it’s  no  small  feat  to 


attract  and  retain  information  security 
executives,  according  to  Tracy  Lenz- 
ner,  president  of  The  Lenzner  Group,  a 
Las  Vegas  recruiting  firm  that  special¬ 
izes  in  security.  According  to  a  Com- 
puterworld  survey  conducted  last 
month  that  polled  164  IT  professionals 
on  their  hiring  practices,  it  takes  com¬ 
panies  an  average  of  three  to  five 
months  to  find  and  hire  senior-level 
security  managers. 

And  consider  this  from  a  recent  sur¬ 
vey  by  RHI  Consulting  Inc.,  a  Menlo 
Park,  Calif. -based  IT  temporary  job 
placement  agency:  58%  of  1,400  CIOs 
polled  said  they  increased  their  secu¬ 
rity  resources,  including  personnel,  in 
the  past  six  months. 

Companies  attracting  candidates 
from  this  relatively  small  pool  are  do¬ 
ing  so  by  giving  them  what  they  want. 
And  what  they  want  isn’t  so  much  big 
bucks  —  although  senior-level  security 
professionals  can  pretty  much  name 
their  salaries. 

For  example,  when  he  interviewed 
Doherty,  a  retired  deputy  inspector 
brigadier  general  for  the  U.S.  Army, 
Nick  Tanzi,  president  and  chief  operat¬ 
ing  officer  at  Metromedia  Fiber  Net¬ 
work  Inc.  (MFN)  in  White  Plains,  N.Y., 
said  he  knew  from  Doherty’s  questions 


that  Doherty  was  looking  for  growth, 
challenge  and  commitment  to  security 
objectives. 

“In  the  interview,  I  was  able  to 
demonstrate  to  [Doherty]  that  security 
absolutely  meant  the  difference  be¬ 
tween  success  and  failure,”  Tanzi  ex¬ 
plains.  “The  other  thing  Dan  focused 
on  was  how  broad  his  role  would  be. 

I  explained  to  him  that  security  is 
more  than  locks  on  doors,  that  we 
knew  we  needed  someone  to  come  in 
and  get  our  house  in  order,  identify 
our  challenges  and  address  highest 
priorities  first.” 

Tanzi’s  honesty  about  MFN’s  secu¬ 
rity  issues  and  needs,  along  with  the 
opportunity  to  work  in  a  fast-paced, 
growing  company,  are  ultimately  what 
reeled  Doherty  in  as  chief  security 
officer  for  the  $75.2  million  optical  IP 
backbone  company  in  June. 

Such  “soft”  incentives  continue  to  be 
the  biggest  attractors  for  information 
security  managers,  directors  and  exec¬ 
utives,  according  to  the  Computer- 
world  survey.  Respondents  listed  the 
biggest  attractors  as  a  flexible  work  en- 

PETE  VAN  DE  GOHM  at  Enron  Energy  Ser¬ 
vices  says  he  looks  for  work  that  offers  him 
“brand-new  opportunities” 
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Security 
Can  Pay  - 
Handsomely 

Information  security  officers  can  draw 
S11G.G0G  to  $250,000  in  annual 
salary  based  on  the  following  factors: 
company  size,  company  type,  loca¬ 
tion,  amount  of  travel,  expertise 
(e-commerce  and  business  develop¬ 
ment  pay  more)  and  level  of  ability  to 
lead  a  security  practice. 
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vironment;  growth  potential;  a  pro¬ 
gressive,  security-conscious  environ¬ 
ment;  and  guaranteed  support  for 
security  from  corporate  officers. 

“The  factors  I’ve  noticed  that  matter 
to  senior-level  candidates  include 
workplace  diversity,  exciting  techno¬ 
logical  problems  to  solve  and  the  con¬ 
nection  of  their  work  to  the  customer,” 
says  Doug  Merrill,  senior  vice  presi¬ 
dent  of  information  security  at  Charles 
Schwab  &  Co.  in  San  Francisco. 

Who’s  Interviewing  Whom? 

Even  before  senior-level  candidates 
walk  through  the  doors  of  a  potential 
employer,  they’re  screening  for  signs 
of  those  factors. 

For  example,  when  van  de  Gohm 
was  leaving  the  U.S.  Air  Force  security 
police  at  the  end  of  1998,  he  studied 
technical  crime  associations  and  verti¬ 
cal  industries  so  he  could  better  match 
his  strengths  with  those  industries’ 
particular  needs. 

So,  van  de  Gohm  says,  when  he  in¬ 
terviewed  for  a  security  management 
position  at  a  chip  maker  in  the  South¬ 
west,  he  knew  the  company’s  biggest 
security  threat  would  be  chip  theft. 
Since  he  had  a  strong  background  in 
physical  security,  he  agreed  to  an  inter¬ 
view.  But  a  few  days  later,  he  was  more 
intrigued  by  Houston-based  Enron  En¬ 
ergy  Services  Inc. 

“This  was  a  brand-new  company 
entering  a  brand-new  market,  tied  to  a 
brand-new  thing  [deregulation].  The 
similarities  between  the  environment 
here  and  the  environment  when  I  first 
went  to  join  the  Air  Force  Strike  Fight¬ 
er  program  were  incredible,”  van  de 
Gohm  says.  In  November  1998,  he 
accepted  the  job  of  director  of  infor¬ 
mation  asset  protection  at  Enron. 

Likew  ise,  Doherty’s  skills  in  physical 
and  IT  security  led  him  to  consider  the 
job  at  MFN  after  he  had  been  recom¬ 
mended  by  an  employee  of  MFN’s 
chairman.  His  research  led  him  to  a 
similar  conclusion. 

Having  recently  acquired  AboveNet 
Communications  Inc.,  a  Vienna,  Va.- 
based  Internet  connectivity  company, 
MFN  was  setting  up  deals  with  Dulles, 
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Va.-based  America  Online  Inc.  and  San 
Francisco-based  Webvan  Group  Inc. 
and  was  laying  fiber-optic  cable  all 
over  the  country. 

“I  knew  there  was  an  opportunity  for 
growth  here,”  says  Doherty. 

Explains  Tanzi,  “We’re  building 
fiber-optic  networks  in  67  cities  be¬ 
tween  North  America  and  Europe.  The 
first  thing  we’re  concerned  with  is  best 
practices  in  physical  security,  because 
if  someone  were  to  tamper  with  one  of 
our  fiber  backbone  cables,  we’d  lose 
customers  and  revenue.  We  also  need¬ 
ed  someone  to  be  our  advocate  to  leg¬ 
islative  and  governmental  bodies  to 
really  understand  the  new  world  that 
we  live  in  and  the  risks  of  data  theft.” 

While  Tanzi  was  scoping  out  Doher¬ 
ty  for  these  qualities,  Doherty  was 
checking  out  the  company,  especially 
the  employees  he  saw  casually  in  the 
hallways  and  in  their  cubicles.  The 
employees  seemed  genuinely  excited 
about  their  work,  he  says,  which  was 
enough  to  finally  sway  him  to  take  the 
job  at  MFN,  instead  of  a  post  at  one  of 
the  two  defense  contractors  that  were 
also  interviewing  him. 

Schmidt,  corporate  security  officer 
at  Microsoft  Corp.,  says  he  likes  to  in¬ 
terview  the  interviewer.  When  he  in¬ 
terviewed  at  Microsoft,  he  says,  he  was 
particularly  interested  in  support  from 
above. 

“I  asked  [the  CIO  and  the  security 
team]:  ‘Who  does  this  position  report 
to?  What  executive  sponsorship  exists? 
What’s  the  escalation  procedure  if 
things  don’t  get  done?  What’s  the  po¬ 


tential  for  hiring?’  ”  says  Schmidt,  who 
was  recruited  out  of  the  Air  Force’s 
Office  of  Special  Investigations,  where 
he  directed  the  computer  crime  and 
information  warfare  training  programs, 
among  others. 

Top-Down  Buy-In 

Schmidt  says  that  after  a  few  reorga- 
nizational  bumps  in  his  first  year,  his 
unit  now  gets  the  top-down  support  he 
needs,  which  is  why  he’s  stayed  put  for 
three  years.  While  not  every  security 
objective  is  realized  —  security  and 
business  must  give  and  take  to  work 
together  —  the  most  telling  sign  of 
support  was  when  Microsoft’s  CIO 
merged  physical  and  data  security  into 
one  department  last  month. 

This  top-down  support  is  also  what 
has  drawn  a  veteran  security  manager, 
who  asked  to  not  be  identified,  to 
security  management  jobs.  He  has 
worked  in  security  management  posi¬ 
tions  for  the  private  sector  and  the  fed¬ 
eral  government.  In  hiring  interviews, 
he  says,  it’s  difficult  to  pick  up  on  the 
true  level  of  support  for  security. 

“If  you  know  somebody  inside  the 
organization  already,  they  might  be 
able  to  give  you  indicators,”  he  says. 
“You  need  to  talk  to  the  network  ad¬ 
ministrators,  for  example,  and  check 
their  level  of  cooperation.” 

Inversely,  the  hiring  company  also 
benefits  when  candidates  know  some¬ 
one  on  the  inside.  In  fact,  employee  re¬ 
ferral  was  among  the  top  three  meth¬ 
ods  employers  use  to  find  information 
security  candidates,  according  to  the 


Computerworld  survey.  Doherty  has  al¬ 
ready  pulled  in  someone  he  knew  from 
the  Army’s  Criminal  Investigative 
Command’s  computer  investigative 
unit,  which  Tanzi  says  makes  him  even 
more  happy  to  have  hired  Doherty. 

But  even  more  companies  are  culti¬ 
vating  security  leadership  from  within, 
according  to  the  survey.  One  such 
company  is  Sprint  Enterprise  Network 
Services  (ENS),  an  IT  consulting  firm 
in  Houston.  Sprint  ENS  recently  pro¬ 
moted  Bachman  to  help  develop  and 
manage  a  newly  spun-out  security 
practice  group  at  the  national  level. 

A  year  ago,  Bachman,  a  former  cryp¬ 
to  breaker  at  the  National  Security 
Agency,  wanted  to  live  closer  to  his 
family.  So  he  posted  his  resume  on  the 
Web  and  interviewed  with  three  com¬ 
panies.  Bachman,  who  has  a  doctorate 
in  mathematics,  took  the  consulting 
job  at  Sprint  mostly  because  of  the 
training  and  educational  opportunities. 

Meanwhile,  Sprint  was  looking  at 
him,  especially  with  his  advanced  de¬ 
gree,  as  someone  to  put  on  a  fast  track 
to  management.  “We’re  always  looking 
for  someone  to  groom  for  security 
management  positions  for  our  global 
projects,”  says  Bob  Robinson,  practice 
principal  at  Sprint  ENS. 

You  can’t  expect  people  with  senior- 
level  security  management  skills  to  fall 
into  your  lap,  Robinson  says,  so  career 
development  is  crucial.  Sprint  starts  by 
hiring  people  with  the  basic  certifica¬ 
tions  —  Cisco  Network  Administra¬ 
tors,  Certified  Cisco  Internetworking 
Engineers  or  even  a  Check-Point  Fire- 
Wall  engineer.  Those  with  manage¬ 
ment  potential  like  Bachman  are  iden¬ 
tified,  trained  and  mentored. 

Not  only  do  training  programs  help 
solve  the  problem  of  where  to  get  se¬ 
curity  professionals,  but  they  also  help 
keep  them.  Because  of  such  programs, 
Schwab’s  attrition  rate  for  its  IT  staff 
was  less  than  10%  last  year. 

“We  focus  on  retaining  talent  through 
internal  growth.  We’re  constantly  ask¬ 
ing  our  employees,  ‘What  do  you  want? 


Hiring  Security  Officers 

How  companies  hire  senior-level  information  security  personnel: 


How  long  did  it  take  you  to  fill  your  senior- 
level  information  security  position,  from 
defining  the  job  description  to  hiring  the 
person? 


What  were  the  three  most  important  criteria 
used  in  selecting  the  final  candidate? 

TOP  THREE  ANSWERS  NO.  OF  RESPONSES 

Technical  and  practical 
knowledge  of  security 
issues  and  trends 

Previous  experience  at 
integrating  security  and 
core  business  processes 

Ability  to  execute  . 


What  incentives  have  you  used  to  attract 
candidates? 

TOP  SEVEN  ANSWERS  NO.  OF  RESPONSES 


Flexibility 

AA 

C.Z 

Growth  potential 

20 

Progressive,  security- 

18 

conscious  environment 

Guaranteed  support  and 
understanding  for  security 
among  company  officers 

Year-end  bonus 

■  ^  * 

Sign-on  bonus 

Location 

What  do  you  need  to  refocus  our  value 
proposition  so  you  can  get  what  you 
want  out  of  your  job?’  ”  Merrill  says. 
“It’s  really  expensive  to  find  people,  so 
it’s  better  to  retain  them.” 

Bachman  is  currently  developing  a 
security  management  curriculum  for 
Sprint.  He  says  his  goal  is  to  grow  his 
own  crop  of  security  project  managers 
to  support  his  new  organizational  and 
service  objectives. 

And,  he  says,  as  long  as  he  can  cre¬ 
ate,  build,  design  and  work  hands-on, 
he’ll  stay  around  awhile.  “Call  it  geek 
pride,”  Bachman  says.  “I  think  a  geek 
feels  as  much  pride  in  his  creation  as 
an  artist  does  with  his  painting.”  b 


Next 

Candidate, 

Please! 

Pubiix  Network  Corp.,  an  Internet 
service  provider  in  Hamden,  Conn., 
is  preparing  to  go  public  in  the  next 
six  months.  But  until  now,  the  com¬ 
pany’s  security  oversight  has  been 
handled  by  Chief  Operating  Officer 
Peter  Zackowski,  who  hired  a  part- 
time  security  consultant  on  an  as- 
needed  basis. 

Like  aii  start-ups,  Pubiix  isn’t  flush 
with  money.  About  all  it  can  offer  a 
new  security  director  is  stock.  Zack¬ 
owski  says  he  decided  to  bypass  hu¬ 
man  resources  and  go  through  a 
headhunter.  The  headhunter  saw  the 
salary  range  and  then  sent  candi¬ 
dates  accordingly. 

“The  first  candidate  shows  up  in 
the  largest  pair  of  Fabu  [elephant- 
leg]  jeans  that  realty  showed  his 
plumber’s  side  and  props  his  feet 
up  on  a  chair.  After  1  introduce  my¬ 
self,  he  says,  “When  do  I  start?* " 
Zackowski  says.  “The  next  candi¬ 
date  believed  that  an  unwashed 
body  was  a  spiritual  statement.  He 
reeked.  During  the  interview,  he  lift¬ 
ed  his  arm  and  sniffed,  like  he  was 
smelling  a  delicate  flora.” 

Even  if  Zackowski  could  get  be¬ 
yond  these  behaviors  -  and,  he  says, 
he  considered  it  -  he  couldn’t  hire 
either  candidate,  because  neither 
possessed  the  skills  he  claimed  to 
have. 

The  message  here:  Woe  to  the 
small  company  that  can’t  justify, 
afford  or  attract  senior-level  secu¬ 
rity  professionals. 

“We  changed  our  request  for  a 
more  managerial  type  on  Aug.  7,  but 
so  far  no  one’s  walked  through  the 
door,”  says  Zackowski.  “The  head¬ 
hunter  said  he's  sending  three  peo¬ 
ple,  but  I  haven’t  even  seen  a 
rdsumd.”  -  Deborah  Raddiff 
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PREVIO™  eSUPPORT  SOLUTIONS  INCREASE  THE  AVAILABILITY 

END-USER  COMPUTING  DEVICES 


Change  is  constant  when  you  live  on  the  edge.  You  can  not  afford  downtime  for  your  computing  devices. 

Have  you  ever  wished  you  could  return  your  systems  to  a  working  condition,  while  preserving  user  data 
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-•  all  with  a  single  click?  Think  eSupport  Essentials™  Protect  productivity  and  save  scarce  support  time 
and  resources.  Finally,  a  solution  that  dramatically  improves  your  ability  to  keep  end-users  in  business. 


Assure  user  productivity,  visit 
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WHEN  YOU  MOVE  AT  THE  SPEED  OF  eBUSINESS 
YOU  NEED  A  WHOLE  NEW  BREED  OF  SUPPORT 


THE  IT.  DEPARTMENT" 

IS  PARTYING 

IN  THE  CAFETERIA. 


It’s  the  anniversary  of  the  switch  to  e-business. 
Three  years  of  aggressive  expansion. 

Three  years  of  intensive  rewiring.  Integration. 
Upgrades.  Firewalls.  Protocols  and  passwords. 
Three.  Long.  Years.  Now  it’s  time  to  celebrate. 
Time  to  reflect  on  the  enormous  achievement. 
During  the  big  toast,  somebody  walks  by  and 
says  the  entire  sales  division  is  going  to  lose 
its  PCs  and  switch  entirely  to  wireless  PDAs. 


THAT’S  WHEN  IT  HITS  YOU.  YOU  ARE  SO  READY  FOR  =  ==  SUE 


»fact 


The  use  of  wireless  data  apps  will  mushroom  5-fold  in  the  next  30  months.  IBM  and  our  business  partners 
can  help  the  transition  to  pervasive  computing. Tivoli®  management  software,  WebSphere™  software  platform 
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WANTED:  A  SCIENTIST  WHO’S  NOT 
going  to  be  doing  much  science. 

It’s  a  job  that  C.  William  Mc¬ 
Curdy,  associate  director  for 
computing  sciences  at  Berkeley, 
Calif.-based  Ernest  Orlando  Lawrence  Berkeley 
National  Laboratory,  has  been  trying  desperately  to 
fill,  without  much  success. 

“We’ve  been  looking  for  six  months,”  McCurdy 
says  of  the  search  for  a  new  laboratory  CIO.  “It’s 
driving  us  nuts.” 

The  problem  is  that  Lawrence  Berkeley  needs  a 
candidate  who  can  guide  the  vision  for  the  lab’s 
information  technology  infrastructure  while  still 
providing  management  and  business  leadership. 

In  addition,  the  right  candidate  must  be  an  advo¬ 
cate  for  scientific  computing  at  a  laboratory  that’s 
involved  in  such  high-stakes  research  as  the  hu¬ 
man  genome  project  and  that’s  home  to  one  of  the 
world’s  largest  supercomputing  centers.  And  to  do 

Continued  on  page  71 
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AFTER  SIX  MONTHS,  C.  William  McCurdy 
and  the  Lawrence  Berkeley  National  Labo¬ 
ratory  are  still  searching  for  a  CIO.  The 
right  candidate  can  be  hard  to  find 
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Searching 
For  Insiders 

Finding  industry-specific  IT  leaders  isn’t  impossi¬ 
ble,  but  it  doesn’t  come  easy.  By  Melissa  Solomon 
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Technology  Brief 

►  Enterprise  Collaboration  Tools  Pack  a 

Powerful  Punch 


By  S.J.  Holmes 


Which  one  of  these 
files  is  the  latest 
version? 

That’s  a  com¬ 
mon  question  heard  in  any  com¬ 
pany  forming  virtual  teams, 
automating  their  sales  force  or 
creating  collaborative  work  envi¬ 
ronments.  A  wrong  answer  to  this 
question,  and  its  consequences, 
can  be  expensive  in  terms  of  time, 
money,  resources  and  client 
goodwill. 

Unfortunately,  until  recently, 
solving  data  sharing  problems 
meant  spending  six  figures  and 
months  of  consulting  and  IT 
implementation  time  to  create 
document  management  systems. 

A  useful  solution  to  the  prob¬ 
lem  is  Web-based  file  storage  sys¬ 
tems  that  let  anyone  with  Web 
access  and  a  browser  retrieve 
documents  from  a  Web  site. 
However,  for  corporate  users, 
most  of  these  services  lack  any 
document  management  capabili¬ 
ties.  So  while  they  solve  some 
data  access  issues,  questions 
about  document  versions  and 
their  distri- 


CNA  Architecture  are  selecting 
Punch  Networks  Corp.’s  Punch 
WebGroups  solution  for  enter¬ 
prise  collaboration. 

“Only  WebGroups  had  the 
sophisticated  versioning  and 
management  tools  we  needed,” 
says  Antonio  Martin,  senior  pro¬ 
ject  manager  with  Meridium  Inc., 
a  Roanoke,  Va. -based  plant  asset 
management  firm. 

“We  are  much  more  than  a  Web 
file  server,”  says  John  Williams, 
director  of  marketing  for  the 
Seattle-based  Punch.  “We  offer 
many  of  the  capabilities  of  high- 
end  document  management  sys¬ 
tems  at  a  fraction  of  the  price  and 
with  turnkey  implementation.” 

Best  of  both  worlds 

The  Punch  WebGroups  product 
provides  clients  like  CNA 
Architecture  and  Meridium  with 
the  best  of  Web-based  file  access 
and  robust  document  manage¬ 
ment  features  with  minimal 
implementation. 

To  use  Punch  WebGroups,  a 
user  creates  a  log-in  name  and 
password  at  Punch’s  Web  site  and 
receives  two  WebGroups  and  up  to 
2MB  of  storage  —  free  of  charge. 

Next,  the 


—  —  art  1  if 

(9£h£) 

b  u  t  i  o  n 
remain. 

“To  be 
honest, 
there  are  a 
lot  of  file 
storage  ser¬ 
vices  out 
there  that 
looked 
promising, 
but  they 
didn’t  help 
us  manage 

the  changes  to  our  documents  or 
help  us  collaborate  on  them,” 
says  Joe  Workman,  project  man¬ 
ager  at  Bellevue,  Wash. -based 
CNA  Architecture. 

That’s  why  companies  such  as 
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user  adds 
other 
members 
to  the 
WebGroup 
and 
assigns 
them 
access 
privileges, 
such  as 
the  ability 
to  upload 
and  down¬ 
load  documents  or  only  view 
them.  Each  of  these  users  auto¬ 
matically  receives  an  e-mail  invit¬ 
ing  them  to  the  Web  site. 

As  users  with  the  appropriate 
privileges  upload  new  and  updat- 


rgii 


ed  files,  Punch  WebGroups  auto¬ 
matically  notifies  every  user  in  the 
group  of  that  fact  via  e-mail. 

Unlike  other  Web-based  file 
services,  WebGroups  also  tracks 
and  archives  each  file  version  and 
maintains  an  audit  trail  of  users 
who  have  downloaded  a  file.  This 
allows  managers  to  see,  at  a 
glance,  whether  customers  and 
team  members 
are  current. 

With  the  files 
archived,  users 
have  access  to 
older  versions 
without  storing 
multiple  copies  on 
their  own  PCs.  In 
addition,  Punch 
WebGroups  also 
has  a  unique 
binary  comparison  feature.  When 
users  log  in  to  the  site  to  retrieve 
an  updated  document,  a  Java 
applet  compares  the  version  on 
the  user’s  machine  with  that  on 
the  Web  server  —  and  only  trans¬ 
mits  the  bits  of  data  that  have 
changed. 

That  feature  was  especially 
useful  for  CNA  Architecture, 
which  was  clogging  low-band¬ 
width  connections  among  its  cus¬ 
tomers,  architects  and  project 
teams  with  megabyte-heavy  CAD 
files  that  had  to  be  retransmitted 
when  even  a  tiny  change  was 
made.  The  Punch  WebGroups 
binary  comparison  feature  has 
eliminated  network  bottlenecks 
while  enhancing  communications. 

“WebGroups  has  given  CNA 
and  our  clients  the  freedom  to 
securely  store  and  access  our  pro¬ 
jects  from  any  location,  streamlin¬ 
ing  our  project  management 
process  and  increasing  company 
output,”  says  Workman. 

Punch  WebGroups  is  available 
via  the  Internet  in  an  application 
service  provider  model,  which 
Punch  Networks  can  also  “private 
label”  for  companies.  Punch 


WebGroups  for  Enterprise  is  a 
client/server  version  of  the  tool 
with  extra  management  features, 
including  configuration  files  so 
administrators  can  customize  the 
interface,  add  company  logos,  set 
user  limits  and  more.  It  also  pro¬ 
vides  integration  with  existing 
Lightweight  Directory  Access 
Protocol  (LDAP)  directories  and 
has  a  full  suite  of 
Web-based 
administration 
tools. 

“WebGrou  ps 
proved  its  value  to 
us  during  the 
months  we 

accessed  it  from 
Punch’s  Internet 
site,  and  we  would 
have  continued  to 
use  that  version,”  says  Martin  of 
Meridium’s  switch  to  Punch 
WebGroups  for  Enterprise.  “But  as 
a  matter  of  policy,  we  try  to  keep 
as  many  applications  and  as  much 
of  our  corporate  data  as  possible 
behind  our  firewall.” 

Because  users  may  try  Punch 
WebGroups  for  free  at  Punch’s 
Web  site,  they  can  thoroughly 
learn  and  test  the  system  before 
it’s  installed  on  the  corporate  net¬ 
work,  reducing  the  IT  burden. 
“We  evaluated  the  product  and 
demonstrated  its  benefits  without 
heavy  involvement  from  our  IT 
staff,”  says  Martin. 

Punch  WebGroups’  license  fees 
are  $6,000  per  100  users.  That’s 
inexpensive  compared  to  main¬ 
stream  document  management 
solutions  —  and  to  the  benefits 
the  product  provides,  including 
reduced  project  cycle  time. 

“The  fact  that  I  spend  less  time 
trying  to  manually  update  my  team 
members  means  I  can  focus  on 
other  tasks,”  says  Martin. 
“Multiply  that  experience  across  50 
people  and  the  result  is  increased 
productivity,  better  software  and 
better  customer  service.”  % 


“Only  WebGroups  had 
the  sophisticated  ver¬ 
sioning  and  manage¬ 
ment  tools  we  needed.” 

—Antonio  Martin 
senior  project  manager 
Meridium  Inc. 
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HOLDING  IT 
ACCOUNTABLE 


NEW  ACCOUNTING  STANDARD  for 
software  development  will  force  dra¬ 
matic  changes  in  the  way  IT  projects 
are  run.  reports  Kathleen  Melymuka. 
The  bookkeeping  rules  require  much 
greater  discipline  in  project 
management  and,  like  Y2K,  they 
can’t  be  ignored  —  not  with  the 
SEC  watching.  IT  departments 
will  need  to  keep  detailed  records  of  the  time  spent 
on  tasks  so  that  internal  software  costs  are  correct¬ 
ly  fed  into  the  general  ledger.  Application  develop¬ 
ment  units  that  can't  handle  these  chores  may  be 
replaced  by  an  outsourcer  that  can. 

Report  begins  on  page  46. 


MORE  MANAGERS 
MONITOR  E-MAIL 


Computerworld  survey:  Fearing  lawsuits,  loss 
of  secrets,  employers  scan  more  worker  messages 


BV  OOMINIQUI  OICHUVM 

Spot  check*  just  aren't  good 
enough  anymore-  The  tide  i» 
turning  toward  systematic 
monitoring  of  corporate  e-mail 
traffic  using  content-monitor¬ 
ing  software  that  scans  for 
troublesome  words,  according 
to  an  exclusive  Computerworld 

About  31%  of  75  corporate 
e-mail  managers  already  use 
monitoring  software  either 
regularly  or  for  spot  checks.  Of 
those  who  don't,  21%  plan  to 
install  it  next  year,  according  to 
the  survey 

Tile  reason;  Users  of  moni¬ 
toring  software  said  they're 
concerned  about  protecting 
their  intellectual  property  and 
guarding  themselves  against 
litigation. 


*1  didn't  really  realize  how 
much  of  a  problem  I  had  until  I 
tlan cd  using  (monitoring  soft¬ 
ware  I."  said  Jeff  Lf  Page,  direc¬ 
tor  of  MIS  at  American  fast 
Freight  Inc.  in  Kent.  Wash. 

LePage  is  using  MIME 
sweeper  software  from  Kirk- 
E-M oil  Monitors,  page  97 


MERGER  SPURS  IT 
COST,  JOB  CUTS 

ConEd/Northeast  see 
pressure  fo  cut  rates 


Consolidated  Edison's  S3J  bil¬ 
lion  merger  with  Northeast 
Utilities  is  bound  to  trigger 
sharp  cost-cutting  plus  em¬ 
ployee  layoffs  within  the  two 
companies'  IT  groups,  analysts 
said  last  week. 

The  merger  means  an  Ira- 


REPORT:  CODE  QUALITY  TO  TAKE  A  HIT 


But  many  CIOs  defend 
integrity  of  software 


As  if  the  year  2000  problem 
won't  be  enough  of  a  Pandora's 
box.  here's  another  one  for  IT 
organizations:  Software  dcvcl- 


ance  departments  as  they  have 
pulled  specialists  onto  their 
Y2K  projects.  The  trickle- 
down  effect,  according  to  Mela 
Group,  is  that  few  of  these 
companies  will  redeploy  their 
quality  teams,  so  application 
development  error  rales  will 
increase. 


oped  by  user  compa-  -  Meta  Group's  sofl- 

nies  next  year  could  ware  quality  assur- 

bc  buggicr  than  ever.  ancc  research,  which 

According  to  soon-  is  drawn  from 

to-be- released  re-  "Worldwide  IT 

search  from  Sum-  Trends  and  Bench 

ford.  ( onn  based  Wfr  JJ  mark  Report."  is 
Mela  Group  Inc.,  based  on  survey  rc- 

morc  than  half  the  s ponses  from  infur- 

world's  biggest  com-  MERRILL  LVNCffS  mat  inn  technology 
panics  have  disband-  JOHNMCKBREV  executives  at  J18  of 
cd  their  in-house  soft-  ■fcapees  with  Mata  the  world's  2.000 
ware  quality  assur-  Group  findings  Code  Quality,  page  97 


infrastructure,  plus  deregula¬ 
tion  means  tremendous  pres- 


CAN  ACQUISITION 
STAY  HEALTHY? 


Aetna/Prudential  face 
data  challenges 


BV  THOMAS  HOFFMAN 

Aetna  Inc.'s  top  IT  executive 
said  his  company  is  set  to  ab¬ 
sorb  its  third  major  health  in¬ 
surance  acquisition  in  three 
years  with  the  takeover  of  Pru¬ 
dential  Healthcare. 

But  Wall  Street  analysts 
and  health  care  consultants 
warned  that  despite  its  merger 
and  acquisition  experience,  the 
Aetna,  page  16 
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know  you’re  getting  the  most  objective,  unbiased 
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Continued  from  page  68 

so,  he  must  be  a  scientist  himself,  says  McCurdy. 

“There  is  a  very  high  emphasis  placed  on  the 
scientific  capabilities  of  managers,”  he  says.  “It 
makes  a  scope  of  a  job  that’s  really  interesting  and 
challenging.” 

In  the  meantime,  McCurdy  continues  his  search, 
all  the  while  acknowledging  to  himself  that  he’s  up 
against  great  odds  because  of  the  dearth  of  CIO  can¬ 
didates  with  the  right  mix  of  business  and  technolo¬ 
gy  credentials  and  scientific  know-how. 

But  headhunters  who  specialize  in  high-level  IT 
placements  seem  far  more  confident  of  McCurdy’s 
chances  than  he  does.  In  fact,  they  say,  it’s  quite 
common  for  IT  executives  to  have  extensive  training 
and  experience  within  a  particular  industry  or  a  spe¬ 
cialized  sector,  such  as  biotechnology  or  discrete 
manufacturing. 

“I’d  say  it’s  very  common.  Whenever  I  get  a  CIO 
search . . .  the  criterion  is  you’re  always  looking  for 
someone  who’s  had  the  operational  side,”  says  Karen 
Simpson,  an  account  manager  who  specializes  in  IT 
searches  at  Ajilon,  a  Toronto-based  executive  search 
firm.  “A  CIO  for  a  bank  is  probably  not  going  to  be  as 
effective  going  from  a  banking  environment  to  a  re¬ 
tail  environment.  There’s  a  big  learning  curve.” 

The  best  strategy  for  finding  a  top-level  IT  execu¬ 
tive  with  extensive  industry  experience,  say  head¬ 
hunters,  is  to  look  within  the  walls  of  your  major 
competitors. 

“What  Berkeley  would  want  to  do  would  be  target 
other  laboratories’  [CIOs]  and  cold-call  them,”  advis¬ 
es  Tammy  Anderson  of  Lysen  Anderson  Executive 
Search  Inc.  in  Atlanta. 

But  Lawrence  Berkeley  has  an  added  challenge,  ex¬ 
plains  McCurdy:  It’s  located  in  Berkeley,  Calif.,  a 
stone’s  throw  from  Silicon  Valley,  where  IT  execu¬ 
tives  are  paid  top  salaries  and  the  cost  of  living  is 
among  the  highest  in  the  nation. 

And  because  the  laboratory  is  a  nonprofit  institu¬ 
tion  funded  by  the  U.S.  Department  of  Energy,  there’s 
not  much  room  for  salary  negotiations.  The  salary 
range  for  laboratory  directors  runs  between  $115,560 
and  $184,800  —  and  only  a  very  few  of  the  laborato¬ 
ry’s  national  division  directors  fall  at  the  top  of  that 
range,  he  says. 

“Someone  who  has  corporate  experience  of  this 
level  would  expect  something  a  little  bit  higher,  plus 
some  level  of  corporate  equity,”  he  says.  “We  are  at 
the  whim  of  the  Department  of  Energy.” 

Strategies  companies  can  take  to  expand  the  pool 
of  candidates,  says  Anderson,  are  to  look  for  lower- 
level  professionals  with  industry-specific  experience 
who  are  ready  for  advancement,  and  to  cold-call  peo¬ 
ple  who  aren’t  job-hunting.  “Maybe  10%  to  20%  of 
the  talent  pool  may  be  surfing  the  Web  looking  for  a 
job,”  she  explains.  “If  you  try  to  attract  the  cream  of 
the  crop  among  the  80%  as  opposed  to  the  20%, 
you’re  going  to  see  a  higher  caliber  of  candidates.” 

Selling  the  Work 

Reputation  is  the  biggest  selling  point  for  positions 
at  the  American  Civil  Liberties  Union  of  Northern 
California,  says  executive  director  Dorothy  Ehrlich. 

“I  think  all  people  in  nonprofits  will  find  it  hard  to 
compete  with  the  private  sector,”  she  says,  “but  there 
tends  to  be  some  self-selection . . .  among  those  who 
want  to  work  for  justice  and  to  bring  their  own  tech¬ 
nical  experience  to  bear.” 

The  San  Francisco-based  branch  of  the  civil 
rights  organization  recently  filled  a  position  for  a 
new  computer  systems  manager  who  will  be  re¬ 
sponsible  for  implementing  and  maintaining  the 


organization’s  long-range  technology  plan. 

“It’s  a  very  important  position.  They  absolutely 
have  to  be  technically  qualified,”  says  Ehrlich.  “But 
we  want  someone  who  is  committed  and  cares  about 
our  goals.” 

The  ACLU  advertises  positions  through  both  non¬ 
profit  and  mainstream  publications.  When  an  attor¬ 
ney  position  opens  up,  applications  come  flooding  in 
because  many  lawyers  have  always  dreamed  of  work¬ 
ing  for  a  high-profile  political  organization  like  the 
ACLU,  says  Ehrlich.  In  contrast,  an  IT-related  posi¬ 
tion  “is  a  little  harder.  We  don’t  get  hundreds  of  ap¬ 
plications.  It’s  a  highly  specialized  area.” 

But,  she  adds,  “We  cast  a  very  wide  net  and  you 
end  up  with  people  primarily  interested  in  providing 
this  technological  expertise,  but  who  always  wanted 
to  work  for  the  ACLU.” 

A  bigger  challenge  than  recruitment,  she  says,  is 
retaining  employees. 

“People  are  lured  back  into  the  private  sector  very 
often,”  says  Ehrlich.  “It’s  genuinely  hard  for  people  to 
pay  the  rent  and  work  in  nonprofit.” 

Lawrence  Berkeley,  like  the  ACLU,  relies  on  the 
impact  of  its  work  in  attracting  job  candidates,  says 
McCurdy.  The  new  CIO,  he  says,  could  play  a  role  in 
work  such  as  experimental  cosmology  and  super¬ 
novae  experimentation,  “both  of  which  I  think  have 
the  potential  of  landing  someone  a  Nobel  Prize.” 

The  CIO  would  also  work  with  the  laboratory’s 
director  for  its  portion  of  work  on  the  human 


Casting  the  Net 

There  are  several  strategies  for  finding  a  top-level  IT 
executives  with  extensive  background  and  expertise  in 
a  particular  industry,  say  headhunters.  They  include: 

►Targeting  CIOs  from  your  major  competitors. 

►Spending  about  six  months  researching  the 
field  of  potential  candidates. 

►Identifying  qualified  professionals  who  aren't 
looking  for  jobs,  and  cold-calling  them. 

►Considering  industry  insiders  in  lower-level 
positions  who  are  ready  to  move  up. 

►Placing  advertisements  in  mainstream  and 
industry  publications.  -  Melissa  Solomon 


genome  project.  “It  provides  a  range  of  work  that 
will  propel  somebody’s  career  if  they  take  this  job 
and  can  do  it  for  five,  10  years,”  he  says. 

“There  will  be  no  great  scientific  laboratories  in 
this  century  without  an  information  technology  in¬ 
frastructure,”  he  adds.  “That  part  of  the  vision  be¬ 
longs  to  the  CIO;  in  that  regard,  it’s  very  attractive.” 

Room  to  Grow 

While  industry  experience  is  critical  for  many 
CIOs,  some  companies  keep  an  open  mind  about 
candidates  so  they  can  attract  the  most  qualified 
executives. 

Paidos  Health  Management  Services  Inc.,  a 
Chicago-based  national  disease  management  com¬ 
pany  that  specializes  in  neonatal  services,  is  in  the 
midst  of  a  search  for  a  CIO.  The  job  description 
calls  for  a  candidate  who  can  provide  leadership  for 
the  development  of  IT  systems  at  Paidos  as  well  as 
an  “understanding  of  finance,  business  operations, 
clinical  processes  and  managed  care.”  The  ideal 
candidate  would  have  a  degree  in  health  care  and/ 
or  computer  science. 

But  Paidos  hasn’t  limited  its  search  to  those  within 
the  health  care  profession,  says  Linda  Hodges,  execu¬ 
tive  vice  president  at  Hersher  Associates  Ltd.,  the 
Northbrook,  Ill.-based  IT  health  care  executive  re¬ 
cruiting  firm  that’s  conducting  the  search.  Organiza¬ 
tions  like  Paidos  that  “feel  they  have  enough  depth  or 
strength  that  they  can  allow  a  person  adequate  time” 
to  get  up  to  speed  on  health  care  issues  try  to  look 
beyond  the  industry  for  top  talent,  she  says. 

“It  depends  on  the  position  and  the  organization,” 
Hodges  says.  “Health  care  experience  in  some  orga¬ 
nizations  is  critical. . . .  But  we  have  seen  a  number  of 
CIOs  make  the  transition  from  other  industries.” 

One  high-profile  example  is  Joseph  Smialowski, 
the  former  Sears,  Roebuck  and  Co.  CIO  who  jumped 
industries  in  1998  to  become  CIO  at  BankBoston 
(which  has  since  merged  into  Fleet  Bank  and  is  now 
known  as  FleetBoston  Financial). 

But  Smialowski  is  the  exception  to  the  rule,  says 
Anderson. 

At  San  Francisco-based  Blue  Shield  of  Northern 
California,  health  care  experience  was  a  critical  fac¬ 
tor  in  the  company’s  search  for  a  CIO,  according  to 
Chief  Financial  Officer  Paul  Swenson. 

“For  us,  it  was  important  to  have  somebody  who 
just  understands  what  we  were  doing,”  he  explains. 

Blue  Shield  hired  David  M.  Bowen  as  CIO  last 
spring  after  a  formal  search  that  lasted  nearly  a  year 
and  yielded  only  four  relatively  serious  candidates. 

One  edge  to  hiring  Bowen,  a  former  CIO  at  San 
Francisco-based  hospital  chain  Catholic  Healthcare 
West  and  at  Baptist  Health  System  Inc.,  a  hospital 
and  health  maintenance  organization  network  in  Al¬ 
abama,  is  his  ability  to  help  Blue  Shield  navigate  its 
way  through  the  Health  Insurance  Portability  and 
Accountability  Act,  which  was  passed  in  1996  and  is 
expected  to  take  effect  within  the  next  year.  The 
technology  regulations  are  aimed  at  protecting  the 
privacy  and  security  of  patient  information. 

Because  of  his  background,  Bowen  will  also  be 
able  to  communicate  the  company’s  IT  infrastructure 
needs  to  the  doctors,  who  are  notoriously  resistant  to 
technology,  says  Swenson. 

But  before  it  found  Bowen,  the  search  committee 
started  doubting  its  chances  of  finding  the  ideal 
candidate. 

“Can  you  find  the  right  balance  of  person  who 
brings  technology,  health  care  and  management  [ex¬ 
pertise]?”  asks  Swenson.  “There’s  not  many  of  them 
out  there.”  ft 
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It’s  no  secret.  The  better  informed  you  are  about 
your  suppliers,  the  better  your  chances  of  having 
a  profitable  relationship.  Unfortunately,  getting 
the  whole  story,  especially  when  it  spans  multiple 
locations  and  contracts,  has  never  been  easy.  But 
now,  SAS,  the  worldwide  leader  in  data  mining 
and  e-Intelligence,  has  joined  forces  with  Dun  & 
Bradstreet  and  B2Emarkets  Inc.  to  bring  new  insight 
and  certainty  to  supplier  relationship  management. 
Knowledge  that  can  save  you  as  much  as  15%  on 
your  total  supplier  costs.  Just  imagine  what  that 
could  do  for  your  company’s  bottom  line.  For  more 
details  about  this  and  other  solutions  from  SAS,  call 
us  at  1-800-727-0025.  Or  stop  bywvvw.sas.com 


The  Power  to  Know ; 


e-Intelligence 
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WHEN  JORDEN  WOODS,  GlobalSight’s  chief  technology  officer,  started  teaching,  “I  was 
nervous,  especially  because  in  this  day  and  age,  students  are  much  less  complacent,”  he  says 


TEACHH6 

OHTHESDE 

IT  managers  who  have  dreams  of 
teaching  as  a  second  career  are  in  luck 
Colleges  and  universities  are  desperate 
for  your  real-world  technology  and 
business  expertise.  By  Erik  Sherman 


Many  people  harbor  dreams  of 
pursuing  some  other  career, 
but  practicalities  usually  rule 
out  experimenting  with  new 
types  of  work. 

But  information  technology  profes¬ 
sionals  who  have  long  toyed  with  the 
idea  of  teaching  are  in  luck.  Many  uni¬ 
versities  and  colleges  are  seeking  those 
who  have  real-world  experience  to 
conduct  classes  in  technology  or  even 
business.  You  could  teach  those  who 
want  to  learn  programming,  gain  a 
vendor  certification  such  as  Microsoft 
Certified  Systems  Engineer  or  better 
understand  how  business  operates  on 
the  Web. 

Although  the  pay  is  relatively  low, 
the  rewards  can  be  high,  including  per¬ 
sonal  satisfaction  and  even  the  chance 
to  meet  potential  employees,  business 
partners  or  customers. 

Finding  an  Opportunity 

But  first,  a  teacher  needs  a  class¬ 
room.  For  some,  finding  one  involves 
calling  department  heads  or  even  hu¬ 
man  resources  personnel  at  local 
schools.  Many,  though,  come  across 
opportunities  through  word  of  mouth. 

“My  old  manager  used  to  teach  at 
a  community  college  and  asked  if  I 
wanted  to  teach  a  class,”  says  Michael 
Moore,  a  network  analyst  at  insurance 
company  network  Harleysville  Group 
Inc.  in  Harleysville,  Pa.  Each  semester, 
Moore  teaches  a  networking  class  to 
help  people  get  Microsoft  certification. 
“I  spoke  to  the  dean  of  the  college  of 
business  and  computing,  gave  him  my 
resume  and  interviewed  with  him,  did 
some  impromptu  teaching  [as  part  of 
the  interview  process]  and  was  hired.” 

David  Friend,  a  former  engineer  who 
is  CEO  of  Boston-based  teleconferenc¬ 
ing  provider  eYak  Inc.,  stresses  the  im¬ 
portance  of  finding  the  right  atmos¬ 
phere.  “I  took  a  year  out  and  taught  at 
the  Sloan  School  at  MIT,”  says  Friend, 
who  was  asked  by  a  member  of  the  fac¬ 
ulty  to  co-teach  a  class  in  business  and 
entrepreneurship. 

“I  think  it’s  important  to  be  in  an 
environment  where  the  students  are 
stimulating.  I  can’t  imagine  I  would 
have  been  happy  teaching  someplace 
where  the  students  aren’t  as  bright  as 
they  are  at  MIT,”  says  Friend. 

A  school  typically  is  ready  to  help  a 
would-be  teacher  learn  how  to  develop 
a  syllabus  and  find  resources  on  cam¬ 
pus.  But  instructors  had  better  bring 
their  own  time-management  skills  to 
schedule  the  time  needed  to  prepare 
teaching  materials,  write  tests  and 
grade  students’  work. 

“I  didn’t  know  how  I  was  going  to  do 
it,”  says  [orden  Woods,  chief  technolo¬ 
gy  officer  at  GlobalSight  Corp.  in  San 
Jose,  who  is  teaching  a  course  on  im¬ 
plementing  global  e-commerce  for  San 
Jose  State  University’s  e-commerce 
management  program.  His  schedule 


had  him  working  16  hours  per  day, 
Monday  through  Saturday,  plus  half  a 
day  Sunday,  making  it  difficult  to  pre¬ 
pare  a  course  syllabus.  “There  were  a 
lot  of  late  nights  where  I  was  in  the  of¬ 
fice  sometimes  until  midnight  or  1  in 
the  morning,”  he  says. 

Aside  from  the  long  hours,  Woods 
says,  he  felt  a  lot  of  pressure  at  first.  “I 
was  nervous,  especially  because  in  this 
day  and  age,  students  are  much  less 
complacent.  They  want  a  lot  more  per¬ 
sonalization,  and  they  want  it  now,” 
Woods  says.  But  teaching  has  given 


him  a  professional  advantage,  he  says, 
providing  him  with  speaking  opportu¬ 
nities,  exposure  for  his  company  and, 
as  in  Friend’s  case,  the  chance  to  meet 
potential  employees. 

Continuous  Learning 

There  are  other  pressures,  too. 
“There  is  always  the  pitfall  of  the  ag¬ 
gressive  student,”  says  Timothy  Smith, 
vice  president  of  strategic  development 
at  Kinkos.com  Inc.  in  Alexandria,  Va., 
and  a  former  government  employee 
who  teaches  at  the  Defense  Intelligence 


The  College  View: 
Dying  to  Meet  You 

While  schools  look  for  certain  characteristics  in  teach¬ 
ers,  the  foremost  at  the  moment  might  be  visibility. 

“Last  January ...  I  was  desperate,"  says  Dr.  Lee 
Bender,  chairman  of  the  business  and  computer  sci¬ 
ence  division  at  Montgomery  County  Community  Col¬ 
lege  in  Blue  Bell,  Pa.  “About  10  days  before  the  semes¬ 
ter  began.  I  had  10  sections  of  courses  unstaffed  in  the 
computer  area."  A  massive  e-mail  campaign  helped 
him  find  the  people  he  needed,  but  Bender’s  experi¬ 
ence  shows  that  instructors  are  in  high  demand. 

“The  field  is  growing  much  faster  than  we're 
producing  teachers,"  says  MaryAnn  Robbed,  chair¬ 
woman  of  the  computer  information  systems  depart¬ 
ment  at  Bentley  College  in  Waltham,  Mass.  “The  in¬ 
dustry  is  offering  a  lot  more  than  we  are,  and  the  job 
market  is  hot." 

Desperation  doesn’t  mean  capitulation.  Applicants 
must  have  the  technical  chops  to  teach  their  special¬ 
ties,  notes  Robbed.  Those  who  are  generalists  in  IT 
should  consider  introductory  classes,  as  higher-level 
instruction  requires  more  depth  of  knowledge  in  a  sub¬ 
ject.  Whatever  the  case,  never  embellish  credentials. 

“Something  that  turns  me  off  are  phonies:  people 
who  come  in  and  say  I’ve  done  that,’  and  when  you’ve 
talked  to  them,  [they]  have  done  nothing,"  Robbed 
says.  There  are  always  faculty  members  who  will  see 
through  that. 

Robbed  -  and  other  deans  and  chairmen  -  say 
they  also  look  for  “an  interest  in  teaching.” 

Pay  is  typically  far  below  what  an  experienced  tech¬ 
nologist  can  make,  so  colleges  want  to  find  teachers 
motivated  by  factors  other  than  money.  People  can  de¬ 
termine  whether  they  have  the  bug  by  giving  presenta¬ 
tions  and  offering  to  periorm  free  guest  lectures. 

Remember,  too,  that  as  IT  touches  more  aspects  of 
life,  there  are  teaching  opportunities  outside  computer 
and  business  programs. 

"Information  technology  has  become  a  key  feature 
for  us,”  says  Gus  Friedrich,  dean  of  the  School  of 
Communication,  Information  and  Library  Studies  at  the 
New  Brunswick,  N.J.,  campus  of  Rutgers  University. 
That  means  oppodunities  for  IT  professionals,  and  also 
some  necessary  attitude  adjustments. 

“One  of  the  things  I  try  to  explain  is  that  these  stu¬ 
dents  are  really  bright,  but  they’re  not  the  same  as 
you,”  says  Friedrich.  “Don't  sell  them  shod,  but  don’t 
make  the  assumption  that  they’re  just  like  you.  You’re 
going  to  have  to  bring  them  into  [the  subject]." 

-Erik  Sherman 


College  in  Washington.  His  classes  are 
about  how  to  use  the  Internet  in  intelli¬ 
gence  gathering  and  dissemination. 
“They  want  to  get  you  and  prove,  one 
way  or  the  other,  that  you  are  not  as 
smart  as  you  think  you  are,”  he  says. 

That  means  spending  time  keeping 
up  with  industry  developments.  “I 
probably  spend  10  to  15  hours  a  week 
[keeping  current]  through  literature, 
through  research,  through  talking  to 
people,”  Smith  says.  “And  because  of 
my  role  at  Kinkos,  I  talk  to  a  lot  of  ven¬ 
dors,  potential  partners,  other  Internet 
start-ups.  I’m  fortunate  that  my  job 
keeps  me  in  the  flow  of  what’s  current.” 

In  fact,  presentations  at  Kinkos.com 
are  as  useful  for  Smith’s  teaching  as 
they  are  for  his  day  job.  “I  love  the 
folks  who  come  in  and  give  me  the 
generic  market  information,”  Smith 
says.  “I’ll  go,  ‘Can  I  have  that  slide? 

Can  I  use  those?’  ”  I 


Sherman  is  a  freelance  writer 
in  Marshfield,  Mass. 


*ND:  Network  Dysfunction 


Symptoms  Include: 

/  Premature  application  time  out 
/  User  satisfaction  concerns 
/  Stability  issues 

/  Performance  guarantee  problems 
/  Response  time  degradation 
/  SLA  guarantee  dilemmas 
/  Loss  of  bandwidth  control 

/  Stifled  application  enablement 


These  are  classic  signs  of  ND. 

ND  affects  every  company  from 
small  enterprises  to  large  service 
providers.  If  not  controlled  your 
business  is  at  risk,  and  your 
competition  knows  it. 

Now,  Sitara  Networks  is  just  what  the 
doctor  ordered  to  add  the  necessary 
layer  of  intelligence  to  your  network 
to  prevent  and  cure  ND. 

We’re  the  ist  company  to  deliver 
an  integrated  and  modular  QoS 
(Quality  of  Service)  platform  world¬ 
wide  that  integrates  bandwidth 


management  and  transparent 
caching  into  an  open  hardware  and 
software  architecture.  And  we’re 
the  ist  company  to  guarantee  the 
benefits  of  the  product  -  or  your 
money  bock. 

By  partnering  with  industry 
leaders,  including  Citrix  Systems 
Inc.  and  Sumitomo  Corporation  - 
Sitara  protects  your  network  with 
holistic  QoS. 


0  Sitara 


Networks 


Making  Networks  Smarter 


www.sitaranetworks.co  m 
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gether  into  a  more  accessible  format,” 
says  Robert  Parkinson,  a  consultant  in 
Roseville,  Calif.,  who  co-authored  Basis 
Administration  for  SAP  (Prima  Publish¬ 
ing,  1999). 

“I  was  surprised  at  how  much  I  knew. 
Once  I  sat  down  and  actually  began 
writing,  the  information  actually  flowed 
more  easily,”  Parkinson  says.  “It  helped 
me  in  my  day-to-day  consulting  to  cov¬ 
er  areas  that  I  had  worked  on  previous¬ 
ly  but  not  regularly.  In  essence,  I  pro¬ 
duced  a  diary  of  a  lot  of  SAP  knowledge 
that  I’ve  accumulated  over  the  years.” 

Publishing  and  presenting  also  estab¬ 
lishes  credibility  with  potential  clients, 
easing  the  process  of  lining  up  new 
gigs,  consultants  say.  When  a  prospect 
contacts  you  after  reading  your  work 
or  hearing  you  speak,  you’ve  already 
sold  your  skill  set.  You  can  get  down 
to  the  nitty-gritty  of  discussing  the 
client’s  problem  and  how  you  can 
solve  it,  rather  than  explaining  why 
you’re  the  right  person  for  the  job. 

For  Jim  Gray,  a  principal  at  Conval 
Software  Inc.  in  Moorpark,  Calif.,  that’s 
one  of  the  key  benefits  of  the  time  he 
logs  preparing  public  presentations. 
“The  job  interview  can  be  about  a  so¬ 
lution,”  Gray  says.  “You’ve  already  got¬ 
ten  in  the  door  and  past  the  initial  in¬ 
troductions.  I  can’t  say  what  impact  it 
has  on  the  bottom  line,  but  it  does  help 
with  gaining  clients.” 

Gray  says  the  real  appeal  for  him  is 
getting  a  message  out.  “There’s  an  evan¬ 
gelistic  impetus  behind  it,”  he  says. 
“When  you’re  a  consultant,  you  work 
with  a  lot  of  companies,  you  see  the 
same  problems  over  and  over  and  know 
that  solutions  are  available.  I’m  motivat¬ 
ed  to  see  if  we  can  address  the  problem 
and  see  people  have  more  successes.” 

Building  Business 

For  many  consultants  like  Gray,  the 
hard  part  of  writing  and  presenting 
isn’t  finding  something  to  say  but  find¬ 
ing  the  time  to  say  it. 

You  have  to  incorporate  it  into  your 
regular  schedule,  says  Stephanie  Smith, 
an  independent  applications  developer 
doing  business  as  GWIJ  Systems  Inc.  in 
Plano,  Texas. 

By  keeping  up  with  the  latest  topics, 
Smith  says,  she’s  ready  to  tackle  a  new 
presentation  whenever  the  opportuni¬ 
ty  arises.  That  way,  if  she  gets  a  request 
for  a  proposal  to  present  at  an  up¬ 
coming  conference,  she  already 
has  fresh  material  for  a  bid.  “It’s 
also  a  good  thing  to  do  when 
you’re  on  the  bench,”  she  adds. 

Writing  a  book  may  offer  the 
biggest  payoff  —  financially 
and  in  terms  of  exposure 
—  compared  with  writing 
articles  and  making 
speaking  engagements. 

But  it’s  also  the  most 
demanding  and  time- 
consuming  venture. 


Gettin 
Word 


Consultants  find  writing  and  speaking 
to  be  an  effective  way  to  build  business 
-  and  expertise.  By  Leslie  Goff 


Dave  crowley,  an  inde¬ 
pendent  SAP  consultant 
in  the  northern  Michigan 
hamlet  of  Traverse  City, 
went  global  last  year. 

Less  than  a  year  after  launching  his  in¬ 
dependent  consulting  practice,  Acre 
Wood  Consulting  LLC,  he  picked  up  a 
gig  in  Australia  and  was  getting  in¬ 
quiries  from  companies  in  India. 

He  says  he  owes  his  instant  interna¬ 
tional  reputation  to  a  marketing  tactic 
that  cost  him  essentially  nothing  and 
through  which  he  actually  made  mon¬ 
ey.  The  globalization  of  Crowley’s 
practice  took  off  after  he  published 
two  articles  about  SAP  consulting. 

“Without  [my]  being  published,  they 
would  never  have  found  me,”  Crowley 
says  of  his  Australian  client.  “I  didn’t 
have  an  international  presence,  and  I 
don’t  have  a  lot  of  people  working  for 
me.  But  writing  positioned  me  as  an 
expert  in  my  field  and  brought  me  at¬ 
tention  —  and  at  no  cost.” 

In  fact,  the  writing  opportunities  just 


fell  into  his  lap,  Crowley  says.  A  col¬ 
league  he  met  at  an  SAP  user  confer¬ 
ence  later  passed  his  name  along  to  an 
editor  at  Inside  Technology  Training 
magazine  who  interviewed  Crowley 
for  an  article.  At  the  end  of  the  inter¬ 
view,  the  editor  invited  him  to  submit 
an  article  on  what  makes  a  good  enter¬ 
prise  resource  planning  team. 

Spurred  by  the  success  of  that  experi¬ 
ence,  Crowley  wrote  a  first-person  col¬ 
umn  that  he  sent  to  Contract  Professional 
magazine,  which  published  the  submis¬ 
sion.  He  earned  fees  for  both  stories. 

Crowley’s  coup  highlights  how  pub¬ 
licly  establishing  your  expertise  can  be 
an  effective  and  inexpensive  route  to 
building  and  expanding  a  consulting 
business.  Publishing  articles,  getting  a 
book  deal  or  making  speaking  engage¬ 
ments  helps  you  put  yourself  out  there 
and  also  helps  you  get  a  much  better 
handle  on  your  own  skills. 

“Categorizing  a  lot  of  the  technical 
information  that  I’ve  accumulated  over 
the  years  has  helped  me  put  it  all  to¬ 


Parkinson  notes  that  he  had  to  put 
his  personal  life  on  hold  during  the 
10-month  process  of  writing  Basis 
Administration  for  SAP.  He  spent  most 
of  his  free  time  writing  —  before  and 
after  work  during  the  week,  as  well  as 
several  hours  on  weekends. 

But  the  book  has  led  to  other  writing 
opportunities,  as  well  as  to  speaking  en¬ 
gagements.  “The  amount  of  time  and 
effort  put  forth  in  the  book  was  done  as 
a  labor  of  love,  with  the  intent  of  pro¬ 
moting  my  consulting  career,”  Parkin¬ 
son  explains.  “The  monetary  benefits 
are  few  and  far  between  —  you  don’t 
get  rich  writing  these  books.  The  in¬ 
tent  was  to  enhance  my  consul¬ 
tancy  . . . [and] the  response 
has  been  so  positive  that 
I  think  it  will  become  a 
necessary  part  of  my 
practice.”  I 


Goff  is  a  freelance  writer 
in  New  York.  Contact  her 
at  lgoff@ix.netcom.com. 


Publishing  and 
Presenting:  A  Primer 

Getting  started  in  publishing  and  presenting 
usually  happens  the  old-fashioned  way  - 
by  networking.  Someone  you  chat  with  at  a 
local  user  group  meeting  happens  to  pass 
your  name  along  to  an  editor,  who  calls  you  to 
solicit  a  column.  The  column  lands  in  the 
hands  of  a  conference  planner,  who  asks  you 
to  appear  on  a  panel.  The  panel  moderator  is 
editing  a  book  and  asks  you  to  contribute  a 
chapter.  The  publishing  company  is  so  im¬ 
pressed  that  it  hires  you  to  do  your  own  book, 
and  so  forth. 

Here’s  some  advice  to  keep  in  mind  when 
you’re  starting  out: 

■  Start  small.  If  you’ve  never  written  or  spo¬ 
ken  in  public  before,  contribute  an  article  to  a 
local  newsletter  or  arrange  to  speak  at  a  local 
user  group  meeting.  With  a  few  clips  and  pre¬ 
sentations  behind  you,  you  can  tackle  a  na¬ 
tional  publication  or  conference  presentation. 

■  Focus  on  what  you  know -don’t  encum¬ 
ber  the  new  experience  of  writing  or  speak¬ 
ing  with  a  topic  that’s  unfamiliar  to  you. 

■  Make  the  research  for  an  article  or  pre¬ 
sentation  part  of  your  regular  routine.  Keep 
a  journal  of  problems  you’ve  encountered  at 
work  and  how  you  resolved  them,  or  keep  an 
archive  of  news  clips  on  topics  that  interest 
you.  Then,  when  an  opportunity  comes  your 
way,  you  already  have  material  to  develop. 

■  Don’t  measure  the  benefits  monetarily.  Un¬ 
less  you  write  a  best-selling  book,  publishing 
and  presenting  aren’t  likely  to  bring  in  huge 
fees.  Consultants  who  regularly  write  and 
make  public  appearances  say  the  payoff 
comes  from  broadening  their  exposure,  es¬ 
tablishing  credibility  with  prospective  clients 
and  building  self-confidence.  -Leslie  Goff 

SOURCE:  COMPILED  FROM  INTERVIEWS  WITH  DAVE 
CROWLEY.  ACRE  WOOD  CONSULTING:  R08ERT  PARKIN¬ 
SON.  AN  SAP  CONSULTANT  IN  ROSEVILLE.  CALIF.:  JIM 
GRAY.  CONVAL  SOFTWARE:  AND  STEPHANIE  SMITH. 
GWIJ  SYSTEMS. 


Don't  be  mystified  by  SAN  solutions. 

The  choice  is  clear. 


Combining  award-winning  Fibre  Channel  switches  and  SAN  management 
software,  Brocade  solutions  provide  scalability,  centralized  SAN  fabric 
management,  system  interoperability,  and  high  performance.  Brocade  partners 
with  major  storage  and  systems  OEMs  and  Integrators  to  provide  SAN 
solutions  optimized  for  LAN-free  backup,  storage  and  server  consolidation, 
disaster  tolerance,  and  high-availability  applications.  It's  no  wonder  that 
Brocade  is  the  industry  leader — and  the  clear  choice — for  SAN  solutions. 

Keep  up  to  date  with  the  latest  news  on  SANs.  Sign  up  for  our  complimentary 
Common  Threads  newsletter  at  www.brocade.com  today. 

©2000  by  Brocade  Communications  Systems,  Inc.  All  rights  reserved.  Brocade  and  the  Brocade  logo  are  registered  trademarks  of  Brocade  Communications  Systems.  Inc., 
in  the  United  States  and/or  in  other  countries. 


For  NaviSite,  There’s  No  Such 
Thing  as  Second  Tier 

For  this  service-minded  hosting  company,  every  one  of  its  e-commerce  clients 
deserves  the  same  thing:  to  be  treated  as  if  its  business  depended  on  its  web  site 


By  Randy  Crank 

Andover,  Mass.- 
based  NaviSite  Inc. 
is  a  leading  provider 
of  outsourced  man¬ 
aged  web  and  appli¬ 
cation  hosting  for  companies 
conducting  mission-critical  busi¬ 
ness  on  the 
Internet.  It’s  a 
company  with 
a  special  per¬ 
spective  on 
what  it  takes  to 
be  a  successful 
host.  That’s 
because,  until 
I  997  NaviSite 
was  CMGI, 

Inc.’s  internal 
hosting  and 
infrastructure 
provider. 

CMGI  is  a  net¬ 
work  of  diverse 
yet  intercon¬ 
nected  compa¬ 
nies  all  holding  leadership 
positions,  or  the  promise  of  lead¬ 
ership,  in  Internet-related  busi¬ 
nesses.  (In  1999  alone,  CMGI 
launched  or  acquired  35  such 
companies.)  In  other  words,  Nav¬ 
iSite  "grew  up"  hosting  Internet 
sites  for  some  of  the  world’s  very 
demanding  and  sophisticated 
customers. 

After  being  spun  off  from  CMGI 
in  February  1997,  NaviSite  has 
continued  to  have  a  special 
empathy  for  companies  that  are 
dealing  with  the  hyper-growth  of 
the  Internet  age.  For  one  thing,  it 
understands  the  difference 
between  just  renting  real  estate 


and  providing  a  genuine  service. 

Just  ask  Pierre  Bouchard,  Nav- 
iSite’s  director  of  product  market- 
ing.  “The  way  this  industry 
started,”  he  says,  “was  to  provide 
co-location  services.  You  bring  in 
your  own  equipment.  You  install 
it.  You  run  it.  The  only  things  you 
get  from  the  hosting  provider  are 
space,  power 
and  an  Internet 
connection. 

Our  customers 
initially  were 
companies  that 
CMG  had 
invested  heavily 
in  —  so  we 
were  strongly 
motivated  to 
provide  them 
with  more  than 
the  simple  co- 
location  basics. 
They  wanted, 
in  fact  needed, 
us  to  become  a 
part  of  their 
team  and  take  responsibility  for 
managing  critical  parts  of  their 
website.  So  management  isn’t 
something  we’ve  just  added,  it’s 
something  NaviSite  grew  up  with. 
It’s  in  our  genes.” 

Having  a  good  attitude 

That  kind  of  attitude  counts  a 
lot  with  New  Economy  companies 
like  MarketMax,  a  Burlington, 
Mass. -based  developer  of  soft¬ 
ware  for  the  retail  marketplace. 
In  2000,  the  company  launched 
Market4Retail.com,  a  site  that  lets 
retailers  and  manufacturers  col¬ 
laborate  online  to  develop  inter¬ 
active  merchandise,  assortment, 


promotion  and  space  plans,  and 
optimize  product  selection  in 
order  to  better  meet  consumer 
expectations.  Market4Retail.com 
is  hosted  by  NaviSite. 

Service  was  clearly  a  key  dif¬ 
ferentiator,  according  to  Ken 
Brame,  chief  technology  officer 
for  MarketMax.  He  says,  "One  of 
the  challenges  on  MarketMax’s 
part  was  that  [outsourced  web 
hosting]  opens  up  a  completely 
new  world  of  not  being  there 
every  day  standing  over  the 
server.  I’ve  never  seen  the  physi¬ 
cal  server  where  my  site  is  run¬ 
ning.  Doing  work  remotely  100% 
of  the  time  was  definitely  a  new 
experience  for  the  company  and 
produced  a  new  set  of  chal¬ 
lenges.” 

He  recounts 
one  experience 
he  had  tracking 
down  an  errant 
e-mail.  “It  was 
one  of  those 
forms  the  cus¬ 
tomer  fills  out 
that  sends  an  e- 
mail  back  to  our 
marketing 
department. 

Somewhere 
along  the  way 
the  e-mail  was 
getting 

dropped.  Nav¬ 
iSite  was  dili¬ 
gent  about 
tracking  the  e-mail  through  the 
different  servers  to  find  where  it 
was  getting  lost.  That  sounds  like 
a  pretty  simple  problem  —  but  it’s 
a  classic  illustration  of  why  it’s 
really  important  for  all  your  part¬ 


ners  to  talk  to  each  other  even 
when  they’re  not  physically  in  the 
same  room.” 

Problem  solving 

To  ensure  that  kind  of  talking, 
NaviSite  has  a  program  called 
Problem  Resolution  Management 
or  PRM.  “PRM  starts  with  people 
in  the  network  operations  center 
who  are  first  to  intervene  when 
there  is  a  problem  and  escalates 
from  there,”  states  Bouchard. 
“This  is  an  attitude  that  says,  Tm 
gonna  be  diligent  —  once  I’ve 
detected  a  problem  I’m  going  to 
get  it  resolved  no  matter  who  the 
right  party  is.’  We  might  escalate 
it  to  the  customer  but  we’re  still 
going  to  stay  in  the  loop  until  the 
problem  is 
solved.” 

PRM  is  some¬ 
thing  every  cus¬ 
tomer  gets  — 
even  those  who 
may  only  rent 
space  from  Nav¬ 
iSite.  “When  a 
customer  has  a 
problem,  they 
have  an  expec¬ 
tation  that  we 
will  get  in  there 
and  help  them 
fix  it.  They  don’t 
care  if  it’s  not  on 
our  price  list. 
PRM  is  a  secu¬ 
rity  blanket. 
Whatever  sense  of  urgency  needs 
to  be  there  will  be  there.  There’s 
no  such  thing  as  second  tier.” 


Randy  Cronk  is  a  freelance  writer 
based  in  Boston. 


NaviSite  was  diligent 
about  tracking  the  e-mail 
through  the  different 
servers  to  find  where  it 
was  getting  lost.  That 
sounds  like  a  pretty  sim¬ 
ple  problem  —  but  it's  a 
classic  illustration  of  why 
it's  really  important  for 
all  your  partners  to  talk 
to  each  other  even  when 
they're  not  physically  in 
the  same  room. 

—Ken  Brame,  CTO, 
MarketMax 
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In  todays  hot  IT 
job  market,  "paying  your  dues"  can 

mean  working  for  less  than  six  figures. 
And  that's  not  only  good  for  IT  newcomers.  It's 
great  for  you,  too.  Because  right  now,  your  IT  experi¬ 
ence  has  never  been  worth  more.  Want  proof?  Sign  up 

f°r  free  Job  Alerts  from 
/JHiBBiiiilBlIII  ITcareers.com.  We  have 
tens  of  thousands  of  serious  IT  opportunities  at  some  of  the 
world's  best-paying  and  best-run  companies.  When  one 
of  our  posted  positions  matches  your  profile,  we'll  alert 
you  right  away.  ITcareers.com  is  a  service  of  the 
ITworld.com  network,  the  industry's  most  trusted 
resource  for  all  the  latest  IT  news,  products,  job 
listings  and  more.  To  start  your  search, 
visit  www.ITcareers.com. 
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BUSINESS  QUICKSTUDY 

Channel  Conflilts 


DEFINITION 

Channel  conflicts  arise  when  a  new  venue  for 
selling  products  —  such  as  the  Web  for  selling 
goods  or  services  —  threatens  to  cannibalize 
one  or  more  existing  conduits  for  selling  goods 
within  the  same  organization,  such  as  a  retailer 
or  a  manufacturer. 


*  as 

Biggest  Issues  Facing 
Manufacturers  That  Sell  Online 


Corporate 


Competitive 

pressure: 

2% 


PERCENTAGES  BASED  ON  RESPONSES 
FROM  50  MANUFACTURERS 


Impact  of  the  Web  on 
Other  Channels 


PERCENTAGES  BASED  ON  RESPONSES 
FROM  25  MANUFACTURERS  THAT  SELL  ONLINE 


HHB 


BY  MINDA  ZETLIN 

MARKET  HOLDINGS 

LLC,  a  Stamford, 
Conn.-based  e-com¬ 
merce  consulting 
firm,  was  hired  last 
fall  to  help  a  multibillion-dol- 
lar  chemical  manufacturer  ex¬ 
plore  opportunities  for  selling 
its  products  directly  over  the 
Web.  The  company’s  internal 
e-commerce  team  had  already 
recommended  direct  Web 
sales  as  a  way  to  better  manage 
its  supply  chain  and  interact 
more  directly  with  customers, 
says  eMarket  co-founder  Alyse 
Terhune. 

But  when  the  team  present¬ 
ed  its  proposals  to  the  compa¬ 
ny’s  CEO,  Terhune  says  his  re¬ 
sponse  was  terse:  “We’ve  done 
business  with  our  distributors 
for  30  years,  and  I  certainly 
don’t  want  to  sell  around  them. 


I  don’t  even  want  to  discuss  it.” 

In  this  niche  of  the  chemical 
industry,  five  distributors  han¬ 
dle  most  products,  so  angering 
even  one  could  threaten  a  good 
chunk  of  eMarket’s  revenue. 
“You  had  a  team  charged  with 
exploring  the  Web  as  a  sales 
channel,  when  in  fact,  the  guy 
at  the  top  was  not  willing  to  do 
it,”  says  Terhune. 

Snared  in  the  Web 

That  CEO  isn’t  alone.  He 
was  concerned  about  channel 
conflict  —  when  a  new  sales 
venue  threatens  to  cannibalize 
an  existing  one  at  the  same  or¬ 
ganization.  Channel  conflicts 
have  existed  for  years,  but  the 
term  has  gained  prominence  in 
the  past  year  or  two  as  the 
launch  of  e-commerce  opera¬ 
tions  has  raised  a  new  set  of 
concerns  for  many  companies. 


For  example,  about  a  year 
ago,  General  Motors  Corp.  in 
Detroit  attempted  to  buy  back 
some  car-dealer  franchises  as  a 
possible  step  toward  selling  di¬ 
rectly  over  the  Web.  Dealers 
protested  so  adamantly  that 
both  GM  and  Ford  Motor  Co. 
in  Dearborn,  Mich.,  spent  a  lot 
of  time  at  a  recent  industry 
convention  reassuring  dealers 
that  the  automakers  wouldn’t 
sell  directly  to  consumers.  And 
in  a  recent  survey  by  Cam¬ 
bridge,  Mass.-based  Forrester 
Research  Inc.  of  50  consumer- 
goods  manufacturers,  66%  cit¬ 
ed  channel  conflict  as  the  No.  1 
obstacle  to  selling  online  (see 
chart). 

Retailers,  too,  are  often 
daunted  by  channel  conflict.  In 
May  1999,  Bob  Moog  joined 
Paramus,  N.J.-based  Toys  R  Us 
Inc.  as  CEO  of  its  e-commerce 


site,  Toysrus.com.  He  left  after 
just  three  months  over  what  he 
terms  “philosophical  differ¬ 
ences”  with  other  members  of 
the  senior  management  team 
and  is  now  CEO  of  AreYou- 
Game.com,  a  San  Francisco- 
based  online  retailer  of  puzzles 
and  games. 

At  Toys  R  Us,  Moog  says, 
conflicts  arose  over  a  finite 
supply  of  its  most  popular 
items.  “I  wanted  every  Sega  I 
could  get  and  every  Barbie  doll 
I  could  get.  And  the  corpora¬ 
tion’s  position  was  that  they 
had  an  $11  billion  [brick-and- 
mortar]  company,  and  they 
couldn’t  sacrifice  that  for  the 
start-up.  There  was  internal 
confusion  about  how  to  best 
maximize  both  opportunities.” 

In  hindsight,  says  Moog, 
Toys  R  Us  executives  made  the 
right  call.  “Twelve  months  ago, 
it  appeared  that  to  have  Toys- 
rus.com  come  out  and  be  a 
market  leader  and  to  do  an  in¬ 
dependent  [initial  public  offer¬ 
ing]  would  be  a  very  valuable 
thing  for  the  shareholders,”  he 
says.  “But  now,  the  market  isn’t 
valuing  online  companies  the 
same  way  it  was  then.  It’s  much 
more  important  for  Toys  R  Us 
to  maintain  and  improve  its 
core  business.  So  I  think  the 
Toys  R  Us  management  team 
looks  smart  today  for  those  de¬ 
cisions.” 

Fashion  Statement 

Levi  Strauss  &  Co.  decided 
to  bypass  retailers  altogether 
when  it  started  selling  its  prod¬ 
ucts  online  in  1998. 

“We  launched  e-commerce 
sites  for  Levi.com  and  Dock- 
ers.com,”  recalls  Jeff  Beckman, 
a  spokesman  for  the  San  Fran¬ 
cisco-based  company. 

“Fashions  were  changing 
pretty  rapidly  in  the  late 
1990s,”  he  explains.  “We  saw  a 
resurgence  of  interest  in  khaki, 
and  younger  consumers  were 
looking  for  more  fashion-for¬ 
ward  types  of  denim  products. 
We  saw  an  opportunity  to  cre¬ 
ate  relationships  directly  with 
consumers.” 

But  Levi  courted  channel 
conflict  by  forbidding  retailers 
from  selling  its  products  on¬ 
line  as  well.  Late  last  year,  the 
company  pulled  the  plug  on 


sales  at  its  online  sites,  which 
now  offer  only  information.  In¬ 
stead,  the  Web  sites  direct  cus¬ 
tomers  who  want  to  buy  over 
the  Net  to  online  retailers. 

On  the  other  hand,  channels 
can  complement  one  another, 
so  that  a  successful  Web  site 
can  have  a  beneficial  ripple  ef¬ 
fect  for  a  company  and  its  part¬ 
ners.  For  instance,  visitors  who 
go  to  AreYouGame.com  can 
“ask  us  about  a  product,  and  if 
for  some  reason  we  don’t  have 
it  available,  we  ask  where  they 
live  and  we  send  them  to  a  re¬ 
tailer  in  their  area,”  says  Moog. 

“What  many  retailers  fail  to 
understand  is  that  manufactur¬ 
ers’  catering  to  consumer  needs 
online  pushes  the  brand  and 
the  product  and  creates  a  hap¬ 
py  consumer,  who  in  turn  will 
continue  buying,”  says  Lisa 
Allen,  an  analyst  at  Forrester 
Research  and  author  of  the 
channel-conflict  report.  Ulti¬ 
mately,  she  notes,  customers 
will  decide  where  and  how 
they  want  to  buy  products. 
Manufacturers  and  retailers 
should  be  prepared  to  sell  to 
them  in  the  venue  of  the  cus¬ 
tomers’  choice  or  risk  losing 
them  to  competitors  that  are. 

“The  wise  approach  is  to 
recognize  that  the  goal  is  to 
serve  the  customer  and  not  to 
preserve  artificial  turf  bound¬ 
aries,”  Allen  says.  “In  some  in¬ 
stances,  channel  conflict  should 
crumble.”  I 


Zetlin  is  a  freelance  writer  in 
Woodstock,  N.Y.  Contact  her  at 
minda@mindazetlin.com. 


The  goal  is 
to  serve  the 
customer  and 
not  to  preserve 
artificial  turf 
boundaries. 
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been  a  key  part  of  choosing  the  right  partners,  so  using  them 
to  create  your  e-business  initiative  makes  sense. 

Creating  an  RFP  will  help  IT  ensure  a  successful  trans¬ 
formation.  Given  the  importance  of  e-business,  it’s  no  surprise 
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With  its  experience  and  broad  range  of  offerings,  WorldCom 
is  the  ideal  partner  for  any  company. 

For  full  story  visit: 

www.computerworld.com/worldcom 

Underwritten  by  WorldCom  and  produced  by  Computerworld  Custom  Publishing. 
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Upcoming  stories  you 
will  find  on  WorldCom 
Solution  Center  in 
October  include  a 
feature  story  on 
WorldCom's  Interact 
which  provides  cus¬ 
tomers  with  the  ease  of 
purchasing  corporate 
telecommunications 
over  the  Web.  Another 
story  will  highlight 
WorldCom's  Customer 
Interaction  Solutions 
(formerly  named  Call 
Center  Services). 
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The  siren’s  sc  of  the  Internet  gets  more  alluring  every  day.  And  as  a  member  of  the  chorus,  we’re  not  about  to 
tell  you  the  Internet  isn’t  a  tool  your  business  needs.  It’s  just  not  the  only  tool  your  business  needs. 

As  the  leader  c  the  digital  generation  (generation  d,  for  short),  WorldCom™  is  comfortable  with  all  sorts  of  technology. 


ISPs  offer.  Plus  all  the  other  data  services  they  don’t.  From  existing  technologies  like  Private  Line,  Frame  Relay  and 
ATM  to  newer  ones  like  DSL,  VPN  and  Wireless. 

The  point  is,  we  don’t  have  to  pressure  you  into  one  technology  over  another.  We  offer  a  whole  range  of  them. 
So  we  re  free  to  giv<  >u  c  en,  honest  advice.  Just  like  a  friend. 

For  more  details,  visit  us  www.wcom.com/generatiohd. 


generation  d 
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I  am  forty  something  with  a  recent  MBA  in  e-commerce 
marketing.  I  also  have  more  than  five  years  of  experience 
in  mainframe  programming  and  application  design, 
backed  up  by  another  degree  in  computer  science.  Ym 
interested  in  consulting  and  research-type  work  — 


working  no  more  than  approxi¬ 
mately  40  hours  per  week  —  in 
a  challenging  e-commerce  dot¬ 
com  environment.  Do  I  have 
the  right  skills  to  be  hired? 

—  High-Impact  Player 

Dear  High  Impact: 

Your  technical  background 
might  make  a  positive  differ¬ 
ence  as  you  compete  for  new 
jobs,  but  not  necessarily,  cau¬ 
tions  Kay  Meyer-Coe,  a 
staffing  manager  at  Cross- 
Commerce.com  Inc.,  a  pre¬ 
initial  public  offering  (IPO) 
e-commerce  infrastructure 
company  in  San  Francisco. 

“First,  you’ll  be  competing 
against  other  new  MBAs,  and 
second,  the  multitier  devel¬ 
opment  environments  of  the 
typical  dot-com  are  very  dif¬ 
ferent  from  your  mainframe 
background,”  she  says. 

In  addition,  you’ll  need 
some  hands-on  experience  to 
gain  professional  credibility 
as  a  consultant  before  this 
career  path  really  opens  up 
to  you  at  a  high  level. 

“Right  now,  you’re  best  off 
Finding  a  job  in  technical 


product  marketing  with  a 
good  mentor  to  guide  you,  so 
you  can  really  see  how  things 
work  in  an  e-commerce  envi¬ 
ronment,”  says  Meyer-Coe. 

Also  remember  that  your 
40-hour-per-week  workload 
maximum  could  turn  off  most 
pre-IPO  companies  that  re¬ 
quire  motivated  employees 
who  can  work  long  hours. 

II  Dear  Career  Adviser: 

I  work  in  the  Middle  East 
and  intend  to  move  to  the  U.S. 
for  better  job  prospects.  I  have 
a  stable  job  and  a  month’s 
leave  when  I  can  go  to  the  US. 
and  hopefully  secure  a  job.  I’m 
a  Microsoft  Certified  Systems 
Engineer  and  a  Cisco  Certified 
Network  Associate  with  four 
years’  experience.  I’ve  tried 
using  sites  like  Monster.com 
to  no  avail.  Will  I  get  a  better 
response  by  physically  being 
there? 

—  U.S.-Bound 

Dear  Bound: 

Whether  you’re  outside 
the  country  or  just  in  another 


state,  you’re  obviously  at  a 
disadvantage  in  the  job  hunt 
if  you  aren’t  physically  pres¬ 
ent.  Being  available  to  inter¬ 
view  and  start  work  is  what 
counts. 

“Today’s  job  market  moves 
quickly,  and  positions  open 
and  close  in  a  matter  of  days,’ 
says  Steven 
Scheer,  opera¬ 
tions  manager  at 
Craigslist.org,  a 
widely  known  San 
Francisco-based 
high-tech  job 
board. 

Although  your 
technical  skills 
are  certainly  in 
demand  and  em¬ 
ployers  will  be  in¬ 
terested  in  snag¬ 
ging  you,  several 
issues  make  you  a 
“high-overhead” 
candidate.  First  is  the  issue 
of  your  relocation.  Many 
employers  simply  don’t  have 
the  money  or  time  to  finance 
those  expenses,  let  alone  to 
handle  your  a  new  employ¬ 
ee’s  visa  status. 

If  you’re  just  trying  to  relo¬ 


cate  within  the  country,  you 
can  improve  your  chances  by 
giving  potential  employers 
advance  warning  of  your 
plans  to  be  available  for  local 
interviews  and  your  commit¬ 
ment  and  timetable  for  relo¬ 
cation.  If  you  are  from  out¬ 
side  the  country,  you’ll  have 
better  luck  by  starting  to 
work  for  a  multinational  U.S. 
company  in  your  home  coun¬ 
try  and  then  keeping  your  ear 
to  the  ground  for  stateside 
opportunities. 

I 

Dear  Career  Adviser: 

I  heard  that  a  report  by  For¬ 
rester  Research  Inc.  says  two- 
thirds  of  dot-coms  are  expect¬ 
ed  to  fold  within  a  year  or 
two.  How  does  this  forecast  af¬ 
fect  computer  careers?  What 
about  middle-aged 
people  who  are 
thinking  of  com¬ 
puter  programming 
as  a  second  career? 
—  WORRIED 

Dear  Worried: 

This  definitely 
is  a  job  market  of 
the  haves  and  the 
have-nots  based 
on  technical 
know-how  and, 
secondarily,  youth. 
Some  dot-com 
businesses  may  be  folding, 
but  new  and  more  mature 
companies  are  expanding. 
They  are  hunting  hungrily  for 
experienced  talent,  which  is 
even  tighter  as  baby  boomers 
retire  and  technology  jobs 
increase. 


fran  quittel  is  an  expert 
in  high-tech  careers  and 
recruitment.  Send  ques¬ 
tions  to  her  at 

www.computerworld.com/ 

careeradviser. 
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On  one  hand,  if  you’re  a 
programmer  who  can  use  in¬ 
terfaces  to  connect  all  levels 
of  applications  or  a  server- 
side  Java  engineer,  a  front- 
end  Web  developer  or  an 
expert  on  the  Java  2  Enter¬ 
prise  Edition  platform  suite 
or  the  XML  standard,  you’re 
riding  the  gravy  train,  says 
Dan  Grosh,  a  senior  San  Fran 
cisco  Bay  area  recruiter  who’s 
worked  for  large  and  small 
companies  alike. 

But  the  challenges  can  be 
insurmountable  if  you’re  mid¬ 
dle-aged  and  trying  to  enter 
the  programming  field  with 
minimal  technical  skills. 

Firms  are  trending  toward 
increasingly  younger  techni¬ 
cal  teams,  says  Grosh,  and 
young  companies  don’t  have 
the  bandwidth  to  offer  techni¬ 
cal  mentoring  to  newbies. 

Therefore,  if  you  are  an 
experienced  techie  seeking  a 
high-profile  career  at  a  dot-  j 
com,  use  your  initiative  to 
keep  up-to-date  with  fre¬ 
quently  changing  technol¬ 
ogy  trends.  You’re  always  ■ 
worth  more  if  you  can  hit  the 
ground  running.  And  if  you’re 
starting  from  the  ground  up, 
pick  one  high-profile  techni¬ 
cal  skill  that’s  much  needed 
and  learn  it  inside  out. 

Do  schoolwork,  homework 
and  volunteer  work.  Exhibit  a 
staggering  willingness  to 
learn  and  a  voracious  eager¬ 
ness  to  pick  apart  applica¬ 
tions  on  your  own  time.  Then 
seek  your  future  at  a  larger 
company.  There,  project 
teams  are  more  likely  to  offer1 
you  the  opportunity  to  learn 
in  groups.  I 


BRIEFS 


Getlhere  Lands 
American  Airiines 

Online  travel  marketplace  GetThere 
Inc.  last  week  said  American  Air¬ 
lines  Inc.  has  joined  its  network, 
which  targets  businesses  and  offers 
air,  hotel  and  car  services  directly, 
bypassing  traditional  computer 
reservation  systems.  The  GetThere 
marketplace  also  includes  British 
Airways  PLC,  The  Hertz  Corp.,  Mar¬ 
riott  International  Inc.  and  United 
Air  Lines  Inc.  Menlo  Park,  Calif.- 
based  GetThere  was  acquired  last 
month  by  rival  Sabre  Inc.  in  Fort 
Worth,  Texas,  for  S757  million. 


Bid.com  Wins 
Media  Bid 

Mississauga,  Ontario-based  e-com- 
merce  service  provider  Bid.com 
International  Inc.  last  week  an¬ 
nounced  it  entered  into  a  three-year 
agreement  with  News  International 
PLC,  the  flagship  media  business 
unit  of  London-based  The  News 
Corp.  and  publisher  of  a  number  of 
newspapers,  including  The  Times, 
The  Sunday  Times,  The  Sun  and 
News  of  the  World.  Bid.com  will 
provide  e-commerce  services  to 
enable  News  International’s  online 
ventures  to  sell  reader  offers  and 
branded  products  through  the 
Internet  using  a  blend  of  fixed- 
and  dynamic-pricing  formats. 


CEOs  Narrow  Their 
View  of  CIOs 

Building  customer  relationship  sys¬ 
tems  is  information  technology's 
single  biggest  contribution  to  com¬ 
petitive  advantage,  according  to  The 
World  IT  Strategy  Compass  Census 
2000,  a  survey  of  400  CEOs  from 
some  of  the  world’s  largest  corpor¬ 
ations.  The  survey  was  commis¬ 
sioned  by  Reston,  Va.-based  man¬ 
agement  consulting  firm  Compass 
America  Inc. 

CEOs  who  participated  in  the 
study  also  said  they  believe  that 
CIOs’  key  tasks  are  to  provide  sys¬ 
tems  to  support  business  strategy, 
keep  users  and  managers  satisfied, 
run  an  economical  IT  operation, 


build  a  sound  IT  infrastructure  and 
introduce  relevant  new  technolo¬ 
gies.  CEOs  are  less  convinced  that 
CIOs’  responsibilities  should  include 
transforming  the  business  through 
IT  or  contributing  to  the  business. 


Dell  Names  New  VP 

Dell  Computer  Corp.  in  Round  Rock, 
Texas,  appointed  Russell  Holt  as 
vice  president  and  general  manager 
of  the  company's  storage  systems 
business  unit. 

Holt  will  oversee  worldwide 
development  and  marketing  of  the 
firm’s  PowerVault  storage  products. 
Prior  to  his  new  position,  Holt  was 
vice  president  and  general  manager 
of  Dell’s  departmental  and  work¬ 
group  PowerEdge  servers  and  di¬ 


rector  of  engineering  for  the  com 
pany's  server  products. 


Index  Shows  Job 
Growth  Slowing 

The  economy  is  still  growing,  and 
college  students  still  have  many  job 
options,  but  the  growth  is  slowing, 
according  to  Los  Angeles-based 
Jobtrak  Corp.'s  Monthly  Index, 
which  monitors  job-posting  data  at 
colleges  and  universities  across  the 
nation.  The  August  index  shows  a  I 
6.9%  increase  in  job  openings  posfl 
ed  last  month  with  an  average  starfl 
ing  salary  of  $36,607  compared  | 
with  the  same  period  a  year  ago.  I] 
This  is  down  from  a  year-to-year  |j 
high  of  50.4%  in  March.  f  | 
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Quad-port  board  evaluation  offer  expires  10/31/2000 
Limit  one  evaluation  product  per  customer  location. 


Alacritech  100  Series  server  adapters  can 
increase  network  throughput/efficiency 
by  up  to  800  percent.  By  offloading 
network  processing,  Alacritech  server 
adapters  will  dramatically  accelerate 
your  applications. 
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These  impressive  performance 
gains  are  achieved  through 
Alacritech’s  advanced  SLIC™ 
Technology.  In  today’s  high- 
throughput,  heavy-traffic 
environments,  Alacritech’s  revolutionary 
network  processor  allows  you  to  scale 
server  network  throughput  from  hundreds 
of  megabits  to  gigabits  per  second. 


Now,  you  can  improve  host  processor 
efficiency,  increase  data  throughput  and 
reduce  latency,  while  maintaining  100% 
compatibility  with  industry 
standards. 

Accelerate  your 
server  today  for 
only  $299*. 

To  order  or  for  more 
information,  visit 
www.alacritech.com/eval/cw, 
or  call  toll  free  (877)  533-SLIC  (7542). 


Alacritech  adapters 
make  NT  servers 
faster 


No  new  CPUs,  switches, 
hubs,  or  wiring 


© 2000  Alacritech,  Inc.  Alacritech ,  the  Alacritech  logo,  SLiC  Technology,,  and  the.  SLIG  Technology  :i.Q'go  eir&v&denrarXstf.AiggfiieGft..  fas? 


letwork  connectivity 


For  decades,  vendors  and  users  have  talked  about  converged 
voice  and  data  networks,  but  did  nothing  about  executing  them. 

That  is  until  now.  The  technology,  applications  and  vendors 
needed  to  make  voice  and  data  convergence  work  have 
matured,  making  it  possible  for  it  to  work.  The  adoption  of  con¬ 
vergence  took  so  long  to  happen  because  of  the  following  reasons: 

•  Slow  technology  evolution 

•  Lack  of  application  development 

•  Minimal  customer  demand 

•  Embedded  investments  and  entrenched  business  processes 

•  High  cost  of  ownership 

While  a  global  infrastructure  has  appeared  to  support  a  range  of  convergent  environments,  those  five  reasons  are  also 
affecting  the  rate  at  which  businesses  adopt  convergent  applications. 

Technology  evolution 

After  nearly  two  decades,  the  infrastructure  now  exists  to  support  convergence.  And  to  the  surprise  of  most  CIOs  and 
their  IT  departments,  it’s  the  telecommunications  carriers  that  are  providing  the  most  extensive  engines  of  integration.  This 
group  brought  to  market  the  technologies  for  communications  protocols  which  lie  at  the  heart  of  all  convergence. 

Now  that  integrated  transport  of  voice  and  data  exists,  the  next  step  is  to  enable  voice  conversations  to  take  place  in 
real-time  —  even  when  transported  over  an  ATM  or  IP  network.  One  example  of  how  this  is  happening  is  Cincinnati  Bell, 
a  local  telephone  company  with  about  one  million  access  lines  (compared  with  BellSouth’s  17  million).  It  acquired  long 
distance  carrier  IXC  for  its  data-focused  IP  backbone  to  deliver  voice  services  virtually  for  free  over  the  data  backbone.  The 
integrated  company  is  now  called  Broadwing. 

Today,  there  are  numerous  devices  on  the  market  that  are  now  capable  of  taking  advantage  of  wired  and  wireless  com¬ 
munications  technology.  Cell  phones  are  gaining  new  features  every  day.  Some  already  support  access  to  the  Web,  while 
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laptop,  notebook  and  palmtop  computers  have  already 
incorporated  wired  and  wireless  high-speed  modems  to 
increase  their  users’  flexibility  in  accessing  data. 

In  the  realm  of  convergence,  enterprises  seek  to  open 
their  channels  of  communications  to  a  broad  range  of 
potential  suppliers,  customers  and  employees.  At  the  same 
time  they  must  maintain  the  security  of  their  proprietary 
information.  The  multimedia-capable  public  networks  sup¬ 
port  companies’  efforts  in  this  direction. 

Application  development 

Within  the  enterprise,  communications  technologies, 
especially  IP  networks,  enable  their  users  to  build  intranets 
to  host  many  corporate  applications  like  finance,  human 
resources  and  customer  records. 

Convergent  applications  link  separate  applications  to 
each  other  creating  a  unified  environment  to  transparently 
draw  on  multiple  databases  to  accomplish  their  tasks.  Cus¬ 
tomers  can  access  information  about  current  or  potential 
orders,  employees  can  find  the  most  up-to-date  information 
regarding  corporate  policies.  Currently  moving  into  the 
commercial  marketplace,  unified  messaging  provides  an 
excellent  example  of  convergent  functions  such  as  linking 
voice,  data,  fax  and  other  communications  media  through 
a  single  box  to  users  and  accessible  by  telephone,  PC  and 
Web  access  devices  such  as  a  palmtop  with  a  browser. 

A  few  pioneering  service  providers  have  introduced 
these  unified  messaging  services  which  pull  together  text- 
and  voice-oriented  messaging  capabilities.  Other  systems 
and  services,  called  enhanced  or  integrated  messaging,  can 
tie  together  multiple  voice-mail  boxes  or  multiple  e-mail 


and  fax  services,  but  they  don’t  represent  true  convergence 
because  they  do  not  combine  multiple  access  media. 

Because  unified  messaging  serves  the  convergence  of 
wired  and  wireless  voice,  wireless  data  (fax  and  Internet) 
and  Internet  e-mail  messaging,  service  providers  operating 
in  all  three  arenas  will  introduce  similar  services. 

IDC  recognizes  that  unified  messaging  services  may  not 
find  automatic  acceptance  unless  the  service  providers  take 
into  account  current  user  behavior.  This  generally  requires 
users  to  have  the  same  number  for  both  talking  and  mes¬ 
sages  —  preferably  the  user’s  existing  phone  number. 

Looking  at  unified  messaging  software  aimed  at  enter¬ 
prise  applications,  IDC  estimates  that  in  1999  there  were 
799,000  software  mailboxes  worldwide.  But  IDC  forecasts 
the  total  to  jump  up  to  14  million  enterprise  unified  mail¬ 
boxes  by  2003. 

Service  providers  also  support  this  convergent  applica¬ 
tion.  IDC  believes  that  wireless/remote  access  users  will 
drive  initial  market  demand.  IDC  forecasts  the  total  wireless 
and  remote  access  user  segment  will  be  7  million  in  2002. 
These  business  customers  are  major  users  of  high-tech 
communications  technology.  They  depend  on  cell  phones, 
PCs,  PDAs,  fax  machines,  voice  mail  and  other  sophisti¬ 
cated  communications  solutions. 

Customer  demand 

Without  a  doubt  businesses  are  looking  favorably  at 
convergent  applications.  However,  most  of  these  applica¬ 
tions  remain  in  beta.  Still,  as  more  companies  take  advan¬ 
tage  of  these  basic  applications,  the  data  necessary  to 
prove  the  business  case  for  installation  and  widespread 
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deployment  will  become  more  available.  That's  when  an 
increasing  number  of  companies  will  begin  to  experiment 
with  convergent  applications. 

Partially  responsible  for  driving  these  experiments  is  the 
Internet.  Look  at  virtually  any  Web  page  and  you’ll  see 
text,  graphics,  video  and  sound  integrated  on  the  page,  all 
aimed  at  communicating  a  message  —  all  transported  as 
data  along  the  communications  infrastructure.  Making  their 
way  from  the  host  to  the  access  devices,  these  Web  pages 
get  transported  over  a  mix  of  protocols  including  frame- 
relay,  ATM,  IP  and  the  circuit  switch  telephone  network 
with  a  relatively  high  level  of  integrity  and  security. 

Viewed  this  way  the  Internet  represents  the  epitome  of 
voice,  data,  graphics  and  video  convergence.  While  the 
Internet  plays  critical  roles  in  many  business  processes,  its 
convergence  technology  has  yet  to  be  integrated  into  most 
mission-critical  applications.  There  are  some  beta  tests 
going  on  that  enable  Web  surfers  to  reach  call  centers  and 
speak  with  an  operator  while  viewing  catalog  pages,  but 
this  type  of  application  is  still  in  its  infancy. 

Embedded  investments  and  entrenched  business 
processes 

Companies’  existing  investments  in  installed  equipment 
and  software  stand  in  the  way  of  growth  for  convergent 
technologies.  Add  to  this  the  fact  that  businesses  slowly 
change  their  operating  methods  and  you  get  glacial  adop¬ 
tion  rates.  Just  think  of  IDC’s  earlier  example  regarding  the 
telephone  number.  Businesses  and  residential  customers 
don’t  want  to  add  new  telephone  numbers  to  the  growing 
list  they  already  have  —  home  phone,  home  fax,  business 
phone  and  fax,  e-mail  address  at  home  and  at  work  —  and 


Deborah  S.  Cooper  writes  for  and  advises  to 
some  of  the  nation's  largest  consulting  and  mar¬ 
keting  firms,  telecommunications  companies  and 
technology  magazines  and  Web  sites.  She  has 
written  articles  for  CIO  and  Computerworld, 
authored  white  papers  for  Business  Research 
Group  and  International  Data  Corporation  and 
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developed  vertical  market  newsletters  for  numer¬ 
ous  telecommunications,  financial  services  and 
healthcare  companies. 


neither  do  their  contacts.  This  is  the  main  reason  that  uni¬ 
fied  messaging  has  been  slow  to  catch  on.  The  same  is 
true  for  other  convergent  applications.  Businesses  recog¬ 
nize  the  benefits  of  convergence  but  when  they  calculate 
added  costs  for  training,  new  equipment  and  software,  they 
don’t  always  justify  the  cost. 

With  bridges  built  to  existing  applications,  access  pro¬ 
vided  to  disparate  databases,  and  a  messaging  system  in 
place  that  potentially  integrates  multiple  media,  enterprises 
must  deliver  the  transaction  management  essential  to  con¬ 
ducting  business  on  the  Web.  Transaction  server  middle¬ 
ware  products  bring  that  solution  to  the  e-business 
environment.  Finally,  companies  can  invest  in  object  mid¬ 
dleware  that  allows  distributed  application  programs  to 
interoperate  while  delivering  the  necessary  management 
capabilities  to  keep  the  components  working  together. 

Enterprise  interest  in  moving  towards  these  sorts  of 
products  has  attracted  information  access,  application  and 
collaborative  software  suppliers.  They  want  to  help  their 
customers  implement  and  design  corporate  portals  that 
will  be  used  within  a  business  or  for  a  business  and  its  key 
suppliers,  according  to  IDC.  This  development  parallels  the 
growth  of  consumer  portals  such  as  Yahoo!  and  Excite  on 
the  public  Internet  but  these  convergent  applications 
deliver  private  portals  accessible  only  on  the  company’s 
intranet  or  extranet.  These  corporate  portals  enable 
authorized  users  to  access  search  engines  for  both  com¬ 
pany  and  external  databases,  provide  employees  with 
access  to  recent  executive  speeches  (video  and  audio)  and 
enable  corporations  to  bring  together  geographically  dis¬ 
parate  employees  in  corporate  meetings  hosted  on  the 
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company’s  intranet. 

These  platforms  for  convergent  access  and  applications 
are  rapidly  gaining  popularity.  IDC  surveyed  500  network 
managers  in  the  United  States  and  Europe  in  1998  and 
found  that  more  than  59%  of  their  companies  had  an 
intranet  and  that  more  than  75%  of  companies  with  more 
than  2,500  employees  had  one. 

Other  platforms  for  using  voice  and  data  convergence 
are  consumer  and  enterprise  portals.  IDC  draws  clear  dis¬ 
tinctions  between  the  two  types  of  portals.  Consumer  por¬ 
tals  provide  a  variety  of  services  designed  to  attract  and 
keep  the  attention  of  buyers  whose  vital  statistics  are  col¬ 
lected  by  the  company  to  be  used  to  enhance  and  person¬ 
alize  the  customer  relationship.  Enterprise  portals  support 
end-user  access  to  corporate  information  and  applications 
and  target  the  employee  or  business  partner.  But  they  also 
aim  at  building  better  relationships  between  employers  and 
employees  and  between  employees  and  suppliers  (via 
extranets).  These  improved  relationships  could  lead  to 
increased  employee  and  trading  partner  loyalty. 

These  relationships  and  applications  —  unified  mes¬ 
saging,  middleware,  businessware  and  corporate  portals 
—  emphasize  the  importance  of  pulling  together  the  wide 
range  of  information  and  applications  that  corporations 
have  amassed  over  the  years.  This  convergence  of  sources, 
tools  and  media  will  give  companies  new  ways  of  conduct¬ 
ing  business  and  carrying  out  mission-critical  applications. 

Cost  of  ownership 

None  of  this  convergence  comes  free,  but  enterprises 
must  consider  more  than  dollars  and  cents  when  approach¬ 


ing  investments  in  convergence. 

Enterprises  must  clearly  focus  on  their  goals  for  doing 
business  in  the  next  century.  They  must  evaluate  the 
processes  in  place,  the  technology  they  have  for  support¬ 
ing  those  processes  and  what  changes  they  will  make  in  the 
short  term  and  long  term.  In  other  words,  planning  con¬ 
vergent  applications  is  no  different  from  planning  any  other 
technology  investment. 

Convergence  isn’t  all  or  nothing.  At  one  end  of  the  spec¬ 
trum,  enterprises  can  integrate  interfaces  and  browsers  to 
separate  related  applications  (probably  the  fastest  and  least 
expensive  first  step  to  convergence).  Fully  integrating  com¬ 
plex  databases  with  customer  service,  human  resources  or 
production  applications  fall  at  the  other  end  of  the  spec¬ 
trum  —  sophisticated  and  expensive  to  implement.  Using 
familiar  browser  technology,  customer  service  representa¬ 
tives  could  access  inventory  systems,  shipping  databases 
and  pricing  information  to  provide  rapid  answers  to  cus¬ 
tomers.  In  the  same  way,  employees  could  access  their 
company’s  financial  systems  to  manage  their  business  units 
and  report  results. 

Taking  advantage  of  convergent  technologies  and  solu¬ 
tions  creates  an  image  that  the  enterprise  is  a  forward- 
looking  one  —  it  takes  technology  and  runs  with  it  —  into 
a  brave  new  world.  This  image  can  instill  customer  and 
employee  loyalty.  Customers  want  to  be  identified  with 
efficient  and  modern  suppliers;  employees  want  challeng¬ 
ing  and  exciting  workplaces.  Implementing  and  maintain¬ 
ing  the  new  convergent  applications  address  these  points. 
And  they  pave  the  way  for  improved  performance  and 
future  growth. ❖ 
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LET’S  MEET 
BY  SATELLITE 

Heavy-equipment  maker 
Caterpillar  has  long 
been  a  proponent  of 
videoconferencing.  Now, 
new  technologies,  in¬ 
cluding  satellite  connec¬ 
tions,  may  make  virtual 
meetings  more  viable 
for  a  large  number  of 
companies. » 88 


HOSTING  TESTS 

Compuware  is  one  of  the 
vendors  offering  soft¬ 
ware  testing  as  a  hosted 
service,  which  analysts 
say  can  be  a  cheaper  al¬ 
ternative  to  performing 
the  function  in-house  for 
users  that  aren’t  con¬ 
cerned  with  relinquish¬ 
ing  control  of  their  Web 
information. » 88 


SECURITY 

JOURNAL 

Jude  says  he  hopes  his 
new  smart  cards  will 
solve  password-security 
problems,  but  the  proj¬ 
ect  gets  bogged  down 
with  a  confusing  array  of 
hardware,  software  and 
standards  options. » 90 


HANDS  ON 

Put  Apple’s  new  Cube 
on  your  desk,  and  your 
image  may  never  be  the 
same  again.  It  redefines 
both  cool  and  classic. 
The  Cube  served  our 
reviewer  admirably, 
capably  handling  his 
workload  —  and  it’s 
quiet,  too.  >  92 


BETTER  VIEW  OF 
ENTERPRISE  DATA 

Once  the  realm  of  scien¬ 
tists,  data  visualization 


software  is  emerging 
as  a  serious  business 
analysis  tool  for  corpo¬ 
rate  information  tech¬ 
nology.  The  tool  lets 
users  quickly  spot 
trends  in  multidimen¬ 
sional  data  through  the 
use  of  3-D  graphics. » 94 


QUICKSTUDY 

With  two  or  more  CPUs 
in  a  single  box,  symmet¬ 
rical  multiprocessing 
(SMP)  can  boost  your 
computing  power  — 
provided  you  have  the 
right  software.  SMP  is 
a  parallel  computer 
architecture  in  which 
multiple  processors  run 
a  single  copy  of  the 
operating  system  and 
share  the  memory  and 
other  resources  of  one 
computer.  Find  out 
more. »  102 


EMERGING 

COMPANIES 

Datasweep’s  new  manu¬ 
facturing-execution  sys¬ 
tem  is  built  from  the 
ground  up  to  support 
Web  updates  —  a 
unique  feature  in  this 
well-established  market. 
Datasweep  also  boasts 
faster  implementation, 
but  entrenched,  larger 
competitors  are  racing 
to  meet  the  challenge. 
Can  this  upstart  keep  its 
edge? » 104 


MIGRATION 

MADE  EASIER 


SKILLS  SCOff 

Smart  employers  say 
they  know  they  can 
never  find  enough 
skilled  IT  workers  in  the 
job  market,  so  they’re 
creating  their  own  — 
from  nontraditional 
backgrounds  inside  and 
outside  their  companies. 
Find  out  more  about 
high-tech  firms  making 
nontechie  hires. » 106 


powerful  tools  are  available  to  simplify  the  job  of  set¬ 
ting  up  new  PCs  for  users  while  preserving  their  cus¬ 
tomized  settings  and  data.  This  new  breed  of  enter¬ 
prise  utilities,  called  PC  migration  tools,  is  especially 
helpful  when  users  are  also  migrating  to 
a  different  operating  system,  such  as 
Microsoft’s  Windows  2000. 
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Caterpillar  to  Launch  Satellite 
Videoconferencing  System 


Heavy-equipment  company  melds  voice , 
video  with  latest  in  satellite  networks 


BY  JAMES  COPE 

w 


hen  a  large 
earthmover, 
bulldozer  or 
other  piece 
of  heavy 
equipment  breaks  down  on  the 
other  side  of  the  world,  con¬ 
tractors  often  don’t  have  the 
luxury  of  reverting  to  a  backup 
and  may  not  have  on-site  engi¬ 
neers  who  can  troubleshoot 
the  problem.  That’s  one  of  the 
reasons  Caterpillar  Inc.  in  Peo¬ 
ria,  Ill.,  relies  heavily  on  video- 
conferencing  to  bring  experts 
together  in  an  instant. 

Now,  said  Caterpillar  systems 
architect  Gus  Otto,  the  heavy- 
equipment  maker  is  preparing 
to  launch  a  videoconferencing 
system  co-developed  by  An¬ 
dover,  Mass.-based  PictureTel 
Corp.  and  Intel  Corp.  The  sys¬ 
tem  will  be  married  to  satellite 
equipment  and  services  from 
Spacenet  Inc.  in  McLean,  Va.,  a 
wholly  owned  subsidiary  of 
Gilat  Satellite  Networks  Ltd.  in 
Petah  Tikva,  Israel. 

Otto  said  Caterpillar  will 
standardize  on  the  PictureTel 
900  PC-based  videoconferenc¬ 
ing  system,  which  runs  over 
switched  telephone  systems  or 
IP  networks. 

PictureTel  began  shipping 
the  system  in  August.  It  is 
priced  between  $10,000  and 
$15,000  per  installation,  which 
Otto  said  is  about  one-third  the 
cost  of  PictureTel’s  Concorde 
system. 


The  Big  Picture 


Otto  said  he  hasn’t  always 
been  so  enthusiastic  about 
PictureTel.  The  company  tried 
to  hang  onto  its  old  high-end, 
high-price  strategy  instead  of 
embracing  new  technologies 
that  would  bring  prices  down, 
he  said.  In  fact,  Otto  said  he 
pretty  much  gave  up  on 
PictureTel  and  started  leasing 
Intel’s  PC-based  TeamStation 
for  conference  room  setups  at 
Caterpillar.  TeamStation  costs 
$6,000  to  $9,500,  depending 
on  configuration. 


Over  the  past  year,  Picture¬ 
Tel  made  a  turnaround,  Otto 
said.  The  company  teamed  up 
with  Intel  to  develop  the  video 
and  audio  compression  algo¬ 
rithms  that  make  up  the  core  of 
the  PictureTel  900. 

PictureTel  is  also  now  the 
exclusive  distributor  of  Intel’s 
videoconferencing  systems  as 
well  as  those  developed  jointly 
by  the  two  companies. 

Good  Sound,  Good  Picture 

Contrary  to  popular  belief, 
Otto  said,  developing  an  algo¬ 
rithm  that  provides  acceptable 
video  over  IP  hasn’t  been  the 
main  problem.  The  issue,  he 
said,  has  been  achieving  good 
audio  quality  with  acceptable 
video. 

The  algorithms  that  Picture¬ 
Tel  and  Intel  developed  pro¬ 
vide  audio  in  the  14-kilohertz 
range,  less  than  the  20  kilo¬ 


hertz  of  CD-quality  audio  but 
still  four  times  that  of  a  stan¬ 
dard  telephone  call. 

Otto  said  he’s  excited  by  the 
prospect  of  coupling  this  lat¬ 
est  videoconferencing  tech¬ 
nology  to  Spacenet’s  forth¬ 
coming  satellite  sys¬ 
tem.  It’s  a  PC-based 
system  with  a  satel¬ 
lite  dish  that  has  both 
receiving  and  trans¬ 
mitting  capabilities. 

The  low-end  sys¬ 
tem,  which  will  be 
available  to  consu¬ 
mers  and  business¬ 
es,  has  a  down¬ 
stream  capability  of 
500K  bit/sec.  and  an 
upstream  capability 
of  153K  bit/sec. 

A  spokeswoman  at 
Spacenet  said  pricing 
would  be  based  on 
bandwidth  and  ser¬ 
vice  levels  specified 
by  the  customer.  The 
product  will  begin 
shipping  early  next 
year,  she  said. 


Brownlee  Thomas,  a  senior 
analyst  at  Giga  Information 
Group  Inc.  in  Cambridge, 
Mass.,  said  that  until  now, 
acceptable  videoconferencing 
required  384K  bit/sec.  in  both 
directions.  That  translates  into 


three  128K  bit/sec.  Integrated 
Services  Digital  Network  lines 
on  each  end  of  the  connection, 
which  can  cost  a  company 
$500  to  $600  per  month. 

PictureTel  Vice  President 
Ned  Semonite  said  the  new 
compression  technology  in  the 
company’s  equipment  could 
provide  excellent  audio  and 
good  video  running  over  a 
256K  bit/sec.  connection. 

Otto  said  that  in  his  tests,  he 
saw  acceptable  results  at  even 
lower  speeds.  > 


CATERPILLAR  ENGINEERS  will  soon  be  able  to  troubleshoot  problems  with  heavy 
equipment  via  a  new  satellite  videoconferencing  system 


Compuware  Introduces  Remotely  Hosted 
Software  for  Internet  Testing  Service 


Users  say  hosted  services  cut  time,  costs 


BY  JULEKHA  DASH 

As  more  vendors  offer  Web 
performance  testing  through  a 
hosted  model,  analysts  say  it 
can  be  a  cheaper  alternative  to 
performing  the  function  in- 
house  as  long  as  users  don’t 
mind  relinquishing  control  of 
their  Web  information. 

Last  week,  Compuware  Corp. 
in  Farmington  Hills,  Mich., 
launched  PointForward,  a  re¬ 
motely  hosted  Web  testing 
service. 

Hosted  testing  services  are 
gaining  popularity,  said  Billie 
Shea,  an  analyst  at  Newport 
Group  Inc.  in  Barnstable,  Mass. 
According  to  Newport  Group, 
the  market  for  load-testing 
tools  and  services  reached  $214 


million  last  year,  an  increase  of 
55%  over  1998. 

Load  testing  via  the  Internet 
is  a  faster  and  cheaper  alterna¬ 
tive  to  setting  up  a  test  lab, 
purchasing  the  hardware  and 
hiring  personnel,  said  PointFor¬ 
ward  beta  tester  Sean  Moshir, 
CEO  of  PatchLink.com  Corp.  in 
Scottsdale,  Ariz.,  an  electronic- 
business  infrastructure  man¬ 
agement  software  firm. 

Compuware’s  pricing  varies 
according  to  the  type  of  testing 
users  want,  but  it  generally 
ranges  from  several  hundred 
dollars  per  month  to  between 
$3,000  and  $10,000  for  one¬ 
time  service. 

Moshir  said  he  couldn’t  esti¬ 
mate  how  much  money  he  has 


saved  using  a  hosted  service 
but  noted  that  he  has  cut  at 
least  two  weeks  out  of  the  test¬ 
ing  cycle.  By  simulating  multi¬ 
ple  users  logging  on  to  Patch- 
Link’s  Web  site,  Compuware 
measures  how  much  traffic  the 
site  can  handle  and  checks  for 
bottlenecks. 


Points  of  Interest 

Compuware’s  PointForward 
tests  for  the  following: 

■  Which  site  links  are 
broken 


i  How  many  users  the 
site  can  handle 


i  Performance  moni¬ 
toring  -  for  example, 
download  times 


Because  Web  testing  is  an 
expertise  that  most  organiza¬ 
tions  need  periodically  rather 
than  all  the  time,  it’s  a  good  al¬ 
ternative  that  companies  can 
rent  rather  than  purchase,  he 
said. 

Difficulty  in  finding  people 
who  have  Web  site  testing  ex¬ 
pertise  is  another  reason  why 
hosted  Web  testing  is  gaining 
popularity,  said  Richard  Hei- 
man,  an  analyst  at  Internation¬ 
al  Data  Corp.  in  Framingham, 
Mass. 

The  skills  for  this  kind  of 
work  include  understanding 
how  an  application  performs 
after  an  unexpected  surge  in 
traffic,  he  said. 

For  example,  “Al  Greenspan 
makes  an  announcement,  and 
suddenly  everyone  wants  to 
trade  stocks  in  the  next  10 
minutes,”  said  Heiman. 

Other  vendors  have  an¬ 
nounced  Web  site  testing  ser¬ 
vices  within  the  past  year,  in¬ 
cluding  Segue  Software  Inc.  in 
Lexington,  Mass.,  and  Mer¬ 
cury  Interactive  Corp.  in  Sun¬ 
nyvale,  Calif.  I 
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Smart-Card  Project 
Off  to  Rough  Start 


Hardware,  software  and  industry  standards  befuddle ; 
parade  of  consultants  only  adds  to  Jude's  confusion 


My  week  has  been  spent 
mostly  in  the  company 
of  consultants.  I  seem 
to  have  had  every 
vendor  and  consultant 
stereotype  visit  me  since 
Monday:  from  the  nervous, 
commission-hungry  sales¬ 
man  to  the  professional, 
soberly  suited  management 
consultant  with  an  ency¬ 
clopedic  knowledge  of  a 
very  narrow  area. 

The  subject  was  smart 
cards.  As  regular  readers 
know,  I’m  trying  to  imple¬ 
ment  smart-card-based  ac¬ 
cess  control  for  Windows 
2000  PCs  so  that  I  can  do 
away  with  passwords  wher¬ 
ever  possible.  This  should 
be  relatively  simple,  be¬ 
cause  Windows  2000  is  de¬ 
signed  to  support  smart- 
card  access.  But  the  project 
is  made  more  complex  by  having  to  be 
compatible  with  our  proximity-card 
building-security  system. 

Digging  into  Smart  Cards 

Over  the  past  few  weeks,  I’ve  been  on 
a  steep  learning  curve.  I’ve  been  scour¬ 
ing  the  Internet  for  Web  sites  that  ex¬ 
plain  smart  cards  and  smart-card  tech¬ 
nology.  I’ve  also  been  reading  all  the 
Microsoft  Corp.  white  papers  I  can 
find.  The  white  papers  are  in  fact  rather 
clear  and  concise,  despite  some  occa¬ 
sional  lapses  into  jargon. 

From  what  I  understand  from  the 
smart-card  Web  sites  and  the  blandish¬ 
ments  of  the  consultants,  I  have  to 
choose  the  smart-card  chip,  the  chip’s 
operating  system,  the  type  of  smart- 
card  reader  and  a  certification  author¬ 
ity.  From  there,  it’s  just  a  matter  of  sys¬ 
tem  configuration. 

I’m  least  sure  about  the  type  of 
smart-card  chip  I  need.  I  have  a  wide 
choice  of  manufacturers,  but  I’m  not 
yet  sure  how  to  distinguish  among  the 
different  chips  they  all  offer.  I  know  the 
chip  needs  to  conform  to  the  industry 


standard,  ISO  7816,  and  I  know  that 
they  offer  different  amounts  of  RAM, 
from  1KB  to  16KB,  but  after  that,  I  can’t 
distinguish  among  them  on  anything 
other  than  cost.  (Perhaps  readers  can 
enlighten  me  in  the  Com- 
puterworld.com  Security 
Manager’s  Journal  forum.) 

The  ISO  7816  require¬ 
ment  is  absolutely  funda¬ 
mental.  This  is  the  interna¬ 
tional  standard  that  deter¬ 
mines  the  basics  of  how  a 
smart  card  should  be  de¬ 
signed;  most  cards  and 
card  readers  are  built  to 
this  standard.  If  I  specify  a 
card  that  doesn’t  meet  the 
standard,  I’ll  have  a  very 
hard  time  finding  other 
compatible  systems. 

Windows  2000  smart- 
card  authentication  is 
based  on  X.509v3  certifi¬ 
cates,  so  I  know  that  each 
card  will  have  to  hold  one  of  these  cer¬ 
tificates.  This  can  take  up  to  3KB  of  the 
available  memory.  After  that,  any  re¬ 
maining  memory  is  there  to  be  used  by 
future  applications. 

Although  we  don’t  have  any  other  ap¬ 
plications  planned  for  the  cards  yet  — 
it’s  very  early  —  I  believe  that  smart 
cards  are  such  a  useful  technology  that 
many  other  applications  will  be  found 
as  soon  as  the  technology  is  there. 
Since  16KB  cards  cost  only  about  10% 
more  than  8KB  cards,  and  since  the 
card  cost  is  going  to  be  such  a  tiny  frac¬ 
tion  of  the  cost  of  the  whole  project,  it 
makes  sense  to  go  for  the  largest  possi¬ 
ble  cards  right  from  the  start. 

The  card  operating  system  is  an  easi¬ 
er  decision  —  particularly  because 
there  seem  to  be  only  four  real  choices: 
Sun  Microsystems  Inc.’s  JavaCard,  Lon¬ 
don-based  Maosco  Ltd.’s  Multos,  Mi¬ 
crosoft’s  Windows  for  Smart  Cards  or  a 
proprietary  operating  system. 

I  want  this  system  to  be  as  flexible  as 
possible  so  it  can  be  used  easily  for  new 
smart-card-based  systems  as  they  arise. 
Therefore,  I  want  to  avoid  proprietary 


operating  systems  wherever  possible. 

Multos  seems  be  the  highest-security 
operating  system,  most  commonly  used 
in  retail  financial  systems  such  as  pay¬ 
ment  cards. 

I’m  not  sure  about  JavaCard  yet,  and  I 
haven’t  found  anyone  with  a  well- 
researched  opinion  on  it.  Windows  for 
Smart  Cards  is  young  and  relatively 
untested.  However,  knowing  Microsoft, 
by  the  time  I’m  ready  to  roll  it  out  in 
nine  months,  it  will  be  like  any  other 
Microsoft  operating  system  —  not  pret¬ 
ty,  not  very  elegant,  but  functional,  pop¬ 
ular  and  capable  of  working  with  al¬ 
most  anything  else  on  the  market. 

The  User  Triumvirate 

Smart-card  readers  are  turning  out  to 
be  a  bigger  problem  than  I  imagined. 
We  have  three  main  types  of  users:  the 
average  paper  pushers  (that’s  me!)  with 
a  relatively  standard  desktop  PC,  key¬ 
board  and  monitor;  the  road  warriors, 
who  take  their  laptops  wherever  they 
go;  and  the  front-line  operations  staff 
ers,  who  are  highly  stressed,  highly  de¬ 
manding  and  have  very  specialized  hard¬ 
ware  and  software  configurations. 

That  means  we  need  three  different 
types  of  readers.  Paper  pushers  can  use 
almost  anything  that  fits  in  the  back  of 
their  PCs.  Road  warriors  need  some¬ 
thing  light,  unobtrusive  and  easy  to  use. 
Operations  staffers  need  a  reader  that 
can  take  some  punishment  and  can  fit 
into  their  often  unusual  environments. 

I  put  these  requirements  to  every 
consultant  I  met,  but  I  got  incomplete 
answers  at  best.  One  finally  suggested  a 
French  company  called  Gemplus  SA. 
Gemplus  seems  to  have  products  that 
meet  most  of  these  requirements.  I’ve 
had  time  only  for  a  brief  call  to  one  of 
the  company’s  salesmen,  but  he  was  im¬ 
pressively  calm  and  well-informed  and 
came  up  with  simple,  helpful  answers 
to  all  my  questions.  The  impression  I 
got  was  that  people  at  Gemplus  had 
seen  these  problems  before  and  solved 
them.  I’ll  have  to  investigate  further. 

The  certification  authority  might  be 
the  hardest  requirement  of  all  because 
it  will  involve  the  most  office  politics. 

As  I  mentioned  above,  Windows 
2000  authentication  is  based  on  digital 
certificates.  A  digital  certificate  essen¬ 
tially  consists  of  two  things:  the  public 
key  of  an  asymmetric  cryptographic 
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ISO  7816:  The  International  Standards 
Organization’s  (ISO)  published  stan¬ 
dards  for  the  design  and  manufacture  of 
smart  cards.  Although  ISO  standards 
aren't  enforced,  vendors  wishing  to 
interoperate  with  other  companies  in 
the  smart-card  marketplace  usually 
comply  with  this  standard. 

X.509v3  certificates:  This  refers  to 
the  international  standard  Directory  Au¬ 
thentication  Framework  (ISO/IEC  9594- 
8,  or  ITU-T  X.509).  This  standard 
describes  an  authentication  protocol 
based  on  public-key  cryptography  and 
using  digital  certificates.  The  name 
X.509v3  is  commonly  used  to  denote 
digital  certificates  that  comply  with  this 
standard. 

LINKS: 

www.smartcardcentral.com/ 
directory:  Smartcardcentral.com  Inc.’s 
online  buyer’s  guide  to  smart-card  in¬ 
dustry  vendors  is  an  excellent  resource. 

It  includes  links  to  vendor  Web  sites, 
names  of  consultants,  reports  about 
smart  cards  and  smart-card  technology 
and  even  a  list  of  trade  shows. 

http://java.sun.com/products/java 
card;  Sun’s  JavaCard  Web  page  con¬ 
tains  detailed  technical  product  infor¬ 
mation,  white  papers  and  developer  in¬ 
formation. 

www.muitos.com:  The  Multos  site  is 
operated  by  Maosco  Ltd.,  a  consortium 
that  develops  Multos  and  backs  it  as  an 
industry  smart-card  standard  for  finan¬ 
cial  and  retail  applications. 

www.microsoft.com/windowsce/ 
smartcard/default.asp:  Microsoft 
Corp.’s  Windows  for  Smart  Cards  Web 
page  includes  a  tutorial,  tool  kit  data 
sheets,  white  papers  and  other  data. 

www.gemplus.com:  Gemplus  SA’s 
Web  site  includes  both  smart-card 
product  information  and  a  tutorial. 


key  pair  and  a  statement  from  a  trust¬ 
worthy  source  that  the  corresponding 
private  key  —  the  other  half  of  the  key 
pair  —  is  known  to  one  person  only. 
This  asymmetric  cryptographic  key 
pair  consists  of  two  keys;  one  public, 
one  private.  Anything  encrypted  with 
the  public  key  can  be  decrypted  only  by 
using  the  corresponding  private  key, 
and  vice  versa. 

In  our  situation,  that  trustworthy 
source  is  known  as  a  certification 
authority.  And  it  isn’t  easy  to  create 
something  worthy  of  so  much  trust.  I 


■  This  journal  is  written  by  a  real  security  manager,  whose  name  and  employer  have  been  disguised  for  obvious  reasons.  It’s  posted  weekly  at  www.computerworld.com  to  help  you  and  our  security  manager  -  let's  call  him 
Jude  Thaddeus  -  better  solve  security  problems.  Contact  Jude  at  jude.t@lycos.com  or  click  on  Computerworld.com' s  Security  Watch  community  forum  to  participate  in  discussion  topics. 


Small-scale  UPS  quality 
that  makes  you  say,  "Wow." 
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A  pricetag  that  makes  you  say,  How? 


PowerSure  Direct 


The  experts  who  brought  you  1,000,000  hours  MTBF  UPS  reliability  have  found  a 
way  to  reduce  the  price  you'd  expect  to  pay  for  a  small-scale  UPS  by  up  to  20  percent. 
How  do  we  do  it?  It’s  simple  -  we  allow  you  to  buy  manufacturer-direct  through  the  Liebert  website. 

And  while  the  pricetag  is  low,  the  quality  is  not.  The  expertise  that  has  made  Liebert  an  industry  leader  in 
3-phase  power  protection  for  over  30  years  has  been  engineered  into  our  300-2200  VA  PowerSure  UPSs.  You 
can  get  a  full-featured  UPS,  with  12  minutes  back-up  battery  at  typical  load,  buck  and  boost  voltage  circuit, 
and  multiple  outlets  for  clustered  equipment.  You're  also  backed  by  Liebert's  worldwide  support  and  service. 

That's  how  we  put  the  wow  in  each  PowerSure  UPS.  Visit  www.liebert.com  for  complete  product  specification 
and  ordering  information. 
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As  the  Macintosh  once  did, 
Apple’s  new  Cube  redefines  what 
a  computer  can  look  like  -  without 
sacrificing  performance. 

By  Tom  Thompson 


The  Cube  served  admirably 
as  an  industrial-strength  com¬ 
puter,  capably  handling  my 
workload.  And  it’s  quiet  too: 
The  only  noise  is  a  faint  chuck¬ 
le  when  accessing  the  hard 
drive;  Apple  has  measured  this 
level  at  19  decibels,  which  is 
comparable  to  a  very  quiet 
living  room.  This  makes  it 
ideal  for  the  home  or  small  of¬ 
fice  where  space  and  noise  are 
important. 

Let’s  face  it:  The  Cube  looks 
cool.  Except  for  the  LCD  panel, 
the  hardware  isn’t  a  great  tech¬ 
nical  achievement,  but  its 
svelte  size  and  sleek  design 
make  it  look  like  a  computer 
for  the  millennium.  And  this 
was  achieved  without  compro¬ 
mising  performance  or  the 
user’s  ability  to  upgrade  the 
machine. 

Clearly  (no  pun  intended), 
Apple  is  also  attacking  the 
TV/computer  media  conver¬ 
gence  from  the  computer  side, 
because  the  Cube  makes  a  su¬ 
perb  entertainment  system  as 
well  as  a  capable  graphics 
computer,  especially  with  its 
terrific  screen.  I 


Thompson  is  a  training  special¬ 
ist  at  Metrowerks  Inc. 
in  Hollis,  N.H. 


Pros: 

■  Looks  cool. 

■  Superb  stereo  sound  system. 

■  Excellent  LCD  display. 

Cons: 

■  Base  64MB  isn’t  adequate. 

■  DVD  decoding  done  in  software 
rather  than  hardware. 

■  It's  pricey  compared  with  the 
standard  tower  model. 


patibilities  with  Mac  OS  9.  For 
example,  I  had  to  upgrade  to 
Adobe  Acrobat  4,  and  I  had  to 
apply  a  Mac  OS  9  compatibility 
patch  for  Microsoft  Office  98. 

My  one  gripe  here  is  the 
64MB  of  RAM.  Because  Mac 
OS  9  consumes  about  half  of 
that,  you’re  going  to  have  prob¬ 
lems  running  more  than  one  or 
two  moderate-size  applica¬ 
tions.  If  you  get  a  Cube,  get 
more  RAM. 

As  I  mentioned,  most  Inter¬ 
net  programs  worked  fine,  be¬ 
ing  routed  via  Ethernet  to  a 
3Com  hub.  The  built-in  modem 
is  compatible  with  Boca  Raton, 
Fla.-based  Global  Village  Com¬ 
munication  Inc.’s  GlobalFax 
2.6.9  fax  software. 

Expandability 

Surprisingly,  this  sophisti¬ 
cated  design  doesn’t  sacrifice 
access  to  key  internal  compo¬ 
nents.  You  can  add  more  mem¬ 
ory  or  Apple’s  AirPort  wireless 
network  card  and  exchange  the 
hard  drive  yourself.  Just  turn 
the  Cube  off,  turn  it  over  and 
press  on  a  recessed  slat  that 
pops  out  and  becomes  a  handle 
to  lift  the  computer  core  out  of 
the  column,  exposing  the  Dual 
Inline  Memory  Module  sock¬ 
ets,  AirPort  slot  and  hard  drive. 
Slide  the  core  back  into  the 
tower  and  press  the  handle  in 
until  it  clicks,  and  you’re  done. 

The  Cube  lacks  expansion 
slots,  but  most  people  will  only 
add  memory  or  replace  a  hard 
drive.  Also,  heat’s  a  factor.  The 
Cube  is  convection  cooled,  and 
more  peripherals  would  mean 
more  heat.  If  you  need  expan¬ 
sion  boards,  buy  a  G4  tower  in¬ 
stead.  A  400-MHz  G4  tower, 
ironically,  costs  $200  less  than 
a  baseline  Cube. 


Clearly 
AComnufer 


IT  SITS  THERE  QUIETLY  in 
my  office,  looking  like  no 
other  computer  I’ve  ever 
seen.  A  silvery  cube,  8- 
in.  to  each  side,  rests  in¬ 
side  a  clear  plastic  column  al¬ 
most  10-in.  tall.  On  top  are  two 
slots  and  an  elliptical  grate 
plus  a  power-on  light  that 
glows  pearly  white  beneath  the 
plastic.  The  gray  apple  on  one 
side  tells  the  story:  This  is  Ap¬ 
ple  Computer  Inc.’s  G4  Cube. 
All  the  connecting  ports  are  lo¬ 
cated  on  the  Cube’s  bottom.  A 
small  cutout  in  back  lets  you 
snake  cables  from  the  Cube  to 
the  speakers,  your  display  and 
any  peripherals. 

The  review  sys¬ 
tem  came  with 
the  base  64MB  of 
RAM,  a  20GB 
hard  drive  and  Mac  OS  9.0.4. 
Apple  also  included  its  15-in. 
LCD  display,  with  a  resolution 
of  l,024-by-768  pixels,  that  con¬ 
nects  to  the  Cube  via  a  single 
proprietary  cable  that  carries 
power,  digital  video  and  Uni¬ 
versal  Serial  Bus  (USB)  signals. 
The  display  has  two  USB  ports 
on  the  back  intended  for  the 
keyboard  and  speakers. 

The  LCD  panel  is  absolutely 
gorgeous,  with  crisp  images  as 
bright  as  those  of  a  CRT  mon¬ 
itor  and  a  wide  160-degree 
viewing  angle.  I  had  the 
display  next  to  a  win¬ 
dow,  and  even  with 
the  afternoon  sun 
on  it,  the  screen 


was  bright  and  easy  to  read. 

To  put  the  system  to  sleep, 
you  simply  tap  the  screen’s 
glowing  power-on  indicator.  To 
wake  it,  tap  the  indicator  again. 

The  machine  comes  with 
two  softball-shaped  Harmon 
Kardon  speakers  connected  to 
a  transparent  digital-audio 
module  that  plugs  in  to  a  USB 
port.  The  module  has  a  jack  for 
stereo  headphones.  Audio  CDs 
and  MP3  files  sounded  great 
on  the  high-quality  speakers, 
and  computer  games  had  new 
impact  with  the  stereo  sound. 

I  played  several  DVDs  in  the 
system.  You  simply  stick  a  disc 
into  the  front- 
most  slot,  and  a 
motor  pulls  it  into 
the  Cube.  When 
you  are  finished, 
push  the  new  Eject  key  on  the 
keyboard  and  the  DVD  pops 
up  like  a  slice  of  toast.  The 
DVD  video  looked  great  and 
was  well-matched  with  the 
stereo  sound. 

However,  any  other  use  of 
the  system  caused  the  video  to 
stall  momentarily.  While  this 
design  certainly  shows  off  the 
G4’s  computing  prowess  and 
eliminates  a  part,  it  makes  for  a 
lot  of  processing  by  the  CPU. 

I  connected  the  Cube’s  Eth¬ 
ernet  port  to  a  3Com  Corp. 
hub/integrated  Services  Digi¬ 
tal  Network  LAN  modem  and 
was  on  the  Internet  in  minutes. 
I  had  a  few  minor  difficulties 
because  of  application  incom¬ 


Apple  Computer  Inc. 

64  CUBE,  $1,799 

www.apple.com 
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Data  visualization 
tools  catch  on  for 
business  analysis. 
By  Steve  Ulf  elder 

If  you're  a  client  of  Deltek 

Systems  Inc.  and  your  account 
is  in  arrears,  be  aware  that 
when  the  company  managers 
and  directors  meet,  your 
name  shows  up  on  a  comput¬ 
er  screen  in  big  red  letters. 
This  sounds  primitive,  but  like  many 
businesses,  Deltek,  a  McLean,  Va.- 
based  professional  services  automa¬ 
tion  company,  is  just  scratching  the 
surface  when  it  comes  to  data  visual¬ 
ization.  The  technology,  rooted  in  sci¬ 
entific  applications,  is  now  being 
merged  with  statistical  analysis  soft¬ 
ware.  The  goal  is  to  replace  reports 
and  tables  with  powerful,  eye-catching 
images  that  convey  important  statisti¬ 
cal  data  to  even  casual  users. 

Users  of  the  technology  rave  about 
its  ability  to  help  businesspeople 
quickly  grasp  huge  quantities  of  data, 
and  experts  say  data  visualization  will 
quickly  be  merged  into  standard  data 
analysis  tools.  But  users  complain  that 
visualization  products  still  have  a  ways 
to  go  where  ease  of  use  is  concerned. 

Until  recently,  most  corporate  infor¬ 
mation  technology  managers  viewed 
data  visualization  technology  as  a  toy 
for  scientists  or  as  a  nice  business  tool 
that  couldn’t  find  mainstream  traction. 
But  experts  say  that’s  finally  changing, 
for  three  reasons. 

First,  computer  power  has  finally 
caught  up  with  the  technology.  “A  few 
years  ago,  you  needed  a  $20,000  Sili¬ 
con  Graphics  workstation  to  use  visu¬ 
alization,”  says  Don  Campbell,  Ottawa- 
based  Cognos  Inc.’s  vice  president  of 
information  delivery  products.  But  that 
isn’t  the  case  anymore;  new  tools  can 
run  on  desktops  in  a  typical  corporate 
environment,  he  says. 

Second,  the  demand  for  business 
data  is  fearsome  —  and  it’s  growing  all 
the  time.  Even  the  most  hard-core 
bean  counters,  born  in  Lotus  1-2-3  and 
raised  on  Excel,  must  work  hard  to  pull 
the  significant  or  potentially  threaten¬ 
ing  numbers  from  spreadsheets.  Data 
visualization  makes  those  numbers  im¬ 
possible  to  miss  and  easy  to  grasp  by 
everyone. 

“These  types  of  tools  can  help  you 
more  quickly  adjust  your  mind  and 
pinpoint  information  without  having 
to  interpret  it,”  says  Bob  Moran,  an  an¬ 
alyst  at  Boston-based  Aberdeen  Group 
Inc.  “It  helps  you  see  relationships  by 
looking  at  a  chart.” 


TECHNOIM 


COMPUTERWORLD  September  25. 2000 


This  is  a  vital  point.  Experts  say  data 
visualization  software’s  ability  to  ac¬ 
centuate  the  relationships  among  data 
points  is  one  of  its  major  benefits. 
Moreover,  e-commerce  has  put  a  pre¬ 
mium  on  real-time  data.  In  some  sec¬ 
tors,  it’s  critical  to  keep  an  eye  on  your 
own  site  traffic  and  your  competitors’ 
in  order  to  see  who’s  winning,  what 
promotions  are  working,  where  the 
traffic’s  coming  from  and  so  on. 

Data  visualization  makes  this  possi¬ 
ble.  Rather  than  having  to  wait  for 
reports  or  compare  sterile  columns 
of  numbers,  it’s  now  possible  to  use  a 
browser  interface  to  gaze  in  real  time 
at  your  vital  e-business  numbers. 

The  final  and  perhaps  most  signifi¬ 
cant  reason  for  data  visualization’s 
growth  spurt  is  that  vendors  with 
deep  roots  in  data  analysis  software  — 
including  Cognos,  Naperville,  Ill- 
based  Visual  Insights  and  SPSS  Inc.  in 
Chicago  —  are  building  the  technol¬ 
ogy  into  their  product  lines. 

Keith  Gile,  an  analyst  at  Cambridge, 
Mass.-based  Giga  Information  Group 
Inc.,  says  that  just  as  data  mining  has 
faded  into  the  background  as  a  stand¬ 
alone  discipline  but  is  more  widely 
used  than  ever  as  the  backbone  of  cus¬ 
tomer  relationship  management  appli¬ 
cations,  data  visualization  will  be  fold¬ 
ed  in  as  the  expected  interface  for  sta¬ 
tistical-analysis  software. 

From  Analysis  to  Synthesis 

Deltek  uses  Cognos’  Visualizer  1.5 
to  synthesize  analyses  gleaned  from 
other  Cognos  tools  into  an  easy-to- 
understand  presentation.  “It  lets  us 
learn  which  projects  are  most  prof¬ 
itable  [and]  which  regions  have  the 
highest  concentration  of  clients,”  says 
Shimi  Minhas,  Deltek’s  director  of 
business  intelligence.  “You  can  imme¬ 
diately  ID  those  hot  spots,  then  drill 
down  to  the  detail.” 

Deltek  has  used  Visualizer  for  about 
six  months,  Minhas  says.  Because  the 
company  is  a  longtime  user  of  Cognos’ 
data  analysis  tools,  Deltek  didn’t  con¬ 
sider  competing  vendors’  products. 
Regional  and  project  managers  liked 
stepping  up  from  spreadsheets  and  re¬ 
ports  because  “they  say  they  can  make 
faster  decisions,”  Minhas  says. 

Paid-up  accounts  appear  in  green, 
30-day  accounts  in  yellow  and  de¬ 
linquent  in  red.  “In  looking  at  a  Visu¬ 
alizer  [presentation!  of  accounts  re¬ 
ceivable  balances,  we  can  quickly  ID 
which  clients  are  not  up-to-date,” 
Minhas  says. 

Although  Deltek  is  happy  with 
Visualizer,  Minhas  says,  it  can  be  dif¬ 
ficult  to  understand  for  end  users  un¬ 
accustomed  to  other  Cognos  prod¬ 
ucts.  In  addition  to  such  Cognos  data 
analysis  products  as  PowerPlay  and 
relational  database  management  sys¬ 
tems  supported  by  the  vendor’s  Im¬ 
promptu,  Visualizer  supports  flat  files 


and  Excel  files  as  data  sources. 

Visual  Insights  seems  to  be  emu¬ 
lating  Cognos’  model.  Founded  in 
Bell  Labs  as  a  research  project,  Visual 
Insights  started  as  a  tools  company 
but  is  fleshing  out  its  product  line, 
according  to  Michael  Tatelman,  vice 
president  of  marketing  and  business 
development.  “We’re  now  an  analytic 
applications  company  using  visualiza¬ 


tion  as  a  core  differentiator,”  he  says. 

Moran  says  he  agrees  that  Visual  In¬ 
sights  is  “moving  into  analytic  tools 
very  quickly.” 

Houston-based  energy  company  En¬ 
ron  Corp.  found  that  risk  management 
was  a  natural  application  for  data  visu¬ 
alization.  “Risk  management  involves 
complex  mathematical  principals,  and 
the  results  are  not  intuitive,”  says  Rudi 


DATA  VISUALIZATION  SOFTWARE 
lets  users  quickly  pull  raw  data 
from  spreadsheets  and  other 
sources  and  plot  it  in  a  3-D 
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Zipter,  Enron’s  director  of  market  risk 
management.  Enron  develops  energy 
and  bandwidth  portfolios,  which  it 
then  trades  like  commodities.  “We  like 
to  analyze  and  decompose  risk  across 
the  portfolios,”  Zipter  says. 

Zipter’s  department  started  using 
Visual  Insights’  Advizor/2000  late  last 
year.  He  says  it  “results  in  a  keener 
insight  of  risk”  because  it  “allows  you 


to  see  where  risk  is  coming  from.” 
Recently,  the  risk  management  de¬ 
partment  was  certain  that  the  risk  in  ; 
certain  portfolio  was  coming  from 
one  source.  But,  he  says,  “by  putting 
traders’  portfolios  in  a  3-D  visual¬ 
ization,  we  could  see  right  away” 
that  they  had  misidentified  the  prob¬ 
lem  area. 

Advizor/2000  accepts  standard  Ex¬ 


cel  tables  as  input.  It  also  accepts  on¬ 
line  analytical  processing  “cubes”  — 
structures  that  store  multidimensional 
information  —  that  are  created  in  Mi¬ 
crosoft  Corp.’s  SQL  Server  7. 

Zipter  does  have  a  few  suggestions 
for  improvements  to  Advizor/2000.  He 
says  the  flexibility  built  into  the  prod¬ 
uct  brings  an  almost  overwhelming 
number  of  possibilities  when  Enron 
develops  applications.  “And  there’s  not 
a  lot  of  documentation,”  he  adds,  “so 
it’s  learn  as  you  go.” 

A  More  Granular  Approach 

Another  data  analysis  heavyweight, 
SPSS,  offers  nVizn,  a  Java-based  devel¬ 
oper’s  tool  kit  that  lets  businesses  cre¬ 
ate  their  own  visualization  applications. 

The  advantage  of  the  development- 
tool  approach  is  its  flexibility.  SPSS’s 
Dan  Rope,  nVizn’s  chief  architect, 
mentions  its  “granularity”  when  dis¬ 
cussing  the  absolute  control  develop¬ 
ers  can  hold  over  their  presentations. 
“The  developer  then  uses  his  knowl¬ 
edge  of  the  [specific  business]  domain” 
to  make  data  do  exactly  what  he  wants 
it  to  do,  Rope  says. 

Waratah  Corp.,  a  Durham,  N.C.- 
based  firm  that  provides  software  de¬ 
velopment  and  data  mining  services  to 
the  health  care  industry,  chose  nVizn 
when  Health  Hero  Network  Inc.  in 
Mountain  View,  Calif.,  asked  it  to  cre¬ 
ate  an  information  visualization  com¬ 
ponent  for  Health  Hero’s  Web-based 
patient  care  management  system. 

According  to  Michael  O’Connell, 
Waratah’s  president,  patients  at  home 
answer  a  series  of  questions  about 
their  health  on  a  daily  basis.  That  data 
is  then  used  to  build  a  3-D  visual  repre¬ 
sentation  that  makes  it  easy  for  health 
care  professionals  to  monitor  patients’ 
health  on  an  ongoing  basis. 

The  SPSS  visualization  is  superior  to 
simple  charts,  O’Connell  says,  because 
“you’re  able  to  see  trends  in  informa¬ 
tion  across  time  with  metadata  — 
that’s  much  more  powerful.”  Danger 
signals  such  as  weight  fluctuations 
raise  a  red  flag,  triggering  an  interven¬ 
tion,  he  explains. 

The  trade-off  for  such  granular 
control  may  be  added  complexity. 

SPSS  officials  say  it  typically  requires 
a  team  of  three  to  create  a  custom 
visualization  application  with  nVizn: 


a  “domain  expert”  (in  the  health  care 
example,  this  might  be  a  doctor),  a 
developer  and  an  analytics  expert. 

So  while  Cognos  and  Visual  In¬ 
sights  are  attempting  to  build  front- 
to-back  data  analysis  suites  that  fea¬ 
ture  a  visualization  interface,  SPSS 
is  selling  a  do-it-yourself  kit  that 
requires  a  more  significant  develop¬ 
ment  effort  up  front  but  can  poten¬ 
tially  pay  off  with  supercustomized 
presentations  that  better  fit  an  organi¬ 
zation’s  data  and  business. 

While  the  business  case  for  visual¬ 
ization  tools  is  powerful,  vendors  have 
their  work  cut  out  for  them.  Their 
push  today  is  to  overcome  visualiza¬ 
tion’s  reputation  as  a  high-mainte¬ 
nance  tool  for  scientists  and  to  get 
software  into  the  hands  of  subject- 
matter  experts  —  the  people  who  can 
best  use  them.  Tatelman  says  he  be¬ 
lieves  the  trickle-down  of  visualization 
software  will  mimic  that  of  desktop 
publishing  tools. 

Judging  from  interviews  with  users, 
however,  vendors  must  first  make 
data  visualization  software  more  intu¬ 
itive  and  easier  to  use.  Right  now, 
users  appear  overwhelmed  by  visual¬ 
ization’s  unlimited  possibilities.  But 
they  always  get  through  this  stage 
with  new  technologies,  and  what  was 
initially  intimidating  quickly  becomes 
well  understood. 

“That’s  a  natural  part  of  [any  new 
technology’s]  evolution,”  Gile  says. 
“Business  intelligence  software  has  al¬ 
ways  been  focused  at  the  power  user. 
Everybody’s  got  to  see  a  real  neat  vi¬ 
sualization  app  before  it  catches  on.” 

It’s  critical  that  products  become 
easier  to  use  and  to  populate  with 
data.  One  major  problem  for  IT  is  that 
data  visualization  tools  have  always 
been  parasitic  by  nature  —  that  is, 
they’ve  taken  data  from  existing  pro¬ 
grams  such  as  spreadsheets  and  pret¬ 
tied  it  up. 

End  users  saw  the  results  and  often 
demanded  visualization  tools  of  their 
own.  But  where  was  the  data  going  to 
come  from?  That  was  IT’s  problem. 
Now  the  melding  of  analysis  tools  and 
visualization  appears  to  be  addressing 
that  issue  as  well.  ► 


Ulfelder  is  a  freelance  writer  in  South- 
boro,  Mass. 
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Visualization  Tools 


VISUAUZER  1.5 

Cognos  Inc. 
Ottawa 

$795 per  client;  site 
license  available 
www.cognos.com 


ADVIZOR/2000 

Visual  Insights 
Naperville,  III. 

$295 per  user 
www.visualinsights.com 


nVIZN 


SPSS  Inc. 
Chicago 

$10,000  per  developer 
seat  plus  deployment 
license;  price  varies 
with  deployment  size 
www.spss.com 
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The  problem:  When  an 
enterprise  replaces  a  user’s 
computer  or  upgrades  to  a 
different  operating  system  such 
as  Windows  2000,  it’s  likely  to 
lose  a  lot  of  productivity  while 
that  user  attempts  to  re-create 
on  the  new  system  —  whether 
on  his  own  or  with  help  desk 
support  —  his  previous 
working  environment  of 
desktop  settings,  data  files, 
utilities  and  personalized 
settings.  By  David  Essex 


COMPUTERS  DON’T  LAST  FOREVER.  Many 
enterprises  routinely  upgrade  or  replace 
PCs  every  two  to  three  years,  which 
means  information  technology  staffs 
must  handle  hundreds  or  thousands  of 
replacements  annually.  Each  replace¬ 
ment  involves  a  certain  amount  of  work 
for  IT,  as  well  as  some  disruption  for  users.  If  you’re  also 
upgrading  to  a  new  operating  system  such  as  Windows 
2000,  along  with  newer  versions  of  core  applications,  then 
the  problems  can  increase  dramatically.  IT  needs  help,  and 
a  new  class  of  software  tools  has  emerged  to  supply  it. 

If  you’ve  ever  set  up  a  new  PC,  you  know  how  tedious  a 
task  it  can  be.  You  have  to  install  applications  that  aren’t 
preloaded  and  then  alter  their  factory-default  configura¬ 
tions  to  match  your  working  environment.  You  have  to 
back  up  data,  of  course,  and  also  desktop  settings,  Internet 
favorites  or  bookmarks,  e-mail  configurations,  dial-up  and 
remote  access  configurations  and  more. 

This  data  is  located  in  different  places  on  a  PC  —  some 
inside  program  files,  some  in  configuration  files  and  some 


WHEN  THANE  TERRILL,  network  administrator 
at  Baha’i  International  Community,  finally  found 
a  utility  to  automate  an  operating  system  migra¬ 
tion,  it  cut  the  two-  to  three-hour  process 
down  to  one  hour 


<4. 
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e. commerce  parking 


All  your  servers  backed  up  in  a  preposterously  small  amount  of  space.  Lots  of  drives,  huge  capacities  and 
connectivity  to  everything  you  own.  And  the  new  Spectra  64000  is  just  one  of  the  many  rackmountable  tape 
libraries  we  offer.  But  no  matter  which  one  you  choose, you'll  always  get  the  most  terabytes  in  the  fewest  U's  on 
the  planet.  Park  lots.  Go  get  more.  There's  plenty  of  room.  For  the  skinny  on  any  of  our  products,  call  toll-free 
1-866-249-9966  or  visit  www.spectralogic.com/small-is-big. 

THE  GAME  IS  ALWAYS:  SM  A  L  L  E  R  /  F  A  ST  E  R  /  MO  R  E 
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Migration  Tods 

Ease  New  OS  Blues 


in  the  Windows  registry  —  and  there’s  no  simple 
way  of  making  sure  you  have  everything  you  need  or 
want.  If  you’re  also  upgrading  to  a  significantly  dif¬ 
ferent  operating  system  (say,  Windows  9x  to  Win¬ 
dows  NT  or  2000)  or  to  newer  applications  (such  as 
from  Office  97  to  Office  2000),  then  the  problems  are 
compounded. 

The  IT  department  may  be  charged  with  setting  up 
a  user’s  machine,  but  if  all  it  does  is  install  a  standard 
disk  image  and  configure  the  network  settings  and 
e-mail  connections,  the  user  may  have  a  lot  of  work 
ahead  of  him  until  the  new  system  functions  as  the 
old  one  did.  [Note:  As  Computerworld’s  reviews  edi¬ 
tor,  I  deal  with  20  to  30  new  systems,  mainly  laptops, 
each  year.  I’m  painfully  familiar  with  the  work  needed 
to  re-establish  my  own  working  environment  on  a  new 
machine.  —  Russell  Kay] 

This  problem  isn’t  new,  but  it’s  gotten  worse  as  soft¬ 
ware  has  become  more  complex.  A  major  factor  is  the 
oft-delayed  and  much  feared  migration  to  Microsoft 
Corp.’s  Windows  2000  Professional  desktop  operating 
system.  A  new  breed  of  enterprise  utilities,  called  PC 
migration  tools,  seeks  to  automate  the  manual  labor  of 
getting  users  onto  new  PCs  without  having  to  tedious¬ 
ly  reconstruct  the  passwords,  user  identities,  screen 
settings,  IP  addresses  and  documents.  Researchers  at 
Gartner  Group  Inc.  in  Stamford,  Conn.,  and  Interna¬ 
tional  Data  Corp.  (IDC)  in  Framingham,  Mass.,  say 
they  agree  that  a  smooth  migration  can  knock  $200 
to  $300  off  a  PC’s  total  cost  of  ownership. 

PC  migration  isn’t  just  a  matter  of  transplanting  PC 
“personalities.”  It  also  requires  a  quick  way  to  get 
new  operating  systems  and  applications  onto  sys¬ 
tems,  or  applications  onto  new  hardware.  Disk-mir¬ 
roring  or  -imaging  tools  —  Cupertino,  Calif.-based 

H“They  sounded 
like  I  was  asking 
about  the  man 
on  the  moon.” 

That’s  the  help  that  Thane  Terrill 
(left),  network  administrator  at  the 
Baha’i  International  Community, 
says  he  used  to  get  from  utility 
vendors  when  he  asked  for  help  in 
migrating  user  settings.  So  he’d 
muddle  through  with  Windows 
Notepad,  a  printed  checklist  and  a 
few  specialized  utilities.  “It  was 
really  a  hit-or-miss  thing.” 


Symantec  Corp.’s  Ghost  is  the  de  facto  standard  — 
are  often  used  to  lay  down  a  standard  set  of  applica¬ 
tions  before  the  user  settings  are  brought  over.  But 
because  of  compatibility  problems,  migration  tools 
only  support  a  few  mainstream  office  programs,  han¬ 
dling  less-popular  applications  through  checklists 
and  scripting  languages  that  can  be  harder  to  use. 

Computerworld  asked  users  of  three  well-known 
migration  packages  to  describe  their  experiences  and 
informally  rate  the  products  for  ease  of  setup  and 
use,  reliability,  feature  sets  and  performance. 

Avoiding  a  Software  Meltdown 

Michael  Phillips,  supervisor  of  the  computer  sup¬ 
port  team  at  the  Diablo  Canyon  Nuclear  Power  Plant 
in  San  Luis  Obispo,  Calif.,  recalls  the  way  his  group 
used  to  handle  migrations.  With  the  DOS  XCOPY 
command,  special  scripts  initiated  backups  to  net¬ 
work  drives.  Shrink-wrapped  backup  software  didn’t 
help  much  because  it  didn’t  automate  restoration.  Each 
system  took  up  to  six  hours  of  a  technician’s  time. 

Now,  to  move  about  1,000  of  the  plant’s  1,500  work¬ 
stations  to  Windows  2000  and  Office  2000,  Phillips 
has  help  from  Altiris  eXpress,  a  software  bundle 
from  Altiris  Inc.  in  Lindon,  Utah.  The  bundle  in¬ 
cludes  PC  Transplant  Pro  personality  software,  a 
mirroring  and  configuration  tool  called  RapiDeploy, 
and  Rapidlnstall,  which  simplifies  upgrades  by 
recording  changes  on  a  single  machine  and  then  cre¬ 
ating  special  Rapidlnstall  Packages  (RIP)  that  users 
execute  on  their  own  systems. 

Phillips  says  he  picked  eXpress  because  it  came 
with  the  other  utilities  needed  to  perform  a  full  migra¬ 
tion,  rather  than  requiring  third-party  mirroring  tools. 
He  says  he  also  liked  eXpress’  ability  to  randomly 
reset  security  identities  on  cloned  NT  systems. 

So  far,  Phillips’  group  has  migrated  300  systems, 
each  in  a  little  more  than  an  hour.  He  says  he  chose 
not  to  use  the  package’s  discovery  features,  prefer¬ 
ring  to  use  an  existing  process  of  simple  utilities  and 
a  manual  system  in  which  users  are  responsible  for 
reporting  their  systems’  contents.  “We  didn’t  feel 
[eXpress]  would  give  us  all  the  information  that  we 
need,”  Phillips  says. 

Settings  in  Microsoft  Outlook  had  to  be  changed 
manually,  and  there  were  problems  in  moving  from 
Microsoft  Exchange  to  Outlook:  Calendars  were  im¬ 
properly  merged,  and  Phillips  says  he  isn’t  sure  which 
product  is  to  blame.  EXpress  also  doesn’t  work  with 
the  plant’s  Unix-based  server  boot-up  utility,  but 
Altiris  has  promised  to  fix  that  in  a  future  release. 

Phillips  says  eXpress’  ease  of  setup  and  use  are 
good.  “It  seems  like  it’s  been  pretty  easy  to  train  our 
people  on,”  he  says.  Feature  richness  and  reliability 
are  also  good,  he  says,  but  he  rates  performance  a 
bit  higher,  thanks  to  the  fast  execution  of  RIPs. 
Though  Phillips  gives  eXpress  generally  good  marks, 
he  remains  somewhat  guarded  in  his  evaluation.  “I’d 
say  the  verdict  is  still  out  on  the  product,”  he  says. 

For  Michael  Santiago,  migration  tools  don’t  just 
reduce  labor;  they  also  help  smooth  out  and  simplify 
the  entire  process.  As  a  network  engineer  at  the  Army 
Space  Program  Office  outside  Fort  Belvoir  in  Alexan¬ 
dria,  Va.,  Santiago  is  one  of  two  people  who  must 
move  a  completely  mobile,  120-user  workforce  from 
older  Gateway  Inc.  notebooks  with  Windows  95  to 
new  Pentium  III  Gateway  2550s  with  Windows  2000. 
Santiago  started  using  Desktop  DNA  from  Miramar 
Systems  Inc.  in  Santa  Barbara,  Calif.,  last  month,  mi¬ 
grating  users  at  a  rate  of  six  per  week. 

The  old  method  depended  on  kludgy  backups  and 
could  take  several  hours  or  days.  Further  productive 
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Look  Beyond  The  Valley 

If  you  pick  up  most  magazines  these  days,  whether 
business,  technology  or  new  economy,  you'd  think 
the  only  technology  out  there  was  the  Internet. 

But  Internet  technology  is  just  one  of  many  exciting 
technologies  that  business  executives  need  to 
know  about. 


Broaden  Your  Horizons 

Darwin  magazine  and  darwinmagazine.com  provide 
an  information  source  with  the  best  ideas  in  technology 
from  your  peers  who  have  had  real-life  success  and 
failures.  No  acronyms.  No  technobabble.  No  jargon. 

Just  straight  talk  about  how  technology  can  take 
business  executives  to  a  higher  order  of  business. 


Business  Executives  Must  Evolve 

Today's  Global  2000  CXOs  are  on  the  frontline,  making 
technology  decisions.  As  partners  in  the  IT  process,  you 
must  not  only  understand  enterprise  technologies,  but 
adapt  to  rapid  advances  in  the  tech-centric 
business  environment.  And  we're  not  just  talking 
Internet.  You  have  to  know  about  CRM,  ERP,  applica¬ 
tion  software,  datamining,  knowledge  management 
and  the  list  goes  on. 


To  subscribe , 
call  1-800-788-4605. 


To  subscribe,  visit 

www.darwinmagazine.com/subscribe/print_form.html 
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A  Feature  Presentation  of  the  Industry  lit  lights  Television  Series 


Use  cutting  edge  technolog,  to  make  the  most 
of  your  web  presence.,.  Tune  in  and  explore  the 
capabilities  of  3-D  and  virtual  imagery  on  the 
Internet,  Discover  what  to  look  for  and  where 
to  go  to  make  the  most  of  your  online  market¬ 
ing  strategies, 

Accredited  degree  programs  in  professional 
disciplines.,,  ONLINE!  Expand  your  knowledge 
of  professional  expertise;  prepare  for  that  shift 
m  your  professional  focus;  augment  your 
expertise...  Time  in  and  find  out  about  the 
advantages  of  top  quality  distance  learning 
sing  the  Internet. 

Today,  only  1  in  25  consumers  incline  to 
provide  feedback  actually  does...  But  the 

Internet  is  making  it  easier  than  ever  to  collect 
feedback  data.  This  information  is  valuable 
to  companies  who  can  use  it  to  improve  their 
products  and  services.  Tune  in  and  see  how 
Internet  feedback  is  changing  The  marketplace. 
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Migration  Tools 
Ease  New  OS  Blues 

Continued  from  page  98 

time  was  lost  coordinating  the  work  with  users’  avail¬ 
ability  to  bring  systems  in  for  servicing.  “We  needed 
to  make  sure  when  they  got  their  new  laptops  it  was¬ 
n’t  much  of  a  change  for  them,”  Santiago  says. 

Now,  everything  runs  more  tightly.  “It’ll  take  about 
an  hour  to  transfer  data  to  the  server  and  another 
hour  or  less  to  download  it  back  to  the  new  box,”  he 
says.  “The  only  monitoring  I  do  is  I  come  back  once 
in  a  while  to  see  what  stages  it’s  in.” 

Santiago  says  he  considered  using  Altiris  express 
but  decided  it  was  less  intuitive  than  Desktop  DNA.  “I 
don’t  have  a  whole  lot  of  time,”  he  says.  “I  was  looking 
for  something  that  was  quick  and  easy  and  would  do 
what  I  needed,  and  this  seemed  to  fit  the  bill.”  He  says 
he  likes  that  Desktop  DNA  lets  him  run  backup  and 
mirroring  from  the  within  the  same  user  interface. 

Santiago  rates  Desktop  DNA  as  excellent  in  ease  of 
use,  setup,  reliability  and  performance  but  rates  the 
features  as  only  “good”  because  there  are  too  many  of 
them  to  easily  manage.  “You’d  like  to  get  rid  of  some 
screens,”  he  says.  “It’s  not  flawless.” 

He  also  encountered  problems  with  settings  in 
Microsoft  Outlook  and  Outlook  Express.  A  Desktop 
DNA  screen  that  lets  administrators  migrate  pro¬ 
grams  along  with  user  settings  could  allow  someone  . 
to  accidentally  replace  newer  applications  on  the  tar¬ 
get  system.  “If  you’re  not  careful,  you’ll  overwrite 
your  Office  2000  [Dynamic  Link  Libraries]  with  Of¬ 
fice  97’s,”  Santiago  says. 

Santiago  acknowledges  that  such  a  move  would  be 
user  error  but  faults  the  designers  for  making  the 
mistake  more  likely  to  occur.  “What  they  should  do  is 
not  have  it  autoselected  at  the  beginning,”  he  says. 

On  balance,  Santiago  says,  he  likes  Desktop  DNA 
and  is  considering  using  it  for  a  migration  from  NT  to 
Windows  2000  that’s  planned  for  another  user  group. 

Peaceful  Transitions 

Thane  Terrill  says  he  has  long  wanted  a  utility  to 
automate  migration.  As  network  administrator  at 
the  Baha’i  International  Community  in  New  York,  an 
organization  that  represents  the  Baha’i  Faith,  Terrill 
single-handedly  maintains  about  20  Windows  NT  4 
systems  for  Baha’i  staffers,  many  of  whom  sit  on  Unit¬ 
ed  Nations  committees.  An  additional  20  Windows 
NT  machines  are  used  by  guests  and  volunteers. 

Terrill  called  utility  vendors  whose  products  he 
was  already  using,  such  as  Symantec  and  Power- 
Quest  Corp.  in  Orem,  Utah,  asking  for  migration 
tools.  “They  sounded  like  I  was  asking  about  the  man 
on  the  moon,”  Terrill  says.  So  he  muddled  through 
with  Windows  Notepad,  a  printed  checklist  and  a 
few  specialized  utilities,  including  one  that  carried 
over  bookmarks  from  Web  browsers.  He  exported 
Microsoft  Outlook  files  to  network  drives.  “It  was 
really  a  hit-or-miss  thing,”  he  recalls. 

Now,  Terrill  is  using  Beaverton,  Ore.-based  Tranxi- 
tion  Corp.’s  Personality  Transport  Professional  1.0 
(PT  Pro)  to  move  approximately  20  users  from 
Microsoft  Office  97  to  Office  2000.  He  also  uses 
PowerQuest’s  Drivelmage  Pro  to  put  a  standard  ap¬ 
plication  imprint  on  the  PCs,  most  of  which  come 
from  Dell  Computer  Corp. 

The  process  has  been  cut  from  two  to  three  hours 


to  one  hour,  though  Terrill  still  must  sit  at  each  ma¬ 
chine  to  run  the  software  and  choose  items  on  check¬ 
lists  that  determine  which  data  gets  temporarily 
saved  on  the  network.  So  far,  installing  the  software 
and  extracting  settings  and  applications,  moving 
them  to  a  network  drive  and  then  reinserting  them 
has  been  smooth  and  painless.  Terrill  says  PT  Pro 
moves  about  90%  of  what  he  needs,  though  it  has 
trouble  moving  Internet  Message  Access  Protocol 
(IMAP)  settings  from  Outlook  98.  He  had  upgraded 
from  Outlook  97  to  get  the  IMAP  features. 

Terrill  adds  that  he  would  like  to  have  the  option 
of  moving  cookies,  a  feature  Tranxition  left  out  of 
Version  1.0  for  security  reasons.  He  says  more  granu¬ 
larity  in  the  checklist  would  allow  the  exclusion  of 
sent  e-mail  from  migrations.  All  three  features  are 
promised  in  the  next  version,  which  started  beta  test¬ 
ing  in  late  summer.  Terrill  rates  the  performance,  re¬ 
liability  and  setup  of  PT  Pro  as  excellent  and  the 
breadth  and  depth  of  features  as  good,  since  he  had 
to  ask  for  features  to  be  added  in  the  next  version.  A 
Windows  2000  upgrade  is  inevitable  but  not  immi¬ 
nent;  Terrill  says  he  sees  few  compelling  benefits  in 
the  newer  operating  system. 

By  one  estimate,  PT  Pro  could  save  the  U.S.  Inter¬ 
nal  Revenue  Service  as  much  as  $29  million  in  that 
agency’s  effort  to  standardize  130,000  PCs  on  Win¬ 
dows  NT  4  and  Office  2000  in  54  locations,  in  prepa¬ 
ration  for  a  later  move  to  Windows  2000.  “What 
we’re  doing  is  ensuring  that  our  environment  is  stan¬ 
dardized,”  says  Tom  Hoffmann,  director  of  the  IRS’s 
end-user  computing  support  division  in  Dallas.  “You 
need  to  do  that  to  be  able  to  go  to  Windows  2000.” 

According  to  Hoffmann,  some  IRS  offices  had 
been  writing  scripts  to  handle  migrations  to  the 
75,000  new  systems  installed  last  year  as  part  of  a 
modernization  contract  with  Computer  Sciences 
Corp.  in  El  Segundo,  Calif.  The  process  previously 
took  more  than  three  hours  per  machine,  but  it  could 
fall  to  15  to  20  minutes  for  new  systems  that  already 
have  the  applications  mirrored  on  them.  The  IRS  pri¬ 
marily  uses  Symantec’s  Ghost  for  this  task,  he  says. 

Though  most  key  tax-related  programs  run  on 
mainframes,  users’  standard  PC  applications  are  also 
important.  Besides  NT  4  and  Office  2000,  the  IRS 
uses  Microsoft  Internet  Explorer,  Adobe  Acrobat 
Reader  and  Attachmate  Corp.’s  InfoConnect  commu¬ 
nications  software  for  mainframe  access.  Hoffmann 
says  it’s  important  to  retain  certain  features  such  as 
Web  bookmarks  and  large-type  screen  fonts  for  the 
vision-impaired. 

The  IRS  expects  to  start  using  PT  Pro  next  month 
after  testing  “to  make  sure  it  works  as  the  shrink-wrap 
says  it  does,”  Hoffmann  says.  “I  didn’t  get  the  impres¬ 
sion  that  there  was  anything  [we]  wanted  to  do  that 
they  couldn’t  do.  The  technical  people  that  we  have 
involved  are  extremely  critical.  There  was  not  one 
negative  comment  about  the  tool.”  He  says  he  hopes 
to  finish  the  migration  by  the  end  of  June  next  year. 

“We  believe  this  will  make  us  more  efficient”  by 
avoiding  employee  downtime,  Hoffmann  says.  “Before, 
the  user  had  to  start  [configuration]  all  over  again.” 

These  aren’t  the  only  products  available  to  assist  in 
system  migration,  but  they  seem  to  address  more  of 
the  many  tasks  involved  than  other  utilities  or  tool 
suites  do.  It’s  hard  to  compare  one  directly  with  an¬ 
other  because  each  takes  a  slightly  different  ap¬ 
proach  to  what  settings  it  transfers  and  how  it  oper¬ 
ates.  An  IT  department’s  choice  may  well  depend  on 
how  well  a  specific  tool  meshes  with  the  enterprise’s 
environment  and  way  of  working.  I 


Essex  is  a  freelance  writer  in  Antrim,  N.H. 
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Symmetrical 

MuMpixeslng 


DEFINITION 

Symmetrica!  multiprocessing  (SMP)  is  a  parallel 
computer  architecture  in  which  multiple  proces¬ 
sors  run  a  single  copy  of  the  operating  system 
and  share  the  memory  and  other  resources  of 
one  computer.  All  the  processors  have  equal 
access  to  memory,  I/O  and  external  interrupts. 


Four-Processor  SMP  Computer  System 


Processor  1 


Processor  2 


CPU  ,i!„ 


External  L2  cache 


Processor  3 


CPU  <■.&, 


External  L2  cache 


Processor  4 


CPU 


External  L2  cache 


Main  memory 


BY  JAN  MATLIS 

ymmetrical  multi¬ 
processing  (SMP),  a 
type  of  computing 
that  uses  more  than 
a  single  processor, 
rests  at  one  end  of  a  continuum 
running  from  the  tongue- 
twister  Cache-Coherent  Non- 
Uniform  Memory  Architec¬ 
ture  (ccNUMA)  to  the  less 
tightly  coupled  massively  par¬ 
allel  processor  systems  and  on 
to  distributed  systems  such  as 
Beowulfs,  which  are  clusters  of 
commodity,  off-the-shelf  PCs 
that  are  interconnected  with  a 
technology  like  Ethernet  and 
run  programs  written  for  par¬ 
allel  processing. 

Ironically,  both  the  strength 
(speed)  and  weakness  (lack  of 
scalability)  of  SMP  come  from 
its  most  salient  feature:  shared 
memory.  On  the  plus  side, 
there’s  no  need  for  message 
passing,  and  there  are  rarely 
unequal  memory  fetches,  al¬ 
lowing  SMP  systems  to  com¬ 
municate  and  synchronize 
more  quickly  than  other  paral¬ 
lel-processing  systems.  Note 
the  qualifier  rarely ;  there  is 
one  resource  that  isn’t  shared. 
In  most  SMP  systems,  each 
processor  has  its  own  cache 
memory.  This  more  expensive 
static  RAM  is  required  because 
main  dynamic  RAM  access  is 
too  slow  to  keep  up  with  the 
speed  of  the  processors. 

This,  however,  leads  to 
a  cache  coherency  problem 
when  an  SMP  processor  needs 
to  access  an  address  that  may 
already  be  stored  in  another 
processor’s  cache.  The  prob¬ 
lem  is  solved  in  hardware.  The 
desired  address  comes  from 
the  other  processor’s  cache, 
rather  than  from  main  mem¬ 
ory,  and  the  value  in  the  origi¬ 
nating  cache  is  invalidated. 

Although  this  solution  is 
fast,  it  still  generates  more 
overhead  than  that  of  a  single¬ 
processor  system,  which  is  one 


reason  the  throughput  of  SMP 
systems  isn’t  proportionally 
greater  than  that  of  single¬ 
processor  systems.  That  is,  the 
throughput  of  two  processors 
is  less  than  twice  the  through¬ 
put  of  a  single  processor,  and 
the  throughput  of  four  proces¬ 
sors  is  less  than  twice  that  of 
two  processors. 

For  a  limited  number  of  pro¬ 
cessors,  SMP  still  beats  out 
the  overhead  required  by  other 
parallel  architectures,  making 
it  the  front-runner  for  applica¬ 


tions  that  require  a  high  degree 
of  cooperation. 

Shared  memory  also  has  an 
impact  on  coding.  While  there 
is  no  need  to  pass  data  among 
processors,  it  is  necessary  to 
avoid  race  conditions,  in  which 
the  last  processor  to  access 
and  write  out  a  data  value 
overwrites  the  work  of  the 
other  processors.  There  is  a 
limit  to  how  many  SMP  pro¬ 
cessors  may  share  the  operat¬ 
ing  system  and  the  resources 
of  a  computer  before  memory 


and  bus  contention  impose  a 
law  of  diminishing  returns: 
The  upper  bound  for  ordinary 
desktop  SMP  systems  appears 
to  be  about  eight  processors. 
High-end  SMP  systems  and 
modified  SMP  systems  like 
ccNUMA  are  more  scalable. 

Essentially,  ccNUMA  sys¬ 
tems  are  SMP  systems  that  are 
broken  into  memory  domains, 
with  some  memory  less  local 
than  for  pure  SMP.  For  applica¬ 
tions  that  aren’t  tightly  cou¬ 
pled  and  naturally  fall  into 


domains,  this  may  be  perfect. 
Higher-end  ccNUMA  systems 
have  been  made  to  scale  to 
as  many  as  64  nodes,  with 
128  processors.  However,  SMP 
systems  aren’t  fault  tolerant. 
If  one  processor  goes  down, 
cache  coherency  for  the  oper¬ 
ating  system  and  the  user  ap¬ 
plication  are  no  longer  guaran¬ 
teed.  It’s  likely  that  system  and 
user  variables  are  left  in  an 
unresolved  state.  There  may  be 
pointers  with  values  that  have 
no  meaning.  Eventually,  one  of 
the  remaining  nodes  is  likely 
to  access  something  that  will 
cause  it  to  crash. 

A  combination  of  an  operat¬ 
ing  system,  a  motherboard  and 
processors  must  be  configured 
to  run  SMP.  In  software,  SMP  is 
supported  by  most  varieties  of 
Unix,  Linux  2.0  and  above,  Mac 
OS  9,  OS/2  Warp  Server,  Win¬ 
dows  NT  and  Windows  2000. 
It  isn’t  supported  by  MS-DOS, 
Windows  95  or  Windows  98. 
Threaded  applications  that  can 
take  advantage  of  SMP  include 
Microsoft  Corp.’s  BackOffice 
Suite,  Lotus  Notes  and  SQL 
database  managers  from  Ora¬ 
cle  Corp.,  Sybase  Inc.  and  In¬ 
formix  Corp. 

On  the  hardware  side,  SMP 
can  be  implemented  in  Ultra¬ 
SPARC,  SPARCserver,  Alpha 
and  PowerPC  architectures, 
and  also  by  all  Intel  chips,  in¬ 
cluding  486s  and  above. 

Because  Intel  owns  the  Ad¬ 
vanced  Programmable  Inter¬ 
rupt  Controller  (APIC)  stan¬ 
dard  that’s  used  for  SMP,  other 
CPU  vendors,  including  Tai¬ 
pei,  Taiwan-based  Via  Tech¬ 
nologies  Inc.  and  Sunnyvale, 
Calif.-based  Advanced  Micro 
Devices  Inc.,  can’t  use  it.  In¬ 
stead,  they  support  the  non¬ 
proprietary  OpenPIC  standard 
for  Via’s  Cyrix  6x86  and 
AMD’s  K6  processors.  ft 


Matlis  is  a  freelance  writer  in 
Newton,  Mass. 
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not  Web  sites. 


— Venkat  Srinivasan,  CEO, 
eCredit.com 


Peter  Keen  advises  leading-edge  eCommerce  companies.  In  addition, 
he  has  taught  at  Harvard,  MIT,  and  Stanford  Universities.  In  1 994, 
he  was  profiled  by  Forbes  magazine  as  “ the  consultan  t  from  Paradise.  ” 

Mark  McDonald  is  an  associate  partner  and  director  of  Andersen 
Consulting’s  Center  for  Process  Excellence. 

This  hook  is  part  of  the  Computerworld  Books  for  IT 
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or  call  1-800-262-4729. 
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The  Assembly  Line 
Gets  a  Web  Interface 


Start-up  Datasweep  makes  manufacturing 
info  updates  available  on  the  Internet 


BY  AMY  HELEN  JOHNSON 

The  u.s.  Food  and 
Drug  Administra¬ 
tion  likes  to  know 
what  parts  and 
processes  are  used 
to  assemble  medical  equip¬ 
ment.  This  lays  a  big  record¬ 
keeping  burden  on  Intuitive 
Surgical  Inc.,  a  Mountain  View, 
Calif.-based  manufacturer  of 
surgical  robots. 

The  company  collects  a  lot 
of  information  during  assem¬ 
bly,  says  Don  Chamberlain,  a 
senior  analyst.  But,  he  adds, 
the  company  was  writing  it  on 
paper.  Faced  with  the  need  to 
make  that  information  more 
accessible,  Intuitive  Surgical 
turned  to  Datasweep  Inc.,  a 
vendor  of  manufacturing  exe¬ 
cution  systems  (MES). 

Datasweep’s  sole  product, 
Datasweep  Advantage,  is  a 
Web-enabled  application  suite 
written  in  Java  that  puts  PCs  on 
the  manufacturing  line,  where 
assembly  operators  type  or 
swipe  bar  codes  to  enter  the 
details  of  components  used  in 
goods  such  as  medical  instru¬ 
ments  and  computers. 

PC  clients  run  Windows  NT 
Workstation  or  Windows  2000 
Professional,  while  the  back 
end  requires  Windows  NT  or 
2000  Server  with  a  Microsoft 
SQL  Server  or  an  Oracle8i 
database  for  data  storage.  Ad¬ 
vantage  also  accepts  data  trans¬ 
fers  from  automated  machin¬ 
ery  such  as  robot  assemblers 
and  testers  and  stores  work  in¬ 
structions,  test  and  quality 
records,  and  usage  history. 

The  Advantage 

Advantage  is  similar  to  exist¬ 
ing  MESs,  says  Kenneth  Brant, 
an  analyst  at  Stamford,  Conn.- 
based  Gartner  Group  Inc.  But 
“their  ability  to  provide  a  man¬ 
ufacturing  genealogy  of  how 
products  are  assembled  in 
combination  with  Internet- 
centricity  and  rapid  projection 
implementation  is  what  makes 
them  an  interesting  company,” 
he  says. 

Datasweep  says  it  can  auto¬ 


mate  an  assembly  line  in  three 
months.  “That’s  a  big  change 
from  the  traditional  MES  proj¬ 
ect  implementation  [of  24 
months],”  Brant  says.  The  oth¬ 
er  big  difference  between 
Datasweep  and  its  competi¬ 
tors,  he  says,  is  its  ability  to 
feed  near-real-time  assembly¬ 
line  information  to  a  Web  site 
so  that  customers  can  track  the 


status  of  an  item  being  built. 

That  capability  sold  Allen 
Lee,  president  of  ACMA  Com¬ 
puters  Inc.  in  Fremont,  Calif., 
on  Advantage.  His  company 
assembles  between  6,000  and 
9,000  CPUs  per  month,  all 
made  to  order.  Tracking  an  or¬ 
der  was  easy  until  a  unit  was 
being  built.  Then  it  “kind  of 
went  into  a  black  hole,”  Lee 
says.  Sales  representatives  who 
needed  to  answer  a  customer’s 
questions  on  order  status  end¬ 
ed  up  talking  to  the  people  on 
the  shop  floor,  interfering  with 


Burn  money:  $14 

million  from  Accel 
Partners  and  Mohr, 
Davidow  Ventures 


KEVIN  CHAO,  Steve  Volm,  Vladimir  Preysman,  Don  Frede  and 
Matt  Holleran  (from  left)  are  Datasweep  corporate  officers 

Datasweep  Inc. 

Location:  55  Almaden  Boulevard, 

Suite  600,  San  Jose,  Calif.  95113 

Telephone:  (408)  350-7300 . 

Web:  www.datasweep.com 

Niche:  Manufacturing  data  collec¬ 
tion  and  analysis 

Why  it’s  worth  watching:  Its 

Web-based  portal  gives  external 
access  to  near-real-time  order  sta¬ 
tus  and  tracks  custom  orders. 

Company  officers: 

•  Vladimir  Preysman,  co-founder, 
president  and  CEO 

•  Kevin  Chao,  co-founder  and  vice 
president  of  engineering 

Milestones: 

•  1998:  Founded 

•  Sept.  1999:  First  product 
available 

•  Oct.  1999:  second  round  of 
venture  funding 

•  Dec.  1999:  Version  2.0  released 

Employees:  85: 400%  annual 
growth  projected 


Products/pricing: 

Datasweep  Advantage  2.0;  instal¬ 
lations  start  at  around  $150,000 
without  services;  about  $300,000 
with  services 

Customers:  Flextronics  interna¬ 
tional  Ltd.,  Intuitive  Surgical  Inc., 
Everdream  Corp.,  KLA-Tencor 
Corp.,  Netro  Corp.,  Acma  Comput¬ 
ers  Inc.  and  Harmonic  Inc. 

Partners:  Agile  Software  Corp., 
webPlan  Inc.,  Microsoft  Corp.,  Pit- 
tiglio  Rabin  Todd  &  McGrath  LLC, 
Strategic  Information  Group  Inc. 
and  Oracle  Corp. 

Red  flags  for  IT: 

•  Established  players  in  manufac¬ 
turing  execution  systems  are  also 
adding  Web  access. 

•  Most  clients  today  are  in  high- 
tech  manufacturing. 


production  and  cutting  the 
line’s  efficiency,  he  says. 

Now,  salespeople  can  find  an 
answer  through  Datasweep 
90%  of  the  time,  says  Lee.  Six 
months  after  installing  Advan¬ 
tage  in  March  last  year,  the 
production  average  per  person 
rose  from  85  to  111  units,  he 
says.  But  he  doesn’t  credit 
Datasweep  with  all  of  that  im¬ 
provement;  the  project  also  in¬ 
cluded  simplifying  internal 
processes  and  training,  he  says. 

Moreover,  the  internal  qual¬ 
ity  assurance  reject  rate  has 
dropped  to  1.02%  from  a  high 
of  19%,  he  says,  due  to  his 
staff’s  new  ability  to  quickly 
analyze  Advantage’s  databases 
for  production  problems. 

Lee  and  Chamberlain  have 
earmarked  areas  for  improve¬ 
ment,  such  as  the  user  inter¬ 
face  and  the  ability  to  store 
more  information  about  the 
whole  product  life  cycle,  from 
incoming  materials  inspection 
to  warranty  claims. 

The  Sweet  Spot 

Datasweep’s  sweet  spot  is  in 
assembly  lines  that  use  discrete 
components  —  things  like 
chips  instead  of  liquids  —  that 
are  hooked  together  in  a  cer¬ 
tain  sequence.  Build-to-order  is 
a  key  segment,  says  CEO 
Vladimir  Preysman,  because 
Advantage  can  provide  the 
benefit  of  Web-delivered  order 
status.  First-quarter  sales  in 
this  fiscal  year  are  up,  re¬ 
ports  Datasweep,  which 
declined  to  provide 
revenue  numbers. 

Preysman  acknowl¬ 
edges  that  so  far  the 
company’s  sales  have 
been  mostly  in  “green¬ 
field”  sites  that  don’t  have  an 
existing  MES  installation  and 
that  the  most  common  industry 
is  high-tech  equipment.  “We  re¬ 
place  the  paper,”  he  says,  refer¬ 
ring  to  a  sheet  called  the  “trav¬ 
eler,”  upon  which  assembly-line 
workers  write  down  compo¬ 
nent  numbers  and  the  like. 

Datasweep  needs  to  target 
customers  with  existing  MES 
setups,  Preysman  says.  That 
will  put  it  up  against  competi¬ 
tors  such  as  USData  Corp.  in 
Richardson,  Texas,  says  Brant, 
which  are  upgrading  their 
products  to  include  features 
like  Web  site  order-status  dis¬ 
plays,  Datasweep’s  current 
competitive  advantage.  I 

Johnson  is  a  Computerworld 
contributor  in  Seattle. 
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One  Step  Ahead 


Tom  Cook,  a  senior  analyst  at  Boston- 
based  AMR  Research  Inc.,  says  Data¬ 
sweep  Advantage  has  a  clearly  differen¬ 
tiated  value  proposition,  offering  fast 
implementation,  a  window  to  the  shop 
floor  via  the  Web,  trends  analysis  using 
the  bundled  databases  and  remote 
management.  Traditional  manufactur¬ 
ing  execution  systems  (MES)  aren’t  as 
well-endowed  with  features  like  near- 
real-time  reporting  and  Web  interfaces, 
he  says. 

But  that’s  changing:  “Everybody  else 
will  have  Datasweep’s  functionality  in 
their  sights,  and  they're  going  to  build  it 
up  as  quickly  as  possible,"  Cook  says. 

That  means  Datasweep  will  have  to 
keep  a  close  eye  on  established  com¬ 
petitors. 

One  quality  that  will  continue  to  give 
Datasweep  an  edge,  says  Cook,  is  that 
the  software  was  written  recently,  using 
the  latest  Internet  technologies,  and  was 
built  from  the  ground  up  to  be  a  Web- 
enabled  application.  Its  competitors,  on 
the  other  hand,  have  software  that’s 
decades  old  in  some  cases,  and  they’re 
having  to  tack  on  new  features. 

Camstar  Systems  Inc. 

Campbell,  Calif. 
www.camstar.com 

Cook  says  Camstar  has  a  large  set  of 
clients  in  the  electronics  manufacturing 
industry,  which  overlaps  Datasweep’s 
high-tech  customer  base.  Mesa  is  the 
company's  older  MES  system,  while  In- 
Site  is  a  newer,  Windows  NT-based, 
open-architecture  application. 

USData  Corp. 

Richardson,  Texas 
www.usdata.com 

Cook  says  USData’s  Xfactory  takes  a 
tool  kit  approach  that  lets  users  build 
what's  needed  for  their  assembly  lines. 
Its  focus  on  the  shop  floor  has  made  it 
light  on  features  such  as  canned  reports, 
says  Cook.  The  latest  release  has  some 
capabilities  for  viewing  information  over 
the  Web.  An  add-on  called  Connector 
links  Xfactory  data  to  a  company’s  back¬ 
end  business  systems. 

OenRad  Inc. 

Westford,  Mass. 
www.genrad.com 

Genrad’s  Shop  Floor  Data  Manager  is 
often  found  in  PC  board  assembly 
shops,  says  Cook.  It  integrates  with 
back-end  enterprise  resource  planning 
systems  but  hasn’t  made  significant  ad¬ 
vances  with  Internet  publishing. 

-Amy  Helen  Johnson 


. 


winsurf  Mainframe  Access 


The  Complete  Web-To-Host 
Connectivity  Tool. 


IBM  390,  AS400,  DEC/UNIX,  Bull  Access 


Auto  Deployment 


Rejuvenation  Tools 


Automatic  HTML 
Conversion 

SSL/TLS  Security 
HTTPS 


Usage  Metering 
Concurrent  User  Pricing 


“WMA,  at  present,  is  the  most  inclusive, 
best  rounded  ‘all-in-one  ’  Web-to-host 
offering  on  the  market.  ” 

©  Anura  Guruge,  August  2000 


www.icominfo.com/cw 


I  NFORMAT  I  CS 


Contact  ICOM  Informatics  today  for  a  free  eval  copy  of  the  most 
complete  web-to-host  offering  on  the  market. 


FRANCE 

iCOM  Informatique 

1 8,  avenue  Winston  Churchill 
F-94227  Charenton  Cedex 
Tel.:  33  (0)  I  46  76  45  50 
Fax:  33  (0)  I  46  76  45  59 

http://www.icominfo.fr 


DEUTSCHLAND 

ICOM  Informatics 

Stefan-George-Ring  29 
D-81929  Munchen 
Tel.:  49  (0)  89  930  861  50 
Fax:  49  (0)  89  930  5184 

http://www.icominfo.com 


UNITED  KINGDOM 

ICOM  Informatics 

Exchange  House,  494  Midsummer  Bid. 
Central  Milton  Keynes  MK9  2EA 
Tel.:  44  (0)  1908  677616 
Fax:  44  (0)  1908  670013 

http://www.icominfo.com 


USA 

ICOM  Informatics 

1 1824  Jollyville  Road  -  Suite  500 

Austin, TX  78759 

Tel.:  I  512  335  8200 

Fax:  I  512  335  91 10 

http://www.icom  info.com/cw 
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Hiring  the 

Nontechie  ■HHI 


Smart  employers 
know  they  can 
never  find  enough 
skilled  IT  workers 
in  the  job  market, 
so  they’re  creating 
their  own -from 
nontraditional 
backgrounds,  both 
inside  and  outside 
the  company. 

By  Melanie 
Menagh 

WITH  EMPLOYERS 
still  clamoring 
to  find  enough 
workers,  smart 
companies  have  made  great 
leaps  in  recruiting  information 
technology  staff  from  nontra¬ 
ditional  areas.  This  can  mean 
bringing  a  recently  graduated 
music  major  on  board  or  find¬ 
ing  a  customer  service  person 
in-house  who  demonstrates  IT 
aptitude. 

Some  employers  have  found 
ways  to  ferret  out  potential  IT 
professionals.  We  asked  sever¬ 
al  IT  managers  how  they  find 
and  train  the  right  people  and 
what  are  the  benefits  of  having 
nontechies  in  the  mix. 

At  UnitedHealth  Technolo¬ 
gies  in  Minneapolis,  there  are 
several  paths  in  technology 
that  non-IT  employees  can 
choose.  UnitedHealth  offers 
tuition  reimbursement  for  col¬ 
lege  classes  and  degrees,  so  if 
someone  wants  to  become  a 
programmer,  they  can  educate 
themselves  to  fill  that  roll.  The 
company  also  has  an  in-house 
“Learning  Institute.” 

“We  need  people  who  can  do 
the  business-analysis  testing 
and  implementing  for  rapid  de¬ 
ployment  of  IT  solutions,”  says 
Darcie  Corbin,  vice  president  of 
business  systems  planning.  “For 


half  their  day,  they  take  courses 
in  business  analysis  and  testing 
and  project  management.” 

Many  companies  do  this  sort 
of  career  transitioning  on  an 
informal  basis.  Greensboro, 
N.C.-based  Guilford  Mills  Inc., 
a  fabrics  manufacturer,  had 
difficulty  recruiting  employees 
in  rural  Cobleskill,  N.Y.  “We 
were  unable  to  find  qualified 
IT  people,”  says  Bryan  Puffer, 
an  information  systems  techni¬ 
cian,  “so  we  looked  elsewhere” 

—  within  the  company. 

“Somebody  here  who  en¬ 
joyed  playing  around  with  his 
home  computer  expressed  an 
interest,”  in  technology  Puffer 
says.  Puffer  and  his  boss  pro¬ 
vided  much  of  the  basic  train¬ 
ing  and  mentoring  the  employ¬ 
ee  needed.  When  more  ad¬ 
vanced  skills  were  required, 
his  boss  provided  formal  Nov-  g 
ell  training.  E 

In  a  tight  job  market,  Rob  jj 
Figliulo,  chairman  and  CEO  of  5 
SPR  Inc.,  an  IT  services  com¬ 
pany  in  Oak  Brook,  Ill.,  looks 
among  non-computer-science 
college  graduates. 

“Give  me  the  right  person, 
and  I’ll  give  them  skills.  We’re 
looking  at  whether  you  have 
the  right  attitude  and  disposi¬ 
tion  for  the  job  rather  than 
what  skill  set  do  you  have,” 
Figliulo  says. 

Training  Fills  Gaps 

SPR  employs  graduates  with 
majors  ranging  from  math  to 
music.  Non-IT  hires  are  trained 
on  BroadVision,  Java  and 
HTML.  “We  give  them  formal 
training,  then  we  assign  them  a 
mentor,  put  them  on  project 
teams  with  people  skilled  on 
those  tool  sets  and  they  do 
very  well,”  he  says. 

Of  course,  hiring  nontech¬ 
nologists  for  IT  roles  requires 
some  give-and-take.  “Managers 
are  more  flexible  with  hiring 
requirements,  with  the  idea  of 
supplementing  training,”  says 
Linda  Fagare,  a  technical  re¬ 
cruiter  at  The  Boeing  Co.  in 
the  Seattle  area. 

Boeing  has  a  variety  of  train¬ 


ing  options.  “We  have  a  very 
extensive  program  of  off-hours 
classes  in  C++,  software  and 
programming.  We  also  have 
the  ‘Learning  Together’  pro¬ 
gram,  where  Boeing  will  pay 
you  to  take  accredited  college 
or  university  classes  or  get  an¬ 
other  degree,”  Fagare  says. 

Specialized  skills  are  partic¬ 
ularly  important.  “We  need 
people  with  domain  knowl¬ 
edge  in  command/control,  in¬ 
telligence,  surveillance,  guid¬ 
ance  and  navigation.  We’ll  get 
people  who  don’t  have  IT  ex¬ 
perience  but  do  [have  experi¬ 
ence  ]  in  these  areas,  and  we 
will  train  them  on  IT,”  says  Fa¬ 
gare.  “It’s  usually  much  easier 
to  teach  the  people  the  tech¬ 
nology  rather  than  the  domain 
area  of  our  business.” 

Managers  need  to  look  be¬ 
yond  traditional  IT  talent.  Ju¬ 
dith  Volente,  a  consultant  to 
the  IT  division  of  CGU  Corp., 
an  insurance  company  in  Fox- 
boro,  Mass.,  suggests,  “You 
need  someone  who  has  an 
innate  curiosity  and  flexibility 
—  someone  who  can  handle 
multiple  tasks  and  look  at  the 


bigger  picture.  Project  man¬ 
agement  is  the  most  important; 
conflict  management  is  next.” 

Non-IT  employees  with 
these  special  qualities  can  opt 
for  the  “Choose  IT”  training 
program  at  Sprint  PCS  Group 
in  Kansas  City,  Mo.  “You  have 
to  go  through  an  application 
process,”  says  Cleone  Davis, 
vice  president  of  application 
development  and  information 
resource  management. 

“We  determine  which  specif¬ 
ic  skill  sets  we’re  short  on,  such 
as  Web  development.  Then 
people  are  interviewed,  and  we 
do  aptitude  testing  for  that 
kind  of  work,”  says  Davis. 

Candidates  who  are  selected 
go  through  formal  training  as 
well  as  a  mentored  internship 
with  on-the-job  training  for  six 
months  to  a  year. 

“If  you  give  this  person  the 
chance  to  significantly  change 
their  career  and  earnings  po¬ 
tential,  that  will  make  them  feel 
good  about  Sprint  and  want  to 
stay  with  Sprint,”  says  Davis.  I 


Menagh  is  a  freelance  writer  in 
Maple  Corner,  Vt. 


Give  me  the 
right  person, 
and  I’ll  give 
them  skills. 

ROB  FIGLIULO  (ABOVE). 

CEO,  SPR  INC. 


Conference:  October  3-6, 2000  •  Expo:  October  4-6, 2000 


San  Jose  Convention  Center  •  San  Jose,  California 
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Application  Service  Providers 

W3RLD 


•  What  is  an  ASP? 

•  Do  you  understand  the  entire  range  of  outsourcing  options? 

•  Are  you  informed  about  ASP  services  and  products? 

•  What  is  the  competitive  advantage  of  outsourcing  IT?  How  can 
it  improve  your  business?  How  has  outsourcing  IT  improved 
your  competitors’  business? 

Get  the  answers  before  someone  asks  you  the  questions! 

As  the  only  major  ASP  event  focused  on  the  end-user,  ASPWorld 
Conference  &  Expo  provides  a  unique  educational  opportunity  designed 
for  corporate  and  IT  decision-makers  who  are  evaluating  outsourced 
applications  from  a  business  and  technical  perspective! 

Sponsored  by  leading  visionaries,  analysts,  users  and  suppliers 
in  the  ASP  marketplace,  this  brand-new  event  lets  you  learn  all  your 
ASP  options  right  now  all  on  one  show  floor! 
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e  1-877-696-0459 
ine  at  www.aspworldf 


- - -  r  ^cr 


ASPWorid  Conference  &  Expo  •  3  Speen  Street,  Suite  320 


Owned  and  Managed  by 


©2000  IDG  World  Expo.  All  rights  reserved.  All  other  trademarks  contained 
respective  owners. 
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In  addition  to  your  free  Expo  Badge,  registrants  receive  the  follow! 
valuable  resources  critical  to  understanding  this  emerging  mark 

•  Up-to-date  market  data 

•  Decision  Support  Guide 

•  ASP  Market  Taxonomy 
Information  on  the  latest  ASPs  and  services 
Special  introductory  sessions  addressing 
your  questions 


lagship  Sponsor 

tetwwkWofld 

irporate  Sponsor 

•  IDC 


Partner  Pavilion 
Sponsor 

% 

ScvenMountains 


Platinum  Sponsors 

*mim  JDEdwards 


Kmtrpritc  Softwa 


netfax  Managed^ 
COMPAQ. 


Gold  Sponsors 
Surebridge 


'  iearchASP.com 

X  U  M  A  •:« 
^ Sprint 

&mvx 


Agfiera 

<  I  N  F I  N  I  U  M 


xcert 


eOniiiW 


Silver  Sponsor 

Associations 

Alumbre 

^  Technologies 

»  ■_«_ 

ttyW 

ITAA\ 

PI » f  t  t 

® 

Copemus 

§ 

Navi  Site 

&& 

a-s-p 

Media  Sponsors 


Street 

com 


1 

Inc 

ine 


ASPnews 

rfjjj  m  Emm 


CIO 


Microsoft 


Commugfc^hs  News 


Cornerstone 

Sponsor 


|careers.com 


IT  CAREERS 


You  live  in  a  big  city  and 
work  on  a  small  network. 
How  about  switching 
that  around? 


Not  a  bad  trade-ofF  when  you  consider  you’ll 
be  working  on  one  of  the  country’s  largest 
privately  owned  computer  networks.  It  also 
happens  to  be  one  of  Computerworld’s 
“100  Best  Places  to  Work”  and  ranked  #15 
on  the  Fortune  500  company  list.  Add  to 
that  an  easy-going  lifestyle,  a  family-friendly 
benefits  package,  a  diverse  workplace  and 
you’ll  kick  yourself  for  not  having  made 
the  switch  years  ago. 

Contact  State  Farm  Human  Resources 
at  jobopps.corpsouth@statefarm.com 
for  information  about  current  positions. 
Or  visit  our  website  at 
statefarm.com™ 


Get  there  with  State  Farm. 


State  Farm  Insurance  Companies  •  Home  Offices:  Bloomington,  Illinois 
An  Equal  Opportunity  Employer 


Oracle  Application  Sr.  Consultant:  Job  Location,  Atlanta,  GA  Duties: 
Design,  develop,  set-up,  implement  &  integrate  Oracle  applications  & 
client/server  solutions  using  Oracle  solutions  methodology.  Analyze  and 
map  business  requirements  into  application  functions,  using 
systems  analysis  &  modeling  techniques.  Analyze,  design  &  develop 
customizations,  report  and  interfaces  w/production  sys.  &  conversion 
of  data  from  legacy  sys  ,  using  Oracle  Database,  Oracle  Applications 
Data  Pump,  SQL,  SQL  "Plus,  PL/SQL  and  Developer  2000.  Provide 
tech.  &  functional  support  &  sys.  Adm.  Of  Oracle  Applications  systems. 
Requires  M  S.  (or  foreign  equiv.)  in  Comp.  Applic.,  Info  Sci.,  Eng,  or 
related  field  and  3  yrs  exp.  in  job  offered  or  3  yrs.  exp.  as 
Systems  Mgr.,  Software  Eng  ,  Analyst.  Exp.,  which  may  have  been 
obtained  concurrently  must  incl.:  3  yrs.  exp.  designing, 
developing  &  implementing  Oracle  applications,  using  Oracle  solutions, 
and  1  yr.  exp.  developing  customizations  of  Oracle 
applic.  EOE.  40  hrs/wk;  8:00  a.m.  to  5:00  p.m.  Salary  $88,300/yr.  Send 
resume  (no  calls)  to:  Diane  Tuccito,  AnswerThink  Consulting  Group. 
817  W.  Peachtree  Sr.,  Suite  800,  Atlanta,  GA  30308.  Must  have  legal 
auth.  to  work  in  U.S. 


For  High  Tech  Jobs  go  to  www.dice.com 

dlce.com 

High  tech  jobs  online 


NASDAQ:  EWBX  AN  EARTHWEB  SERVICE 


NEED  TO  HIRE. 
START  WITH  US. 


careers  com 


Immediate  Full  time 
positions  available  in  CA, 
NC,  NY,  MA  and  IL.  Oracle, 
Dev  2000,  DBA,  C,  C++, 
VB,  VC++,  SQL  Server, 
JAVA,  HTML,  CGI,  Perl, 
Oracle  Apps,  QA  Analyst, 
Unix,  VAX/VMS  and 
Windows.  Fax  resumes 
(ATTN:  Recruiter) 
408-586-8348.  ACE 
Technologies,  Inc. 


Opportunity 


Choice 


For  nearly  20  years,  Syntel  employees  across 
North  America,  Europe,  and  Asia  have  helped  build 
advanced  information  technology  systems  for  leading 
Fortune  500  companies  and  government  organizations 
to  improve  their  efficiency  and  competitiveness.  Today, 
Syntel  professionals  are  building  rewarding  careers  by 
providing  solutions  in  e-business,  CRM,  Web  Design, 
Data  Warehousing  and  LANA/VAN  services. 

Come  discover  why  Forbes  magazine  placed  Syntel 
second  on  its  list  of  “The  200  Best  Small  Companies 
in  America”  and  Business  Week  ranked  us  #1 1  on 
its  list  of  Hot  Growth  Companies. 

Due  to  our  rapid  growth,  we  have  immediate,  full-time 
opportunities  for  both  entry-level  and  experienced 
Software  Engineers,  Consultants,  Programmers, 
Programmer/Analysts,  Project  Leaders,  Project 
Managers,  Supervisors,  Database  Administrators, 
Computer  Personnel  Managers  and  Computer 
Operations  Managers  with  any  of  the  following  skills: 

Mainframe 


•  IMS  DB/DC  or  DB2, 

•  UNISYS  A -Series  or 

MVS/ESA  COBOL,  CICS 
•  Focus,  IDMS  or  SAS 

UNISYS  2200 

Mid  Range 

•  U6000 

*  AS/400,  RPG/400, 

DBA 

Synon  or  COBOL 

•  Oracle  or  Sybase 

Client/Server 

•  DB2 

•  Siebel 

•  UNIX  System 

•  Websphere 

Administrator 

•  Com/DCom 

•  UNIX,  C,  C++,  Visual 

•  Web  Architects 

C++,  CORBA,  OOD  or 

•  Datawarehousing 

OOPS 

•  Informix,  C  or  UNIX 

•  LAN/WAN,  Novell  or 

•  Oracle  Developer  or 

WinNT 

Designer  2000 

«  Sybase,  Access  or 

•  JAVA,  HTML,  Active  X  or 

PowerBuilder 

Web  Commerce 

•  PeopleSoft 

•  SAP/R3,  ABAP/4  or 

•  SQL  Server  or  Visual 

FICO  or  MM  &  SD 

Basic 

•  Lotus  Notes  Developer 

•  Baan 

•  Oracle  Applications  & 

Tools 

•  IEF 

Technical  Recruiters 

•  Junior  and  Senior  positions  available 

Some  positions  require  a  Bachelor's  degree,  others  a 
Master's  degree.  We  also  except  the  equivalent  of  the 
degree  in  education  and  experience. 

With  Syntel  (NASDAQ:  SYND,  you'll  enjoy  excellent  compen¬ 
sation,  full  benefits,  employee  stock  purchase  plan  and  more. 
Please  forward  your  resume  and  salary  requirements  to: 

Syntel,  lnc„  Attn:  Recruiting  Manager-LD09,  2800 
Livemois  Rd„  Suite  400,  Troy,  Ml  48083.  Phone: 
248-619-2800;  Fax:  248-619-2888.  Equal 

Opportunity  Employer. 

SVNirEL 

www.syntelinc.com 


hp,  one  of  the  "Most  Admired  Companies  in  America"  according  to 
Fortune  Magazine's  latest  ranking  of  U.S.  -  based  companies,  is  a 
global  leader  in  everything  from  computer  systems  and  solutions,  to 
test  and  measurement  systems.  We  have  opportunities  available  in  Fort 
Collins,  Greeley  and  Loveland,  Colorado  in  the  following  positions: 

•  Communications  Manager 

•  Hardware  Design  Engineer 

•  Software  Design  Engineer 

•  Product  Marketing  Engineer/Product  Manager 

•  Member  of  IT  Technical  Staff 

•  Information  Technology  Specialist 

hp  offers  competitive  compensation  and  excellent  benefits,  including 
profit  sharing,  stock  purchases,  401 K  and  a  retirement  plan.  We  invite 
you  to  e:mail  your  resume  indicating  Ad  #8324  to:  resume@hp.com 
(Subject  Line:  Ad  #8324),  or  send/fax  it  to  Hewlett-Packard  Employment 
Response  Center.  Ann:  Ad  #8324,  3000  Hanover  Street,  MS20AZ, 
Palo  Alto.  CA  94304-1181.  FAX:  (650)  813-3860.  Please  be  sure  to 
include  Ad  #8324  on  your  resume. 

hp  is  an  equal  opportunity  employer  dedicated  to  affirmative  action  and 
work  force  diversity. 

hp 

invent 
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CABLE  &  WIRELESS 


Your 
to  make  a  big 


Our  Global 
IP  network. 


Get  the  connection. 


Shape  IP  communications  for 

the  home  planet. 

When  it  comes  to  thinking  globally,  no  one  does  it 
better  than  us  —  and  you.That’s  why  we  invite  you 
to  bring  your  career  to  the  company  that’s  been 
advancing  Earthly  communications  for  a  long  time 
—  for  125  years,  to  be  precise.  You  will  join  the  team 
that  is  delivering  the  world’s  first  truly  global, 
seamless,  end-to-end  IP  backbone,  today. 

Internet,  Data, Voice  Sales 
Professionals 

Build  relationships  with:  Local  •  Regional  •  National 

•  International  •  and  Global  Accounts 

Information  Technology 
Professionals 

Internet  Engineering  •  Software  Development 

•  Systems  Administration  •  Help  Desk/  Customer 
Service 

IP  Product  Marketing 
Professionals 

Business  Development  •  Product  Management 

•  Database  Analysis  •  Pricing  Analysis 


For  consideration,  forward  your  resume  to:  Cable  & 
Wireless  Resume  Center,  referencing  Job  Code 
J 10/00-3920,  Email:  cwusa@hiresystems.com,  or 
fax  to  (800)  239-5062. 

Cable  &  Wireless  is  an  Equal  Opportunity  Employer. 


What  about  your  ideas? 

Do  they  keep  you  up  at  night?  Once  you  fall  asleep  do  they 
become  your  dreams?  When  you  wake  up,  are  they  then 
action  items?  Ideas  mean  the  world  to  us  at  hp.  A  diversity 
of  ideas  means  even  more.  Invent  the  new  hp.  Join  us. 

SW  TEST  ENGINEERS 

Must  have  a  Bachelor's  degree  in  Computer  Science  or  related 
field;  experience  in  system  test  and/or  QA;  working  knowledge 
of  C/C++,  PERL,  Java  and/or  shell  programming;  background 
developing  commercial  software  for  Unix  (HP-UX  or  Solaris) 
or  NT  platforms;  experience  with  automation  of  manual  tests; 
proficiency  with  script  development  (ksh,  PERL,  CGI,  etc.); 
and  familiarity  with  software  configuration  management 
and  software  engineering  lifecycle. 

CUSTOMER  INTERFACE/PRODUCT 
TROUBLESHOOTING  ENGINEERS 

Must  have  strong  familiarity  with  Unix  and  C++  or  Java; 
proficiency  with  script  development  (ksh,  PERL,  CGI,  etc.); 
and  familiarity  with  software  configuration  management. 

WEB  DEVELOPERS 

Must  have  2+  years'  experience  in  object  oriented  design 
and/or  Java  Web  development  in  a  variety  of  platforms 
including  Solaris,  Unix,  HP-UX,  WinNT,  and  Sun;  background 
with  3rd  parly  development,  security  systems,  data  modeling, 
internalization/localization,  storage  management,  database, 
and  Ul  development;  and  knowledge  of  C++,  Java,  CORBA, 
XML,  CIM,  WMI,  DMI,  SNMP,  COM/DCOM,  ATL 

TECHNICAL  SUPPORT  ENGINEER 

Must  have  2+  years'  software  development  experience; 
background  with  various  technical  marketing  areas  including 
training,  support  planning,  and  channel  tools;  and  familiarity 
with  the  OpenCiew  suite  of  products. 

RESPONSE  CENTER  ENGINEER 

Candidate  will  provide  quality  technical  phone  support  on 
OpenView  Network  management  and  system  management 
products;  work  with  other  members  of  the  response  center, 
division  and  field  support  to  maximize  customer  satisfaction 
and  improve  overall  support  quality.  Must  have  knowledge  of 
HPUX-OS,  HPUS  Networking,  OpenView  Node  Manager, 
OpenView  IT/operations  product. 

PRODUCT  INSTALLATION 
SW  ENGINEER 

Candidate  will  deliver  leading  edge  HP  and  multi  vendor 
application  and  system  management  products 
as  well  as  design/develop  the  installation  components 
for  OpenView  products.  Must  have  knowledge  of  C/C++, 
Java,  NT,  HPUX,  Sun,  and  Linux. 

CLIENT  SERVER 

Candidate  will  research,  design,  test,  and  maintain  ManageX 
Solution  in  response  to  market  requirements;  develop  SW  for 
the  next  generation  of  service  management  products  for  the 
Core  Management  Server  team;  and  develop  the  area  of 
Internet  Management  for  the  Performance  Management 
Competency  Center.  Must  have  knowledge  of  Java,  C++, 
Corba,  COM/DCOM,  XML,  Visual  Basic,  and  VC++. 

HP  offers  competitive  compensation  and  excellent  benefits, 
including  profit  sharing,  slock  purchases,  401  (k)  and  a 
retirement  plan.  For  immediate  consideration,  please  visit  our 
booth  at  the  Interop  Career  Fair  on  Tuesday,  September  26th 
through  Thursday,  September  28th.  If  unable  to  attend  you  may 
e-mail,  mail  or  fax  your  resume  with  cover  letter  including 
salary  expectation  to:  jeff_watt2@hp.com;  Mail:  Attn:  Jeff  Walt, 
8000  Foothills  Blvd,  Roseville,  CA  95747-5223  MS  5223; 
FAX:  91 6  748-4560,  Attn:  Jeff  Watt. 

www.jobs.hp.com 


Hp  is  an  equal  opportunity  employer  dedicated  to  affirmative  action  and  work  farce  diversity. 
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innovation  Best-In-Industry  Expertise. 
Emerging  Technology.  That’s  the  combination  that 
makes  new  communications  possibilities  a  reality  at 
NetEffect. 

NetEffect  Corporation  is  one  of  the  fastest  growing 
professional  services  providers  with  expertise  in 
architecture  and  infrastructure,  management  and 
measurement,  and  converged  applications... housing 
one  of  the  most  advanced  technological  experimentation 
environments  in  the  industry. 


•v 


Our  teams  and  individuals  receive 
continuous  training  and  encouragement  to 
break  new  ground  in  our  Netcenter. 
Facilities  include  a  testing  lab,  a  training  lab, 
instructional  facilities,  and  multimedia 
production  equipment  for  testing  and  learning 


to 


3 
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We’re  a  high-energy,  progressive  company  with  highly 
skilled  professionals  working  on  leading-edge  technologies 
on  a  global  scale.  We  are  looking  for  the  most 

in  telecommunications,  internetworking, 
and  security.  NetEffect  offers  competitive  salaries, 
attractive  benefits  and  company  ownership 
opportunities.  We  are  an  equal  opportunity  employer. 


For  current 

career  opportunities  visit 


M 

neteffect 
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"Ricochet  will 
fundamentally 
change  the 
way 

people  view 
the 

wireless 

Internet..." 


"Ricochet 
wins  CNET 
Best  of  Show 
Award 
at  PC  Expo, 
2000. " 
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"...true 

J  mobility  ’ 
up  to  70 
l  miles  per 
hour. " 


#  Engineering  | 

Finally  .  .  . 

A  way  to  Work 
Anywhere 

As  a  leading  provider  of  mobile  information 
access,  Metricom  offers  Ricochet  -  the 
always-on,  high-speed,  secure  solution  that 
provides  access  to  information  from  outside 
the  confines  of  an  office  or  any  single 
location.  Metricom,  Inc.  designs,  provisions, 
and  operates  digital  networks  and  services 
for  mobile  users.  Mobile  professionals  can 
finally  be  set  free  from  the  office  with 
high-performance,  cost-effective  access  to 
the  Internet,  private  Intranets,  LANs,  e-mail 
and  other  online  services.  Ricochet  128  kbps 
service  will  be  expanding  into  12  major 
markets  in  2000,  and  is  expected  to  cover 
100  million  people  by  2001. 

Metricom  is  currently  hiring  for  positions 
located  at  our  Corporate  Headquarters  in 
San  Jose,  CA  and  other  locations  across 
the  United  States. 

Application/Sales  Engineers 

This  is  a  unique  opportunity  to  get  in  on  the 
ground  floor  of  a  nationwide  wireless 
network  expansion  -  by  an  established 
industry  leader.  You  will  provide  technical 
pre-sale  &  post-sale  support  on  the  Ricochet 
network  to  existing  81  potential  channel 
partners  along  with  their  Fortune  1000 
clients.  Candidates  must  have  a  confident 
sales  presence,  a  B.S.  in  Engineering  or 
Computer  Science  (2  yrs  exp.  desirable). 
Wireless,  RF/IP  Internet  working  education 
&  exp.  with  ISP  &  Telco  are  desirable. 

Regional  Managers/ 

Application  Engineering 

National  Channel  Sales 

Account  Managers 

Field  Support  Engineers 

DSP  Engineers 

RF  Software 
Engineering  Manager 

Director  of  Supply  Chain  Management 

Network  &  RF  Engineers 

See  our  website  for 
200+  Career  Possibilities 

...and  share  in  the  excitement  of  our 
nationwide  network  wireless  expansion! 

www.ricochet.com 

Metricom  offers  a  competitive  salary  and 
excellent  benefits  in  a  dynamic  work 
environment.  Please  apply  on-line  at: 

www.ricochet.com  or,  send  to:  Metricom, 
Attn:  Staffing,  333  West  Julian  Street, 
San  Jose,  CA  95110.  Fax:  (408)  282-3030. 

Look  for  us  at  the 
Networld  & 

Interop  2000 
Career  Fair, 

Sept.  26-28. 

Booth  #12 


We  are  an  equal  opportunity  employer  m/f/d/v 
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This  is  your  chance  to  meet 
with  a  Rockwell  Collins  Hiring 
Manager.  We  will  be  attending  the 
IT  CAREERS  NETWORLD  &  INTEROP 
2000  Career  Fair  on  September  26th  - 
28th  in  Atlanta.  Please  send  your  resume  to  be  considered  for 
an  interview. 


IT  CAREERS  NETWORLD 
&  INTEROP  2000 

Career  Fair 

September  26th  -  28th  in  Atlanta,  Georgia 
World  Congress  Center 


Rockwell  Collins  is  a  world  leader  in  the  development  and  production 
of  advanced  communication  and  aviation  electronics.  We  provide  a 
launching  pad  for  diverse  ideas  and  an  environment  in  which  all 
employees  are  valued  for  their  talents,  experience  and  passion.  Our 
continuing  growth  has  created  new  opportunities  at  our  Cedar  Rapids, 
Iowa  location: 

SYSTEM  ARCHITECT  SOFTWARE  DESIGNERS 

Candidate  must  have  knowledge  of  advanced  reasoning,  knowledge- 
based  systems,  intelligent  agents,  or  related  artificial  intelligence. 
Experience  in  C,  JAVA,  00D  programming,  and  clent/server 
technologies  required.  Familiarity  with  aircraft  systems/operations 
a  plus. 

NETWORK  PROTOCOL  SOFTWARE 
DESIGNERS 

You  must  be  an  experienced  C  coder/developer,  with  experience  in 
networking  protocol,  UNIX  (RTOS  such  as  LynxOS),  and  embedded 
development  environment.  S/W  engineering  skills  required. 
Knowledge  of  DO-178B  Level,  Power  PC  architecture,  and  layer  2 
switch  management  s/w  is  desired. 

At  Rockwell  Collins,  we  offer  one  of  the  most  comprehensive  benefits 
packages  in  the  industry.  To  be  contacted  for  an  interview,  send  your 
resume  to:  Rockwell  Collins, Attn:  R.E.  Hampel,  Fax:  319-295- 
9347,  or  e-mail  to:  rehampel@collins.rockwell.com  Rockwell  is 
an  equal  opportunity  employer  supporting  diversityin  the  workplace. 


Rockwell 

Collins 


insteins  unite. 

Every  day,  Lucent  is  creating  new  rules  for  the  technical  universe.  Revolutionizing 
the  world  as  we  know  it  with  the  hottest  innovations  on  the  planet.  Like  optical 
networking  and  the  mobile  Internet.  There's  never  been  a  better  time  to  share 
your  genius. 

|IT  Careers  NetWorldSM+Interop  2000 
tlanta  Career  Fair 

Visit  us  at  booths  20  &  22 
September  26,  10am  -  6pm 
September  27,  10am  -  6pm 
September  28,  10am  -  4pm 


pply  to  work  at  Lucent  now. 

ww.lucent.com/hireme 
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Expect  great  things: 


Lucent  Technologies  Is  an  equal  opportunity  employer  commuted  to  an  open  and  supportive  work  environment. 
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Come  see  us  at 

NetWorld+Interop  2000 

Atlanta  Georgia,  Booth  #C-17 


...go  to  the  extreme 


You  shouldn’t  have  to  resort  to  desperate  measures  to  make  your  ideas  heard. 
And  here  at  Extreme  you  won't  have  to.  Because  we’re  a  company  built  on  open 
communication,  on  putting  thoughts  into  action  and  recognizing  the  achieve¬ 
ments  of  every  individual  on  every  team.  We’ve  taken  home  the  NETWORLD  + 
INTEROP  BEST  OF  SHOW  AWARD  an  unprecedented  four  years  in  a  row.  And 
that’s  just  the  beginning. 


TECH  SUPPORT 

Supervisor,  Customer 
Service  Inside  Sales 

Network  Engineer 

Technical  Support  Engineer 

Solutions  Architect 

Solutions  Manager 

INFORMATION 

SERVICES 

Project  Manager  Service 
and  Support 

Operations  Supervisor 

Unix  System  Administrator 

Data  Warehouse  Specialist 

Data  Warehouse  Tool 
Specialist 


SALES/BUSINESS 

DEVELOPMENT 

Regional  Sales 
Manager 

Sales  Engineer 

Global  Account 
Manager 

EMEA  Business 
Development 

Asia  Business 
Development 

Japan  Business 
Development 

Latin  American 

Business 

Development 


MARKETING 

Competitive  Analyst 

Product  Marketing 
Software 

Product  Marketing 
Chassis 

Director,  Service 
Provider  Marketing 

IP  Services 
Marketing  Manager 

Optical  Network 
Marketing  Manager 


If  unable  to  attend,  please  apply  online  at:  www.extremenetworks.com  or  email 
you  resume  to:  extremenetworks@resume.isearch.com.  As  a  last  resort,  snailmail 
us  at  Extreme  Networks,  Attn:  People  Dept.,  3585  Monroe  St.,  Santa  Clara, 

CA  95051-1450. 

Extreme  Networks  is  an  equal  opportunity  employer. 


www.extremenetworks.com 


Go  Further. 


Headquartered  in  Atlanta,  Planning  Technologies,  Inc. 
(PTI)  is  a  cutting-edge  provider  of  network  consulting, 
engineering  and  communication  provider  solutions.  Our 
staff  consists  of  over  250  professionals,  60%  of  which  have 
over  10  years  of  experience.  PTI’s  practice  areas  include: 

Internetworking 

Security 

Enterprise  Systems  Management  (ESM) 
Network  BUsiness  Consulting  (NBC) 

Emerging  Technologies 
Communications  Provider  Solutions 

While  PTI  is  always  recruiting  for  top  talent,  we  have 
the  following  immediate  openings: 

>  Technical  Recruiter-  Atlanta/Pittsburgh 

>  Account  Executive-  Atlanta  /  NY C  /  Dallas  / 

>  Chicago  /  Pittsburgh  /  DC  /  Boston 

>  Managing  Director  of  Wireless-  Atlanta 

>  Managing  Director  of  Optical  Networking- 
Atlanta 

>•  Optical  Network  Engineers-  Atlanta 

>  ATM  Network  Engineers-  Atlanta 

>  Operations  Project  Manager  (SME)-  Seattle 

>  Intelligent  Network  Engineers  (SME)-  Seattle 

>  Network  Security  Engineers- 
Atlanta/Dallas/NY  C 

>  Wireless  Project  Manager-  NJ/Seattle/LA 

>  Strategic  Business  Consultant-  Atlanta 

>  New  Business  Developer-  Atlanta  /  DC 

>  Network  Business  Consultant-  Atlanta 


We  offer  an  excellent  benefits  and  comprehensive 
compensation  package  including  stock  options,  401(k)  plan, 
bonus  program,  health,  life,  and  dental,  etc. 

To  apply,  please  send  your  resume  by  E-MAIL  to: 
recruiting@planningtech.com  or  please  visit  our  Website  at 
www.planningtech.com  and  fill  out  our  online 
application. 

Come  see  us  at  the  Interop  Career  Fair,  Booth  24  for  more 
information  on  PTI  career  opportunities  or  booth  7876  in 
the  main  exhibition  hall. 


-/£rd  Planning 
nHJt  Technologies,  Inc. 


Join  the  Team  at  Planning  Technologies 
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This  is  your  chance  to  develop  new 
wireless  applications.  Influence  an 
industry  leading  web  site.  And 
support  a  global  flight  network 
utilizing  the  most  advanced  airline 
technology  in  the  world.  Step  inside  a 
technical  career  at  United  -  and  you’ll 
go  far.  More  importantly,  with  solution 
centers  in  Chicago,  Denver,  Los 
Angeles  and  San  Francisco,  you  can 
work  in  a  location  that’s  perfect  for 
We  currently  have  opportunities 
^able  at  the  Master’s  level  in  the 

,  ;  ^Science  fields,  and  at  the 

R  where  required.  We  have 


ou  the  power 
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Enlighten 
your  career. 


It's  amazing  what  a  little  mineral 
water  and  fresh  fruit  will  do  for  the 
soul.  Not  to  mention  the  senses. 

At  LuxN,  we  look  for  timeless  ways 
to  inspire  us  -  healthy  snacks,  an 
in-house  band,  masterpieces  of  art 
on  the  walls.  Anything  to  create  a 
culture  where  ideas  are  limited 
only  by  one's  imagination.  After  all, 
we're  leading  a  renaissance  in 
communications,  one  that  will 
assure  universal  optical  access  for 
a  new  optical  internet.  Enlightened? 
Consider  a  LuxN  career  by  visiting 

www.luxn.com 
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5fessionals  in  j 
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Enlighten  youinietwork 


Take  the  high  road. 
Climb  to  new  heights  with 
Network  Appliance. 


©  2000  Network  Appliance,  Inc.  All  nghts  reserved.  NetApp  and  the  Network  Appliance  logo  are  registered  trademarks 
and  Network  Appliance  is  a  trademark  of  Network  Appliance,  Inc.,  in  the  U.S.  and  other  countnes. 


Network  Appliance,  Inc.  (NetApp®),  the  market  leader  in  Network 
Attached  Storage  and  web  caching,  is  actively  recruiting.  Netapp  is  a 
highly  dynamic,  fast-growing  and  evolving  company  with  emerging 
products,  a  focus  on  quality  and  a  passion  for  developing  fast,  simple, 
and  reliable  products.  Fortune  Magazine  identified  Network  Appliance 
as  America’s  4th  fastest  growing  company  and  included  Netapp  in  their 
Fortune  e-50  list.  Our  performance  has  resulted  in  20  consecutive 
quarters  of  greater  than  70%  year  over  revenue  growth  and  consistent 
earnings  growth  since  our  IPO  in  1995.  Netapp  is  looking  for  profes¬ 
sionals  who  want  to  contribute  to  the  same  rate  of  growth  in  future 
years.  If  you  are  ready  for  the  challenge  and  fun  of  growing  Netapp  in 
the  new  millennium,  we  want  to  hear  from  you. 


We  Have  Many  Great  Opportunities  in  the  Following  Areas: 

Sales  •  Marketing  •  Professional  Services  •  Engineering 
Customer  Satisfaction  •  Information  Technology 


Network  Appliance  offers  an  excellent  salary,  bonus  opportunity,  benefits, 
and  stock  options.  EOE/AAE.  If  you  are  interested  in  the  challenge  and 
rewards  please  check  our  open  positions  at  www.netapp.com 


NetworkAppliance* 


Programmer  Analyst  with  M.S.  in 
Computer  Science  plus  2  years 
experience  as  a  Computer 
Programmer.  $62K  per  year, 
8:00  a.m.  -  5:00  p.m„  40  hrs/wk. 
West  Central  Illinois.  Plan 
and  develop  software  using 
structural  analysis  and  design 
tools.  Create  flowcharts  and 
diagrams  based  upon  program¬ 
ming  &  scripting  techniques. 
Develop  test  plans  to  test  the 
software,  provide  maintenance, 
debugging  and  upgrading  of 
current  releases  of  the  software. 
Convert  and/or  access  data 
across  systems  to  accomplish 
the  final  software  design.  Knowl¬ 
edge  of  JCL,  VSAM.  COBOL. 
SAS  &  CICS,  using  IBM  3090 
mainframe.  Determine  feasibilty 
of  projects,  estimate  time  and 
cost  providing  compatibilty  is¬ 
sues  with  current  design.  Appli¬ 
cants  must  show  proof  of 
legal  authority  to  work  in  the  U.S. 
Send  resumes  to:  ILLINOIS 
DEPT.  OF  EMPLOYMENT  SE¬ 
CURITY,  401  S  State  Street  -  7 
North,  Chicago,  IL  60605,  ATTN: 
Lydia  Clarke.  Reference  #V-IL 
23606-E,  An  Employer  Paid  Ad. 
NO  CALLS-  Send  2  COPIES  OF 
BOTH  RESUMES  COVER. 


THE  WORLD’S 
BEST  IT  TOOL 
IS  IN  YOUR 
HANC  >. 

THE  WORLD’S 
BEST  IT 
TALENT  IS  AT 
OUR  SITE. 

What  else  would 
you  xpect  from 
the  one  and  only 
career  resource 
for  readers  of 
Computerworld, 
Infoworld  and 
Network  World? 

Recruit  our 
readers  and  you’ll 
recruit  less  often. 

Find  out  more, 
call  your 
ITcareers  les 
Re  sentative 
or  Janis  Crowley, 
1-800-762-2977 

(J)  careers 
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QuantumShift. 


Market. 

Opportunity. 

Jobs. 

Plans. 


Find  out  why  our  employees , 
the  industry  VCs,  and  our  clients 
are  pumped  about  QuantumShift. 

$70  million 
third  round  funding . 

Openings  Include: 

•  Technical  Implementation  Consultants 

•  Account  Service  Consultant 
•  Sales  Account  Managers 

•  Product  Manager  (Telecommunications) 

•  Product  Manager  (Software) 

•  Sr.  Systems  Architect 

See  all  our  job  openings  at: 
http://www.  quantumshift.  com/jobs,  htm 

Can't  wait? 

Contact  Mary  at  mary@quantumshift.com 


"QuantumShift  has 
presented  us  with 
a  fantastic  solution. 

-  Dave  Stephenson 
Director  IT 
Broadbase  Software 


“ QuantumShifts 
business  opportunity 
is  enormous.  ” 

-  Alan  Menkes 
Partner 

Thomas  Weisel  Partners 


"QuantumShifts 
Internet  technology 
is  turning  the  $3  trillion 
telecommunications 
industry  on  its  ear. " 

-  Ed  Brinskele 
QiiantnmSIiift  Founder 


Make  the  Shift 


SD  2000  East  Expanding  the  Boundaries  of  Serious  Development 


Register  Today! 
www.saexpo.  com 

or  call  (800)  441-8826  for  more  info 


As  a  serious  software  developer 
or  manager,  you  know  that  effective, 
cost  efficient  solutions  are  expected 
yesterday.  Attend  SD  2000  and  stay 
one  step  ahead  of  the  game. 

Enhance  your  success  by  acquiring 
critical  development  skills  and  gaining 
the  knowledge  you  need  to  advance 
in  this  high-speed  environment. 

SD  2000  Highlights  Include: 

•  Over  120  Courses  and  Tutorials  in  Java, 
XML,  UML,  C++,  Linux  and  more! 

•  Expo  Featuring  Solutions  from  Top 
Industry  Vendors 

•  Halloween  Expo  Floor  Party  and  other 
Networking  Opportunities 

•  Keynote  Addresses  by  Kevin  Mitnick, 
Gloria  Gery,  Martin  Fowler  and  Larry  Augustin 


Oct  29  -  Nov.  2  •  Expo:  Oct.  31  -  Nov.  1 
Washington  Convention  Center,  Washington,  DC 


IT  Opportunities 


PSINet  Consulting  Solutions,  Global  Group,  is  an 
established  international  IT  solutions  and  services 
company.  We  provide  our  employees  with  a 
competitive  compensation  package  and  an  excel¬ 
lent  benefits  package. 

Currently  PSINet  has  multiple  openings  at  our 
corporate  office  in  Irvine,  and  at  project  sites 
throughout  the  United  States,  for  the  positions 
referenced  below: 

Software  Engineer  Project  Leader  I 

Sr.  Software  Engineer  I  Project  Leader  II 
Sr.  Software  Engineer  II  Network  Administrator  I 
Project  Manager  Network  Administrator  II 

Director  Account  Management 

Please  send  a  letter  of  introduction  (indicating 
position  of  interest)  along  with  resume,  salary 
history  and  requirements  to:  PSINet,  Inc.,  Attn: 
JL.  Walton,  CW812,  133  Technology  Drive, 
Suite  200,  Irvine  CA  92618.  Fax:  949-450-4658. 
Jlf.resume@psinetcs.com  EOE 


PSINet 

Consulting  Solutions 


Blue  Martini  Software,  a 
premiere  e-commerce  firm, 
seeks  the  full  spectrum  of 
top  quality  engineering, 
technical,  &  consulting  pro¬ 
fessionals.  Fax  resumes  to 
650-356-4015  or  to 
staffing@bluemartini.com. 


Director  of  the  Information  Technology  and 
Services  Division  &  Chief  Information  Officer 


Lawrence  Berkeley 
National  Laboratory 
(LBNL),  a  world  leader  in 
scientific  research  in  the 
physical,  biological  and  envi¬ 
ronmental  sciences,  has 
an  immediate  opening  for 
the  position  of  Chief 
Information  Officer  and 
Director  of  the  Information 
Technology  and  Services 
Division.  Managed  by  the 
University  of  California  for 
the  U.S.  Department  of 
Energy,  Berkeley  Lab  is  an 
unclassified  research  facility 
overlooking  the  U.C. 

Berkeley  campus  and  San 
Francisco  Bay. 

The  Director  of  the 
Information  Technology  and 
Services  Division  (ITSD) 
is  responsible  for  the  intellec¬ 
tual  leadership  and  manage¬ 
ment  of  all  computing, 
communication,  and  informa¬ 
tion  infrastructure  at  the 
Laboratory.  As  a  peer 
of  the  Directors  of  the  other 
scientific  divisions,  the 
CIO  is  also  the  advocate 
for  computing  technology 
as  an  integral  element  of 
scientific  programs  across 
the  Laboratory.  The  ideal 
candidate  is  a  nationally 

recognized  expert 
.  in  corn- 


network  communications 
and  information  technology, 
has  significant  management 
experience,  and  also  has 
a  scientific  research  back¬ 
ground  in  one  of  the  areas 
of  investigation  at  LBNL. 

Berkeley  Lab  currently 
has  an  annual  budget  of 
$415  million  and  nearly  3500 
employees.  The  ITSD  has 
an  annual  budget  of  $25 
million  and  more  than  200 
employees  providing  a  wide 
range  of  critical  infrastructure 
services. 

For  additional  information, 
please  visit  the  Berkeley 
Lab  web  site  at  www.lbl.gov. 
More  information  about 
this  position  and  the  benefits 
of  working  at  Berkeley 
Lab  can  be  found  at 
www.lbl.gov/CS/Careers. 

To  apply,  submit  a  resume 
with  cover  letter  and  Job# 
IC/11768/NCW  by  email 
to  employment@lbl.gov 
(with  a  carbon  copy  to 
cdiesch@lbl.gov);  by  fax  to 
(510)  486-5870;  or  by  mail 
to  LBNL  Staffing  Office, 

One  Cyclotron  Road  MS 
937-0600,  Berkeley.  CA 
94720.  Berkeley  Lab  is 
an  equal  opportunity 
employer  committed  to 
the  development  of  a 
diverse  workforce 


Ernest  Orlando  Lawrence 
Berkeley  National  Laboratory 


Computerworld  •  InfoWorld  •  Network  World  •  September  25,  2000 


careers  com 


IT  CAREERS 


“Most  Promising 
New  Technology” 

That  is  what  the  judges  at  the  3rd  annual 
SUFERQuest  com  petition  said  about  our  latest 
product  the  Dexter  3000.  In  the  emerging 
integrated  access  device  market  (IAD).  our 
creative  approach  to  support  for  mutliple 
protocols  while  maximizing  bandwidth  and  use 
of  robust  traffic  management  has  differenti¬ 
ated  us  from  the  competition.  Now.  we  are 
aggressively  growing  our  engineering  and 
development  team  to  move  to  the  next  level.  This  is  a 
unique  opportunity  to  join  a  Pre-IPO  company  with 
recognized  product  in  a  very  high  growth  industry. 

Hardware  Engineering  Manager 

You  will  be  responsible  for  planning,  designing,  and  developing  hardware,  as  well  as  planning 
schedule  design,  integration,  and  test  activities.  Will  develop  requirement  documents  and 
specifications  while  establishing  parameters  for  appropriate  hardware  documentation, 
instruction  manuals,  test  procedures,  and  related  materials.  Will  act  as  a  liaison  between 
software  and  hardware  personnel  inside  and  outside  the  company;  manage  hardware 
subcontractors;  work  with  marketing  to  design  and  develop  hardware  for  specific 
customer  applications.  Will  participate  in  proposal  preparation  for  new  or  customer- 
specific  customer  applications.  Will  participate  in  proposal  preparation  for  new  or 
customer-specific  products  and  recommend  improvements  in  new  and  existing  products. 
Will  also  be  responsible  for  preparing  departmental  budgets  and  manpower  requirements. 
Will  act  as  a  consultant  to  customers  regarding  technical  matters.  To  qualify,  you  should 
have  5  or  more  years  of  experience  managing  5  or  more  people  in  a  hardware  design  and 
L5I  design  environment.  Experience  managing  subcontractors  as  well  as  telecommuters 
and  remote  subcontractors.  ISO  9000,  P  &  L  and  active  design  &  architectural 
experience.  Telecommunications  industry  experience. 

Software  Engineering  Manager 

You  will  be  responsible  for  planning  and  managing  all  software  development.  Will  develop 
requirement  documents  and  specifications  while  establishing  parameters  for  appropriate 
hardware  documentation,  instruction  manuals,  test  procedures,  and  related  materials. 
Will  act  as  a  liaison  between  software  and  hardware  personnel  inside  and  outside  the 
company;  manage  software  subcontractors;  work  with  marketing  to  design  and  develop 
software  for  specific  customer  applications.  Will  participate  in  proposal  preparation  for 
new  or  customer-specific  products  and  recommend  improvements  in  new  and  existing 
products.  Will  also  be  responsible  for  preparing  departmental  budgets  and  manpower 
requirements.  Will  act  as  a  consultant  to  customers  regarding  technical  matters.  To 
qualify,  you  should  have  5  or  more  years  of  experience  managing  5  or  more  people  in  a 
hardware  design  and  LSI  design  environment.  Experience  managing  subcontractors  as 
well  as  telecommuters  and  remote  subcontractors.  ISO  9000,  P  &  L  and  active  design  & 
architectural  experience.  Telecommunications  industry  experience. 

Networking  Software  Engineers 

You  will  design  and  develop  software  for  telecommunications  and  networking  products. 
This  includes  networking  protocols  layered  on  a  real  time  system  with  many  asynchro¬ 
nous  tasks  communicating  by  message  queues  or  semaphores.  To  qualify,  you  must  be 
capable  of  programming  in  C  and  C++  and  of  understanding  object-oriented  programming. 
Experience  with  SNMP  and  management  functions  including  alarms  and  provisioning  is 
also  desirable.  Familiarity  with  standards,  including  ITU-T.  ATM  Forum,  and  Frame  Relax 
Forum  is  highly  desirable. 

LSI  Design  Engineer 

You  will  be  responsible  for  performing  and  coordinating  all  activities  required  to  complete 
ASIC  designs  and  implementation.  Performs  engineering,  development,  and  design 
activities.  Work  includes  complex  design,  modification,  simulation,  and  debugging  of  chips, 
boards  and  systems.  It  also  involves  evaluation,  configuration  and  operation  of  LSI 
development  tools.  To  qualify,  you  should  have  a  BSEE  or  equivalent  with  at  least  3  years 
experience  in  LSI  and  FPGA  design  using  VHDL  or  Verilog. 

Product  Manager  -  Strategic  Relationships 

You  will  be  responsible  for  identifying,  recruiting,  and  managing  relationships  with  other 
companies  to  meet  Mariner  Networks'  business  goals.  To  qualify,  you  should  have 
technical  marketing  or  sales  experience  in  networking  or  telecommunications.  Your 
experience  should  include  developing  relationships  in  at  least  one  of  the  following  areas: 
interoperability  partnerships.jointdevelopmentagreements,  standard  setting 
agreements,  joint  marketing,  private  labeling,  co-selling  agreements  and  M&A. 

Send  Resumes  To: 

Rachelle  Munson 
Mariner  Networks 
1515  South  Manchester 
Anaheim,  CA  92602 
Fax:  714-760-7999 
E-mail:  rlm3@marinernetworks.com 
(MS  Word/text  format  only) 


Mariner  Networks  is  a  subsidiary 
of  Odetics  Inc .  an  Orange  County-based 
high  technology  incubator.  EOE  M/F/D/V 


MARINER 

NETWORKS 

An  Odetics  Company 


The  World  Of  Work  Is 
Changing  Every  Week. 


Luckily,  We  Are  Too! 


For  the  most  up  to  date  opportunities 
and  coverage,  stay  tuned  in  with  us. 

IT  CAREERS 

where  the  best  get  better 

1-800-762-2977 


CWOOOM5N  12 


Computerworld  •  I nf o World  •  Network  World  •  September  25,  2000 


careers  com 


A 


IT  CAREERS 


You  can 
find  a 
better 

JOB 

with  one 
hand  tied 
behind 
yc  u*  bac  . 


Just  point  your 
mouse 

to  the  world’s 
best  IT 
careers  site. 


Brought  to 
you  by 

Computerworld, 
InfoWorld  and 
Network  World. 


Find  out  more. 

Call  your 
ITcareers  Sales 
Representative 
or 

Janis  Crowley, 

1-800-762-2977 

Where  the  best 
get  better 


careers.com 
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Streaming  is  the  future  of  the  Internet. 
infoLibria  is  the  future  of  streaming.’’ 


InfoLibria  is  the  expert  Internet  infrastructure  provider 
for  advanced  content  distribution  and  delivery. 
InfoLibria’s  solutions  enable  service  providers  and 
carriers  to  deliver  and  manage  the  most  demanding 
broadband  and  streaming  media  applications  over  the 
Internet  including  TV-quality  video  and  CD-quality  audio. 
At  infoLibria,  we  believe  that  each  individual  has 
something  of  significant  value  to  add  to  our  growing 
team.  That’s  why  our  employees  work  in  a  casual 
environment  with  state-of-the-art  equipment  to  create 
the  hottest  technology  in  the  industry.  The  time  has 
come  for  streaming  media.  The  time  has  come  for  you 
to  join  infoLibria. 

Sales  Executives 


■  Solid  track  record  in  technology  sales  in  Service  Provider 
Accounts 

■  Strong  working  knowledge  of  Internet/Intranet  technologies, 
i.e.,  LANS,  WANS,  ROUTERS 

■  Solutions-oriented  selling  across  all  levels  of  service  providers 

■  Ability  to  manage  complex  sales  cycles 

■  3-5  years’  sales  experience  to  ISPs/Carriers/NSPs/ASPs 

Locations  available:  New  England,  New  York,  New  Jersey, 
Washington  D.C.,  Atlanta,  Chicago,  Denver,  Dallas,  San 
Francisco,  Seattle,  Kansas  City,  Los  Angeles,  Europe  and  the 
Pacific  Rim. 

Sales  Engineers 

■  Knowledge  of  interworkings  of  Internet 

■  Peering,  LANA/VAN  equipment,  Routing  Protocols 

■  UNIX  and  NT  experience  required 

■  Hands-on  installation  and  configuration  experience 

■  Excellent  customer  presentation  skills 

Locations  available:  see  above 
Email  resumes  to:  jobs@infolibria.com 
Fax  resumes  to:  781 .642.9330 

Mail  resumes  to:  InfoLibria,  Inc. 

41 1  Waverley  Oaks  Road 
Suite  329 

Waltham,  MA  02452-8414 
Attn:  Scott  Whelan 


EQUAL  OPPORTUNITY  EMPLOYER 


See  us  at  the  Networld  &  Interop  Career  Fair  Room  216,  Booth  23 


www.infolibria.com 


Before  you  change  the  world. 
Invent  the  ways  to  do  it. 

Speed.  Power.  Passion.  In  o  mission-critical  world,  it's  what 
mailers  most.  Integration.  Tools.  Knowledge.  To  a  business  partner, 
it  makes  all  the  difference  in  the  wodd. 

HP  delivers  what  our  clients  demand  for  the  technology 
infrastructures  of  today  —  and  tomorrow. 

Our  people  do  their  work  around  the  wodd  and  across  the  platform. 
It's  how  the  hp  way  works  for  our  partners  —  always. 


At  the  base  of  the  beautiful  Sierra  Nevada  Mountains  you'll  discover 
something  even  more  stimulating:  Hewlett-Packard's  Roseville, 
California  facility.  Located  outside  of  Sacramento,  it's  a  thriving 
hotbed  of  Storage  and  Networking  technology.  Our  HP  Storage 
organization  is  brimming  with  innovative  ideas,  dynamic  people  and 
stimulating  challenges.  Ifs  a  place  where  individuality  is  encouraged 
and  where  professional  growth  and  quality  of  life  balance. 

The  excitement  of  San  Francisco,  the  beauty  of  Napa  Valley 
and  the  recreational  activities  of  Lake  Tahoe  are  each  only 
a  couple  of  hours  away.  A  wide  range  of  exciting  opportunities 
exist  for  skilled  professionals  with  engineering  degrees 
and  Storage  and  Networking  technology  knowledge. 


ife, 


HW  AND  SW  ASIC  ENGINEERS 

VLSI  development  in  the  ProCurve  switch  product  family. 
Design  &  implementation  of  ASIC  modules  using  Verilog  HDL; 
Test/debug  using  Simulation  &  Post-Silicon  methods;  Synthesis; 
Timing  analysis/compliance;  Design,  implementation  &  Maintenance 
of  scripts,  utilities,  &  tools  lor  team.  System/testing  automation  using 
HPUX,  ksh,  Td,  and  Ped.  Computing  resource  allocation/automation. 
BSEE/CE/CS  or  equivalent.  -  687109 

NETWORKING  HARDWARE 
DESIGN  ENGINEER 

Define,  design,  develop,  and  test  new  layer-2  switches  and  layer 
3  routing/switches.  Must  have  strong  digital  design  skills,  good  team 
and  communication  skills,  and  desire/initiative  to  succeed  in  the  fast 
paced,  fast  growth  field  of  networking.  Requires  a  BSEE/CE, 
or  equivalent;  3  +  years'  exp.  in  Digital  design;  and  knowledge 
of  H/W  development  cycle,  tools,  and  processes. 

MSEE  and  knowledge  of  Ethernet  LAN  networks  &  design 
of  hubs/switches  desired.  -  689692/689696 


HARDWARE  ENGINEER-OEM 

Create  product  Specs,  hardware  designs,  and  manage  schedules. 
Must  have  a  desire  to  work  with  outsource  vendors  and  knowledge 
of  ASIC,  PC  board  design,  routing  switches  and  protocols, 
debugging.  Requires  a  BSEE/CS/CE  and  2+  years  exp.  -  67531 1 

EMBEDDED  SYSTEMS  ENGINEER 

Work  w/ASIC  &  HW  teams  to  define  operation/coupling  of 
HW-SW.  Adapt  VxWorks  based  kernel  to  new  HW  architects, 
providing  layer  of  HW  indep.  sen/ices  to  higher  layer  protocol 
implementations.  DMA  &  Network  drivers,  address  table 
management,  chassis/port  management,  filters,  trunks/logical  port 
management,  system  services  VxWorks,  RIP,  OSPF,  Vlans,  STP,  IGMP, 
GVRP,  DVRP,  etc.  Requires  a  BSCS/CE  or  equivalent.  -  669974/687453 

SOFTWARE  DESIGN  ENGINEER 

Prod's  operate  w/in  HP  TopTools,  HP  OpenView  platforms.  Design, 
schedule,  develop,  document,  and  test  new  network  management 
features  in  current/future  products.  Work  w/embedded  SW  team  to 
define  interactions  between  embedded  software  feature  set  and  the 
network  management  solutions.  Work  w/Marketing  to  develop  product 
documentation  and  train  staff.  Requires  a  BSCS/CE  or  equivalent  and 
knowledge  of  00  design,  C,  C++,  and  Java.  -  678372 

NETWORK  TEST  CENTER  ENGINEER 

Contribute  to  the  verification  of  HP  products  during  the  design  life 
cycle.  Test  tool  development,  test  automation/optimization,  and 
implement  Test  Info  Management  System.  Must  have  hod  exposure 
to  HPVEE,  C,  C++,  Visual  C,  Crystal  Reports,  Programming: 
Network  (Sockets,  WinSock2,  SNMP++),  UNIX,  Linux,  NT, 
FrontPage,  Windows,  real-time,  and  thread. 

Requires  a  BSCS/CE  and  3+  years'  exp.  or  equivalent 
and  knowledge  of  C,  C++,  Oracle,  &  UNIX.  -  689556 

NETWORKING  PRODUCT  ARCHITECT 

Focus  on  HP's  ProCurve  Ethernet  LAN  Business.  Lead  Architect 
definition  for  product  line.  Work  w/Marketing  for  future  products 
and  competitors/ext.  partners,  HP  Labs,  Univ.  on  hot  networking 
topics.  Set  division  strategy.  Must  have  a  BS  in  Engineering; 

8+  years'  exp.;  and  network  industry  knowledge.  -  680984 

Please  send  resumes  including  Job#  to:  csjobs.hp.com 

vsrww.jobs.hp.com 
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Hp  is  an  equal  opportunity  employer  dedicated  to  affirmative  action  and  wodc  force  diversity. 
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Full  time  Systems  Analyst 
responsible  tor  design  and 
development  of  Client  Server 
and  Internet  and  Intranet 
applications  for  company  and  its 
clients.  Help  clients  to  be  on  the 
WWW  and  will  allow  them  to 
perform  electronic  commerce 
and  customer  servicing.  Develop 
these  applications  on  UNIX 
platform  using  C++,  JAVA, 
HTML,  and  Oracle  languages. 
Develop  internet  application 
architecture.  Must  have  a  Bach¬ 
elor's  Degree  in  CS,  any 
engineering  discipline  or  related 
field.  Foreign  degree  equivalent 
accepted.  Must  have  two  years 
of  experience  in  the  Job  offered 
or  in  position  with  same  duties. 
Salary:  $66,000/yr.  Send  resume 
to:  Raj  Shekaran  at  SRA.  70 
Mansell  Court,  Suite  100, 
Rosewell,  Georgia  30076 


Programmer/Analyst  needed  in 
the  Essex  Junction,  Vermont 
area  to  analyze,  design,  develop, 
code  and  test  applications  using 
SAP  R/3  and  ABAP.  He  or  she 
will  develop  documentation  for 
applications,  apply  functional 
knowledge  to  perform  end-to- 
end  testing  of  software  and  re¬ 
lated  SAP  modules.  The  appli¬ 
cant  must  have  a  B.S.  degree  in 
computer  or  engineering  sci¬ 
ences,  or  equivalent  work  expe¬ 
rience  is  required.  Three  years 
experience  is  required  in  com¬ 
puter  science,  computer  engi¬ 
neering  or  electrical  engineering. 
This  is  a  full-time  position  with  a 
salary  of  $69,618.00  per  year. 
Applicants  must  send  resumes 
to: 

ATTN:  Job  Order  No.  628745, 
Jobs  and  Training  Division,  VT 
Department  of  Employment  and 
Training.  P.O.  Box  488,  Montpe¬ 
lier,  VT  05601-0488. 


Senior  Software  Engineer:  Will 
be  responsible  for  translating 
business  requirements  into 
comprehensive  systems 
architecture  and  work  with  other 
groups  in  design  and  implemen¬ 
tation  of  reusable  components 
for  Internet  applications. 
Responsible  for  coordinating 
design  and  development  and 
identifying  and  suggesting 
modifications  for  various  product 
developments.  Requires:  M.S.  in 
Engineering  field  and  2  years 
software  development  experi¬ 
ence.  Demonstrated  ability  in 
designing  scalable  systems. 
Knowledge  of  MS  Internet 
Information  Server,  MS  Active 
Server  Pages,  C++,  Java,  XML 
and  COM.  40  hrs/wk  (9  to  5) 
$90.000/yr.  Send  two  (2)  copies 
of  resume/responses  to  Job 
Order  #2000-381,  P.O.  Box  989, 
Concord,  NH  03302-0989. 


USER  SUPPORT  ANALYST 
SUPERVISOR:  Supervise  and 
coordinate  activities  of  workers 
who  provide  problem-solving 
support  to  customer  software 
users.  Solves  non-routine  soft¬ 
ware.  hardware,  and  procedure 
problems,  using  computer  and 
manuals.  Determine  require¬ 
ments  for  new  or  modified  soft¬ 
ware  and  hardware.  Writes  rec¬ 
ommendations  for  management 
review.  Coordinates  installation 
of  hardware  and  software,  and 
implementation  of  procedure 
changes  for  customers.  Pro¬ 
gramming  skills  include  AS/400, 
platform  and  AS/400  Operating 
System,  all  active  release  levels. 
RPGIV,  RPGIII,  RPGLE,  CL, 
Query.  SQL,  SDA,  SUB  File  Pro¬ 
cessing,  DFU.  Min.  Req.:  B.S.  in 
Comp.  Sci.  (or  equivalent).  Send 
resume:  E3  Corp.,  1800  Park¬ 
way  PI.,  #600,  Marietta,  GA 
30067-8288. 


Senior  Software  Engineers 
wanted  by  guarantor  of  student 
loans  Responsible  for  creating, 
modifying  and  maintaining 
multiple  software  applications  in 
a  Windows-based  environment 
using  Visual  C++  for  our  three- 
tiered  client  server  loan 
processing  system:  interfacing 
code  to  databases:  and 
developing  functional  and  design 
specifications.  Will  work  with 
commercial  relational  databas¬ 
es,  including  Microsoft  SQL 
Server.  Please  respond  to 
Position  305,  Human  Resources 
Dept.,  American  Student 
Assistance,  330  Stuart  Street, 
Boston,  MA  02116. 


Vice  President,  Finance.  Direct 
&  coordinate  international  finan¬ 
cial  activities  of  the  company, 
plan  &  develop  overall  financial 
strategies  to  increase  capital; 
manage,  plan,  &  secure  financ¬ 
ing  through  private  placements 
of  debt  8  equity.  Develop  8 
maintain  business  relationship 
with  banks  8  external  clients; 
supervise  financial  analysts 
responsible  for  preparation  of 
complex  computer  based  finan¬ 
cial  models  to  ensure  accuracy. 
Develop  business  plans.  Must 
have  Masters  of  Business  Ad¬ 
ministration/equivalent  8  3+  yrs. 
of  work  exp.  working  in  executive 
capacity  (finance)  in  the  infor¬ 
mation  technology  industry. 
Send  resume  with  transcripts  of 
educational  credentials  to 
CompudyneWynfosystems  Ltd., 
1822  Spring  Garden  Street, 
Philadelphia,  PA  19130-3917 


Programmer/Analyst 
sought  by  computer 
consulting  co.  in  NYC  w/the 
following  skills:  C,  C++  & 
Java  (multiple  openings). 


Resumes  to  HR  Dept,  Boyle 
Software,  Inc,  42  W  24  St, 
NY,  NY  10010. 


Imagitas,  an  innovative  and 
entrepreneurial  marketing 
company,  is  looking  for  Software 
Engineers  at  all  levels  to  join  its 
high  performance  technology 
team  for  e-commerce  and 
intranet  application  develop¬ 
ment.  You  will  work  with  very 
experienced  professionals 
utilizing  the  latest  technologies 
including  ORACLE  8i. 

If  you  are  a  team  player,  have  at 
least  a  B.S  in  Computer  Science 
or  a  related  technology  disci¬ 
pline,  and  at  least  two  years  of 
experience  in  an  Oracle  or  Java 
development  environment, 
please  e-mail  your  resume  to 
careers@imagitas.com  or  send 
your  resume  to  Jonathan 
Abplanalp,  Imagitas,  Inc.,  156 
Oak  Street,  FI  1 ,  Newton,  MA 
02464-1440.  No  phone  calls 
please. 

Join  us  and  contribute  to  our 
success  at  this  pre-IPO  stage, 
and  enjoy  the  rewards. 

We  are  an  equal  opportunity 
employer. 


Programmers/Software 
Engineers/Managers/Analysts 
needed.  Norwalk,  CT  company 
has  several  senior  and  entry- 
level  positions  available  for 
qualified  candidates  possessing 
MS/BS  or  equivalent  and 
relevant  work  experience.  Work 
with  one  or  more  of  the  following: 
RDBMS  (Oracle),  Java,  Unix, 
LDAP,  GUI  design,  ODBC, 
JDBC,  Sybase,  NT,  Visual  Basic, 
ASP,  HTML,  APIs,  OLTP,  OLAP, 
Versata,  PVCS,  Netscape 
Application  Server,  IIS,  and 
firewalls.  Must  be  willing  to 
travel  and  relocate.  Fax  resume 
to  Logicsoft  Inc.,  HR  Dept. 
(203)846-1131  or  e-mail 
recruits@logicsoftinc.com 


Full  time  Sr.  Programmer  to 
develop,  modify  and  maintain 
applications  to  be  customized  or 
standardized  in  Oracle  Develop¬ 
ment.  Implement  new  features 
and  rework  existing  features  or 
architecture.  Assist  in  the 
analysis  of  client  application 
software  needs.  Assist  with  the 
design  and  architecture  of 
company's  software  prducts. 
Design  and  develop  screen  and 
report  using  developer/2000 
tools.  Must  have  four  years  of 
experience  in  the  position  or 
position  with  same  duties.  Salary 
$65,406/yr.  Semd  resume  to: 
Kimberly  Donohue.  DataScan 
Technologies,  1105  Sanctuary 
Parekway,  Suite  1 90,  Alpharetta, 
Ga  30004. 


Software  Dev.  co.  req 
Software/Engg.  w/MS  8  1  yr. 
exp.  or  its  equiv.  8  Progg.  Analyst 
w/BS  8  18  mths.  exp  in: 

Visual  Basic,  Oracle,  Power¬ 
Builder,  Sybase,  Java,  Unix,  C, 
C++,  AS/400,  SQL  Svr.  Synon, 
RPG/400,  Cobol,  Lotus  Notes, 
Domino,  Java  Script,  HTML,  Win 
NT,  Mapics,  DB2. 

Exc.  Benefits,  Send  resume  to: 
Attn:  Recruiter:  Allied  Informatics, 
Inc.  9111  Cross  Park  Dr,  Ste., 
D-200,  Knoxville.  TN  37923 


IT  professionals  w/2-5  yrs  of 
progressive  exp  wanted  by 
Computer  Consulting  firm  in  Fort 
Lee,  NJ  for  the  following 
positions:  Web  Developers,  Java 
Programmers,  C  ++/VC  +  + 
Programmers,  UNIX  Systems 
Administrators  8  DBAs.  Must 
have  Bach  or  Masters  in  Engg, 
Math,  Sci,  Commerce  or  equiv. 

Respond  to:  HR  Dept,  Gebbs 
Software,  530  Main  St,  Ste  4, 
Fort  Lee,  NJ  07024,  or  E-mail  to 
resumes@gebbs.com 


SYSTEMS  ANALYST,  SENIOR 
(EAST  SETAUKET,  NY)  Invest¬ 
ment  management  firm  seeks 
system  analyst  to  design,  devel¬ 
op,  enhance  8  implement  firm¬ 
wide  back-up  systems,  maintain 
NIS+  data  base  8  system  pro¬ 
grams  utilizing  UNIX,  TCP/IP  8 
PPP,  8  provide  system  level 
support.  Successful  applicants 
must  possess  Master's  in  Com¬ 
puter  Science,  at  least  1  year 
exp.  as  Systems  Analyst  or  Sys¬ 
tems  Administrator.  Salary  com¬ 
mensurate  w/exp.  Mail  resume 
to:  RTC,  600  Route  25A,  East 
Setauket,  NY  11733,  attn:  JR. 


Web  Developer  wanted  by 
software  company  in 
Boston,  MA  Must  have  MS 
in  Math  and  1  yr  exp  in 
web-based  systems. 


Respond  to:  Jill  Fioretti,  HR 
Dept.,  Extraprise  Group,  27 
Melcher  Street,  Boston,  MA 
02210. 


Full  time  Business  Consultant  to 
work  as  a  member  of  a  small 
specialized  team  focused  on  im¬ 
plementation  of  relational  data¬ 
bases  and  applications  support. 
Will  analyze  business  require¬ 
ments  of  client  and  make  rec¬ 
ommendations  to  client  and 
team  members  regarding  soft¬ 
ware  implementation.  Must  have 
a  Bachelor's  degree  in  Business 
Administration.  Must  have  2 
years  of  experience  in  the  job  of¬ 
fered  or  two  years  of  experience 
in  a  position  with  same  duties. 
Salary:  $60,000.00.  Send  re¬ 
sumes  to:  Lisa  Till  at  Application 
Partners,  180  Interstate  North, 
Suite  260,  Atlanta,  GA  30342. 


SR.  SOFTWARE  ENGINEER 

Segue  Software,  leader  in  e- 
business  reliability  solutions, 
seeks  SW  Engineer  at  Lexington 
to  design/develop/test  GUI  and 
software  functional  testing  prod¬ 
ucts.  Forward  resumes  to 
segue@rpc.webhire.com  or 
Segue  Software/RPC,  P.O.  Box 
1040,  Burlington,  MA  01803,  or 
fax:  800-892-3609  and  code 
IW900. 


Women  In 

Technology 

ITcareers 


WITI  East  Coast  Technology  Conference 

Boston,  MA  October  11-12 


Your  advertising  in  our  WITI  FASTTRACK 
Supplements  will  reach  women  readers  of 
NetworkWorld,  CIO,  Computerworld  and 
Info  World  when  their  interest  in  career 
opportunities  is  highest. 


Find  out  more,  call  your  ITcareers  Sales 
Representative  or  Janis  Crowley, 
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Fulltime  Application  Specified  In¬ 
tegrated  Circuit  (ASIC)  Design 
Engineer  responsible  tor  de¬ 
signing  low  power  high  speed 
CMOS  ASIC  communication  de¬ 
vices  in  the  area  of  Modems  and 
AudioA/ideo  applications  using 
Digital  Communication  products. 
Digital  Signal  Processing  tech¬ 
niques,  Computer  Architecture, 
custom  circuit  design  tech¬ 
niques,  Verilog/VHDL,  Synopsys 
synthesis  tools  and  Avantil  plac¬ 
ing/routing  tools,  Verilog  XL  and 
QuickHDL,  embedded  proces¬ 
sor  applications  and  peripherals, 
assembly,  C  and  PLI  program¬ 
ming  languages,  DFT  design 
tools  for  SCAN,  and  BIST  inser¬ 
tion,  and  test  vector  and  ATPG 
test  pattern  generation.  Respon¬ 
sible  for  system  level  integration, 
chip-level  integration  of  mixed 
signals  IC's,  system  simulation 
modeling  test  bench  design,  end 
to  end  system  simulation  and 
chip-level  validation  of  modem. 
Must  have  a  Master's  degree  in 
Electrical  Engineering.  Must 
have  3  yrs.  exp.  in  the  job  offered 
or  position  with  same  duties. 
Salary:  $65,000.  Send  resume 
to:  Gwinnett  Job  Order 
#6734024,  1535  Atkinson  Rd„ 
Lawrenceville,  GA  30043-5601 
or  nearest  Dept,  of  Labor  Field 
Service  Office. 


Group  Manager,  NT  Administra¬ 
tor.  Manage  team  of  5  individu¬ 
als.  Resp.  for  installing  service 
packs  8  patches  on  NT  Servers 
8  installing  new  printers.  Monitor 
shared  folders.  Create/modify 
NT,  Exchange,  Novell,  RightFax 
accounts.  Maintain  NT  accounts. 
Restore  lost  files  from  backups. 
Reqd:  MA  in  Comp.  Science, 
Business  Admin,  or  rel  disc.  8  3 
yrs.  exp.  in  the  position  offered  or 
as  Systems  Engineer,  Senior 
Manager,  or  Systems  Analyst. 
The  3  yrs.  reqd.  exp.  must  incl. 
wk  w/  Windows  NT  network  8 
server  design,  WINS,  DHCP, 
TCP/IP.  2  yrs.  of  the  reqd  exp. 
must  incl.  wk  w/  Compaq  and/or 
Digital  server  8  storage  equip¬ 
ment,  8  NetWare  migration  8  ex¬ 
change.  Must  be  a  Microsoft 
Certified  Systems  Engineer.  In 
lieu  of  a  MA,  the  employer  will 
accept  a  BA  plus  5  yrs.  of  pro¬ 
gressive  exp.  The  exp.  reqd. 
above  must  have  been  gained 
within  the  reqd.  yrs  of  progres¬ 
sive  exp.  Forward  resume  to 
Kristine  Zamulinsky,  First  Union 
Corporation,  1339  Chestnut 
Street,  Widener  Bldg.,  8th  Floor, 
Philadelphia,  PA  19107. 


Senior  SAP  Software  Developer, 
Hauppauge,  NY:  Plan,  develop, 
test,  and  document  SAP 
software  using  UNIX  platform 
and  ABAP/4  programming 
language.  Consult  with  users  to 
identify  current  operating 
procedures,  clarify  program 
objectives,  and  evaluate  user 
request  for  new  or  modified 
programs  for  professional 
management  systems.  Convert 
project  specifications  by  using 
flowcharts  and  diagrams  into 
sequence  of  detailed  instruc¬ 
tions  for  entering  program  codes 
into  computer  system.  Analyze, 
review,  and  aiter  software  design 
to  increase  operating  efficiency 
or  to  adapt  programs  to  new 
requirements.  Provide  technical 
assistance  to  other  SAP 
Software  developers.  Require¬ 
ments:  Must  have  Bachelor's 
degree  in  electrical  engineering 
or  computer  science.  2  years 
experience  in  job  offered  or  as 
SAP  consultant  8/or  ABAP/4 
programmer.  Must  have  work 
experience  w/SAP  8  ABAP/4 
programming  language. 
40  hours/wk,  9am-6pm, 
$108,000/yr.  Send  resume  to 
Human  Resources.  SMSC, 
1 1 000  North  Mopac  Expressway, 
Stonelake  Building  6,  Suite  500, 
Austin.  TX  78759. 


Analyst  Programmer  Lead.  Job 
location:  Atlanta,  GA.  Duties: 
Supervise  8  administer  environ¬ 
mental  laboratory,  dept,  network 
8  dept,  website.  Design  8 
develop  economical  experiment 
soft.  (Object  Oriented  8  Client 
Server  architecture  application) 
by  utilizing  Rational  Rose- 
Solution  8  Visual  Basic 
programming.  Implement 
department’s  on-line  course 
project  by  utilizing  ASP  and 
JAVA.  Install,  configure,  admin¬ 
ister  8  support  Microsoft 
Windows  95, 98,  NT  Workstation 
8  Server.  Involved  in  application 
design  8  development  utilizing 
Windows  environment  8  Visual 
Basic,  VBA  (Visual  Basic  for 
Application),  Microsoft  Office 
with  Macro  development. 
Involved  in  Web  page  design  8 
development  using  Visual  Basic, 
Java  Script,  ASP  8  HTML. 
Involved  in  system  design  8 
development  utilizing  Rational 
Rose  8  Microsoft  Visual  model¬ 
ing.  Requires:  B.B.A.  or  foreign 
equiv.  in  Comp./lnfo.  System, 
Marketing,  Finance  or  a  related 
field  plus  1  yr.  exp.  in  the  job 
offered  or  1  yr.  exp.  as  an 
Analyst.  Exp.  which  may  have 
been  obtained  concurrently, 
must  include:  1  yr.  exp.  using 
Object  Oriented  8  Client  Server 
architecture  application  8  1  yr. 
exp.  in  web  page  design  8 
development  using  Visual  Basic, 
JavaScript,  ASP  8  HTML.  Send 
resume  to  Ronnald  G.  Cummings, 
Georgia  State  University, 
University  Plaza,  Atlanta, 
Georgia  30338. 


SOFTWARE  ENGINEER 
Researches,  designs,  and  de¬ 
velops  computer  software  sys¬ 
tems,  in  conjunction  with  hard¬ 
ware  product  development, 
applying  principles  and  tech¬ 
niques  of  computer  science,  en¬ 
gineering  and  mathematical 
analysis;  analyzes  software  re¬ 
quirements  to  determine  feasi¬ 
bility  of  design  within  time  and 
cost  constraints;  consults  with 
hardware  engineers  and  other 
engineering  staff  to  evaluate  in¬ 
terface  between  hardware  and 
software,  and  operational  and 
performance  requirements  of 
overall  system;  formulates  and 
designs  software  system,  using 
scientific  analysis  and  mathe¬ 
matical  models  to  predict  and 
measure  outcome  and  conse¬ 
quences  of  design;  develops  and 
directs  software  system  testing 
procedures,  programming,  and 
documentation;  consults  with 
customer  concerning  mainte¬ 
nance  of  software  system;  coor¬ 
dinates  installation  of  software 
system.  Requires  Bachelor  de¬ 
gree  in  Computer  Science,  En¬ 
gineering  or  a  related  field.  Work 
40  hours  per  week,  M-F,  8-5.  Po¬ 
sition  available  in  Charlotte,  NC. 
Send  resumes  to  Mark  Hazzard, 
Director  of  Recruitment,  Broad¬ 
way  8  Seymour  Group  of  SAIC, 
10200  Mallard  Creek  Road, 
Charlotte,  NC  28262. 


Senior  Software  Engineer:  To 
work  with  embedded  software 
and  hardware  engineers  who 
understand  the  management 
requirements  of  various  func¬ 
tional  components  in  the  areas 
of  ATM.  Frame  Relay  and 
SDII/SONET.  Will  be  using 
Swing  libraries,  Java  2  and 
JDBC  in  Oracle,  Sybase  and  MS 
SQL  Server  and  will  do  GUI 
design,  server  logic  design  as 
well  as  database  schema 
design,  physical  database 
design  and  database  perfor¬ 
mance  tuning.  Will  also  develop 
various  wizards  that  significant¬ 
ly  reduce  the  complexity  of 
provisioning  bandwith  by  blend¬ 
ing  different  disciplines  such  as 
Java  2  GUI,  network  equipment 
layouts,  SDII/SONET,  Frame 
Relay,  IP  and  ATM  topologies, 
fault  management,  performance 
management  and  database 
design.  Requires:  M.S.  in 
Computer  Science.  Must  be  able 
to  design  and  implement 
Network  Management  applica¬ 
tions  that  include  the  following 
protocols;  IP,  Routing  (both 
OSPF  and  RIP),  SNMP,  SONET, 
SDEH,  Frames  Relay.  Must  have 
excellent  communication  and 
presentation  skills.  40  hr./wk.  (9 
to  5),  $90,000/yr.  Send  two 
resumes/responses  to  Case  No. 
20001394,  Labor  Exchange 
Office,  19  Staniford  Street,  1st 
Floor,  Boston,  Massachusetts 
02114. 


SVI  AMERICA  CORP 

Is  an  information  management  8 
technology  consultancy  co.  with 
offices  throughout  the  US.  We 
work  with  many  organizations  to 
develop  integrated  solutions  that 
transform  their  enterprises.  By 
understanding  the  key  compo¬ 
nents  that  drive  an  organization, 
we  are  providing  tangible  results 
8  a  competitive  advantage  to  our 
clients. 

SVI  America  Corp.  presently 
requires  Programmer  Analysts 
with  the  following  qualifications: 
A  Bachelor's  degree  in  Comp 
Sci,  Math.,  Eng’g,  Business 
Admin,  or  a  related  discipline,  1 
yr  exp  in  job  offered,  and 
working  knowledge  of  COBOL 
and  RDBMS.  Must  be  willing  to 
temporarily  relocate  to  client 
sites  throughout  the  U.S. 

To  apply,  please  contact:  HR 
Dept.,  SVI  America  Corp.,  15800 
John  J.  Delaney  Drive,  Suite 
250,  Charlotte,  NC  28277  or 
E-mail:  jobs @ sviamerica.com 


PROGRAMMER/ANALYST 
Jacksonville,  FL 

Design/dev't  of  ActiveX  controls 
for  corp.  intranet  components  for 
fund  assessment  MIS  data  on 
DB2;  develop  MTS  middleware 
utility  to  facilitate  cross  server 
MTS  packages  8  active  tem¬ 
plate  library  components;  man¬ 
age,  coordinate  automated  dis¬ 
tribution  for  supporting  files  for 
deployment  apps  utilizing:  MS 
Office  Transaction  Server,  MS 
queue,  MS  VB,  C++,  Active 
Server  pages,  Visual  Interdev, 
MS  Office  Development  OLEBD, 
Active  Data  Objects,  Active  Tem¬ 
plate  Library,  MS  Cobol  8 
DCOM.  2  yrs.  exp.  in  offered  job 
or  programmer  developer.  M-F, 
9-5.  $60K/yr.  Send  resume  to: 
Dept,  of  Labor,  Bureau  of  Work¬ 
force  Program  Support,  P.O.  Box 
10869,  Tallahassee,  FL  32302, 
Re:  JOFL- #21 15000. 


Software  Engineer 
LiveVault  Corporation  is  looking 
for  a  highly  motivated  Software 
Engineer  to  join  the  team  de¬ 
signing  and  implementing  the 
communication  and  security 
components  of  our  latest  real¬ 
time  backup  product.  Candi¬ 
dates  should  have  experience  in 
object-oriented  development  us¬ 
ing  C/C++,  TCP/IP  protocols, 
and  TCP/UDP  sockets  on  Win¬ 
dows  NT  and  UNIX.  Also  re¬ 
quired  is  a  solid  understanding 
of  Windows  NT  internals  and 
Windows  APIs.  Prior  experience 
developing  Virtual  Private  Net¬ 
works  (VPN),  Public  Key  Certifi¬ 
cates,  or  firewalls  is  highly  de¬ 
sired.  An  advanced  degree  in 
Computer  Science  or  Engineer¬ 
ing  is  preferred.  Additional  expe¬ 
rience  or  training  in  the  areas  of 
computer  networks  and  network 
security  is  a  significant  plus. 
LiveVault  provides  an  attractive 
salary  and  benefits  package  in¬ 
cluding  stock  options.  LiveVault 
is  an  Equal  Opportunity  Employ¬ 
er.  Please  email  resumes  to  rpic- 
colo@livevault.com  or  fax  to 
(508)  460-6771  attn:  Rich  Picco¬ 
lo. 


Systems  Analysts,  North 
Bethesda,  MD.  Develop  CGI, 
client/server  software  for 
biomedical  applications,  includ¬ 
ing  sequence  comparison, 
sequence  alignment  algorithms, 
biological  database  develop¬ 
ment,  contig  assembly 
algorithms,  protein  8  DNA/RNA 
sequence  analysis  methods  8 
algorithms  using  C/C++,  Perl, 
SQL,  CGI,  HTML  8  Oracle  or 
Sybase  databases,  relational 
databases,  Shell  Script 
languages  for  OS  Windows  NT 
8  Unix.  Reqd.  B.S.C.S.  or 
related  field  8  2  yrs  relevant  exp. 
M-F,  40hrs/wk.  Send  Resume  to 
K.  Durazo,  HR,  Ref.  #  301, 
InforMax,  Inc.,  6010  Executive 
Blvd.,  10th  FI.,  N.  Bethesda.  MD 
20852. 


PROGRAMMER  ANALYST,  for 
Lansdale,  PA  computer  consult¬ 
ing  firm,  responsibilities  incl: 
System  Analysis,  design 
development,  implementation 
client  interface  8  documentation 
of  various  business  applications, 
writing  8  modifying  programs, 
create/interface  w/  databases, 
testing  systems  for  final 
production  implementation  using 
Unisys  A  series/Clearpath 
mainframes  using  LINC,  Cobol, 
SMSII,  WFL  and  System 
Utilities.  Investigation  8 
resolving  problems  arising  in  day 
to  day  working  of  insurance 
applications.  writing  data 
extration  rep  for  conversion, 
developing  New  Reports  for 
Management  Information.  Req. 
MS  in  engineering  and  2  yrs  exp. 
in  the  job  offered,  or  as  software 
engineer.  40  hrs  per  wk,  mon. 
thru  fri.,  9am  to  5pm.  salary 
$65,000/yr.  Must  have  proof  of 
legal  authority  to  work  in  the  u.s. 
report/submit  resume  or  cv  to: 
job  order  #  7064388,  the  phila. 
job  bank,  444N.  3RD  ST.-3RD 
FL.  Phila.,  PA  19 


Manager  e-Business  Intelligence/ 
my  SAP.com  Solutions:  Direct, 
coordinate,  and  exercise 
functional  authority  for  planning, 
organization,  control,  integration, 
and  completion  of  the 
implementation  of  manufactur¬ 
ing/business  applications.  Plan 
and  formulate  business  intelli¬ 
gence  program  and  organize 
project  staff  according  to  project 
requirements.  Assign  project 
personnel  to  specific  phases  or 
aspects  of  the  project.  Require¬ 
ments  include  a  Bachelor's 
degree  or  equivalent  combina¬ 
tion  of  education  and  work 
experience  in  Engineering  or 
related  field  and  two  years  of 
pre-or  post-degree  experience  in 
the  implementation  of  manufac¬ 
turing  or  business  applications. 
Applicants  must  have 
unrestricted  authorization  to 
work  in  the  United  States.  Salary 
$80, 000/year.  40  hours/wk. 
Respond  with  two  copies  of 
resume  to  Case  #20003006, 
Labor  Exchange  Office,  19 
Staniford  St.,  1st  FL,  Boston,  MA 
02114. 


I.T.  Sales/Marketing  Manager. 
Fast  growing  I.T.  company  seeks 
Manager  of  Sales/Marketing  for 
its  PA  office  to  manage  informa¬ 
tion  technology  services  8  pro¬ 
ject  procurement  sales/market¬ 
ing  activities.  Will  be  responsible 
for  directing  staff  training  8  per¬ 
formance  evaluation  to  develop 
8  control  sales  program,  estab¬ 
lish  national  8  international  sales 
territories,  establish  business 
partner  relationship,  market 
technical  resources  8  software 
projects,  recommend/approve 
budget  expenditure  for  research 
8  development  work,  ensure 
timely  project  execution,  oversee 
customer  satisfaction  8  techni¬ 
cal/software  support,  set  up  con¬ 
trol  8  reporting  system.  Req. 
Bachelor's/equivalent  Degree  in 
Computer  Science/electron¬ 
ics/communications/related  field 
8  6+  yrs.  of  exp.  in  sales/market¬ 
ing  in  the  field  of  I.T.  Sal.  $67,000 
p/a.  Resume  to  Compudyne 
Winfosystems  Ltd.,  1822  Spring 
Garden  St.,  Ste.  226,  Philadel¬ 
phia,  PA  19130-3917. 


SOFTWARE  ENGINEER  for 
Lansdale,  PA  computer 
consulting  firm.  Responsibilities 
incl.:  Design,  development  8 
implementation  of  comp, 
software.  Develop  GUI-based 
applications,  systems  software 
8  embedded  software.  Analyze 
business  engineering  8 
scientific  problems;  develop 
well-defined  procedures  and 
programs  in  the  delivery  of 
practical  systems  solutions 
using  Unisys  A  series/Clearpath, 
mainframes  using  Cobol, 
DMS-ll,  WFL,  COMS,  CANDE 
and  system  utilities.  Req. 
Masters  Degree  or  a  Bachelor  of 
Science  Degree  in  Computer 
Science  with  five  years  progres¬ 
sive  experience  in  the  job 
offered,  or  as  a  systems  analyst. 
40  hrs  per  wk,  mon.  thru  fri.,  9am 
to  5pm.  salary  $67,000/yr.  Must 
have  proof  of  legal  authority  to 
work  in  the  U.S.  submit  resume 
or  CV  to:  job  order  # 

7064390,  the  phila.  job  bank, 
444N.  3RD  ST.-3RD  FL.  Phila., 
PA  19123 


Senior  Lotus  Notes  Developer- 
Design,  code,  test,  and  imple¬ 
ment  the  company's  e-business 
solutions.  Work  with  teams  to 
perform  development  of 
workflow  products  for  Human 
Resource,  Finance.  Materials 
Management  and  Process 
Control  applications  using  Lotus 
Notes/Domino.  Participate  in 
product  design  meetings  with 
team  members,  interact  with 
clients  to  gather  requirements, 
and  perform  product  review 
sessions.  Perform  design,  imple¬ 
mentation  and  maintenance  of 
product  modules  and  conduct 
the  unit  testing  and  integration 
testing  for  functionality  and 
limits,  as  well  as  research 
problems  discovered  by  Quality 
Assurance.  Requirements 
include  a  Bachelor’s  Degree  or 
equivalent  in  Computer  Science, 
Engineering  Discipline  or  related 
field  with  at  least  five  years  of 
progressively  responsible 
experience  in  job  offered  or 
related  field  of  developing  appli¬ 
cations  using  Lotus  Notes. 
Applicants  must  have  unre 
stricted  authorization  to  work  in 
the  United  States.  Salary 
$75, 000/year.  40  hours/wk. 
Respond  with  two  copies  of 
resume  to  Case  #20002963, 
Labor  Exchange  Office,  19 
Staniford  St.,  1st  FI.,  Boston,  MA 
02114. 


Senior  Database  Administrator, 
to  design,  develop,  and  maintain 
databases  working  with  applica¬ 
tion  developers  and  project 
teams.  Will  assure  data  integrity, 
processing  efficiencies, 
database  performance  and 
integration  of  changes.  Will 
develop  and  implement 
CA-IDMS  and  Oracle  databases 
to  meet  corporate  information 
management  objectives. 
Requires  Bachelor's  Degree  or 
equivalent  in  Computer  Science, 
Engineering,  or  Information 
Technology,  and  three  (3)  years 
experience  in  job  offered  or  three 
(3)  years  experience  in  database 
administration.  Candidate  must 
also  possess  demonstrated 
expertise  using  ORACLE  and/or 
SQL-Server,  demonstrated 
expertise  developing  and  imple¬ 
menting  CA-IDMS  or  managing 
large  databases,  and  demon¬ 
strated  expertise  using  Windows 
95/NT.  Salary:  $79,560/yr; 
Mon-Fri,  9:00AM-5:00PM. 
Submit  two  (2)  copies  of  resume 
to:  Case  Number  20003036, 
Labor  Exchange  Office,  19 
Staniford  St.,  1st  FI.,  Boston,  MA 
02114.  EOE.  Applicants  must  be 
U.S.  workers  eligible  to  accept 
employment  in  the  United  States 
on  a  full-time  basis. 


Programmer/Analyst  wanted  by 
Computer  Services  Firm  to  plan, 
develop,  test  8  document  comp 
s/ware  appl  systems  using 
Visual  Basic,  Sybase,  8  MS  SQL 
Server  in  Windows  8  UNIX 
envrmt.  Bach  in  Comp  Sci, 
Comp  Eng,  or  Comp  Info 
Systems  8  1  yr  exp. 

Respond  to:  HR  Dept,  Rayex, 
Inc.,  102  Tamarack  Ci r. , 
Skillman,  NJ  08558. 


Software  Engineer.  Multiple  positions.  Responsible  for  the 
architecture,  integration,  8  design  of  systems  for  broad  business  areas 
such  as  warehousing,  transportation,  accounting,  or  a  specific 
technology  such  as  EDI  or  RF/Bar  coding.  Position  uses  software  tools 
including  Synon  Obsydian.  Synon  2/E.  RPG  lll/IV,  AS/400  CL,  data 
modeling.  8  Computer  Aided  System  Engineering.  Specific  duties 
include:  Work  closely  with  a  project  team  to  understand  bus  req. 
prepare  system  gap  analysis  8  recommend  system  solution;  define 
system  reqs  8  design  specs;  define  system  flows,  integration  points,  8 
data  elements.  All  phases  of  software  development  (e.g. ,  programming 
8  analysis).  Conduct  continuing  review  of  business  8  computer 
technological  developments  8  advise  management  regarding 
schedule,  operational,  economic  8  technical  merits,  or  project  for 
future  planning  8  budgeting.  Conduct  technical  walk-through  to  provide 
feedback  to  the  developer  8  ensure  software  quality  8  compliance  with 
QA  standards.  Provide  training  8  guidance  to  more  junior  team 
members  for  technical  problems  8  design  issues.  Experience/ 
Education:  Bachelor's  degree  in  computer  science  or  related  field,  or 
equiv.,  plus  at  least  5  yrs  of  exp.  as  software  engineer  (or  related 
experience)  including  two  years  of  development  project  management 
on  IS  projects.  Job  Location:  Jacksonville,  FL.  Work  Schedule:  40  hrs 
per  wk/8:30  a.m.  to  5:00  p.m./M-F.  Respond  to:  Sr.  Employment 
Manager;  DOL-JV-1;GATX  Logistics  Inc.;  1301  Riverplace  Boulevard, 
Suite  1 200;  Jacksonville,  FL  32207 


Full-time  Systems  Analyst,  Client/Server  Development.  Responsibili¬ 
ties  include:  design,  develop  and  implement  multi-tiered  client/server, 
Internet/Intranet  based,  object-oriented  applications  using  Visual  Ba¬ 
sic,  C,  C++,  Java,  Java  Servlets,  EJB.  JSP,  ASP,  XML,  WML,  VB  Script, 
Java  Script,  Microsoft  Transaction  Server  and  COM/DCOM,  Internet  In¬ 
formation  Server  and  Visual  InterDev,  OLAP,  Powerbuilder  foundation 
classes  and  UNIX;  perform  installation  and  tuning  of  Oracle  and  MS- 
SQL  Servers;  develop  GUI  applications  using  Powerbuilder  6.5;  per¬ 
form  application  and  database  tuning;  perform  backup  and  recovery  of 
database,  perform  user  acceptance  tests  and  user  training;  perform 
trouble  shooting  for  applications  and  serve  as  liaison  between  client 
and  Director  of  Software  Solutions.  Must  have  an  Associate  of  Science 
degree  or  foreign  equivalent  in  Computer  Science  or  Computer  Engi¬ 
neering  and  at  least  2  years  of  experience  as  a  systems  analyst,  pro¬ 
grammer  analyst  or  software  engineer,  or  a  Bachelor  of  Science  de¬ 
gree  or  foreign  equivalent  as  described.  Must  be  proficient  in  Visual 
Basic,  C,  C++,  Java,  Java  Servlets,  EJB,  JSP,  ASP,  WML,  XML.  VB 
Script,  Java  Script,  MTS,  IIS.  object-oriented  applications,  GUI  tools, 
case  tools,  Oracle  Server  7.3  or  higher,  MS-SQL  Server  7.0  and  UNIX. 
Must  be  willing  to  travel  to  client  sites  Monday-Friday.  Salary  Range: 
$63,000  -  $70,000  per  year.  Must  have  proof  of  legal  authority  to  work 
in  the  United  States.  If  interested,  submit  resume  to:  Mr.  Thomas  Koshy, 
NIIT  (USA),  Inc.,  1050  Crown  Pointe  Parkway,  Suite  900.  Atlanta,  Geor¬ 
gia  30338. 


International  Vice  President  of  Information  Systems.  Oversee  project 
to  integrate  the  management  information  systems  (MIS)  8  information 
technology  systems  (IT)  for  the  corp.  group  of  glass  fiber  mfr  on  a 
global  basis.  Plan  internat'l  project  strategy  8  coord,  implementation 
of  same.  Analyze  8  evaluate  global  MIS  8  IT  systems  in  place 
company-wide  8  the  changes  that  need  to  be  implemented  to  achieve 
worldwide  integration  8  compatibility.  Dev.  training  programs  for  U.S., 
Eur.,  8  Asia  personnel  regarding  the  tech.,  operation  8  maintenance 
of  integrated  MIS  8  IT  systems.  Provide  troubleshooting  advice  re  tech, 
issues  related  to  MIS  8  IT  systems.  Provide  leadership  for  integration 
8  implementation  of  global  innovative  8  cost  effective  IT/MIS  solutions 
8  global  networking  solutions  (intranet,  Internet,  etc.)  for  multiple 
locations  of  comp,  w/i  glass  fiber  mfg  industry.  Coach  8  manage 
diverse,  internat'l  Bd  of  Directors  to  reach  consensus  on  innovative 
IT/MIS  integration  issues.  Oversee  all  MIS/IT  personnel  8  business 
systems  at  all  AGY  locations  globally.  AGY  operates  Sun,  HP,  8 
Compaq  hardware  utilizing  Unix  8  NT  operating  systems  plus  its  own 
WAN  8  LANs.  Applications  include  MS  Desktop,  Oracle  Financials, 
Oracle  Process  Manufacturing.  Ceridian  HRIS,  8  Medgate  and  others. 
Prereqs:  Bach,  degree  (or  equiv.)  in  comp,  sci.,  MIS,  or  related  field, 
plus  at  least  6  yrs  of  relevant  exp.  in  implementation  of  business- 
related  information  systems,  integration  of  IT  solutions,  8  /or 
networking  (intranet,  Internet,  etc.).  40+  hrs  per  wk/8:30  a.m.  to  5:00 
p.m./M-F.  Job  Location:  Aiken,  SC.  Respond  to:  Advanced  Glassfiber 
Yarns  LLC;  World  HQ;  PR/DD/AW;  2558  Wagener  Rd;  Aiken,  SC 
29801. 


Full-time  Project  Manager,  Client/Server  Development.  Responsibili¬ 
ties  include:  manage  multi-tiered  client/server,  Internet/Intranet  based 
multi-user,  re-engineering  applications  projects  throughout  the  United 
States;  manage  systems  analysts,  business  analysts  and  support  staff; 
plan,  monitor  and  prepare  status  reports;  audit  applications  quality  to 
ensure  adherence  to  Quality  Management  Systems;  manage 
implementation  of  applications;  manage  user  acceptance  tests  and  user 
training;  perform  Capacity  Planning  for  applications;  and  serve  as  chief 
liaison  between  client  and  Director  of  Software  Solutions  Division  Must 
have  a  Master  of  Science  degree  or  foreign  equivalent  in  Computer 
Science  or  Computer  Engineering  and  at  least  3  years  of  experience 
as  a  systems  analyst,  programmer  analyst  or  software  engineer,  or  a 
Bachelor  of  Science  degree  or  foreign  equivalent  and  at  least  5  years 
of  progressive  experience  as  described.  Must  be  fluent  in  the  design, 
development,  implementation  and  optimization  of  Internet-based 
applications  and  databases  using  Visual  Basic.  C++,  ASP.  XML,  VB 
Script,  Java  Script,  MTS,  IIS,  object-oriented  applications,  GUI  tools, 
case  tools,  Oracle  Server  7.3  or  higher  or  MS-SQL  Server  7  0  and 
UNIX;  must  be  proficient  in  Internet  Bill  Presentment  and  Payment 
applications.  Must  be  willing  to  travel  to  client  sites  Monday-Friday. 
Salary  Range:  $68,500  and  up,  commensurate  with  experience.  Must 
have  proof  of  legal  authority  to  work  in  the  United  States.  If  interested, 
submit  resume  to: 

Mr.  Thomas  Koshy 
NIIT  (USA),  Inc. 

1 050  Crown  Pointe  Parkway  Suite  900 
Atlanta,  Georgia  30338 
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IT  CAREERS 


Hardware/Firmware  Engineers: 
Conduct  research  and 
development  of  new  technolo¬ 
gies  for  computer  and  communi¬ 
cations  systems.  Exp  and/or 
background  in  the  following 
areas  (not  all  req):  servo  control 
theory  and  algorithm  design, 
analog/digital  circuit  design  and 
simulation,  logic  design  and  us¬ 
ing  ALTERA  programmable  de¬ 
vices,  Hard  Synthesis,  magnetic 
recording  head  processing,  elec¬ 
troplating,  etching,  photolithog¬ 
raphy,  vacuum  deposition,  and 
magnetic  material  characteriza¬ 
tion  FPGA/AS I  C/Custom  design 
an  timing  analysis,  microproces¬ 
sor  based  systems  hardware 
and  firmware  design,  MPEG-2 
transport  systems,  digital  signal 
processing,  PC  bus  interface, 
board  layout,  instrumentation 
and  C/C++  programming.  Req: 
MS  in  EE/Comp  Eng  +  1 ,2  or  3 
yrs  exp  (or  equivalent)  depend 
on  position  or  B.S.  +  3-8  yrs  exp 
depend  on  position  in  Austin,  TX, 
San  Jose,  CA,  Hawthorne  or 
Yorktown  Heights.  NY,  Endicott, 
NY.  Competitive  salary.  Please 
send  resume  w/clipping  of  ad: 
IBM  Corporation,  Technical 
Recruiting,  Job  Code  CW09B00. 
P.O.  Box  218,  Yorktown  Heights, 
NY  10598.  An  equal  opportunity 
employer. 


♦ 


At  Razorfish,  we  provide  strate¬ 
gic,  creative,  and  technology  so¬ 
lutions  to  some  of  the  world's 
most  successful  digital  busi¬ 
nesses.  We  partner  with  our 
clients  to  plan,  design,  and  build 
products  and  services  that 
shape  the  way  the  world  per¬ 
ceives  and  interacts  with  your 
company.  We  have  openings  in 
the  following  positions  world¬ 
wide: 

TECHNOLOGIST 
SENIOR  TECHNOLOGIST 
DESIGNER 
SENIOR  DESIGNER 
TECHNICAL  ARCHITECT 
SENIOR  TECHNICAL 
ARCHITECT 

JUNIOR  PROJECT  MANAGER 
PROJECT  MANAGER 
BUSINESS  ANALYST 
SENIOR  BUISNESS  ANALYST 
INFORMATION  ARCHITECT 
PRODUCER 
DIRECTOR  OF  GLOBAL 
BRANDING 

For  more  information  about  Ra¬ 
zorfish  and  our  career  opportu¬ 
nities,  please  checkout  our 
website:  www.razorfish.com. 
Qualified  candidates,  please  for¬ 
ward  your  resume  to: 
barbara@razorfish.com  or  101 
Mian  St.,  Cambridge,  MA  02142. 
Equal  Opportunity  Employer. 


♦ 


Software  Engineer:  Perform 
system  analysis,  design, 
development,  support,  testing 
and  implementation  of  business 
and  commercial  application 
software  using  Oracle 
Financials,  Release  10.0  with 
GL/AR/AP  modules,  Developer 
2000,  PL/SQL,  Forms  4.5, 
Reports  2.5  under  UNIX.  Must 
write  SQL,  PL/SQL  interfaces  in 
Oracle  for  Oracle  Financials 
10.0.  Pedorm  fine  tuning  of 
network  database  applications 
to  decrease  response  time  and 
minimize  memory  usage  by 
code  optimization  and  efficient 
algorithms.  Prepare  technical 
documentation,  user  manuals 
and  instructional  manuals  as 
required  by  end-user.  Provide 
on-site  maintenance  support  to 
customer  on  various  custom 
software  packages  including 
de-bugging,  modifications,  fine 
tuning,  and  code  optimization. 
Multiple  openings.  40  hrs/wk., 
9:00  a.m.-5:00  p.m.  $90,000/yr. 
B  Sc.  in  comp,  science  or  engin. 
or  equiv.  +  2  yrs.  exp.  in  job 
offered  or  as  systems  analyst  or 
programmer  analyst.  M  S.  +  1  yr. 
exp  accepted  in  lieu  of  B.Sc.  +  2 
yrs.  exp.  Apply  to:  Sharper 
Logics,  Inc.,  Ref.  NWA10,  615 
Beaver  Ruin  Rd„  Ste.  A,  Lilburn, 
GA  30047. 


Senior  Software  Engineers 
eCash  Technologies,  the  leading 
developer  of  electronic  payment 
software,  is  seeking  senior  soft¬ 
ware  engineers  to  design,  de¬ 
velop  and  implement  Web- 
based  on-line  payment  systems. 
Requirements:  master’s  in  en¬ 
gineering,  computer  science, 
physics,  or  math,  and  experi¬ 
ence  in  developing  on-line  trans¬ 
action  processing  systems  us¬ 
ing  C  and  C++  to  run  on 
Windows  and  Unix  operating 
systems,  and  experience  with  at 
least  two  of  the  following  (sepa¬ 
rately  or  concurrently):  Secure 
Socket  Layer,  Digital  Certifi¬ 
cates,  Rivest  Shamir  Adleman, 
and  Blind  Signature.  Premium 
salary.  Excellent  benefits.  Lo¬ 
cation:  Bothell,  Washington. 
E-mail  your  resume  in  text  for¬ 
mat  to  resumes@ecash.net  (in¬ 
dicate  job  code  (ENG-048)  in 
the  subject  header),  or  mail  your 
resume  to  Recruiting.  Attn:  Job 
Code  ENG-048,  eCash  Tech¬ 
nologies,  19015  eCash -Tech¬ 
nologies.  Inc.,  Ste.  105,  Bothell, 
WA  98011. 


CONFIGURATION 
MANAGEMENT  INC. 

is  seeking  individuals  with  experi¬ 
ence  in  any  of  the  following  skills: 

•  ClearCase,  PVCS,  Sablime, 
SCCS,  CMVC,  RCS,  True- 
Change,  Prurify,  Continuus, 
Perforce,  MKS,  Endevor, 
Changeman,  Visual  SourceSafe 

•  SEI-CMM,  Process  Improve¬ 
ment,  SQA 

•  UNIX/Shell/Tools/Compilers/ 
makefiles 

•  C/C++,  Perl.  RDBMS,  SQL 

•  Optics/Sonet,  Switching 

•  lAn/wan,  TMN,  CMIP/CMISE 

•  Hardware/Software/Firmware 
Development 

•  SS7/OSLDSP/RF/CDMA/TDMA 

•  Sales  Executives  &  Technical 
Recruiters. 

All  positions  require  strong 
communication  and  interpersonal 
skills.  We  offer  competitive 
salaries  &  a  full  benefits  pack¬ 
age  to  all  employees.  Please 
forward  your  resume  to  our 
recruiting  department:  mbarbera 
@softwareconfiguration.com  or 
fax  to:  (732)  450-0715  attn:  M. 
Barbera. 


Infinite  Computing  Systems,  a 
Cedar  Rapids,  Iowa  Information 
Technology  and  Consulting  Firm 
is  looking  for  highly  motivated 
Systems  Analysts,  Program¬ 
mer/Analyst,  Software  Engi¬ 
neers  and  Project  Managers. 
Some  Senior  Level  positions  are 
also  available.  We  are  recruiting 
IT  professionals  with  experience 
in  the  following  areas: 

•  C,  C++,  Oracle 

•  C,  C++,  SQL 

•  Java,  HTML,  Cobra 

•  Java,  ASP,  Visual  Basic 

•  CICS,  COBOL,  SQL,  DB2 

•  Developer  2000,  Designer 
2000,  PowerBuilder,  Oracle, 
RDBMS,  PL/SQL 

•  Oracle,  Visual  Basic,  JCL, 
CICS 

•MAPICS,  RPG400,  CL400, 
SQL400,  QUERY400,  SYN- 
ON,  ASSET 

Candidates  must  be  willing  to 
relocate.  Infinite  offers  competitive 
salaries.  Please  send  resume  to 
Career  Opportunities,  Infinite 
Computing  Systems,  230 
Second  Street  SE,  Suite  214, 
Cedar  Rapids,  Iowa  52401 


Systems  Development  and 
Operations  Support  -  Must 
have  1  1/2  years  experience  in 
job  offered  or  1  1/2  years  expe¬ 
rience  in  job  related  as  Software 
Engineer.  Design  and  develop 
complex  data  processing  sys¬ 
tems  and  applicants.  Develop 
new  computer  algorithms  and 
specific  functional  classes.  De¬ 
velop  logical  and  physical  data¬ 
base  design  and  implement  ef¬ 
fective  debugging  techniques  for 
systems.  Work  with  technical 
writers  to  prepare  user  docu¬ 
mentation.  Prepare  time  and 
cost  estimates  for  systems  de¬ 
velopment  work.  Provide  techni¬ 
cal  coaching  and  training  ses¬ 
sions  for  other  staff  members 
and  associates.  40  hours  per 
week.  8:00  am  to  5:00  pm. 
Salary:  $60,000  per  year.  Quali¬ 
fied  applicants  please  send  re¬ 
sumes  to  Lynn  McCammond, 
Human  Resource  at  ComCoTec, 
2505  S.  Finley  Road,  Suite  110, 
Lombard,  Illinois.  60148. 


Business  Systems  Analyst 
needed  for  software  develop¬ 
ment  and  consulting  firm  in 
Duluth,  GA.  Job  duties  include 
analyze,  design  and  develop 
computer  software  business 
applications.  Prepare  financial 
and  business  related  analysis 
and  research  in  financial  and 
expense  performance,  rate  of 
return,  depreciation  of  working 
capital  and  investment.  Prepare 
forcasts  and  analyze  trends  in 
manufacturing,  sales,  finance, 
general  business  conditions  and 
other  related  areas.  Use 
Windows  NT,  C++,  SQL,  Visual 
Basic,  MS  Access  and  RDBMS. 
Applicant  must  have  M.B.A.  in 
Business  or  MIS  related  area. 
Must  have  either  coursework  or 
exp.  in  the  areas  of  development 
of  business  applications  and  use 
of  Visual  Basic,  SQL  and 
Access.  40  hrs/wk,  8:00  am-5:00 
pm  Mon-Fri;  $62,920  per  yr. 
Apply  in  person  or  send  2 
resumes  &  cover  letters  (no 
calls)  to  Gwinnett,  Job  Order# 
GA  6739477,  1535  Atkinson 
Rd.,  Lawrenceville,  GA  30043- 
5601  or  the  nearest  Department 
of  Labor  Field  Service  Office. 


♦ 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  implement,  test, 
and  support  software  for  com¬ 
plex  distributed  knowledge 
based  platforms  using  C,  C++, 
Visual  Basic,  VB  Script,  COM, 
DCOM,  DHTML,  Java,  Java  Ap¬ 
plets,  Java  Beans,  Java  Script, 
TCP/IP,  Visual  InterDev,  Orbix, 
CORBA,  Oracle,  and  Perl  under 
Windows  and  UNIX  operating 
systems;  Use  object  oriented 
GUI  based  tools  in  a  client/serv¬ 
er  environment.  Require:  M.S. 
degree  in  Computer  Science,  an 
Engineering  discipline,  or  a 
closely  related  field,  with  two 
years  of  experience  in  the  job  of¬ 
fered  or  as  a  Systems  Engineer. 
Salary:  $75,000  per  year,  8  am 
to  5  pm,  M-F.  Send  resume  to: 
Gaylene  Bickham,  Recruiting 
Projects  Specialist,  IDAPTA, 
Inc.,  817  West  Peachtree  St., 
Suite  750,  Atlanta,  GA  30308; 
Attn:  Job  MR. 


♦ 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test  and  imple¬ 
ment  web-based  application 
software  using  Java,  Weblogic, 
Java  Server  Pages  (JSP),  Java 
Beans,  Java  Servlets,  Extensible 
Markup  Language  (XML),  C++, 
Graphical  User  Interfaces  and 
object-oriented  methodologies 
on  Windows  and  Unix  platforms. 
Require:  M.S.  degree  in  Com¬ 
puter  Science,  and  Engineering 
discipline,  or  a  closely  related 
field,  with  two  years  of  experi¬ 
ence  in  the  job  offered.  Salary: 
$70,000  per  year,  8:00  am  to 
5:00  pm,  M-F.  Apply  by  resume 
to  Dayaker  Mallipeddi,  Presi¬ 
dent.  MillenniumSoft,  Inc.,  8301 
Arlington  Blvd.,  Suite  504,  Fair¬ 
fax,  VA  22031 ;  Attn:  Job  RT. 


♦ 


& 


SPL  World 
Group  is  an 
Internation- 
•  1 1  1 1  i  i  i  u  r  al  builder  of 
business  solutions.  We  are  cur¬ 
rently  looking  for  individuals  with 
Natural/DB2,  Natural/Oracle, 
Natural/Construct,  Natural/Ad- 
abas.  Visual  Basic,  Smalltalk, 
C++,  Java,  Cobol,  OO  skills  to 
work  in  our  development  centers 
in  California.  New  Jersey  and 
Chicago  as: 

Programmer/Analysts 
Software  Engineers 
Systems  Analysts 
Project  Leaders 
Designers  •  Architects 
Email,  fax  or  mail  your  resume  to: 

SPL  WorkGroup 
75  Hawthorne  Plaza  Suite  2000 
San  Francisco,  CA  94105 
Attn:  Jos  Barnett 
Fax:415-541-0224.  EOE 
E-mail  :Jos_Barnett@splwg.com 


www.spiwg.com 


SENIOR  SOFTWARE  ENGI¬ 
NEER  to  design,  develop,  imple¬ 
ment,  test,  maintain  and  support 
application  software  in  a 
client/server  environment  using 
C,  C++,  Perl,  CORBA,  RDBMS, 
X-Windows,  Informix,  Oracle  on 
HP-UNIX  and  SUN  Solaris  plat¬ 
forms.  Require:  M.S.  degree  (or 
equivalent)  in  Computer  Sci¬ 
ence,  and  Engineering  disci¬ 
pline,  or  a  closely  related  field, 
with  three  years  of  experience  in 
the  job  offered  or  as  Software 
Engineer.  A  B.S.  degree  with  five 
years  of  progressively  responsi¬ 
ble  experience  will  be  accepted 
in  lieu  of  the  M.S.  degree  and 
three  years  of  experience. 
Salary:  $75,000  per  year,  8:00 
am  to  5:00  pm,  M-F.  Apply  by  re¬ 
sume  to:  Roz  L.  Alford,  Principal, 
ASAP  Staffing  LLC,  3885  Hol¬ 
comb  Bridge  Rd.,  Norcross,  GA 
30092;  Attn:  Job  SC. 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test,  implement, 
maintain  and  support  application 
software  in  a  Windows  NT/95/98 
environment  using  C++, 
Visual  Basic,  Java,  VBScript, 
JavaScript,  HTML,  DHTML, 
XML  and  SQL  while  adhering  to 
the  software  development  stan¬ 
dards  and  specifications  of 
COM,  CORBA  and  UML.  Re¬ 
quire:  M.S.  degree  in  Computer 
Science,  or  a  closely  related 
field,  with  2  years  of  experience 
in  the  job  offered  or  as  a 
Programmer/Analyst.  Salary: 
$60,000  per  year,  8:00  am  to 
5:00  pm,  M-F.  Apply  by  resume 
to:  Andrew  Burhans,  Software 
Engineering  Manager,  Republic 
Mortgage  Insurance,  190  Oak 
Plaza  Blvd.,  Winston-Salem,  NC 
2701 5;  Attn:  Job  RT. 


COMPUTER 

SACC,  Inc.  is  a  software  services 
company  that  has  continuing 
need  for  skilled  professionals  in 
our  Burlingame  office.  &  Other 
Bay  Area  locations. 

Software  Engineers 
Systems  Administrators 
Network  Engineers 
Database  Administrators 
Software  Test  Engineers 
Web  Developers 
Systems  Analyst 

SEND  OR  FAX  RESUMES  TO 
SACC,  INC. 

Attn :  Human  Resources 
1818  Gilbreth  Road. .Suite  145 
Burlingame,  CA  9401 0 
Email: 

info@saccinc.com 

Fax:650259  9808 
www.saccinc.com 


SOFTWARE  ENGINEER 
Design  and  develop  software 
systems  &  programs.  Analyze, 
design,  formulate,  implement, 
test  and  maintain  software  using 
Oracle  development  tools. 
Reqs:  MS  Computer  Science, 
Engineering,  related  discipline  or 
equivalent,  or  BS  Computer  Sci¬ 
ence,  Engineering,  related  disci¬ 
pline  or  equivalent  and  5  years' 
experience  in  job  offered,  PA  or 
combination. 

Competitive  salaries.  Position 
based  in  Ft.  Lauderdale,  FL. 
Send  resume  to  A.J.  Solutions, 
Inc.,  3201  W.  Commercial  Blvd., 
Ste  225,  Ft.  Lauderdale,  FL 
33309  or  ajoshi@gate.net 


Software  Engineer.  Design,  de¬ 
velop  and  maintain  business  ap¬ 
plications  including  designing  of 
databases  and  front-end  appli¬ 
cations.  Demonstrated  ability  de¬ 
signing  and  developing  business 
applications  using  IMS  and  PLV1 
in  MVS  environment.  Demon¬ 
strated  ability  providing  applica¬ 
tion  support  and  maintenance. 
$76,252/yr.  40  hr/wk.  9  a.m.  -  5 
p.m.  Must  have  1  yr.  exp.  (or  1  yr. 
exp.  in  related  occupation  of  Pro¬ 
grammer/Consultant)  and  M.S. 
in  Comp.  Sci.,  Eng.,  rel. 
field/equiv.  Send  2  resumes: 
Case  #20002841,  Labor  Ex¬ 
change  Office,  19  Staniford 
Street,  1  st  ft.,  Boston,  MA  021 1 4. 


Manager-Web  Development- 
ABC-Naco,  Inc.,  Downers 
Grove,  IL  -  Direct  implementa¬ 
tion  of  enterprise  resource  plan¬ 
ning  software;  develop,  imple¬ 
ment  and  support  new 
Information  Technology  solu¬ 
tions;  assist  in  migrating  existing 
software  and  hardware  systems; 
and  implement  and  maintain 
E-R-P  software  package.  Ad¬ 
ministration  of  Microsoft  NT4, 
1 1 S4,  SQL  7  and  Backup  tools. 
Apply  marketing  concepts  and 
strategies  to  web-based  com¬ 
munications  tools.  Requires  a 
B.S.  in  Business  Administra¬ 
tion/Computer  Science/Informa¬ 
tion  Technology  or  equivalent  re¬ 
quired.  Fax  resume  to  Jon 
Vigano  at  630-737-0167.  No 
calls  please. 


ITT  Cannon,  an  electro-me¬ 
chanical  components  manufac¬ 
turer,  has  immediate  openings 
in  Santa  Ana,  CA  location  for: 

-  Programmers 

-  SAP  Analysts 

-  Program  Manager 

-  IT  Director 

Positions  require  Bachelor's  or 
Master's  (degree  and  experi¬ 
ence  requirements  vary  with  po¬ 
sition  and  level).  We  offer  com¬ 
petitive  salary  and  benefit 
package,  commensurate  with 
position  level  and  qualifications. 
Mail  or  fax  your  resume/letter  of 
qualifications  to  ITT  Cannon, 
ATTN:  Human  Resources,  P.O. 
Box  929,  Santa  Ana,  CA  92705. 
Fax:  714/628-2050.  Please  ref¬ 
erence  Ad#  4250.  EOE. 


MainFrame  Systems  Specialist: 
IBM  Business  Partner  &  e-biz 
provider  seeks  specialist  for 
installing  and  configuring  recent 
versions  of  OS/390,  CICS  TS, 
DB/2,  Websphere  and  Host 
On-Demand;  Challenging  work, 
comp  sal,  bonus,  bens,  50% 
travel:  hmellon@t3t.com. 


Linear  Software  Solutions,  Inc. 
urgently  needs  IT  Professionals 
with  a  min.  2  yrs.  industry 
experience  in  MS-C,  C++,  PL/M, 
FBA  Navigator,  Paradox,  WinNT 
Internals,  Image  Server, 
ATL-COM,  ISAM,  CTOS-Open, 
Unisys  Micros  system,  COM, 
Discoverer  2000,  SQL  Server. 
Travel  reqd.  Will  work  at 
unanticipated  locations  in  the 
US.  Send  resume  &  salary 
reqmnts.  to  41  Vreeland  Avenue, 
Ste.  23,  Totowa,  NJ  07512. 


IT  Client  Service 
Business  Analyst 

This  position  provides  business 
analysis  and  support  in  the 
development  and  maintenance 
of  IT  Projects  in  an  SAP 
and  Clarify  EMS  environment. 
Applicant  must  have  a 
minimum  of  3  years  of  relevant 
IT  work  experience  and  a  BS 
degree  in  IT  or  related  field. 
Interested  candidates  must 
email  resume  to  Bob  Sheil 
(bob.sheil@gecits.ge.com) 

GE  Capital  IT  Solutions 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  implement,  test, 
maintain  and  support  application 
software  using  Rational  Rose, 
Java,  Java  Servlets.  JavaScript, 
Java  Swing,  C++,  Oracle  and 
Pro"C/C++  on  UNIX  and  Win¬ 
dows  NT  platforms.  Require: 
M.S.  degree  in  Computer/Sys¬ 
tems  Science,  an  Engineering 
discipline,  or  a  closely  related 
field,  with  two  years  of  experi¬ 
ence  in  the  job  offered  or  as  a 
Programmer/Analyst.  Salary: 
$68,000  per  year,  8:00  am  to 
5:00  pm,  M-F.  Apply  by  resume 
to:  Roz  L.  Alford.  Principal,  ASAP 
Staffing  LLC,  3885  Holcomb 
Bridge  Rd„  Norcross,  GA 30092; 
Attn:  Job  VT. 


•CALIFORNIA* 

•  Permanent,  Contract 
&  Contract-to-Hire  * 

Programmers- 
Java  Servlets/EJB 
Client  Services 
Senior  System  Administrator 
Program  mer/Analysts 
Senior  Java  Developers 
e-Commerce  Project  Managers 

Respond  to: 

Tri-Tec  Int'l  Resources,  LLC 
Email:  Positions@ttir.com 
WWW.TTIR.COM 


Business  Analyst  to  conduct 
analysis  and  determine  client 
software,  technical  and  applica¬ 
tion  service  provider  (ASP)  re¬ 
quirements.  Duties  performed 
will  include  technical  skills  in  ar¬ 
eas  such  as  SQL  Server,  Visual 
Basic  (VB),  Access,  ASP.  Inter¬ 
face  with  Internet  programmers 
to  ensure  they  fully  understand 
the  technical  requirements  of  the 
each  client  and  product  require¬ 
ments.  Beneficiary  will  do  testing 
of  software.  Bach,  degree  in 
Computer  Science  and  one  year 
experience.  Send  Resume  to  iS- 
arla  Inc,  699  Fall  River  Ave.,  1st 
Floor,  Seekonk,  MA  02771. 


Internet  Programmer  -  Forsythe 
Technology,  Inc.,  Skokie,  IL  - 
Maintain  and  enhance  internal 
intranet  order  management  sys¬ 
tem.  Design  and  code  enhance¬ 
ments  for  the  system,  as  well  as 
interface  processes  between  Or- 
derPro  and  Lawson/AMS.  Read, 
analyze,  and  interpret  technical 
documentation  and  professional 
journals.  Utilize  expertise  to  ef¬ 
fectively  handle  internal  comput¬ 
er  issues.  M.S.  in  Computer  Sci¬ 
ence  or  equivalent  and  1  year 
experience  as  a  Software  Pro¬ 
grammer  required.  Fax  resume 
to  Travis  Hudgins  at  847-675- 
8017.  No  calls  please. 


Software  Developer,  multiple  po¬ 
sitions  -  For  Internet  Co.,  resp. 
for  developing  state  of  the  art  on¬ 
line  financial  systems  over  Inter¬ 
net  &  commercial  on-line  sys¬ 
tems  for  Co's  customers; 
programming,  testing  &  rollout  of 
Web-based  transactional  sys¬ 
tems;  programming  &  prototyp¬ 
ing  in  web  languages  including 
Java,  C/C++.  Reqs:  M.S.  or 
equiv.  in  Comp.  Sci.  or  related 
field.  In  lieu  of  M.S.,  a  B.S.  or 
equiv.  in  Comp.  Sci.  or  related 
field,  &  5  yrs.  exp.  as  Software 
Developer;  Proficient  in  Obj.  Ori¬ 
ent.  concepts,  Unix,  Java, 
C/C++  &  Perl.  Travel  required. 
40  hrs/wk.  Resumes  to:  Melissa 
Ryan:  resumes@destiny.com. 


SR.  ORACLE  PROGRAMMER 
to  plan,  schedule,  and  direct 
preparation  of  programs  to 
process  inventory,  engineering, 
accounting,  &  operations 
matters  applying  PL/SQL  and 
other  ORACLE  tools  to  create 
Oracle  forms  and  reports  in 
a  UNIX  environment.  Consult 
with  managerial  and  systems 
analysis  personnel.  Develop  ap¬ 
plications  from  workflow  charts 
and  plan  full  range  of  program¬ 
ming  actions.  BS  in  Electronics 
Engineering,  Computer  Science 
or  related  field,  and  6  years 
experience.  Position  is  based  in 
Miami,  FL.  Send  resume  to 
BFGoodrich  Aerospace  c/o  B. 
Gomez,  3201  NW  167  St.,  Opa 
Locka,  FL  33056. 


Unix  Network  Administrator- 
HCIASachs.  Evanston,  IL  -  Up¬ 
grade,  configure  and  set  up  Sun 
6500.  Assist  with  relocation  of 
entire  data  warehouse.  Adminis¬ 
ter  multiple  UNIX  environments. 
Set  up  security,  file  systems, 
hardware  and  software  configu¬ 
ration.  Perform  system  upgrades 
to  multiple  UNIX  platforms. 
Serve  as  UNIX  point  person  for 
information  systems  team.  Uti¬ 
lize  UNIX  and  Windows  NT  for 
user  accounts  and  troubleshoot¬ 
ing.  Requires  a  B.S.  in  Comput¬ 
er  Science.  Fax  resume  to  K.  Kel¬ 
ly  at  847-475-0211.  No  calls 
please. 


Talent  is 
the  fuel  of 
the  new 
economy. 


Fillup 

with 


IT careers  and 
IT  careers.com 
can  put  your 
message  in  front 
of  2/3  of  all  US 
IT  professionals. 
If  you  want  to 
make  hires, 
make  your  way 
into  our  pages. 
Call  Jam's 
Crowley  at 
1-800-762-2977 


ITcareers 

where  the  best 
get  better 
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Senior  Software  Engineer  (mul¬ 
tiple  openings):  Design,  develop 
and  implement  software  sys¬ 
tems  to  determine  feasibility  of 
design  and  directs  software  test¬ 
ing  procedures,  programming 
and  documentation.  Work  in¬ 
volves  extensive  travel  and  fre¬ 
quent  relocation.  Must  have  one 
year  of  experience  using:  1  of 
Group  A  and  1  of  Group  B  and  1 
of  Group  C;  OR  1  of  A  and  2  of 
B;  OR  1  of  A  and  2  of  C  as  fol¬ 
lows:  Group  A  -  Windows  3.1. 
Windows  NT,  Windows  95,  Win¬ 
dows  98,  Unix,  HP-UX,  IRIX, 
Sun  OS:  Group  B  -  Visual  C++, 
Visual  C,  C,  C++,  Visual  Basic, 
PowerBuilder;  Group  C  -  JAVA, 
TCP/IP,  HTML,  MFC.  CGI, 
PERL,  ASP,  COM/DCOM,  Active 
X,  MTS.  Master's  degree  in  one 
of  several  limited  fields:  Comput¬ 
er  Sci/Apps,  Eng.,  Chem.,  Math 
or  Physics.  Will  accept  Bachelors 
degree  with  five  years  of  pro¬ 
gressive  experience  as  comput¬ 
er  professional.  Salary  is 
$75,000  per/yr,  40  hrs/wk.,  9:00- 
5:00  p.m.  Please  submit  re¬ 
sumes  to:  Mr.  Anthony  Gebicki, 
Manager,  Westmoreland  Coun¬ 
ty  CareerLink,  300  East  Hillis 
Street,  Youngwood,  PA  1 5697- 
1808:  Job  Order  No.:  WEB 
122747. 


Software  Engineer:  Location  of 
Job:  Syracuse,  NY.  Duties:  Gath¬ 
er  user  requirements.  Design, 
develop  and  implement  software 
application  using  PowerBuilder 
7.0,  Oracle  8.0,  Jaguar  3.x, 
Python,  Linux  and  Windows  NT. 
Analyze  user  requirements  and 
determine  and  calculate 
program  specifications.  Gener¬ 
ate  reports  using  PowerBuilder 
7.0.  Perform  software  testing  and 
evaluation.  Requires:  M.S.  in 
Comp.  Or  Info.  Sci.  Eng.  or 
related  field  and  3  yrs.  exp  in  job 
offered  or  3  yrs.  exp.  as  Consul¬ 
tant,  Analyst/Pro.  or  Program¬ 
mer.  In  Lieu  of  M.S.  &  3  yrs.  exp., 
will  accept  B.S.  (or  foreign  equiv.) 
and  5  yrs.  of  prog.  exp.  in  the 
computer  ind.  Exp.,  which  may 
have  been  obtained  concurrent¬ 
ly  must  include  3  yrs.  exp. 
designing,  developing  and 
implementing  software  applica¬ 
tions,  or  3  yrs.  exp.  using  Power¬ 
Builder.  EOE.  40-Hr/Wk.,  8:00 
a.m.  to  5:00  p.m.  Salary 
$65,000/yr.  Send  resume  (no 
calls)  to  Buzz  Buhl,  CTG,  Inc. 
6700  Old  Collamer  Rd.,  East 
Syracuse,  NY  13057-1134 


Programmer  Analyst:  Perform 
system  analysis,  design, 
development,  support,  testing 
and  implementation  of  business 
and  commercial  application 
software  using  Oracle  7.x, 
Developer  2000,  Forms  4.5, 
Reports  2.5,  Pro'C  under  UNIX, 
Novell  Netware  environments. 
Also  perform  Oracle  Database 
Administration  for  Oracle  7.x. 
Perform  fine  tuning  of  network 
database  applications  to 
decrease  response  time  and 
minimize  memory  usage  by 
code  optimization  and  efficient 
algorithms.  Prepare  technical 
documentation,  user  manuals 
and  instructional  manuals  as 
required  by  end-user.  Provide 
on-site  maintenance  support  to 
customer  on  various  custom 
software  packages  including 
de-bugging,  modifications,  fine 
tuning,  and  code  optimization. 
Multiple  openings.  40  hrs/wk., 
9:00  a.m.-5:00  p.m.  $75,000/yr. 
B.Sc.  in  comp,  science  or  engin. 
or  equiv.  +  2  yrs.  exp.  in  job 
offered  or  as  systems  analyst  or 
software  engineer.  M.S.  +  1  yr. 
exp.  accepted  in  lieu  of  B.Sc.  +  2 
yrs.  exp.  Apply  to:  Sharper 
Logics,  Inc..  Ref.  NWA11,  615 
Beaver  Ruin  Rd.,  Ste.  A,  Lilburn, 
GA  30047. 


Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley. 

1-800-762-2977 


Software  Engineers:  Conduct 
research  &  develop,  test  &  main¬ 
tain  programs,  which  comprise  a 
portion  of  a  system  product  or 
future  products.  Exp  &/or 
background  in  the  following 
areas  (not  all  req):  relational 
database  systems,  database 
management  systems,  distrib¬ 
uted  management  and  recovery 
techniques,  TCP/IP,  Socet  IPC, 
C,  C++,  SQL,  AIX,  UNIX,  JAVA, 
object  oriented  programming 
languages,  Lotus  Notes, 
Windows  (95,  98  NT)  operating 
systems,  80x86  assembly 
language,  Soft-Ice  debugger 
and  device  drivers  for  Windows, 
data  security,  Internet/Intranet 
WEB  applications,  HTTP,  CGL, 
graphical  user  interfaces, 
object-oriented  analysis  and 
design  techniques,  domain 
modeling  techniques,  version 
management,  configuration 
management,  multimedia 
standards  (MPEG-4,  H.2xx, 
H.3xx,  G.7XX,  RTP/RTSP).  Req: 
MS  in  CS/Math/ME/EE/Comp 
Eng  +  1 , 2  or  3  yrs  exp  (or  equiv¬ 
alent)  depend  on  position  or  B.S. 
+  3-5  yrs  exp  depend  on  position 
in  Austin,  TX,  San  Jose,  CA, 
Hawthorne  or  Yorktown  Heights, 
NY,  Endicott,  NY.  Competitive 
salary.  Please  send  resume 
w/clipping  of  ad  to:  IBM 
Corporation,  Technical  Recruiting, 
Job  Code  CW09A00,  P.O.  Box 
218,  Yorktown  Heights, 
NY10598.  An  equal  opportunity 
employer 


SENIOR  PROGRAMMER/ 
ANALYST  to  analyze,  design, 
develop,  test,  document  and  im¬ 
plement  application  software 
systems  using  RPG/IV, 
RPG/400,  CLV400,  SQL/400, 
RLU,  SDA,  DBU,  DFU,  SEU, 
Client  Access  and  Query/400  on 
AS/400  platform.  Require:  B.S. 
degree  in  Computer  Science,  an 
Engineering  discipline,  or  a 
closely  related  field  with  five 
years  of  experience  in  the  job  of¬ 
fered  or  as  a  Programmer/Ana¬ 
lyst.  Salary:  $65,000  per  year, 
8:30  am  to  5:30  pm,  M-F.  Send 
resume  to:  Colleen  Murphy,  Hu¬ 
man  Resources  Manager,  Essex 
Plastics,  Inc.,  1531  N.W.  12th 
Avenue,  Pompano  Beach,  FL 
33069.  Attn:  Job  VS. 


Senior  Software  Engineer  (mul¬ 
tiple  openings):  Design,  develop 
and  implement  software  sys¬ 
tems  to  determine  feasibility  of 
design  and  directs  software  test¬ 
ing  procedures,  programming 
and  documentation  using  rela¬ 
tional  data  base  management 
systems  (RDBMS).  Work  in¬ 
volves  extensive  travel  and  fre¬ 
quent  relocation.  Must  have  1 
year  of  experience  using  1  from 
Group  A  and  2  from  Group  B  OR 
1  from  A  and  1  from  B  and  1  from 
C  OR  1  from  A  and  2  from  C.  A) 
DB2,  FoxPro,  Informix,  Ingres, 
MS-Access,  Oracle,  Paradox, 
Sybase  and  Unify;  B)  AIX,  DOS, 
HP-UX,  MVS,  Novell,  OS/2,  Sun 
OS,  UNIX,  VAX/VMS,  Windows; 
C)  4GL,  APT,  C,  C++,  COBOL, 
Case  Tools,  C  Shell,  Crystal  Re¬ 
ports,  E-SQL,  Easytrieve,  JAVA, 
ODBC,  PowerBuilder,  PowerDe- 
signer,  Power  J,  Power++,  S-De- 
signer,  SQL,  Shell  Script,  Visual 
Basic.  Master's  degree  in  one  of 
several  limited  fields:  Computer 
Sci/Apps,  Eng.,  Chem.,  Math, 
Physics  or  a  scientific  or  busi¬ 
ness  related  field.  Will  accept 
Bachelor's  degree  or  foreign 
equivalent  plus  five  years  of  pro¬ 
gressive  experience  as  comput¬ 
er  professional.  Salary  is 
$75,000  per/yr,  40  hrs/wk.,  9:00- 
5:00  p.m.  Please  submit  re¬ 
sumes  to:  Ms.  Mary  Pat  Curran, 
Supervisor,  McKeesport/Al¬ 
legheny  Co.  CareerLink,  345 
Fifth  Avenue,  McKeesport,  PA 
15132-2600  Job  Order  No.: 
WEB  122745. 


COMPUTER 

Requirements  for: 
Project  Managers 
with  experience  managing 
complex,  large-scale  projects 
Programmer  Analysts 
(Technical  Architects) 
Email  resumes  to: 
Jobs@saic.com 
Reference:  KW 
WWW.SAIC.COM 


DIRECTOR,  SYSTEMS  INTEGRATION  GROUP.  Position  holder  will 
hire,  manage  and  supervise  a  group  of  employees  to  sell,  integrate, 
and  support  Software  Construction  Company  (SCC)  products  in 
various  applications  within  the  newspaper  and  publishing  industries,  as 
well  as  other  industries.  (S)he  will  give  product  demonstrations  and 
make  presentations  to  prospective  customers  for  the  newspaper  and 
publishing  industries,  will  build  reseller  and  VAR  relationships  with  third 
party  hardware  and  software  vendors  to  create  total  system  solutions 
for  customers  and  to  promote  the  sale  of  SCC  Products,  will  work  with 
the  SCC  software  developers  to  improve  and  enhance  the  product  line, 
must  have  experience  with  and  understand  the  latest  computerized 
archiving  and  pre-press  technology  as  it  is  used  at  newspapers  and 
publishing  organizations,  must  have  knowledge  of  computer  file 
formats  used  in  the  publishing  workflow,  must  have  knowledge  of  the 
major  archiving  and  pre-press  products  available  from  other 
companies  that  are  used  in  the  publishing  workflow,  and  must  have 
excellent  skills  in  the  use  of  Mac  and  Windows  computers  with 
particular  emphasis  on  software  used  in  the  publishing  workflow,  such 
as  page  layout  software,  photo  manipulations  and  enhancement 
software,  news  feed  processing  software,  wire  service  photo  retrieval 
and  processing  software,  storage  management  software,  CDROM 
Jukebox  software,  and  photo,  page,  and  text  archiving  systems. 
Bachelor  of  Science  in  Computer  Science,  or  equivalent,  and  8  years 
experience  in  integrating  and  configuring  computer-oriented  systems 
for  use  by  graphic  artists  and  other  photo  publishing  professionals. 
$90, 000/year.  Must  be  able  to  travel  countrywide  and  worldwide. 
Qualified  applicants  submit  resume  to  Rick  Marucci,  C.E.O.,  The 
Software  Construction  Company,  4350  Georgetown  Sq,  Ste  717, 
Atlanta,  GA  30338. 


Software  Design  Engineer:  Designs,  develops,  implements,  analyzes 
and  documents  software  tools  and  applications  used  in  the  company's 
proprietary  line  of  medical  diagnostic  equipment  such  as  Magnetic  Res¬ 
onance  (MR)  Imaging.  Extensively  uses  the  C  programming  language 
and  object  oriented  programming  languages  like  C++  and  Java  to  de¬ 
velop  software  applications.  Develops  software  for  the  Unix  environ¬ 
ment  and  windows  based  applications.  Writes  shell  scripts  required  for 
tools  used  in  system  installation  and  configuration.  Uses  various  sta¬ 
tistical  and  mathematical  tools  to  implement  Six  Sigma  in  all  projects. 
Maintains  and  supports  existing  code  and  resolves  software  problems 
that  occur  at  customer  sites  for  currently  installed  systems.  Required 
is  a  Master  of  Science  degree  in  Computer  Science  or  Electrical  Engi¬ 
neering.  As  part  of  the  required  education  or  any  relevant  experience, 
the  applicant  must  have  had  training  or  experience  in  object-oriented 
programming  in  C++  and  Java;  had  training  or  experience  in  the  Unix 
operating  system;  and  had  training  or  experience  with  Unix  shell  scripts. 
Monday  through  Friday;  8:30  am  to  5:30  pm;  40  hours  per  week; 
$60,347.04  annually.  Qualified  applicants  may  submit  two  (2)  copies  of 
resume  and  cover  letter  to:  Char  Phoulavan,  File  #C101631 ;  DWE-ALC; 
PO  Box  7972;  Madison,  Wisconsin  53707-7972.  Reference  File 
#0101631. 


Software  Engineer:  Responsible  for  concept  development,  design,  im¬ 
plementation,  test  and  engineering  documentation  of  advanced  appli¬ 
cation  infrastructure  technologies  and  core  platform  software  applica¬ 
tions  and  services  for  global  manufacture  of  medical  diagnostic  imaging 
equipment  and  service  center.  Works  on  cross-functional  engineering 
teams  to  design  and  develop  software  for  modalities  such  as  comput¬ 
ed  tomography  (CT),  magnetic  resonance  (MR),  X-rays,  ultrasound, 
and/or  other  types  of  medical  diagnostic  equipment  and  service.  In¬ 
terfaces  with  other  subsystems  as  well  as  modalities  to  provide  tech¬ 
nical  support.  Utilizes  and  incorporates  Six  Sigma  methodology  into 
every  process  whenever  possible.  Required  is  a  Master  of  Science  de¬ 
gree  in  Computer  Science,  Computer  Engineering,  or  technical  equiv¬ 
alent  such  as  Mathematics,  Statistics  and  Computer  Science  and  one 
(1)  year  of  experience  in  the  position  being  offered  (i.e„  Software  En¬ 
gineer)  or  one  (1)  year  of  experience  as  an  Engineer  or  Programmer. 
As  part  of  the  required  experience  in  the  position  being  offered  or  in  the 
related  occupation,  the  applicant  must  have  had  experience  in  C,  C++, 
and  Java;  had  experience  in  object  oriented  design;  had  experience  in 
application  development;  and  had  experience  in  Unix  and  Windows. 
Monday  through  Friday;  8:00  am  to  5:00  pm;  40  hours  per  week; 
$60,347.04  annually.  Qualified  applicants  may  submit  two  (2)  copies  of 
resume  and  cover  letter  to:  Char  Phoulavan,  File  #C1 01 630;  DWE-ALC; 
PO  Box  7972;  Madison,  Wisconsin  53707-7972.  Reference  File 
#C101630. 


Computer  Programmer/Analyst  needed  for  leading  telecommunications 
company  in  Greenville,  South  Carolina.  Must  be  able  to  develop  and 
test  computer  programs,  applying  knowledge  of  programming 
techniques  and  computer  systems.  Must  consult  with  users  to  identify 
current  operation  procedures  and  clarify  program  objectives.  Must  be 
able  to  design  computer  terminal  screen  displays  to  accomplish  goals 
of  users  requests.  Must  be  able  to  convert  project  specifications  into 
sequence  of  detailed  knowledge  of  computer  programming  techniques 
and  computer  language.  Analyzes,  reviews  and  alters  program  to  adapt 
to  new  requirements.  Assists  users  to  solve  operating  problems. 
Develops  and  orchestrates  operating  support  and  reporting  systems, 
functional  specifications  and  design,  scheduling  and  milestone 
tracking,  system  enhancement  implementation.  Must  have  Masters 
Degree  in  Computer  Science  or  BS  Degree  in  Computer  Science  and 
2  years  of  experience  as  a  Computer  Programmer/Systems  Analyst. 
Must  have  knowledge  of  enterprise  development  using  MS  Visual 
Basic,  MS  Analyst.  Must  have  knowledge  of  enterprise  development 
using  Visual  Basic,  MS  SQL  6.5  -  7.0,  OOD,  DCOM,  MS  Windows  NT 
4.0  and  Seagate  Crystal  Reports. 

Hours  9:00am  to  5:00pm,  Monday  through  Friday,  40  hours  per  week. 
$65,000  per  annum.  Submit  two  resumes  to:  Ms.  Regina  D.  Ratterree, 
E&T  Technical  Services,  SCESC  -  SC2001 129,  Post  Office  Box  1406, 
Columbia,  SC  29202. 


Trusted  by  more  hiring  managers 
than  any  IT  space  in  the  world. 

Find  out  more,  call  your  ITcareers  Sales 
R  esentative  or  Janis  Crowley, 

1-800-762-2977  (J^  careers 


Senior  Programming  Analyst/Senior  Member  of  Technical  Staff  who  will 
be  responsible  for  taking  a  staff  role  in  Electronic  Product  Development 
Group  projects,  including  assisting  with  the  research,  planning, 
designing  and  analysis  of  software  projects;  performing  coding  and 
development,  testing,  documentation,  and  maintenance  of  the  system 
using  object  oriented  analysis.  Visual  FoxPro.  Microsoft  SQL.  design 
paradigm,  C,  C++  and  Visual  Basic;  assuming  the  role  of  technical  team 
leader  in  researching  the  target  application  requirements,  including 
planning  and  designing  application  structure,  and  analyzing  the  pros 
and  cons  of  each  consideration.  Develops  programming  solutions  for 
assigned  projects  according  to  specifications;  testing  programming 
solutions  developed  by  team  members  and  self;  create  program 
annotations,  technical  specifications,  help  text,  user  documentation; 
update,  maintain,  and  enhance  products  and  documentation;  and 
assist  external  and  internal  customers  with  regard  to  product 
functionality.  Participate  in  managerial  decision  making  regarding 
selection  of  the  team  members.  Delegate  project  assignments  to 
junior  programmers.  Work  closely  with  the  business  units  in 
determining  the  product  design.  Involved  in  the  product's  full  life 
cycle  from  conceptualization,  design,  development/implementation, 
quality  assurance,  customer  support.  Must  have  a  Master's  degree 
in  Electronics  and  Telecommunications  Engineering  or  Computer 
Science.  Six  months  experience  required  as  a  Senior  Programming 
Analyst/Senior  Member  of  Technical  Staff  or  six  months  experience  as 
an  Software  Test  Engineer.  Experience  must  have  included  software 
development  using  object  oriented  analysis,  Visual  FoxPro.  Microsoft 
SQL  and  design  paradigm;  software  development  using  a  "full  life 
cycle”  approach  (product  conceptualization,  design,  development,  and 
quality  assurance);  software  programming  using  C,  C++  and  Visual 
Basic.  40  hours  per  week,  8:00  a.m.  to  5:00  p.m.,  $52,000.00  per  year. 
Must  have  proof  of  legal  authority  to  work  in  the  United  States.  Send 
copy  resume  to  Iowa  Workforce  Center.  800  Seventh  Street  SE,  Cedar 
Rapids,  Iowa  52406-0729.  Please  refer  to  job  order  number 
IA1 1 01 1 1 4.  Employer  Paid  Advertisement. 


Senior  Applications  Specialist:  $75,000/yr.  Hrs:  40  hours/week;  8:00  am 
to  5:00  pm 

Analyze,  design,  code,  test,  implement,  document,  maintain  and 
support  existing  credit  and  collections  database  systems  and  new 
projects/enhancements  in  an  IBM  3090,  MVS/ESA  environment 
utilizing  knowledge  of  logical  and  physical  database  design  and 
administration  tools  and  COBOL  II,  DC  COBOL  II.  IDMS,  ADS/O,  and 
MVS/JCL.  Participate  in  analysis  of  business  needs  and  identify 
system  requirements.  Identify,  trouble  shoot  and  resolve  a  broad  range 
of  production  problems  using  EXPEDITER.  Recommend  changes  to 
improve  quality  of  the  system.  Design,  develop  and  implement  a 
defects  tracking  system  on  MS  ACCESS  platform,  define  content  of 
defects  reporting  categories  and  develop  procedure  to  quantify  and 
publish  results  utilizing  MS  EXCEL.  Provide  7X24  on-call  systems 
technical  support  and  problem  resolution  for  end-user  support  on 
issues  of  database  anomalies  and  performance.  Provide  applications 
development  project  teams  with  technical  support  in  database  design, 
query  optimization,  database  management  and  database  anomalies 
of  plans  and  scheduling.  Monitor  and  fine  tune  system  performance, 
offering  improvement  suggestions  where  appropriate.  Interface 
directly  with  clients,  with  minimal  managerial  supervision  to  understand 
business  goals  and  design  and  implement  database  systems  to  meet 
expectations  and  needs.  Develop  QA  environment  setup  for  the  credit 
and  collections  database  system.  Develop  and  implement  disaster 
recovery  procedures  for  the  system  and  participate  in  the  disaster 
recovery  drill.  Direct  development  and  implementation  of  major 
enhancement  projects  performed  by  consultants,  ensure  that  projects 
are  completed  on-time,  accurately  and  with  no  production  defects.  We 
require  a  B.S.  in  Computer  Science;  Information  Systems  or  Math  and 
2  years  of  experience  in  the  job  offered  or  5  years'  experience  in  the 
related  occupation  of  Database  Analyst  or  Systems  Analyst.  We  are  an 
equal  opportunity  employer.  Only  individuals  with  authorization  to  work 
permanently  in  the  U.S.  need  to  apply.  Send  resume  and  cover  letter 
to:  Attn:  Job  Order  #4032492,  Program  Support-3rd  Floor,  Connecticut 
Department  of  Labor,  200  Folly  Brook  Boulevard,  Wethersfield,  CT 
061 09;  or  fax:  860-263-6028. 


Software  Visualization  Platform  Engineer:  Develops  and  maintains  a 
wide  range  of  core  platform  (communications,  process  control)  and  test 
software  used  for  image  management  and  visualization  for  the  com¬ 
pany's  medical  imaging  devices.  Develops  platform  system  code.  De¬ 
velops  tools  to  support  the  visual  rendering  and  display  of  diagnostic 
imaging  software.  Constructs  software  programs  in  such  a  manner  that 
the  structures  can  be  verified  and  validated  in  accordance  with  the  de¬ 
mands  of  statistical  quality  control  processes  used  in  the  design  and 
test  of  the  Global  Software  Platform.  Uses  and  develops  tools,  includ¬ 
ing  language  parsers  and  object  design  tools,  to  support  automated 
design  and  code  generation.  Develops  and  maintains  computer  visu¬ 
alization  algorithms  that  are  tailored  to  diagnostic  medical  images.  De¬ 
velops  tools  to  support  the  delivery  of  the  Global  Software  Platforms  to 
a  wide  range  of  computer  platforms.  Develops  testing  software  to  ex¬ 
ercise  the  system  fully  and  insure  reliable  operation  Required  is  a  Mas¬ 
ter  of  Science  degree  in  Computer  Science  or  Electrical,  Electronic  or 
Biomedical  Engineering  and  six  (6)  months  of  experience  in  the  posi¬ 
tion  being  offered  or  six  (6)  months  of  related  experience  as  an  Engi¬ 
neer  or  Graduate  Research  Assistant.  Employer  will  accept  completion 
of  the  course  requirements  for  the  Master  of  Science  degree.  As  part 
of  the  required  experience  in  the  position  being  offered  or  in  the  relat¬ 
ed  occupation,  the  applicant  must  have  had  experience  with  structured 
and  object  oriented  programing;  had  experience  with  C++  or  Java  Ian 
guage;  and  had  experience  working  in  an  environment  with  a  structured 
testing  environment  appropriate  to  the  medical  device  industry.  Mon¬ 
day  through  Friday;  9:00  am  to  6:00  pm;  40  hours  per  week;  $60,347.04 
annually.  Qualified  applicants  may  submit  two  (2)  copies  of  resume  and 
cover  letter  to:  Mike  Brooks,  File  #C101672;  DWE-ALC;  PO  Box  7972: 
Madison,  Wisconsin  53707-7972.  Reference  File  #C101672. 


SENIOR  SOFTWARE  ENGINEER  to  design,  develop,  implement,  test, 
maintain  and  support  application  software  in  a  client/server  environ¬ 
ment  using  object  oriented  methodologies,  C,  C++.  Java,  Orbix,  Rogue 
Wave,  Oracle,  Oracle  Application  Server  (OAS).  Netscape  Application 
Server  (NAS),  xdb,  dbx.  Rational  Rose,  Paradigm  Plus,  Shell  Scripts, 
System  V  IPC,  TCP/IP,  CMVC,  Harvest,  PVCS,  quantify  and  purify  on 
SUN  Solaris  and  Window  NT  platforms.  Require:  M.S.  degree  (or  equiv¬ 
alent)  in  Computer  Science,  and  Engineering  discipline,  or  a  closely  re¬ 
lated  field,  with  three  years  of  experience  in  the  job  offered  or  as  a  Soft¬ 
ware  Engineer.  A  B.S.  degree  with  five  years  of  progressively 
responsible  experience  will  be  accepted  in  lieu  of  the  M.S.  degree  and 
three  years  of  experience.  Extensive  travel  on  assignment  to  various 
client  sites  within  the  U.S.  is  required.  Salary:  $75,000  per  year,  8:00 
am  to  5:00  pm,  M-F.  Apply  by  resume  to:  Roz  L.  Alford,  Principal,  ASAP 
Staffing  LLC.  3885  Holcomb  Bridge  Rd.,  Norcross.  GA 30092;  Attn:  job 
PP. 
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For  more  information  (including  conference  agenda)  about  Storage  Networking  World®  or  to  register,  visit 

www.computerworld.com/snw 

or  call  1-800-883-9090 


Attendees  of  Storage  Networking  World®  will  see  solutions  from... 


(sponsors  listed  as  of  9/ 1 2/00) 


Storage  Networking  World®  -  Strategies  and  Solutions 


STORAGE 


NETWORKING 


WO  R 


Storage  Networking  World®,  an  alliance  between  the  SNIA  and 
Computerworld,  promotes  access  to  the  latest  information  on  storage 
solutions  for  users,  implemented  and  vendors. 


Co-owned  & 
Produced  by: 

COMPUTERWORLD 


A  conference  program  featuring  industry  leaders,  exciting  panels, 
informative  sessions,  analyst  updates,  tutorials,  and  a  50-company 
Interoperability  Lab. 


Package  includes  an  Expo  (solution  showcase),  meals,  receptions,  and 
a  complimentary  (for  users  and  implemented)  golf  outing. 


SNIA 

Storage  Networking  Industry  Association 


Renaissance  Orlando  Resort 


Optional  programs  include  Technical  Tutorial  Day  and  discounted 
Orlando  attraction  packages  to  Sea  World®,  Walt  Disney  World®,  etc. 
for  attendees  and  their  guests. 
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Being  able  to  collaborate  with  your  partners,  suppliers,  employees  and  customers  over 
the  Web  is  what  distinguishes  e-business  from  e-commerce.  The  same  goes 
for  enabling  your  employees  and  customers  to  help  themselves  with  online  self-service 
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applications.  It’s  all  how  super.human.software  helps  e-business  people 
work  together.  To  learn  more,  visit  www.lofus.com/superhumansoftware  ' 
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Strategy  Shift  Has 
Next  Level  in  Limbo 


VDSL  deployment  may 
not  be  as  fast  as  hoped 

BY  PIMM  FOX 

he  future  is  now,  but  is 
anyone  really  interested  in 
paying  for  it?  The  Phoenix 
rollout  of  Very  high  bit-rate 
Digital  Subscriber  Line 
(VDSL)  was  supposed  to  boost  not  only 
the  speed  of  users’  Internet 
connections  but  also  the  for¬ 
tunes  of  Rohnert  Park,  Calif.- 
based  Next  Level  Communica¬ 
tions  Inc.  [Nasdaq:NXTV]. 

Next  Level  —  originally  part  of  Gener¬ 
al  Instrument  Corp.,  which  was  acquired 
by  Motorola  Inc.  [NYSE:MOT]  in  Jan¬ 
uary  —  started  down  the  VDSL  road 
with  a  major  contract  from  US  West  Inc. 
But  US  West  has  been  absorbed  by  Den¬ 
ver-based  Qwest  Communications  In¬ 
ternational  Inc.  [NYSE:Q],  and  there  is 


Next  Level  Levels  Off 

Monthly  closing  stock  price: 
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some  concern  that  the  company  will 
focus  more  on  the  business  Internet 
user,  slowing  VDSL  growth. 

“Following  successful  market  accep¬ 
tance  testing,  Qwest  now  finds  itself  in 
the  second  phase  of  its  VDSL  deploy¬ 
ment  plan,”  says  Steven  D.  Levy,  an  ana¬ 
lyst  at  New  York-based  Lehman  Broth¬ 
ers  Holdings  Inc.  “This  phase  requires 
that  Next  Level’s  VDSL  system  meet 
a  high  return-on-invested-capital  hur¬ 
dle  rate.”  But  until  the  second  phase  is 
completed  at  US  West,  Next 
Level’s  largest  customer,  in¬ 
vestors  are  taking  a  wait-and- 
see  attitude. 

Qwest  Chairman  and  CEO 
Joe  Nachio  earlier  this  month  said  he 
plans  to  double  the  company’s  wireless 
and  DSL  customer  base,  adding  that  “all 
commitments  to  [VDSL]  customers  and 
partners  will  be  satisfied.” 

Hardly  a  ringing  endorsement  from  a 
company  that  accounted  for  67%  of 
Next  Level’s  second-quarter  revenue, 
though  Next  Level  is  watching  this 
development.  “Qwest/US  West  has  not 
informed  us  of  its  plans  for  VDSL,”  says 
Peter  Keeler,  CEO  and  chairman  of 
Next  Level.  “Any  significant  decline  in 
revenues  from  US  West  would  have  a 
material  adverse  effect  on  our  operat¬ 
ing  results.” 

Next  Level  also  supplies  field-proven 
VDSL  video  to  a  customer  base  that 
includes  Verizon  Communications 
[NYSE:VZ],  Bell  Canada  International 
Inc.  [Nasdaq:BCICF]  and  Cablevision 
Systems  Corp.  [NYSE:CVC],  as  well 
as  a  variety  of  local  calling  carriers. 
Overseas,  France  Telecom  [NYSE:FTE] 
plans  to  start  field  trials  with  the  com¬ 
pany’s  system  in  October.  And  other 
international  carriers  have  signed  on 
as  well.  I 
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23.19 
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MSFT 
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62.38 
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-1.63 
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46.66 

16.25 

Network  General 

35.44 

0.13 
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SAP 
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SCUR 

29.62 
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22.31 

-4.00 

-15.2 

SDRC 

19.00 

8.81 

Structural  Dynamics  Research  16.13 

-0.25 

-1.5 

SYBS 

31.00 

10.18 

Sybase  Inc. 

23.69 

-1.56 

-6.2 

SYMC 

81.62 

30.43 

Symantec  Corp. 

41.06 

-6.31 

-13.3 

SNPS 

75.62 

25.93 

Synopsis 

35.94 

-1.38 

-3.7 

SCTC 

28.37 

10.00 
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-1.31 

-7.2 

TIBX 
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Tibco  Software  Inc. 
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-10.75 
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TSAI 
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11.37 
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15.00 
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VRTS 
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25.83 
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13.0 

WIND 
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TELECOMMUNICATIONS  CARRIERS  OFF 
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AT 

91.81 

47.75 

Alltel  Corp. 

49.69 

-1.19 

-2.3 

ANDW 

42.06 

11.18 

Andrew  Corp. 

26.50 

-6.13 

-18.8 

T  7488.00 

29.00 

AT&T  (L) 

29.00 

-3.38 

-104 

BCE 

137.50 

21.00 

BCE  Inc. 

22.75 

-1.25 

-5.2 

BLS 

53.50 

34.93 

Bell  South 

37.31 

-0.63 

-1.6 

BRW 

41.06 

16.31 

Cincinnati  Bell  Inc. 

24.00 

-1.81 

-7.0 

CMCSK 

57.68 

27.87 

Comcast 

35.19 

-1.81 

-4.9 

COX 

58.37 

32.31 

Cox  Communications  Inc.  (L) 

32.56 

-1.06 

-3.2 

6STRF 

53.75 

5.81 

Globalstar  Telecom.  Ltd. 

9.31 

-2.00 

-17.7 

NXTL 

82.93 

27.75 

Nextel  Communications 

46.19 

-5.69 

-11.0 

SPOT 

74.25 

28.25 

Panamsat 

32.00 

0.56 

1.8 

QC0M 

200.00 

38.07 

Qualcomm 

69.81 

3.81 

5.8 

SBC 

55.50 

34.81 

SBC  Communications 

47.56 

3.00 

6.7 

F0N 

75.93 

24.75 

Sprint  Corp.  (L) 

24.81 

-3.44 

-12.2 

TDS 

137.00 

69.62 

Telephone  and  Data  Systems 

106.31 

-16.25 

-13.3 

VIA 

76.06 

40.31 

Viacom 

56.75 

-8.94 

-13.6 

wen 

66.50 

15.37 

Winstar  Communications  Inc.  (L)  15.81 

-5.56 

-26.0 

WC0M 

61.33 

26.31 

WorldCom  Inc.  (L) 

26.88 

-2.31 

-7,9 

OFF 

-3.5% 

ACXM 

35.93 

14.56 

Acxiom  Corp. 

30.50 

1.38 

4.7 

ACS 

50.00 

31.00 

Affiliated  Computer  Servs  (H)  49.44 

5.31 

12.0 

AMSY 

44.37 

14.00 

American  Mgt.  Systems 

18.00 

0.06 

0.3 

AUD 

64.43 

39.06 

Automatic  Data  Processing 

62.38 

-1.63 

-2.5 

BSYS 

79.50 

41.37 

Bisys  Group  Inc. 

79.50 

4.50 

6.0 

CATP 

27.00 

5.31 

Cambridge  Technology  Ptnrs 

5.31 

-0.69 

-11.5 

CEN 

29.12 

14.75 

Cerldian 

26.19 

-1.44 

-5.2 

CBR 

29,81 

8.62 

Ciber  Inc.  (L) 

8.63 

-0.44 

-4.8 

CD0 

57.25 

17.43 

Comdisco 

20.38 

-4.00 

-16  4 

CHRZ 

27.12 

7.75 

Computer  Horizons  Corp,  (L) 

8.50 

-0.13 

-1.4 

CSC 

99.87 

57.93 

Computer  Sciences 

73.19 

-6.25 

-7.9 

DST 

109.94 

51.18 

Dst  Systems  Inc.  (H) 

109.94 

5.13 

4.9 

EDS 

76.68 

38.37 

Electronic  Data  Systems 

43.75 

-2.13 

-4.6 

FDC 

57,68 

37.37 

First  Data  Group 

40.56 

-1.25 

-3.0 

FISV 

60.19 

24.12 

Fiserv  (H) 

60.19 

4.38 

7.8 

IT 

22.31 

9.56 

Gartner  Group 

12.88 

-1.38 

-9.6 

KEA 

35.00 

15.87 

Keane (L) 

15.88 

-1.81 

-10.2 

NDC 

43.00 

20.75 

National  Data 

31.13 

1.06 

3.5 

PAYX 

47.62 

18.41 

Paychex  Inc. 

46.19 

1.81 

4.1 

PER 

27.93 

8.87 

Perot  Systems  Corp. 

10.75 

0.56 
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REGI 

9.75 

1.25 

Renaissance  Worldwide 

1.69 

0.25 
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REY 

33.00 

15.93 

Reynolds  &  Reynolds 

18.13 

-0.13 

-0.7 

SFE 

99.00 

21.16 

Safegard  Scientifics 

22.88 

-4.63 

-16.8 

SAPE 

75.59 

18.15 

Sapient  Corp. 

40.56 

-4.81 

-10.6 

SDS 

43.06 

16.87 

Sungard  Data  Systems  (H) 

43.06 

2.31 

5.7 

SYNT 

20.93 

7.87 

Syntel  Inc. 

8.78 

2.09 

-193 

TECD 

55.87 

18  00 

Tech  Data 

43.47 

4.59 

-9.6 

TENF 

76.87 

4.06 

TenFold  Corp.  (L) 

4.06 

2.38 

-36.9 

TSS 

20.62 

14.12 

Total  System  Services  Inc 

17.13 

0.44 

2.6 

TSAI 

48.12 

11.37 

Transaction  Sys.  Architects 

15.00 

-1.31 

-8.0 

NETWORK  off 

-8.8% 

C0MS 

119.75 

12.50 

3Com  Corp. 

14.25 

-2.25 

-13.6 

ADCT 

49.00 

9.32 

ADC  Telecommunications  Inc 

32.00 

3.13 

-8.9 

ANTC 

61.25 

20.43 

Antec  (L) 

23.38 

-3.19 

-12  0 

CS 

52.75 

14.12 

Cabletron  Systems 

31.81 

-0.81 

-2.5 

CNEBF 

6.43 

1.06 

Call-Net  Enterprises  (L) 

1.06 
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-306 

CSC0 

82.00 

32.53 

Cisco  Systems  Inc. 

59.50 

-0.94 

-1.6 

ECIL 

39.87 

23.75 

ECI  Telecom 

30.25 

-1.25 

-4.0 

ENTU 

150.00 

18.31 

Entrust  Technologies  Inc. 

24  06 

-4.38 

-15.4 

EPRE 

40.56 

6.06 

ePresence  Inc. 

7.25 

-0.06 

-0  9 

HRS 

39.37 

15.50 

Harris  Corp. 

25.19 

•3.50 

-12.2 

GMH 

46.66 

16.25 

Hughes  Electromcs/GM 

35.44 

0.13 

0.4 

ERICY 

26.31 

7.43 

LM  Ericsson 

17.00 

-1.25 

-6.8 

JNPR 

228.00 

28.25 

Juniper  Networks  Inc. 

215.75 

15  44 

7.7 

LU 

84.18 

32.00 

Lucent  Technologies  (L) 

32  06 

-4.75 

•129 

MADGF 

17,37 

1.43 

Madge  Networks 
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0.88 

20.3 

NCDI 

9.62 

0.93 

Network  Computing  Dev  (L) 

1.03 

-013 

-10  8 

NWK 

14.81 

7.31 

Network  Equipment  Tech 

10.63 

-0  50 

-4  5 

N0K 

62.50 

20.04 

Nokia  Corp. 

41,44 

2.31 

-5  3 

NT 

86.00 

19.90 

Northern  Telecom  Ltd. 

65.00 

625 

-8  8 

PCTL 

15.21 

1.87 

Picturetel 
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-0.38 

5.5 

SFA 

94.00 

23.50 

Scientific  Atlanta 

59.56 

-6.69 
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TLAB 

77.25 

41.81 

Tellabs  Inc. 

49  34  -5.47 

-10.0 

VRLK 

22.00 

1.81 

Veniink 

681  0.94 

12.1 

WSTL 

40  75 

643 

Westeii  Technology  Inc. 

13.81  1.56 

■10.2 

SEMICONDUCTORS,  CHIPS  &  EQUIPMENT  OFF  7.9% 

ADPT 

63.56 

15.37 

Adaptec  Inc. 

21.13  2.69 

11.3 

AMD 

48.50 

818 

Advanced  Micro  Devices 

24  56  -2  88 

•10.5 

ALTR 

67.12 

20.43 

Altera 

5116  -166 

•3.1 

ADI 

103.00 

23.31 

Analog  Devices 

87,25  -3.38 

•3.7 

AMAT 

115.00 

35  62 

Applied  Materials 

67.63  -5.50 

7  5 

ASML 

50.25 

20.46 

ASM  Lithography  Holding 

32.13  -2  88 

-8.2 

FCS 

49.50 

19.50 

Fairchild  Semiconductor  Corp 

30  88  -2.75 

8  2 

HRS 

39.37 

15  50 

Harris  Corp. 

25.19  -3.50 

•12.2 

NTC 

75  81 

32.50 

Intel  Corp. 

48  81  -8.88 

15.4 

KLAC 

97.75 

3143 

Kla  Instruments 

42.33  -7  56 

-15.1 

LLTC 

74.75 

27  62 

Linear  Technology 

62.56  -1  38 

2.2 

LSI 

90  37 

21.56 

LSI  Logic 

32.31  -1.31 

-3.9 

MXIM 

9012 

30.93 

Maxim  Integrated  Products 

76.25  -1.75 

-2.2 

MU 

97.50 

2912 

Micron  Technology 

51.44  -7.31 

-12.4 

MOT 

61.54 

27.33 

Motorola 

30  69  -4  38 

-12.5 

NSM 

85.93 

23.50 

National  Semiconductor 

39.94  -4.50 

-10.1 

STM 

73.87 

21  27 

SGS-Thomson  Microelectronics  51.81  -2.94 

-5.4 

SLR 

49.81 

28.25 

Solectron  Corp. 

45.00  -2.63 

-5.5 

TER 

115.43 

26.93 

Teradyne 

38.00  -11.50 

-232 

TXN 

99.78 

37.87 

Texas  Instruments 

54.50  -4.56 

-7.7 

JDSU 

153.42 

26.31 

Uniphase 

104.63  0.13 

0.1 

VTSS 

115.68 

33.84 

Vitesse  Semiconductor  Corp 

83.00  -0.38 

-0.4 

XLNX 

98.31 

30.50 

Xilinx 

8144  -0.25 

-0.3 

COMPUTER  SYSTEMS  OFF  3.1% 

AAPL 

75.18 

28.71 

Apple  Computer  Inc. 

51.94  -4.38 

-7.8 

ASPX 

19.00 

3.87 

Auspex  Systems 

12.13  4,06 

50  4 

BEOS 

39.56 

3.28 

Be  Inc 

4.16  -0.75 

-15.3 

CPQ 

34.87 

18.25 

Compaq 

29.00  -1.50 

-4.9 

DELL 

59.68 

33.93 

Dell  Computer  Corp.  (L) 

34.69  -1  44 

-4.0 

GTW 

84.00 

41.62 

Gateway  2000  Inc. 

55.20  -4.27 

-7.2 

HWP 

155.50 

67.00 

Hewlett-Packard  Co. 

102.06  -2.44 

-2.3 

HIT 

164.50 

95.00 

Hitachi  Ltd. 

117.75  -3.19 

-2.6 

BM 

137.68 

89.00 

IBM 

121.88  -3.75 

-3.0 

MUEI 

20.68 

8.18 

Micron 

11.63  -0.44 

-3.6 

MOT 

61.54 

27.33 

Motorola 

30.69  -4.38 

-12.5 

NATI 

59.50 

25.50 

National  Instruments  Corp. 

44  75  -1.00 

-2.2 

NCR 

47  00 

26.68 

NCR 

37.06  -0  44 

-1.2 

NIPNY 

162.00 

79.37 

NEC 

119.00  -12.50 

-9.5 

PRCM 

89.75 

6.62 

Procom  Tech  Inc. 

29.25  -5.38 

-15.5 

SGI 

13.50 

3.06 

Silicon  Graphics  Inc. 

3.88  -0.19 

-4.6 

SNE 

157.37 

63.96 

Sony 

111.25  4.88 

4  6 

SUNW 

129.31 

38.93 

Sun  Microsystems 

115.31  1.06 

0.9 

TRCD 

23.37 

2.93 

Tricord  Systems 

14,94  -0.44 

-2.8 

UIS 

49.68 

9.12 

Unisys 

10.94  -2  44 

-18.2 

INTERNET  OFF 

-9.9% 

AMZN 

113.00 

27.87 

Amazon.com 

41.38  -2.19 

-5.0 

A0L 

95.81 

40.25 

America  Online 

54.38  -0.69 

-1.2 

ATHM 

59.75 

12.87 

@home  Corp. 

14.38  -2.31 

-13.9 

CKFR 

125.62 

28.50 

Checkfree 

42.69  -5.13 

-10.7 

CYCH 

16.00 

3.38 

Cybercash  Inc. 

3.38  -1.16 

-25.5 

EBAY 

127.50 

43.50 

eBay  Inc. 

70.00  2.81 

4.2 

ETYS 

86.00 

3.87 

eToys  Inc. 

5.84  -0.13 

-2.1 

EGRP 

40.00 

13.12 

ETrade  Group  Inc. 

18.06  -1.06 

-5.6 

LCOS 

93.62 

34.12 

Lycos  Inc. 

66.44  -5.00 

-7.0 

0MKT 

65.50 

6.00 

Open  Market  Inc. 

6.31  -1.63 

-20.5 

0TEX 

60.62 

9.50 

Open  Text  Corp. 

21.25  -4.25 

-16.7 

PCLN 

104.25 

20.62 

Priceline.com  Inc.  (L) 

21.13  -5.13 

-19.5 

PRGY 

35.43 

6.37 

Prodigy  Communications 

6.94  -1,19 

-14.6 

PSIX 

60.93 

9.87 

PSINet  Inc.  (L) 

10.25  -181 

-15  0 

RSAS 

93.06 

23.56 

Security  Dynamics 

46.63  -4.75 

-9.2 

WINK 

75.00 

11.62 

Wink  Communications  Inc. 

13.63  -1.38 

-9.2 

YHOO 

250.06 

69.68 

Yahoo  Inc. 

109.00  3.75 

3.6 

STORAGE  &  PERIPHERALS  OFF  2  3% 

ADPT 

63.56 

15.37 

Adaptec  Inc. 

21.13  -2.69 

-11.3 

APCC 

48.84 

16.00 

American  Power  Conversion 

19.13  -2.75 

-12.6 

CANNY 

51.75 

25.75 

Canon  Inc. 

43.56  0.25 

0.6 

DBD 

32.87 

19.68 

Diebold  Inc. 

24.88  -2.88 

-10.4 

EK 

78.28 

53.18 

Eastman  Kodak  Co. 

57.56  -5.44 

-8.6 

EMC 

103.93 

29.75 

EMC  (H) 

99.00  3.88 

4.1 

0M 

6.37 

2.87 

Iomega 

5.00  0.06 

1.3 

MXTR 

14.81 

4.81 

Maxtor  Corp. 

8.00  -0.03 

-0.4 

NTAP 

143.18 

15.64 

Network  Applinace  Inc.  (H) 

138.06  21.13 

18.1 

LXK 

135.87 

43.15 

Lexmark  International  Group 

54  81  -2.94 

-5.1 

SEG 

75.43 

26.56 

Seagate  Technology 

64.13  5.63 

9.6 

STK 

23.93 

10.00 

Storage  Technology 

13.81  -0.81 

•5.6 

TEK 

87.31 

28.37 

Tektronix 

71.38  -1.81 

2.5 

XRX 

50.06 

14.56 

Xerox 

16  25  -1.75 
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The  Three  Windows  2000  Server  Operating  Systems 


Feature 

SERVER 

ADVANCED  SERVER 

DATACENTER  SERVER* 

Processor  limit 

4 

8 

32 

Memory  support 

4GB 

8GB 

64GB 

Load  balancing 

No 

Yes  (32  nodes  max) 

Yes  (32  nodes  max) 

Server  clustering 

No 

Yes  (2  nodes  max) 

Yes  (4  nodes  max) 

*  Datacenter  Server  will  be  sold  only  by  qualified  hardware  vendors  that  have  been  certified  to  license  and  support  it. 
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Microsoft 

son,  senior  vice  president  of 
information  services  at  The 
Talbots  Inc.  in  Hingham,  Mass. 

Talbots  uses  three  platforms: 
mainframes  for  its  high-end 
systems,  Unix  for  its  Oracle 
Corp.  databases  and  People- 
Soft  Inc.  human  resource  ap¬ 
plications,  and  Windows  for  its 
desktops,  e-commerce  site  and 
PC-based  customer  service 
system.  Bucking  slow  adoption 
trends,  the  specialty  retailer 
has  even  accelerated  its  Win¬ 
dows  2000  Server  rollout  so  it 
can  run  new  Web  product  de¬ 
velopment  management  appli¬ 
cations  and  gain  the  benefits  of 
the  better-performing  SQL 
Server  2000. 

But  when  it  comes  to  the 
new  high-end  Datacenter  ver¬ 
sion  of  Windows  2000,  Rich¬ 
ardson  said  he  can’t  envision 
replacing  Unix  systems  or  run¬ 
ning  the  company’s  planned  fi¬ 
nancial  applications  on  any¬ 
thing  but  Unix. 

“They’re  trying  to  make  me 
go  from  three  platforms  to  two. 
Perhaps  at  some  point,  two 


[platforms]  would  be 
less  complex  than 
three,  so  I  think  direc¬ 
tionally  they’re  cor¬ 
rect,”  Richardson  said. 

“But  until  [Windows 
2000]  is  in  a  state  that 
it  has  the  reliability 
that  I  now  expect  out 
of  the  Unix  environ¬ 
ment,  I’m  just  not  go¬ 
ing  to  be  really  open  to 
making  a  full-blown 
commitment.” 

Christopher  Smith,  CIO  at 
HomeLife  Furniture  Corp.  in 
Hoffman  Estates,  Ill.,  went  live 
with  Windows  2000  in  Decem¬ 
ber  and  said  he  has  encoun¬ 
tered  no  problems  with  the 
Server,  Advanced  Server  and 
Professional  versions.  But 
Smith  said  he  doesn’t  need 
Windows  2000  Datacenter 
right  now,  since  his  company 
uses  a  Data  General  Corp.  Non- 
Uniform  Memory  Access  box 
that  can  scale  to  128  processors 
for  its  largest  applications. 

Laura  DiDio,  an  analyst  at 
Giga  Information  Group  Inc.  in 
Cambridge,  Mass.,  predicted 
that  “it’s  going  to  be  a  slow, 
hard  sell”  for  Microsoft  as  it 
tries  to  “hit  Unix  where  it  lives. 
Microsoft  is  going  to  have  to 


overcome  the  natural  circum¬ 
spection  and  aversion  to 
change  that  these  established 
Unix  shops  are  going  to  feel 
and  the  natural  cynicism  about 
anything  that  says  ‘Microsoft’ 
and  ‘high-end,’  ”  she  said. 

No  Delusions 

Microsoft  group  manager 
Barry  Goffe  said  his  company 
“has  no  delusions  of  grandeur” 
that  Unix  customers  will  rip 
out  their  boxes. 

“Most  customers  taking  ad¬ 
vantage  of  the  .Net  servers  will 
be  using  them  for  new  solu¬ 
tions,”  Goffe  said,  claiming 
that  Microsoft  has  “seen  the 
most  excitement  from  cus¬ 
tomers  building  e-commerce 
applications.”  Microsoft  has 
also  gained  “an  enormous 


amount  of  experience  through 
our  enterprise  partners”  run¬ 
ning  applications  like  enter¬ 
prise  resource  planning  and 
customer  relationship  man¬ 
agement,  he  said. 

One  interesting  piece  of  to¬ 
morrow’s  puzzle  will  be  the 
electronic-business  and  inte¬ 
gration  story  that  Microsoft 
weaves  about  the  .Net  plat¬ 
form’s  various  server  packages 
in  its.  In  addition  to  Windows 
2000  Datacenter  Server,  Mi¬ 
crosoft  will  discuss  the  inte¬ 
gration,  management  and 
Web-enabling  possibilities  of 
its  SQL  Server  2000,  Exchange 
2000,  BizTalk  Server  2000, 
Commerce  Server  2000,  Appli¬ 
cation  Center  2000,  Host  Inte¬ 
gration  Server  2000  and  Inter¬ 
net  Security  &  Accelera¬ 


tion  Server  2000. 

Goffe  said  Micro¬ 
soft’s  broad  and  deep 
technology  platform 
will  let  customers  get 
up  and  running  more 
quickly,  “as  opposed 
to  our  competitors, 
who  offer  a  hodge¬ 
podge  of  technology 
that  requires  massive 
amounts  of  service 
dollars  to  deliver  any¬ 
thing  that  works.” 

“Not  all  of  this  is  going  to  be 
shipping  right  away,  but  when 
you  add  all  those  together, 
those  are  a  very  important  part 
of  their  story,”  said  Tony  lams, 
an  analyst  at  D.  H.  Brown  As¬ 
sociates  Inc.  in  Port  Chester, 
N.Y.  “They’re  trying  to  offer  an 
end-to-end  solution,  desktop 
to  infrastructure. 

“Even  competitors  admit 
[that]  with  the  tools,  the  appli¬ 
cation  server  technology  and 
the  integration  tools,  it’s  a 
strong  story  for  Microsoft,” 
lams  said.  “The  knockout  blow 
in  the  past  has  been,  ‘What  are 
you  going  to  run  it  on?’  That’s 
why  [it’s  important  for  Micro¬ 
soft]  to  convince  everyone  that 
Windows  2000  gives  you  that 
strong  foundation.”  I 
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Ford 

in  a  matter  of  hours.  The  pro¬ 
prietors:  the  company’s  five- 
person  quick-response  execu¬ 
tive  IT  support  team. 

According  to  James  Yost, 
Ford’s  CIO,  that  team  provided 
senior-level  managers  with 
what  he  described  as  “instant 
cyber-based  capability”  to 
manage  the  recall  and  replace¬ 
ment  of  the  Bridgestone/Fire¬ 
stone  Inc.  tires  the  company 
believes  lie  at  the  heart  of  the 
rollover  problem  that  has  been 
implicated  in  more  than  100 
deaths  in  the  U.S.  alone. 

The  executive  IT  support 
team  “scrambled”  to  set  up 
that  war  room  last  month,  with 
laptop  computers  plugged  into 
the  Ford  worldwide  network, 
Yost  said.  Since  then,  the  team 
—  which  Yost  said  he  consid¬ 
ers  “on  duty  24  by  seven”  for 
the  duration  of  the  crisis  —  has 


tapped  numerous  resources  of 
the  information  technology 
department,  including  massive 
data  centers  designed  to  sup¬ 
port  the  company’s  engineer¬ 
ing  and  credit  departments. 

A  key  task  was  importing 
tire  warranty  data  from  Fire¬ 
stone  to  help  Ford  assess  the 
role  the  tires  played  in  the 
rollovers.  Since  Ford  “histori¬ 
cally  never  kept  such  data,” 
Yost  said,  Firestone  had  to 
transfer  it  in  a  variety  of  ways, 
including  everything  from 
mainframe  tapes  to  electronic 
file  transfer  to  paper  records, 
“which  have  been  keyed  in,” 
said  Yost  in  an  interview  with 
Computer-world  in  Austin, 
Texas,  at  the  annual  Dell  Com¬ 
puter  Co.  Direct  Connect  user 
conference. 

Firestone  didn’t  respond  to 
requests  for  comment. 

Yost  said  the  tire  warranty 
database  was  key  to  unraveling 
the  rollover  mystery,  which  the 
company  has  repeatedly  said 
in  public  statements  relates  to 


problems  with  particular  mod¬ 
els  of  tires  Firestone  produced 
for  the  Explorer.  That  raw  data, 
Yost  explained,  helped  the 
company  zero  in  what  Yost 
called  a  “subset”  of  informa¬ 
tion  related  to  the  Explorer 
tires.  The  executive  IT  support 
team,  he  said,  can  create  such  a 
massive  database  in  a  day. 

While  the  executive  IT  sup¬ 
port  team  has  hands-on  capa¬ 
bilities,  Yost  said,  its  real  con¬ 
tribution  to  helping  manage 
the  rollover  crisis  has  been  its 
ability  to  tap  into  company¬ 
wide  IT  resources.  “If  they 
don’t  have  the  capability,  they 
can  bring  it  in,”  he  said.  These 
resources  include  the  compa¬ 
ny’s  large  IT  integration  cen¬ 
ter,  which  is  normally  used  to 
“stress,  test  and  crash”  systems 
but  is  now  harnessed  to  help 
the  senior  IT  staff  support  the 
rollover  war  room. 

Steve  Wilson,  president  of 
The  Wilson  Group,  a  crisis 
management  consulting  firm 
in  Columbus,  Ohio,  said  most 


large  companies  today  have  fa¬ 
cilities  available  where  they 
can  organize  for  major  crises 
and  set  up  direct  access  to  the 
information  they  need  to  man¬ 
age  the  situation.  However, 
getting  caught  off  guard  when 
technology  is  available  to 
avoid  such  a  crisis  raises  ques¬ 
tions  about  Ford’s  system  and 
how  it  was  used,  Wilson  said. 

“I  don’t  think  a  company  to¬ 
day  should  get  caught  off 
guard,”  said  Wilson.  In  the  case 
of  the  Ford  and  Firestone  tire 
crisis,  the  data  should  have  been 
funneled  into  a  central  reposito¬ 
ry,  Wilson  said.  “The  question  is 
whether  they  didn’t  have  that 
capability,  didn’t  use  it  or  didn’t 
interpret  the  data  correctly.  The 
technology  is  there  so  that  this 
type  of  thing  should  not  have 
gone  undetected.” 

Michael  Schiff,  director  of 
data  warehousing  strategies  at 
Sterling,  Va.-based  Current 
Analysis,  said  neither  company 
should  have  been  surprised  by 
the  crisis.  “They  should  have 


been  able  to  find  out  the  com¬ 
monalities  concerning  the  de¬ 
fective  tires  and  gotten  a  jump 
on  this,”  said  Schiff. 

Schiff  also  said  Ford  and  Fire¬ 
stone  could  have  handled  the 
customer  relationship  manage¬ 
ment  aspect  of  the  crisis,  such 
as  getting  the  information  on 
the  recall  out  to  their  distribu¬ 
tors  and  direct  consumers, 
much  more  efficiently.  “They 
should  be  able  to  have  immedi¬ 
ately  responded,”  he  said.  “The 
real  question  was,  Did  they 
have  the  incentive  to  do  that?” 

In  addition,  Joseph  Marino, 
an  Internet  commerce  analyst 
at  Current  Analysis,  said  there 
could  have  been  serious  prob¬ 
lems  with  the  information  re¬ 
porting  chain.  “The  informa¬ 
tion  is  there,  but  it  has  to  be  re¬ 
ported,”  he  said.  “We  don’t 
know  how  many  incidents 
were  ever  reported  to  the  com¬ 
pany  or  the  National  Highway 
Transportation  Safety  Admin¬ 
istration,”  said  Marino.  “We 
just  don’t  know.”  > 
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FRANK  HAYES/FRANKLY  SPEAKING 

Conventional  IT  wisdom 

A  FEW  THINGS  IN  IT  REMAIN  TRUE,  DESPITE  THE  BEST 

efforts  of  vendor  marketers,  management  gurus,  industry 
analysts  and  Computerworld  pundits  to  make  everyone 
believe  otherwise: 


■  The  Internet  poses  security  risks.  Always  has. 
Always  will. 

■  Users  don’t  understand  IT  —  never  have,  nev¬ 
er  will.  All  they  really  understand  is  their  jobs. 

■  No  project  gets  enough  time,  budget  and  re¬ 
sources  to  be  done  the  way  it  should  be  done. 

■  “Free”  anything . . .  isn’t. 

■  Faster  hardware  is  cheaper  than  faster 
software. 

■  Vendors  and  consultants  are  trying  to  make  as 
much  money  from  customers  as  possible.  It’s  up 
to  us  to  get  our  money’s  worth.  Caveat  emptor. 

■  The  best  technology  doesn’t  al¬ 
ways  make  a  successful  product. 

Then  again,  the  best  technology 
may  not  be  what  you  need. 

■  Some  vendors  really  don’t  like 
some  other  vendors  —  so  much 
that  they’re  willing  to  let  it  get  in 
the  way  of  working  with  cus¬ 
tomers. 

■  If  nobody  else  is  trying  some¬ 
thing,  there’s  usually  a  reason. 

Maybe  not  a  good  reason,  but  a 
reason. 

■  Faster  hardware  doesn’t  solve 
business  problems  —  unless  the 
business  problem  is  slow  hard¬ 
ware. 

■  The  CEO  will  always  think  con¬ 
sultants’  ideas  are  good  because 
he’s  paying  good  money  for  them. 

■  Traffic  expands  to  fill  the  band¬ 
width  provided. 

■  If  you  take  something  away  from 
users,  they’ll  sneak  it  in  the  back 
way  anyhow. 

■  The  most  powerful  influence  on 
CEOs’  IT  preferences  are  the  people  who  write 
for  airline  in-flight  magazines. 

■  “More  bandwidth/memory/storage/process¬ 
ing  power  than  you’ll  ever  need”  will  last  you 
six  months.  A  year,  tops. 

■  “We’ve  never  done  it  that  way  before”  is  a 
more  powerful  argument  than  any  cost/benefit 
analysis. 

■  IT  projects  advance  or  die.  Sometimes  both. 
But  if  it  isn’t  advancing,  it’s  dying. 


■  Nobody  ever  got  fired  for  buying  the  flavor  of 
the  month. 

■  What  counts  isn’t  how  much  a  product  costs 
when  you  buy  it.  What  counts  is  how  much  it 
costs  before  you  finally  shut  it  down. 

■  Functionality  isn’t  the  same  as  usefulness. 

■  When  you  just  have  a  hammer,  everything 
looks  like  a  nail.  Most  IT  people  just  have  tech¬ 
nology. 

■  It  always  takes  longer  and  costs  more  to  fix  it 
later. 

■  The  systems  that  last  are  the  ones  you  were 
counting  on  to  be  obsolete. 

■  A  good  idea  is  no  match  for  a 
bad  habit. 

■  By  the  time  your  CEO  has  read 
about  a  technology,  it’s  no 
longer  a  strategic  advantage. 

■  Ninety  percent  of  a  system’s 
cost  is  still  training  people  to 
use  it. 

■  IT  projects  fail.  Large  projects 
fail  more  often  than  small  ones. 
So  if  failure  isn’t  an  option, 
you’ll  never  do  anything. 

■  If  you  think  your  company’s 
users  are  awful,  just  wait  till 
you’re  on  the  Web  and  have  cus¬ 
tomers  of  your  own. 

■  Exactly  what  you  want  always 
costs  more  than  what  you  can 
afford  —  whether  it’s  technolo¬ 
gy  or  IT  employees. 

■  Old  ideas  got  that  way  because 
they  proved  useful. 

■  Data  isn’t  information.  Infor¬ 
mation  isn’t  knowledge.  Knowl¬ 
edge  isn’t  manageable. 

■  Systems  aren’t  made  from  metaphors,  para¬ 
digms  and  methodologies.  They’re  made  from 
code,  wires  and  hardware. 

■  The  Model  T  didn’t  become  a  standard  be¬ 
cause  it  was  the  best.  It  became  a  standard  be¬ 
cause  it  was  the  cheapest. 

■  The  hardest  problems  get  solved  last.  > 

Hayes,  Computerworld 's  senior  news  columnist,  has 
covered  IT  for  more  than  20  years.  His  e-mail  address 
is  frank__  hayes@computerworld.com. 


IT  projects 
advance 
or  die. 
Sometimes 
both. 


THE  GOOD:  Non-IT  pilot  fish 
with  a  corporate  support  con¬ 
tract  calls  a  PC  vendor  after  a 
hard-drive  crash.  Tech  support 
offers  to  talk  her  through  replac¬ 
ing  it  over  the  phone.  Why  not, 
the  fish  figures,  if  it’ll  save  every¬ 
one  time  and  money?  But  after 
two  weeks,  three  drives  from  the 
vendor  and  checks  of  every  ca¬ 
ble  and  setting,  the  PC  still  won’t 
boot.  Finally,  a  senior  support 
rep  takes  the  case,  and  thinks  to 
ask  a  critical  question:  “Did  any¬ 
one  tell  you  that  the  drives  are 
shipped  unformatted,  without 
partitions  and  with  no  operating 
system?” 

THE  BAD:  Non-IT  manager  in¬ 
sists  she  should  have  input  into 
IT  buying  decisions  because  of 
her  “extensive  technical  back¬ 
ground,”  reports  a  pilot  fish.  The 
manager  proceeds  to  write  up 
requisitions  for  modems  and 
printer  switch  boxes  for  worksta¬ 
tions  and  printers  that  are  about 
to  be  installed  on  the  network, 
then  asks  a  consultant  brought 
in  for  an  informational  meeting, 
“What  exactly  is  the  difference 
between  Windows  3.1,  Windows 
95  and  Windows  NT?” 

THE  UGLY:  Administrative  man¬ 
ager  at  a  manufacturing  compa¬ 


ny  has  hard-disk  problems,  and 
no  wonder  -  he  hangs  notes  on 
the  side  of  his  computer  case 
with  magnets.  “We  told  him  to 
get  rid  of  the  magnets,"  says  an 
IT  pilot  fish,  but  they  keep  show¬ 
ing  up  -  and  so  do  disk  prob¬ 
lems.  “We  solved  the  problem  by 
changing  his  case  to  a  tomato- 
red  plastic  job,"  says  the  fish. 
“We  told  him  it  was  to  color- 
coordinate  his  PC  to  his  red  rug.” 

EXECUTIVE  ASSISTANT  pilot 
fish  is  the  de  facto  IT  go-to-gal 
for  her  department,  where  some 
new  employees  have  never 
touched  a  PC.  One  such  new 
hire  looks  more  promising  than 
most:  “She  took  really  good 
notes  and  I  thought,  OK,  this 
one  might  be  all  right,”  says  the 
fish.  Until  the  new  hire  comes  to 
the  fish  in  a  panic  -  she’s  lost 
her  notes  and  can’t  figure  out 
how  to  log  on  to  Windows  NT. 
Groans  the  fish,  “It  tells  you  ex¬ 
actly  what  to  do  right  there  on 
the  screen:  Press  Control  +  Alt  + 
Delete _ ” 

Talk  to  the  Shark:  sharky® 
computerworld.com.  You  get 
a  sharp  Shark  T-shirt  if  your  tale 
sees  print  in  the  weekly  feeding 
frenzy  -  or  turns  up  online  at 
computerworld.  com/sharky. 
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With  the  explosion  of  e-commerce,  the  old  rules 
of  competition  have  been  thrown  out  the  window. 
To  remain  even  one  step  ahead  today  you  need 
immediate  access  to  the  best  data  available.  And 
software  that  quickly  converts  it  into  knowledge 
you  can  act  on.  Which  is  precisely  why  98  of  the 
FORTUNE  100  count  on  SAS,  the  world  leader 
in  data  mining  and  e-lntelligence,  SAS  enables 
you  to  capture,  integrate,  explore  and  analyze 
information  from  across  your  entire  enterprise. 
To  recognize  and  seize  opportunities  at  the  speed 
of  the  Web.  And  to  make  competitive  decisions 
with  greater  confidence  than  ever  before.  To  learn 
more  on  how  we  can  propel  your  organization, 
call  1-800-727-0025  or  stop  by  www.sas.com. 
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How  can  you  profit 

from  the  new, 
high-performance  Internet? 


Choose  the  proven 
global  leader  in 
Optical  Internet  solutions 


Welcome  to  the  world  of  the  new,  high-performance  Optical 
Internet.  It's  faster,  more  profitable  and  more  reliable.  And  it's 
being  built  by  Nortel  Networks™,  the  global  leader  in  Optical 
Internet  solutions.  Every  day,  we  circle  the  world  with  light.  In 
fact,  our  customers  have  deployed  over  16  million  optical 
wavelength  miles,  enough  to  circle  the  globe  600  times. 

We've  become  the  global  leader  by  building  the  world's 
highest  capacity  optical  networking  systems,  enabling  service 
providers  to  meet  customer  demand  for  new  eBusiness 
applications  and  services.  And  we  have  increased  profitability 
while  reducing  the  cost  of  networking  by  99%  over  the 
past  10  years. 

Along  with  profitability,  we  provide  the  highest  level  of 
reliability  in  the  world.  Imagine  only  seconds  of  downtime  per 


year,  as  compared  to  88  hours  per  year  occurring  in  some 
networks.  That's  reliability  you  can  count  on. 

You  can  depend  on  our  vast  experience  to  get  the  job  done. 
That's  just  one  of  the  reasons  why  during  the  past  four  years,  42 
out  of  58  major  networks  globally  have  been  built  using  our 
optical  solutions.  Plus,  over  75%  of  North  American  and  50%  of 
European  backbone  Internet  traffic  is  carried  over  Nortel 
Networks  systems. 

It's  time  to  see  the  world  in  a  whole  new  light.  So  come 
together,  right  now  with  Nortel  Networks.  And  make 
the  Internet  whatever  you  want  it  to  be. 

norte1networks.com 
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